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Above is center piece of Wiss Window U:splay (No. 50) 


“The Easiest Line to Sell”’ 








Wiss Gift Sets 


In Leather Cases 


Appropriate for all gift- 

giving occasions, are 
these complete sets of Wiss shears and scissors 
There are 16 different assortments, at various prices 
Write for booklet. 


J.WISS § SONS CO. 


ESTABLISHED 1848 NEWARK 


Cutting 
Shears 
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K NO. 9 UTILITY TRAY (Patent Pending) i : 
. A New Pattern in a New Setting > ; 
t This combination of new pattern and new , 

, tray means largely increased silverware sales ; 

TN cinin. sateen ; 
Tray of mahogany or highly burnished duo- ° 
K tone polychrome, lined with velvet, in three 4 

\ different color combinations. When velvet: — * 
, lining is removed a most attractive serving 4 
’ tray is ready for instant use. \ 
I? Ask your jobber about the Ancestral pat- 3 

V/ tern and the new Utility Tray, or write i 

\' Sales Promotion Department, | 

MK y 
| INTERNATIONAL SILVER Co., Meriden, Conn. { : 
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VAUGHAN & BUSHNELL 
MANUFACTURING COMPANY 





aus 




































Makers Of Fine Toots 





2il4 Carroll Ave.~ ~ Chicago, Hi. U. SA. 
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Champion 


Screw Drivers 
















AND 
EEREEPRAE 
(HARDWARE COMPANY ) 
SWE EW Regular 
Cabinet 
. Electrician 
The Reputation Machinist 
of One Adds or 
to the 
Reputation No Other Screw Driver 
of the Has Been So Widely 
Other. Imitated. 


The Phantom View Gives Only a 
Suggestion of the Strength and 
Rigidity. 


MANUFACTURED BY 


HARDWARE COMPANY 


TORRINGTON, CONN., U. S. A. 
New York Office: 151 Chambers Street 


1864 SIXTIETH ANNIVERSARY 1924 
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Will cut all classes 
metal with ease. 


breast and back. 


> 
Fy 









The Dealer from North Carolina 


W. A. MILES HARDWARE CO. 
Warrenton, North Carolina 
Mr. Wm. Lanier, Jr., submitting letter 
“I highly recommend Atkins Silver Steel Saws 
to other dealers because I feel it my duty to 
do so. I think that when a dealer has handled 
a certain line of goods for years and found it 
profitable to the consumer as well as himself, 
which has been our experience with Atkins 
Silver Steel Saws, that he should spread the 
good news along to the rest of the dealers.” 
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| reeommend 


Atkins SilverSeel Saws: 


7 To My Fellow Hardware Dealers” 





A PAIR OF TENS! 


Read What the Dealer from North Carolina 
Said to the Dealer from South Carolina. 


Their Letters Are Worth the Money: Each 
Dealer Earned $10.00. 


The Dealer from South Carolina 


THOMPSON-MILER HARDWARE CoO. 


Charleston, South Carolina 
Mr. W. B. Luhn submitting letter 


“T recommend Atkins Silver Steel Saws be- 
cause a hardware dealer should always be 
interested more in the satisfaction that a cus- 
tomer will get out of a tool, than the mere 
matter of a sale. Repeat sales come through 
satisfaction, and our hard worked word “Ser- 
vice” 1s 75% satisfaction; and I have yet to 
see a customer who bought an Atkins Saw 
who did not get both.” 


IF ANY OTHER HARDWARE DEALER CAN WRITE A PRIZE LETTER UNDER THE SUBJECT CHERE’S WHY 


COMMEND ATKINS SILVER STEEL SA 


S TO MY FELLOW HARDWARE DEALERS,” AND SUBMITS IT TO US 


FOR USE IN OUR SALES CONTEST IN HARDWARE AGE, HE WILL EARN $10.00. 
Do You Carry These Goods in Stock? If Not, Why Not? 


ATKINS 


No.2!1 METAL CUTTING 


ATKINS 


fom ie) 
HACK SAW ; 


HAND 
SAW 





of ordinary 
Tapered blade 
from 18 to 23 gauge ba straight 


Handle of sea- prated Atkins 


soned beech. A useful tool for any 


CC 


This nickeled, adjustable rolled steel 
frame has a hard rubber, easy-grip 
handle giving extra power to every with 
stroke. It is equipped with the cele- 





Hack Saw Blade. Saves time, work 


ATKINS 


No.3 NEST 
OF SAWS 





handle, 


cutting blades. 
Non-Breakable the space of one. 


and material. This is but one of many 
Atkins metal cutting outfits. 


EK. C. ATKINS & COMPANY 


Established 1857 : itis 


Machine Knife Factory: 
Lancaster, N. Y. 


Home Office and Factory: 
Indianapolis, Ind. 


“The Silver Steel Saw People” 
Canadian Factory, Hamilton, Ont. 


BRANCHES: 
Atlanta Memphis New Orleans Portland Seattle Paris. Fran: 
Chicago Minneapolis New York San Francisco Vancouver, B. C. Aner Mg 'N. s. Ww. 


ATKINS ALWAYS AWEAD’ 11110111 "1._-v0 


Meets a popular demand for a 
adjustable to any angle, 
compass, keyhole and metal 
Three good saws in 
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The Eye of the World 


For sixty-nine years the * Boring 
eye” of the world has been centered 
upon Russell Jennings Auger Bits. 








Carpenters, woodworkers, cabi- 
net makers, mechanics—all trades 
have found them the most satisfac- 
tory bits obtainable. 









Are you doing your share to keep 
the Russell Jennings line moving 
in your store? 

















CHESTER CONNECTICUT 
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The Factory Behind the 


DEXTER ‘WASH 
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NE of the most modern 
and best equipped wash- 
ing machine factories in 

America, in which Dexter 
Washers are built ‘“‘from the 
ground up’’. We have our own 
malleable and gray iron foun- 
dries and are not dependent 
upon other sources for our sup- 
ply of raw materials. The illus- 
tration at the right shows the 
Dexter progressive -assembly 
plan in which the washer moves 
along the track from operation 
to operation, each..workman 
particularly skilled in the opera- | . 
tion for which he is responsible. ie | 








OU are entitled to know something about the factories 

which produce the products you sell—their facilities, their 
stability, and their financial responsibility. When you sell a 
washer, for example, you want to know that you will be able to 
-ecure service or replacement parts as promptly 10 years from 
“ow as today—that you and your customers are protected. 


You have that assurance when you sell the products of The 
Dexter Company, one of America’s foremost washer manufacturers 
since the infancy of the industry, with a record of more than 20 
years of honest-products, sincerity of purpose, and square dealiny. 


Dexter Washers are built by contented workmen, skilled in their 
craft. Many of them have been with us since the business was 
founded—most of them own their homes. These men are interested 
in maintaining the high qualities that have caused Dexter leader- 
ship. They are proud of their product. There are no “labor 
prcblems”’ here. 


All these things, we believe, are of interest to the dealer who 
wants to make the most of his washer department. 





Please send us complete infor- 
mation and prices on Dexter WAREHOUSES AT 
Washers, with details of your Peoria Columbus |. Harrisburg Utica 


dealer sales plan. 


RR gd tectcne: The Dexter Company 
RRR Fairfield + + + £4lIowa 
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* Let the Yale 44 Automatic 





protect your customers 


- Let the Yale 44 Automatic protect the lives, 
homes and property of your customers, with 
profit to your store. 


Sell the Yale 44 Automatic—one of the 
most popular locks of the Yale line! The 
action of this lock is so unusual and the 
security so obvious that you will easily con- 
vince a customer that this is the lock he needs. 


And there is a place for the Yale 44 Auto- 
matic on the entrance doors of all the homes 
and apartments near your store. This is 
your market. 


No lock offers greater security than the 
pin-tumbler dead-bolt type. The Yale 44 
Automatic has the convenience of an ordi- 


nary night latch; but this lock also auto- 
matically throws a massive bronze dead-bolt 
into the strike the instant the door is closed. 
The simple spring latch-bolt automatically 
becomes a dead-bolt and deadlocks the door. It 
doesn’t wait to be deadlocked by hand. And 
it never forgets. 

Show your customer how it works. Press 
back the beveled bolt and guard slide. Now 
hold back the slide and release the bolt. 
Watch the bolt section spring out to the full 
double throw position. Then try to press it 
back. You can’t. It’s deadlocked! The bolt is 
proof against end pressure. 


Send for the new booklet on the Yale 44 


Automatic—imprinted with your own name. 


The Yale & Towne Manufacturing Co. 


Stamford, Conn., U.S. A. 


Canadian Branch at St. Catharines, Ont. 


YALE MADE IS YALE MARKED 


Padlocks, Night Latches, Dead Locks, Builders’ Locks and Trim, 
Cabinet Locks, Trunk Locks, Door Closers, Bank Locks, Prison Locks 
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When you buy 


This guarantee is at- 
tached to every coil of 
H. & A. ‘‘Blue Heart’’ 
Manila Rope—a pro- 
tection when you buy 





found to be not as represented 
will be replaced 


THE HOOVEN & ALLISON CO. 


“aosnarzeo! Pegs Corcage 


XENIA, QO. 
U.8.a. 




















As you sell 


Rope with the ‘“‘ Blue 
Heart’’ marker in the 
center between the 
strands,yourcustomers 
will find the best rope 
they ever bought. That 
means satisfied cus- 
tomers fer you 











Untwist the strands 










* ™~ 
the“Blue Heart” shows 








the “Blue Heart’ sells the Rope 


The blue thread marker running in the 
center between the strands of H. & A. 
Manila means quality to your customers; 
it not only helps you make the first sale, 
but also brings them back season after 
season. 


And when you buy, look for the guar- 
antee attached to every coil of H. & A. 
‘Blue Heart”? Manila Rope. It means 
that you get rope spun from specially 
selected pure manila fibre, and made with 
the highest skill. 


Ordinary rope, of course, may look and 
feel better than it is. There are many 


grades even of manila fibre that can be 
spun into “‘manila rope.”’ 


But you take no risk with H. & A. 
‘Blue Heart’’ Manila. When you buy, 
the guarantee is your protection; when 
you sell, the ‘‘Blue Heart’”’ marker is 
your customer’s assurance of satisfaction. 


Where high grade sisal rope is wanted 
sell the best—H. & A. “‘Red Heart” 
Sisal Rope—spun from selected sisal fibre 
by the same skilled rope makers. 

Build a permanent rope business in 
your territory with the famous H. & A. 
brands. 
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H. & A. “Star Brand” Binder Twine 


evenly spun from carefully selected fibres, is of full yardage, ample 
strength, and is used from coast to coast by farmers who claim it is 


never cut by insects. | 
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The Hooven & Allison Company 


“‘Spinners of Fine Cordage since 1869’’ 
XENIA, OHIO 


MILLS: MILLS: 
Cincinnati, Ohio North Kansas City, Mo. 


Xenia, Ohio Covington, Ky. 
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Reg. U.S. Pat. Office 
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The Horton is an open-end 
ironer (exclusive Horton 
feature.) This means it 
irons everything — every 
piece that can be ironed by hand, 
only it does it faster and finer. 
Dresses, lingerie, shirts, ruffles, pleats 
and frills —all are ironed just as 
nicely as flat work. 





’ 





reaicr Sales 
hossibilitics 





WITH THE HORTON 








MARKET 


IRONER THAN ANY 
OTHER IRONER ON THE 


—— 








One sits on an ordinary chair 
to iron with a Horton. The 
entire design is most practi- 
cal — height is just right — 
width is just right — everything is 
proportioned to make the ironing 
operation easy and almost effortless. 
Roller bearing casters make it roll 
easily to any location. 





Ironing time is actually cut 
in half. If it requires 4 
hours to iron by hand, it 
takes but two hours with a 
Horton. A tablecloth ironed usually 
in 30 minutes can be ironed in 10 
to 15 minutes with a Horton anc 
ironed infinitely better with a finer, 


glossier finish. 
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HOSE dealers who have built customer-confidence 

through the reliability and service of other standard 
home appliances NOW have a sales opportunity in the 
HORTON Ironer, which undoubtedly is greater—more 
immediate — than that of any other appliance on the 
market today. 
For women are ironer conscious. They want to do their ironing by machine. 
They’ve learned by experience the time and labor saving efficiency of laundry 
appliances. They're waiting just for your recommendation — your word — that 


the HORTON Ironer is a truly, practical ironer that will iron everything, every 
piece—and the HORTON Ironer will do just that. It irons 100% of the ironing. 


The HORTON Ironer on your sales floor is bound to attract interested atten- 
tion. Because of six outstanding sales features — features which are easy to 
sell and quick to be appreciated by every woman, it offers greater sales possibili- 
ties than any other ironer on the market today. 


To those dealers who are interested in the immediate sales possibilities now 
existing on HORTON Ironers— we would like to present further selling facts. 
y we not have the privilege of hearing from you? 


HORTON MANUFACTURING CO. 
1320 Fry Street Fort Wayne, Indiana 




















Horton lroner 
i 42 or 46 inch roll 
HORTON Ironers are made in three 
sizes, gas heated; 30 inch, 42 inch and 
46 inch rolls, Also in 30 inch and 46 


inch rolls electrically heated. All sizes 
electrically driven. 











IRONERS 





Horton Home Ironer 
howing 






Horton 30 inch roll Home Ironer 






















Open End View 


More perfect and beautiful 
ironing can be done. Because 
of the greater ironing surface 
slightest foot pressure make (165 negate inches} and the 

greater ironing pressure available, 
the control most convenient and hg Work done by a Horton is.actu- 
simple. Both hands are thus left free ally more perfect and finer in finish 
for feeding and guiding the work than can be accomplished by any 
over the roll. other method. 


The Horton control is entire- 
ly by foot. Easy acting pedals 
which operate with the 














The price is low — within 
every woman's reach. Being 
lower than the usual price of 
electric washing machines 
to which women are accustomed. 
It is also the lowest priced electric 
ironer of its size and capacity on 
the market. 
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The Popular 


Haag Oscillator 
Now Carries Our New 
All-Metal Soft-Roll 


Wringer 














“George” and “Al” have recently produced a new 
wringer that makes their popular Oscillator even more 
desirable than before. 





Showing the new metal Haag wringer. 


Note compactness and large soft rolls. Much more compact and of vastly improved design, 


this wringer now becomes a prime selling feature of a 
machine that, even before, left but little to be desired. 


First: The large SOFT rubber rolls leave the buttons 


ON and ALL IN ONE PIECE—but they wring the 


In case of emergency the top and clothes DRY 
spring tip back and release rolls. ' 





Second: If any unusual circumstance develops, the 
top bar and spring can be instantly tipped backward— 
which automatically releases the rolls. 


Third: If any occasion arises for the removal of the 
rolls, you simply tip back the top bar and LIFT THE 
Removing or replacing the rolls is ROLLS OUT! 


easy. You simply lift them out. 

















Beyond Any Question, 
Features: 
Automatic circuit breaker. Large 7- It Is a Washer 


sheet burnished as alle 
opening. HAAG’S own “‘oil- e”” to e 
prevent cil smears on floor. Large, You Should Be Selling! 
easy-rolling casters. Handsome ap- 
pearance. 


44 h.p. standard make motor. Extra 


strong and | well-braced fveme—a Mlo-  —— Do L SB Ie! 
Haag Bros. Co. - - - Peoria, Illinois 
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eal Torao Arruiances [<eererenl: 
TORRID—The Gift Line 


With every boy, and most men, interested in Radio as never before, the 
new TORRID Electric Soldering Iron is going to prove a decidedly popu- 
lar item for Christmas trade. Made with a genuine NICHROME heating 
element of special design and construction; a cool, comfortable hand-fit- 
ting grip; removable copper tip; six-foot connecting cord; two-piece at- 
tachment plug. The specifications denote quality. The name TORRID 
confirms it. 

































TORRID 
Electric Soldering Iron 


$ 1.50 Retail 





TORRID Electric Flatiron 





TO “SIL i ggg it’s wanted, in the ay plate— 
suppli y a mica element which insures 
Coffee Filter greater satisfaction and more lasting service. 
7 Weight—six pounds of it—plenty for best 
Another new TORRID appli- __ results in ironing, and scientifically distributed 
ance destined to win great popu- a oe nee ee ayy no 
larity with every coffee drinker Price—that will please 
and especially with the house- Cvery,_ Duyer wholesaler, 
keeper. Provides a _ quicker, Quality—up to the 
; = highest standard like all 
cleaner, more economical meth other TO & BI D apvii- 
od of making better coffee. ances. 
Model No. 306 00 0 The biggest 
(illustrated) S1X $ ° $ e aa its 
CUP SIZE 2060 00 c's ° 
se 
Marcel 1 ' , — Irons 
_— fa @CCLric and Waver 


Rods ! 





Hairdressing 
Appliances 
TORRID | WAVETTE 
‘Fr IVORY TORRID IVORY $3.50 
ING IRON $4.50 IvORY yr. $3.25 
WAVING IRON $3.50 WAVETTE ply) $2-50 
(Black assembly) ° | WAVETTE, JR. $2 95 
(Black assembly) ° 





The popularity of TORRID appliances will bring you the greatest volume 
of sales. Ask your jobber, or write direct to us for full information. 


The FRANK E. WOLCOTT MEG.CO. 
Hartford, Conn. 


Southwestern Agents Pacific Coast Agents 
THE FOLSOM COMPANY WESTERN AGENCIES, INC. 
Dallas, Tex. San Francisco, Cal. 
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What Does RD Mean? 


OP Sa te sp 











An RD Agreement makes it possible for a dealer to pur- 
chase Westinghouse Mazda Automobile lamps in quantities 
of fifty or more, in unit packages, 35% of list price and an 
additional 10% discount if the net value of the Westing- 
house Mazda Automobile lamp purchases amount to 
$200.00 within the period of one year after the signing of 
the agreement. 


Many Westinghouse Mazda Automobile lamp dealers 
have fulfilled three and more agreements in one year by 
using the window displays, signs, etc., offered them and by 
selling three lamps instead of one to a customer. This 
tripling of sales can be done by selling the lamps in the 
Westinghouse Mazda three lamp kit, a strong metal box 
that protects the lamp from breakage. As this metal kit 
retails for 10c, it is possible to sell a kit of three lamps for 
less than a dollar. 


Capitalize on the “Carry Spare Lamps” propaganda and 
the constantly growing demand by becoming a retail dealer 
for Westinghouse Mazda Automobile lamps. See the whole- 
sale distributor for Westinghouse Mazda automobile lamps 
nearest you, or write to 


WESTINGHOUSE LAMP COMPANY 
150 Broadway, New York, N. Y. 


Sales Offices and Warehouses Throughout the Country 
For Canada: Canadian Westinghouse Co., Ltd., Hamilton, Canada 


Westinghouse 
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Now You Can Sell the Voss at These Prices 


Think of being able to offer your 
customers the latest model Genuine 
Voss Gasoline Power Washer at 
$63.00 and the latest model Voss Elec- 
tric Power Washer at $86.00 with 
Standard Copper Tubs. 


That in itself would induce many 
dealers to sell the Voss. But that is 
only part of the Voss plan to mate- 
rially increase the sale of Voss 
Washers for dealers. 


The Voss people offer you something 
more than these low prices and a repu- 
tation of 50 years of success to build 
trade on; they are now building the 
famous Voss Washer with an entirely 
new feature in washer construction— 
the Voss Floto-Plane Agitator. 


Why not stock the Voss right now? 


Electric Power—Retail Price $8 5 


Model E-15 







Model G-15 ie ees 
Gasoline Power—Retail Price 63 | Voss 


Prices are slightly higher west of the 
Rocky Mountains. 




















And Feature This Exclusive Feature 


The Voss Floto-Plane Agitator 





A NON-RUSTING, ALL-METAL, FLOATING 
AGITATOR 





It replaces the old type wood dasher. It is made of rust- 
proof metal and built to last. The Float which is part of 
the Agitator gives it great buoyancy and permits the Wings 
to rest very lightly on the clothes. 


These Wings are so shaped that they fluff and spread the 
clothes out while being washed. This gives the hot, soapy 
water free access to every fibre of the cloth. Because of this 
free action the clothes are washed quicker, cleaner and 
easier with less power than any other method. 


Write for the best washer proposition on the market. 


Voss Bros. Mfg. Co. 


Davenport, lowa 
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for Garages 








The Hygrade Reflector Lamp 
casts light under the car, into the : 
engine and in all the difficult-to-get- 
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at-places, without glare in the eyes. : 
z= Welcomes rough handling. ee 
Lt Oil and grease cannot dim the = 
E brilliant reflecting surface inside 
-” the lamp bulb. | 
A Write for circular. * 
— w 
Z HYGRADE LAMP CO 
toe GENERAL OFFICE 4 
ER 0 ; AND FACTORY I suem mass Mass “ 
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Hysrade Lamps|| | 











g You cannot buy a better lamp {| 
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3 The Best 
: i Mechanical : 
Action : 

Is now 

the Best 

, , ° i 
: , Washing : 
: Action” 
No such safe, effective | 

and rapid cleansing agi- i 

tation was ever secured i 

by a washing machine y 

before. i 

Why do washing-machines reverse? Reversing t 

is an admittedly bad mechanical method. Then i 

why must you stand for all this vibration, racket, ; 

and consequent servicing grief? a 

Because, until the WASHRITE principle was | 

developed, reversing was necessary to keep the " 

clothes from tangling and packing in the cylinder. i 

WASHRITE overcomes this difficulty by a method 1 

all its own. It has a new washing action, unlike | 

any other machine. WASHRITE has continuous 

one-way rotation. It washes thoroughly, gently, | 

with amazing speed, but without tangling. It i 

operates quietly, without vibration or jar. Its mech- , 

anism is simple, sturdy, trouble-proof. i 

These claims can be proven by a demonstration. i 

Are you open to proof? When? i 

| 

, = | 


The G. F. Mitchell & Sons Co. mechanically “right”— 


hence no servicing. 


Fasene" 


iat 
' . oe oa a 
lot ee a i line Se nae no 


“Known to the Hardware Trade Since 1874’ 
Cedar and 65th Street 
CLEVELAND OHIO 
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If you haven’t copies of the big Saturday Eve- 
ning Post 2-page ad for your windows—be sure 
to write us for them. This 2-page ad takes its 
message of quality and performance into two 
and a quarter million homes! And the woman 
who reads it wants to know where to see the 
cleaner. Be sure to tell her that you are the 
dealer. Use your windows. Be especially sure 
to use them the week of October 11th, when your 
sales prospects are reading the big Post ad. 


These two pages speak for quality—for lifetime 
use—and the double action that cleans cleaner. 
These points—the greatest selling points of the 
finest electric cleaner—are being firmly estab- 
lished in the minds of the women of the nation 
as outstanding features of the PREMIER 
DUPLEX. They are the safest qualities to back 
for immediate sales, and for permanent prosper- 
ity. They mean success! 


Electric Vacuum Cleaner 





Electric Vacuum Cleaner Co., Inc. 
Cleveland, Ohio 
Distributed in Canada by the Premier Vacuum Cleaner Company, Ltd., 


Toronto and Winnipeg, and the Canadian General Blectric Company, 
Ltd. General Offices: Toronto. 
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Now Ready! 


The Wonderful New 
Bee-Vac Electric Iron 






co \ 3 i; AL oS 
oS ARLE 


a 
._% 











“The Iron with the Tilted Handle’’ 
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Retails 
Complete for 


‘575 


| Why Pay More? 
: z 


; Ask Your Jobber 
for the Details 
at Once 


The Bee-Vac Electric Iron has many 
exclusive improvements that will 
instantly appeal to every woman. 
Just a few of these are, the tilted 
handle (patent applied for) afford- 
ing natural, non-tiring position for 
hand, while allowing greater pres- 
sure for smooth ironing; brass 
nickel-plated cover, reducing radi- 
ation of heat and giving greater dur- 
ability; heating element designed 
on original lines, giving more direct 
application and uniform distribu- 
tion of heat, and preventing burn- 
outs and shorts. The Bee-Vac iron 
will positively hold its heat much 
longer, making it exceptionally 
economical in operation. Entire 


construction produces an iron that 
is practically unbreakable and 
trouble-proof. 


Furnished complete with special, 
durable cord, and improved rever« 
ible stand, packed in handso .ne 
carton that attracts favorable atten- 
tion in your store. 


Here is a distinctly different and 
BETTER iron that gives you a real 
opportunity. New features to help 
you sell, a lower price for a quality 
iron to bring more and quicker 
sales, substantial discounts to make 
your profits worth the sales effort, 
and National Advertising in the 
Saturday Evening Post and Good 
Housekeeping to bring inquiries. 


BIRTMAN /LEGTRIC (jOMPANY . Ae 











Department B-210 


Lake and Desplaines Streets + Chicago, U. S. A. 
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We have a sales plan that offers big 
possibilities for live dealers. 
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» NILCO* 
LAMPS 
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with the famous NEVER- 
CRUSH Wringer, offers you 
a unit that breaks the back- 
bone of competition. It means 
large sales, large profits and 
plenty of satisfied customers. 


The PRIMA will wash clothes 
clean — easily and quickly — 


’ without harming the daintiest 


fabrics. The elliptical tub is 
perfectly smooth on the inside 
—there are no mechanical de- 
vices to wear or tear the 
clothes. 


The tub is made of Douglas 
Fir— GUARANTEED FOR 
TEN YEARS. 











The Home Lighting 


Contest 


October 23, 1924 


Equipped With 


Klectric AVE RCRUSH 
Washer hc Great Safety Wringer 
The PRIMA Washer equipped — 





Operates on any 110- 
volt current. 


Sidney, Ohio 





Is a Good Thing for Your City 


BOOST IT! 


NILCO LAMP WORKS, INC. 


EMPORIUM, PENNSYLVANIA 
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ELECTRIC 
WASHER 








Why gamble with 
the uncertain when 
you know 











will meet the most 
exacting: requirfre- 
ments ?” 





Quick Sales — Big Profits! 


If your Wholesaler does It’s easy to satisfy your customers if you sell 
them Queen Electric ‘Washers. 


not sell them, write us. 
Queen Electric Washers are moderately priced 


yet they embody every mechanical feature that 
make them the quickest, handiest, quietest and 
safest home appliance. 


THE SAVE SALES COMPANY Queen Electric Washers have many additional 
advantages such as the swinging wringer, fold- 
. ing extension stand, removable white cedar 

Toledo, Ohio a ae 


There’s an unusual selling and 
finance plan which you ought to 
know about. Write for it today. 


KNOLL MANUFACTURING CO. 
Established 1886 Reading, Pa. 
Washes a tubful in 4 to 8 minutes. 
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~ Sterling 


Our profit is only as 
Come on in. ; There’s 
the new devices are: 


METER 
For “B’’ Battery 


volt wet. Cord 
finger grip. 0-120 


micro microfarads. 
neutralize the grid 
of receiving tubes. 














Has Done It Again! — 


New Ideas—Fresh Products—Better Sellers—Greater Publicity 


Sterling never thrusts stale, out-of-date radio devices on the public nor 
loads unsuspecting dealers with merchandise that is not in current de- 
mand. To substantiate this point, we offer the evidence of having intro- 
duced this fall several new products right in line with present day condi- 
tions. More power is behind our selling drive to tell the public that YOU 
can serve their needs. You automatically become a part of our growth. 


big as your turnover. 
plenty of room for you to share the returns. Among 


STERLING POCKET VOLT- for reflex, neutrodyne ard other cir- 


NO. 35 cuits. List price $1.00 each, 
voltage measure- STERLING RECTIFIER 
Model 19 


ment. Will show voltage of five units 
of “B" batteries, 22% volt dry or 24 = The versatile charger, A_ selector 


tip insulated for snap switch regulates charging of 
scale. List price ‘*A’’ Batteries, 24 volt ‘‘B’’ Batteries, 


$3.50. Other types for every need. or 48-72 volt “‘B’’ Batteries. Ne 
STERLING MICRO- possible short circuiting, no sparking, 
CONDENSER quiet in operation. 
A high quality adjustable condenser 50 and 60 cycle, list price $22.50. 
of ‘‘micro’’ size. Max. capacity five 25 cycle, list price $25.00. 


Its purpose is to Model 17 for charging ‘‘A’’ Batteries 
to plate capacity only, list price $18.50 and $21.00 
Highly endorsed depending on the cycle. 


Also new “Soft Tread’’ Rheostats and latest 
types avdio and radio amplifying transformers 


Ask for the new catalog 


THE STERLING MANUFACTURING COMPANY 
2841 Prospect Ave., Cleveland, O. 








Microcondenser 























Good Judgment 


Demands 


Price, Quality and Service 








No. 22 List 50c No. 2-4-1 List 45c No. 33 List 75c 


AJAX PLURAL SOCKET PLUCS 
Nationally advertised, approved by Good Housekeeping and Mod- 
ern Priscilla testing laboratories. Guaranteed against all damage 
from heat, moisture and breakage. Established values. Large 
profits. Free window display. Circulars and price tags. 
FREE sample No. 22 and five price tags to dealer advising name 
of jobber from whom they wish to purchase. 
AJAX Electrical and Radio Products Are Guaranteed Merchandise 
St. Louis AT RIGHT PRICES 

Complete Dealers Price Sheets on Request 

AJAX ELECTRIC SPECIALTY CO., 1926 Chestnut St., St. Louis 











00 OTHER TYPES 


WD12 Standard Base 
LIST UV199 Standard Base 
UV199 Miniature Base 


Put Up in Holiday Packages 








Member JOBBERS—DEALERS 
R. io A. Write for Our Proposition 














The ELECTRICAL GOODS 
MARKET 


For practical, commonsense hints on How to 
Sell more Electrical Merchandise watch the 


fourth issue of HARDWARE AGE each 


month. 


This number will contain feature stories on 
the merchandising of electrical goods through 
hardware stores and a special electrical mer- 
chandise advertising insert. 
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The 
White Champion 





verywhere — More Champion Lamps 


Every home in your town offers the retailer an opportunity for the 
sale of more Champion Lamps. For each spot from the front door to 
the smallest closet in the house there is a Champion Lamp, designed for 
the special purpose and guaranteed to give a long and brilliant life. 
Display Champion Lamps in your window and on counters and be ready 
for the heavy business this fall. Champions give the retailer a big 
profit and satisfy every householder. ‘ 


The stores, offices, factories, schools and hospitals in your town 
are large users of lamps. Protect your reputation and sell them Cham- 
pions. Attractive advertising material free for the asking. 


CONSOLIDATED ELECTRIC LAMP CO. 
DANVERS 208 MAPLE STREET MASS. 
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Safeguard your C1 customers 
against disappointment; 
order your Grebe itisittive 

















Thoroughly satisfied customers form 
-rock upon which successful 

business is built. It is significant 

of the successful jobbers and dealers 


cialize in the SyNCHROPHASE. 
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KESTER RadioSOLDER 
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ROSIN-CORE 





E Hardware store for solder. That’s where 
everybody expects to find it, whether it is for 
general mending or for radio work. It makes 
little or no difference whether you handle radio 
parts or not — habit has taught people to look 
to you for solder. 


Sell the radio fan, the solder that contains the 
flux recommended by radio engineers— Kester 
Radio Solder (rosin-core). 


Acids, pastes and compounds are condemned 
by radio engineers in their editorials in maga- 
zines, news and trade papers. Their recom- 
mendation of rosin-core solder as the proper 
flux and solder for radio will be strengthened 
by our own ads starting in the October issues 
of the leading Radio papers. The total circu- 
lation will be well in the millions. 


That’s why little effort will be needed to sell 


Kester Radio Solder (rosin-core). It is in de- 
mand—let it be known you have it and you’ll 
sell plenty! 


CHICAGO SOLDER COMPANY 
CHICAGO, U.S. A. 








“My Hardware Store Has | a 


Kester Radio Solder comes in 
brilliant orange and black cans 
holding a coil of about Y% lb. 
each. Ten cans to an attractive 
display carton in three colors. 
— cartons or 100 cans to case 
ot. ‘ 

If your local jobber cannot sup- 
ply you we will take care of your 
requirements as you may indi- 
cate below. 

Remember our October announce- 
ment and—order now 


Ave., 

















H. A. 10-24 


Chicago 
Solder Co. 


4205 Wrightwood 


Chicago, IIl. 


Gentlemen: Please 
send me the following 
as indicated. 

0 CARTONS (10 Cans) 
0 CASES (10 Cartons, 100 Cans) 
O Send C.O.D. 0 Bill thru my Jobber 








State 
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Keepin touch with 
re National Events 


ae Pies 
Sine BB+. 
Cee 






The final desperate spurt as the Presi- 
dential campaign draws to a close! The 
returnsas they pile upon election night. 
Great speeches and vital messages—the 
inaugural address,the latercongressional 
messages — hard, slow reading, but easy 
to listen to—with a Table-Talker. 


PRICE 
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And, too, there’s everything from foot- 
ball to recipes, from grand opera to mar- 
ket reports, from prize fights to bedtime 
tales. All brought to your home—shared 
with your family and your friends by the 
real reproduction of the Table-Talker. 


randes 


The name 
to know in Radio 
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Superior 
Matched Tone 
Headset 
$7 in Canada 


4 
 « 
1} 
. 







Table-Talher 


410. 


§0¢ extra west 







) 






. of the Rockies Navy Th 
: rd y U id 2 wd ype 
Se dn Canada®l2 : Matched Tone 
Headset 






$9 in Canada 





OC. Brandes, Inc 1926 
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Z Crosley One Tube 
x Model 50, $14.50 
$a With tube and Crosley Phones $22.25 
Vs 
Better -Costs Less 

Ee Ra d io Crosley 

Head Phones Crosley Two Tube Model 51, $18.50 

Better-Cost Less With tubes and Crosley Phones $30.25 


This strikingly portrayed message of Crosley quality and Crosley value is reach- 
ing millions of people throughout the United States and helping to sell them 
Crosley radio receivers. Appearing in general magazines such as The Saturday $ 3 fs 
Evening Post and American, in farm publications, in radio papers, in technical 
journals and newspapers, the forceful Crosley messages are reaching every 
type of human nature that is a radio prospect. 

GET YOUR SHARE OF THE CROSLEY BUSINESS ° Crosley Three Tube Model 52, $30.00 
If you are a Crosley dealer you are getting a big share of the business that the ee 
quality of the instrument and the advertising creates. If you are not a Crosley 
dealer it will pay you to become one as soon as possible. 


CROSLEY FRANCHISE A VALUABLE ASSET 


So complete is the Crosley line, so well and favorably known, that it satisties 
the radio wants of everyone at a price within the reach of all. 


Starting with the one tube Armstrong Regenerative Receiver at $14.50, without accessories—$22.25 e ; 
with tube and head phones—the lowest priced regenerative set on the market, and equivalent in Crosley Trirdyn Regular, $65. 
. ge to many two tube receivers. Then as more volume is desired it can be added to at a very With tubes and Crosley Phones $80.75 
& ow cost. : 

Or, your customers can purchase the three tube Crosley Trirdyn Regular, which has come through the 
summer period of comparatively poor reception with colors flying—for only $65. In Special Mahogany 
eabinet to house necessary accessories, $75; or the beautiful new Crosley Trirdyn Newport as shown 
herewith, $100. The combination of one stage of tuned radio frequency, with regenerative detector and 
reflexed amplification, has proven beyond a doubt that the features of selectivity, volume and ease of 
operation can be obtained with three tubes better than heretofore has been possible with five tubes. We 
believe that no other set on the market combines these features so well incorporated in the Trirdyn. 

In addition there are the Crosley 51, the two tube Armstrong Regenerative Receiver that became the 
biggest seller in the world in just 24 days, price $18.50. This set will at all times bring in joca! 
stations on the loud speaker and distant stations under fair receiving conditions. Distant stations can 
at all times be heard with ear phones. The three tube Armstrong Regenerative Receiver Crosley 52, 
a am > aoe Cee eo — ey pny — practically all conditions, price $30; and 
the Crosley 50 and 5 n portable cabinets at anc 5. . 
These receivers, each in its own class, though assuring as good or better. reception than any other Crosley Trirdyn Special, $75.00 
instrument of the same number of tubes, are by far the least expensive ever offered to the public. With tubes and Crosley Phones $90.75 
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Mail 
This 

Coupon 
At Once 


The Crosley 
Radio Corp n 
10794 Alfred St 
Cincinnan, O 
Mail me, free of 
charge, your catalog 
of Crosley receivers 


and parts. 
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BEFORE YOU BUY—COMPARE. YOUR CHOICE WILL BE A 
CROSLEY 


For Sale by Good Dealers Everywhere 
Crosley Regenerative Receivers are licensed under Armstrong U. S. 
Patent 1,133,149 


- Prices West of Rockies—add 10% 


* 











Ss THE CROSLEY RADIO CORPORATION 

fi POWEL CROSLEY, JR., President = 
e 10794 Alfred St. Cincinnati, Ohio Crosley Trirdyn Newport, $100.00 

i Crosley Owns and Operates Broadcasting Station WLW With tubes and Crosley Phones $115.75 








28 HARDWARE AGE October 23, 1924 





“YANKEE” RADIO TOOLS 


The handiest tools ever made for Radio Work 


*““YANKEE”’ TOOL SET No. 105 
Contains Ratchet Holder (64%,” over all) for all attachments, comprising one 
Countersink, three Blades, two Socket Wrenches, one Jack Wrench, one Reamer 
and one Wire Bender. (See illustration.) 
td Packed one set in extra heavy cardboard box. Weight 1 Ib. 


“YANKEE”? RADIO DRILL No. 1431 (with special display box) 
A small, powerful drill especially designed for Radio Work. Has special chuck 
with 9/32” capacity, to take largest drills usually furnished with Radio sets. 
Length over all 942”. Wt. 142 Ibs. 

DISPLAY STAND (See Illustration) 

For Tool Set No. 105 and Radio Drill No. 1431. 

Furnished free with each order for % doz. No. 105 Tool Sets, and two only 1431 
Drills; but only when specified on order. 


Your Jobber can supply you. 


NORTH BROS. MFG. CO. Philadelphia, Pa. 























Liven Up Your Vise Display It’s Made for 
Put Rock Island Vises near your Radio Soldering 


Radio Supplies. Their attractive bright 
red finish will draw instant attention. 


And besides every 


Radiovise 


is so well adapted to radio work and general 
home use that sales quickly follow. 


Se ean ae a ae NOKORODE RADIOKIT 
ee es A Complete Soldering Outfit 


Radio builders—thousands of them—know the 
advantages of using NOKORODE products. 
They depend upon NOKORODE when solder- 
ing, for the finished joints will have the highest 
tensile strength known, and will be free from 
corrosion. 


The NOKORODE RADIOKIT contains a 
special soldering iron, made purposely long 
and thin, making it easy to solder wires 
that are hard to reach with an ordinary 














They have Swivel Base, Jaws of Steel 3% iron, Besides the iron, there is a can of 
inches wide which open to 4 inches. NOKORODE Soldering Paste, strip of 
emery cloth, string of solder, and a book 

Weight 19 Ibs. and retail at $5.50 with a of Suuptiiens on “tow to Sua, wan 


bl¢ i i ; 
handsome profit to dealers. valuabl¢d information on radio work. 


Order from Your Jobber! 


THE M. W. DUNTON CO. 
Rock Island Mfg. Co. ®°CK ISLAND Providence, R. I., U. S. A. 


Write us for catalog and prices. 



































Nationally advertised 
Guaranteed Radio Parts 


Liberal Discounts to Trade 
Protection to Distributors 


Let Me Be Your Purchasing A gent 


l'll work for you at no salary 
whatsoever, I don’t make mis- 
takes, and I never ask for a va- 
cation. I command immediate 


AJAX 
ST. LOUIS 








delivery and ample stocks. 

I'm Harry Alter’s “POCKET- Ajax 

BOOK” —a net price catalog pub- J h 
lished monthly. My 160 pages Crystal Made Right 
contain 2500 up-to-date items in Looks Right 
electrical, lighting and radio Set List Price 
materials —the kind your cus- $5.00 
tomers are looking for. No. 18 Plug 

Write for me today— just ask for . 

the current copy of the “POCK- No. stat Three Types Insulators oineon 
ETBOOK.” Remember to use 1, 2, 3 Values 
your letterhead, as I work for always in series. in 
established dealers only. Radio 





Ajax Electric 


HARRY ALTER & CO. Specialty Co., 





No. 32 Insulator 


Wholesale Electrical and Radio Supplies : Ogden & Carroll Aves., Chicago St. Louis Full line Radio Parts a a 2 
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g The World’s Standard 
: Since 1843 
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E The Maydole line of hammers is not confined to any one 
| trade—it includes a practical hammer for every require- 
: ment. 

" The dealer who sells a carpenter a Maydole Hammer is 
. very likely to have a call from a bricklayer for a Maydole. 
‘ One trade tells another what efficient hammers they are to 
: work with. Naturally the recommendation of one mechanic 
E to another is the best kind of an advertisement for Maydole 
3 Hammers, because it comes from actual experience with 

the tool. 
. We are particularly desirous of hearing from dealers who 


We Make a Hammer for Every Purpose 


: have never handled the Maydole line, also from dealers new 
in the business who want tools that build good will as well 
as pay good profits. 


Write for prices and the Maydole proposition. 





Manufactured by 


THE DAVID MAYDOLE HAMMER COMPANY 


NORWICH, NEW YORK, U. S. A. 














MAYDOLE HAMMERS 
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Another User of 
KLEIN PLIER 


It’s the mechanic that swears by Klein’s, whether he is a car- 
penter, a plumber, a form builder or an electrician. 








To a carpenter a fine pair or two of Klein’s is as necessary as a 
fine saw or a well balanced hammer. Sell Klein’s to these buyers 
of fine tools—to your carpenter customers. They know the name 


—they appreciate the quality! 


Four Money-Making Assortments 
of KLEIN’S! 


Not a loafer in the lot. Each item is a 
standard size and pattern. Each item 
one of a well established standard line. 
Each item one that is in every day 
demand. Get one of these snappy two- 
color displays in your window. They are 


\\ HI 
WAM (| 
i-s ul Mi | . profitmakers. 





& Sons 


& Sons 





Piashias 8s KLEIN & Sens 


Mathias 
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Chicago USA 
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Completing our line of 
spiral ratchet screw drivers 


New Nos. 610, 620 and 670 add Automatic 
Return to features of Nos. 61, 62 and 67 















O. 61—ten months on the market— has certainly 
lived up to advance notices. You’ve liked it. The 















public has bought it. It’s a thoroughly good tool—good ie 
to sell, good to own. x 
We like it ourselves. We’ve proved that three ways— : 
by the advertising power we’ve put behind it; by add- 
ing a smaller and a larger size, Nos. 67 and 62; and 
now by adding the three new numbers. 
You know No. 61 and its brothers. The new cousins*—with | ~ateanp wa 
the spring in the handle—have the extra advantage of auto- gree with 
matic return for the man who has to drive a screw with one 
hand. He doesn’t have to hold the chuck. 
This makes our line of spiral ratchet screw drivers com- Speci . 
ecijications 
plete. And that line is the most important addftion : pecific 
to the family of Millers Falls tools in three years. » Spiral or rod—steel, accurately machined 
| . Spiral nuts— Manganese bronze 
Look in the Saturday Evening Post of Oct. 25 for Reissiethenaiien!asiiauth Miteiensd 
our next advertisement on this group of auto- Mendieta Meiiiiien Rpts 
matic tools. It’s almost as full of selling appeal spring in Nos. 610, 620 and 670 
as the tools themselves. Blades—Three, special analysis steel. Each 
—_ blade individually tested. a 
The advertisement says “pick up one of C2 senictiia ects ena % 
these in the store. And then try not to s %  & 
buy _ Doesn’t that give you a lead? f These are beautiful tools in design and finish. 
Ra Highly polished on smooth surfaces; good knurling where a 
se knurling should be. Re 
ee 
Chuck and drills can be furnished for all numbers. 5 
* This is our po 
Automatic Return No. 670 No. 610 No. 620 
No. 610— Length, extended, without blade 1134” 1815” 2415/49" 
made in 3 sizes ” 1" 
Length, closed . , . 8% 1254 16%" i 
Weight, each, without blades . 90z 11b.20z. 1]b.lloz »; 


z 
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MILLERS FALLS COMPANY 
MILLERS FALLS, MASS. 


28 Warren Street 9 So. Clinton Street 
New York Chicago 






MILLERS FALLS 
TOOLS 
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PEXTO SLIP JOINT PLIER LINE 1s very 
complete consisting of large and small, heavy and 
light, thin nose, bent nose, pointed nose, blunt nose 
—twenty styles and all practical sizes of each style. 


Our dealer helps, consisting of Metal Display 
Fixtures, Window Cards and Booklets, will help 


you increase your sales. 





Size 10%” x 16%” 


EXPANSIVE COMPASSES ww % $2 MONKEY WRENCHES . GEN 
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THE PECK STOW & WILCOX CO. Southington, Conn.USA 
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Taps 
Dies 


yoy iN 


Screw Plates Gages 


pressed the opinion that adver- 
tisers of specialties sold in hard- 
ware stores could not go too far 
in developing inquiries as a tie- 
up with their retailers. In the 
selling of such specialties as Evin- 
rude motors, motor boat engines, 
accessories and supplies, motor 
mowers and the like, he said that 
his company had found inquiries 
from the manufacturers’ advertis- 
ing an invaluable source of new 
business. 

“Even in the case of a general 
line,” he continued, “like that of 
the Greenfield Tap & Die Cor- 
poration, inquiries properly han- 
dled enabled the retailer to in- 


64 PRINTERS’ INK 
s a 
J. B. Thomas, vice-president of Probab 
the Barber & Ross concern, ex- —s In S IS a 


crease his business by making new 


e extent 
and liberally in the trade and 
technical journals. As a résult, 
we receive a great many inquiries 
from Washington in the form of 
requests for catalogues and book- 
lets mentioned in the national ad- 
vertising and forwarded to us by 
the corporation. 


CUMULATIVE BUSINESS 
“While many of the first sales 
from these uiries are sma 
the ecure inmnumerab! unts 
for rr that soon TT Ba a 
rofitabie_ volume. ey come 


rou mechanics, garage managers, 


machine and repair concerns, and 
other users of tools, and they con- 
stitute a valuable supplement to 
our own newspaper and direct 
advertising. We handle every in- 
quiry individually, first by writing 
a letter mentioning the size of our 
stock of the goods concerned, and 
inviting the prospect to examine 
ther: in our store. We follow up 
with letters and advertising litera- 
ture, and, in many instances, with 
the personal calls of salesmen.” 
A serious misuse of inguia 


contacts. oe company is ne 
us splendid co-operation; it ad- 
— es Tr Som 














From an article in “Printers’ Ink,” Aug. 21, 1924. 


Products 


Pipe Tools 
Machine Tools 


Twist Drills |§Pipe Wrenches 


a 





This dealer 













positive asset | 
to his business 











Mr. Thomas pays a tribute to Greenfield 
Tap and Die Corporation in the course of an 


interview published in PRINTERS’ INK. 
Read it. 


| Mr. Thomas finds that GV’ D help not only 
sells GTD goods for him but gives him new 
| contacts that build up sales on all his lines. 


| GTD offers this help to all dealers who 
| handle our broad line. GVD wants to work 
side by side with the dealer to increase his 
business. GVD believes that its own busi- 
| ness will grow best by helping the dealers’ 
| business to grow. 





This is only one of many reasons why the 
GTD line is the profitable one to handle. 


| 


















GREENFIELD Far AND DIE 
CORPORATION 


GREENFIELD. | MASS., U.S.A. 
New York Store: 15 Warren St. 
Chicago Store: 13 So. Clinton St. 


Canadian Plant: Greenfield Tap & Die Corp. of Canada, Ltd., 
Galt, Ontario 
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Usefulness 


Usefulness is the chief characteristic of the quality of 
“BUCKEYE REAL SOLID” Aluminum Cooking Uten- 


sils. It is reflected in the absolute satisfaction of the user, 


and the rapid turnover and fair profit to the dealer. 


The BUCKEYE ALUMINUM Co. 
WOO STER,OHIO 














ote o 
j 


: ‘ ~t ‘~ “i “ti od ~' “t ‘ “' ‘ vq- ' “t vg" ad 


Ve ole oe ofe ols ole ole of ole offs ofs fe ote ols ofs ofs ols ole fs ols ole of ole ate ate ols ols ols of ‘S 





ole! 
lobe 


ote 


lets 


ots 
0 
at 


‘ole 

















ALUMINUM WARE FOR THE HOLIDAYS 


The usefulness of “Buckeye Real Solid” Aluminum Cooking Utensils, their Pleasing Designs, 
Variety of Shapes and Sizes and Beautiful Finish make them most desirable as Holiday Gifts. 


This is the time to make selections for your Holiday Stock. The items illustrated here are but a 
few of the more popular numbers of the “Buckeye” Line which is manufactured with the 
greatest care, from the highest quality of Aluminum possible to obtain. 


Tested and approved by the Housewife for over a quarter century, “Buckeye Real Solid” 
Aluminum Cooking Utensils are now “Tested and Approved by Good Housekeeping Institute.” 
This further emphasizes our guarantee 
of a product that will give complete 
satisfaction to the user, and a fair 
profit to the dealer through consistent 
prices and service. 








THE BUCKEYE ALUMINUM COMPANY 
WOOSTER, OHIO 


Also Manufacturers of the popular 
“‘Eureka” Brand Aluminum Ware 









Paneled Percolator 
No. 3002 P 8 Cups 
Per Doz. $16.18 Net 


Paneled Tea Kettle 


No. 2905 P 5 Quarts 
Per Doz. $14.64 Net 








Oval Roaster 
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ob Paneled Double Boiler Paneled Convex Kettle 
No. 7002 P 2 Quarts No. 997. 14% x 9% x 6% in. Outside No. 16 P 6 Quarts 
ols Per Doz. $10.37 Net Per Doz. $18.14 Net Per Doz. $10.63 Net 
ote) 
ofe| 
oe 
ole 
ole 
ote h 
j i. s 
of ole 2 
“i vg . 
ole mF 
4 Paneled Water Pitcher Paneled Strainer Kettle Paneled Tea Pot “| 
ole No. 9073 P 2% Quarts No. 05% P 5% Quarts No. 02 P) 1% Quarts ole 
a Per Doz. $6.66 Net Per Doz. $10.11 Net Per Doz. $11.40 Net eg 
ole ef< ef 
bes ole abe abe ofe obs of ofe ofe obo af ole ofe of ofe ofe ole ole abe ole ole ole ofe of ofe ofe offs ofe ole ole © 
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Place one of these attractive new display cartons on your counter 
and watch pipe wrench sales jump. 


It contains six of the handy 10-inch, wood handle pipe wrenches 
each in its individual box—just the wrench every man wants to have 
’round the house. Practically every customer that enters your store 
needs a TRIMO 10-inch Pipe Wrench for his home, his car or his 
f farm. The new display carton on your counter will remind him of 
4 this need, without effort on your part. 


After this date;.all TRIMO 10-inch, wood handle pipe wrenches 
will be packed in the individual carton. Ask your jobber to send you 
six packed in the display carton, and six extra to fill in, and see how 


quickly they will sell. 


Take advantage of this valuable, free sales help. Order from your 
jobber now, and be sure and specify the new display carton as illus- 


trated. : 


TRIMONT MFG. CO. 
ROXBURY, MASS. 


TRIMO 
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To Help You Sell More TRIMO Pipe Wrenches <& 





§ 





Steel Handle—6”, 8”, 10”, 
«we uu. a. ee 
sizes. 


Wood Handle—6”, 8”, 10”, 
14” sizes. 


Drop-forged jaws and 
handle with unbreakable 
pressed steel frame. Strip- 
proof threads. Nut guards. 
Insert jaw in handle. 


7316 
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INGERSOLL 


“SPECIAL” 















X-tra 









Made with steel blades of 
such remarkable toughness 
that they will outwear the finest se- 
lected ash handles we can use. 






We also make 
the Indiana 





That’s the kind of Shovels your custom- 
oe Shovel Co. 
ers want. Note these distinctive features— om alt 
—X-tra Quality, carefully se- well-known 
lected ash handles. competing 
brands of 
—X-tra Quality steel blades. . 
' Shovels: 
—X-tra well-balanced design. “Tndiana”’ 
—X-tra fine in finish and ap- “Tmperial”’ 
pearance. “New Castle” 
—X-tra long service guaranteed. “Trojan” 
“Matchit” 
Every shovel guaranteed against all de- A Shovel for 
i hi 
fects in material and workmanship. every pur- 
Dealers: If you are handling pose ata 
Shovels, let us —_ you. = = price 
are not carrying this steady-sell- | enabling you 
—_ write for proposition to- to meet all 
Look The Mark competition, 
for this xX of both d eas 
Trade Mark Quality ani og 
on the strap or cylinder of every Shovel. Write nan 


INDIANA ROLLING MILL CO., New Castle, Ind. 


S. A. INGERSOLL, President 


Affiliated with GALESBURG COULTER-DISC CO. 
GALESBURG, ILL. 
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SUN-RED EDG 


__ | The Only Self-Measured ScreenCloth 


This Exclusive 


Sun-Red Edge serves you, 
Mr. Dealer, in many ways. 




















& ae. ] As our quality mark of identifi- 
= \ | | cation, it is your assurance that 
:. . AVG | the screening upon which it appears is 
: — | b of perfect uniform weave, of the strong- 
e | Nol, fog h est steel or copper-bronze cloth known. 
: | stetentatttas Furthermore if the cloth does not in 
e | | every way live up to your or your cus- 
E sit) han tomer’s expectations this Sun-Red 
: sia : ASSO al Edge tells you at once who made the 


ees" 
. sue 


SY | cloth and refers you instantly to us. 


q As a measuring aid it enables 

you to accurately and quickly 
measure off the exact amount of screen- 
ing ordered. This means a big sav- 
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: et ing to you of many inches “thrown in 
B2" ose gsat 

ie HE eeeagaaatiseeceaziisicaeeeenstiiieaeteeetaatE for good measure.” 
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Send for complete details of 3 As an added protection against 
the Sun-Red Edge selling rust under the nailing strop this 
we It is giving — Sun-Red Edge insures many seasons 
Gealers cvetywhere bigger of reliable service for your customer 
screen profits than they have ; et 
onan toxaived teleee, Welte and for you, his continued good will 
today. and future business. 





REYNOLDS WIRE Co., DIXON, ILL. 


Makers of Black Painted, Electro-Galvanized and Copper-Bronze Screen Cloth. 
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Consider 
Walden~ 








OFFSET TYPES 
OF 


WALDEN-WORCESTER 
SOCKET WRENCHES 


| 


Heavy duty single end offset 
socket wrench. 








Triple Socket offset socket 
wrench. 





Quadruple socket offset socket 
wrench. 
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To stock Walden-Worcester Socket 
Wrenches, is to have the minimum of 
stock and minimum of capital invested for 
meeting the widest range of socket wrench 
demands. That’s why it pays to be a Wal- 
den-Worcester Dealer—the line is profit- 
able! 


Walden-Worcester Socket Wrenches are 
a line known by the trade, specified by the 
trade—having been approved by factory 
service managers of over forty popular 
makes of cars. 


A line recognized as standard quality tools, de- 
signed for time saving on service operations, 
backed by a factory guarantee against defec- 
tive material or workmanship. 


A line made by the originators and pioneers of 
Wire Handle Socket Wrenches—a line that has 
kept a step ahead of the socket wrench needs 
of the automotive industry. 


A line from which socket wrenches can be se- 
lected for servicing all of the popular makes of 
cars and trucks, each wrench in the selection be- 
ing particularly suited to the standard bolts and 
nuts on the particular make of car or truck it 
is made up for. 


Just around the corner everywhere, there’s a 
Walden-Worcester Jobber—buy from him. 


WALDEN-WORCESTER 


INCORPORATED 


GENERAL OFFICES AND FACTORY 
WorcesTER, Mass. 


October 23, 1924 
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185 STANDING 142 


Automatic Drill List Price $2.50 i 


“@ ATTENTION 


Ready to Help You Put Over 
“Gifts of Utility” for Christmas 


Last year we put up Mr. Punch and No. 11] 
Automatic Screw-Driver in special Christmas 
wrappers, and hundreds of our good friends in the 
trade availed themselves of this opportunity to in- 
crease their Christmas sales. 
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This year we offer you the following tools 





Christmas wrapped: 

Mr. Punch No. 231 Screw-Driver 

No. 487 Hand Drill No. 470 Chisel and Punch ; 

No. 655 Hand Drill Set f 
: No. 514 Hand Drill No. 747 Valve Grinder 4 
e No. 677 Breast Drill No. 596 Valve Lifter 
F No. 6 Breast Drill No. 247 Hack Saw Frame 

No. 111 Screw-Driver No. 673 Socket Wrench Set 

No. 161 Bench Vise No. 674 Socket Wrench Set 


Understand, please, that the special wrapper is over 
the regular stock carton, so that should you carry any 
of this packing over the holidays it can go into your 
regular stock by simply removing the wrapper. 


we aia cee Be Sy" Rte " 


Orders for these specially wrapped goods should be 
sent early and shipping dates specified. 


GOODELL-PRATT COMPANY 
Tools 


GREENFIELD MASSACHUSETTS, U. S. A. 
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Covers Better—Spreads Farther 
Lasts Longer 





[] 1. Send us, without cost, Inert 


Demonstration Case. 
[] 2. Tell us if Exclusive Agency 
Franchise for this city is still 


Rae: The MARTIN: 
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CHICAGO BROOKLYN LINCOLN LOS ANGELES 
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ee * Porch and Deck Paint 
; a eee “ai Very popular with the 
iat oe ae home owner and in demand if 
= ® : by large buyers for use on 4 
i : < hotel porches, decks of ves- 
= sels, ete. Obtainable in 
is d ; Q six suitable colors. High- 
* o% se est quality. 


rr iT 1 || ee | tremely popular, sani- 

' Y ® paint made in sixteen 

! I } | |! | | || OE Qua. 5. MEASIRE | _-_ beautiful colors. Backed t 
| “ag by strong advertising it 
| | | | 2 and promotion features i: 















Motor Car Finishes — tary, washable, flat wall 
A popular line of quick sell- ! 
ing, high-grade automobile 4 
enamels. Easily applied and Med School Bouse Bara 


ay ¥ 














dries over night. Superior pj j;,,.=.The highest quality 
quality. most popular and the best pit alte A ongy oe gyen 
advertised barn paint on the — ‘ ose ~ your 
market. Exceptional promo- ¥ pain usiness, 
tion assures quick turnover 
and good profits. Also made 
in gray and white. 


N 
14 Secret of Success 


fb ~ Main Store on the Main Street of any 
hamlet, town or city, owes its prosperity to 
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Senour’s Floor Paint— 


<q S's The ‘‘Pioneer’’ of floor paints 
and to-day the largest seil- = 








ing paint specialty in the 
country. Satisfaction guar- 
anteed or money back. 








N WAGON 
PAINT 












































trade dominance of the community it serves. id 4 : i 

Dominance of the paint business will come to Psa Wagon & cane) 2 = % i 
4 your store if you can always please, always con- — Tractor Paint — Papecially | Baty Fs i 
4 vince and always satisfy your customers that — wagon, ‘farm implements ani | By iii (m= ——4 | 
a each and every paint product they purchase floss, ‘durabie" finisn ‘is re- Wy itl] =" | 
: from you are true “Standards of Comparison.” — ould’ be impossibie. ““ i 
a ait i. 
4 Monarch 100% Pure Paint is the guiding stand- le F 
- ard by which all paints can be compared. It ‘Ul: 5 ia iii 7 
a guarantees full value, service and ultimate Varnish——The aristo- i 
Ee consumer satisfaction. | a SS Soe i 
a ; : ‘ ; ' : : -- sible to manufacture. Bi 
4 Paint specialties that merit, through quality TP) unusual sales promotion | 
and better value, the tremendous popularity } dy lll ogy par 7 
E they enjoy permit the Martin-Senour dealer ‘ij ~ bans nunca” varnish. staln business, i 
FE > ney a. every channel of profit 7 ti 
ae at paint retailing offers. } _— 1 
Ei Good profits, real merchandising service, ex- TD | ; | 
2 ceptional advertising, sales promotion assist- ; spf Me 
f ance, and “hand in hand” co-operation are all J fo4tt— | | 
be proven realities to the thousands of Martin- 

Senour dealers. pF - i 

There may be an exclusive agency opening in —Kolor-Brite—A new decorative enamel made he 

in sixteen attractive colors. For use on bed- 


fast room sets, kitchen and bathroom walls, 
— ~ bric-a-brac, radiators, bicycles, motorcycles, 


sleds, wagons, toys, etc., etc. Quick turn- 
over and good profits are assured with Kolor- 1 
’ « Brite, (niden Hrow@ ; 


Auto Flat E 


SAN FRANCISCO MONTREAL WINNIPEG VANCOUVER ag oe of finishing automobiles. 


Flat Coat first—varnish afterward. 


your community how. Send in the coupon today. room, porch and sunparlor furniture, break- 
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Reputation 


The thing you sell a 
customer is the thing by 
which he judges you. 
To him, a good tool 
means a good store. 


For nearest distributor see 
MacRae’s Blue Book 


The Warren Tool & Forge Co. 
240 Griswold St., Warren, Ohio 


Sledges Picks Mattocks Bars 


Blacksmiths’ Tools Chisels 
Tongs Hammers 


Woodchoppers’ Tools 
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Two Fawvorites— 
Still in the Field 


At best, substitution is a speculation. 
The selection of a leader, unhampered 
by selling risk, presents the opportun- 
ity of a definite goal in merchandising. 


Every sale of a Coes Wrench arouses 
a feeling of confidence that promotes 
continued patronage—and real busi- 
ness depends upon that reliable asset. 













COES STEEL HANDLE 
* SCREW-WRENCH 






For Heavy Duty 


Made in same sizes 
as the Knife-Handle Model 








COES KNIFE HANDLE 
SCREW-WRENCH 
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Made jn following 
Sizes : 
6”, P, 10”, 
12”, 15”, 18” and 21” 


Dependability is not merely a question 
of dollars and cents. Quality has pre- 
dominated in manufacture ever since 
the first Coes Wrench was turned out 
at Worcester 83 years ago. 


Their distinctive reputation has firmly 
established an unsurpassed perpetual 
leadership. : 


You owe it to the reputation of your 
store to handle the best. Your jobber 
will show the way. Order a stock of 
selective tools for your selective trade. 


COES WRENCH COMPANY 


“In Business Since 1841” 
Worcester Mass. 
Selling Agents | 
J.C. McCARTY & Coa., 29 Murray St., N. Y. 
JOHN H. GRAHAM & CO., 113 Chambers St., N. Y. 
FENWICK FRERES, 8 Rue de Rocroy, Paris, France 
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One label—more than a hundred products 


BUILD TO ENDURE WITH CERTAIN-TEED 
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Order Your 


Sample Now 





Showing Burner, Mixing Chamber and Valve 
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Reliable Golden-Glow 
(Portable Type) 






hy is the time to order your sample “Reliable” Golden- 
Glow Gas Heater. Compare it in every way with the 
left-overs of the types you have been selling. 


Note the greater solidity of Reliable con- 
struction, made possible by the electric 
welding of all joints. Notethe even ebony- 
black finish on thé portable type and the 
perfect antique-brass finish of the fire- 


place type. 


Note the extra large size and unique con- 
struction of the elements. See how perfect 
insulation at the back is obtained by the 
use of dead air-space instead of heavy, 


breakable fire-brick. 
Give the wonderful “Reliable” Golden-Glow 


Burner a double examination. Note that 
the gas and air for the entire burner are 
mixed at one point. Note that the burner- 
top has a separate and easily removed grid 


for each element. (The grids are made of 
a non-corrosive material.) 


Examine the adjustable air-shutter and cock, 
which make possible perfect regulation of 
the flame for different gas pressures. 


Then light the burner. Immediately,—in- 
tense heat beautifully distributed from one 
end of the burner to the other, and from 
top to bottom of every element. Note the 
complete absence of ‘odor and the perfect 
radiation of heat from out the front. 


Then send in your order for “Reliable” 
Golden-Glow Heaters to resell to your best 
customers. Next year you’ll have a real gas- 
heater business, and a profitable one too, 
because the price of these heaters is RIGHT. 


RELIABLE STOVE COMPANY 


Division of American Stove Company 
Factory and Main Office: 1787 E. 40th St., N.E. CLEVELAND, OHIO 


152 West 42nd Street 


NEW ENGLAND STATES 





New York City 
315-317 S. Wabash Ave. 
hicago 
718 Mission Street 
San Francisco 
350 East First Street 





REPRESENTATIVE: 
The Eastern Service Co. 
131 State Street, Boston 


EXPORT OFFICE: . 
209 West 43rd Street 








Los Angeles 


New York City 
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Sell These Two 
Handy Camp Axes 
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Tools You Can Sell With 
Confidence”’ 
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For Sportsmen, Scouts, Campers and 
General Utility 


HERE are two business-building numbers for fall and holi- 
day trade—and every other season! These two Camp Axes 
typify the whole Crecoite line of boys’ and men’s Axes, Ham- 
mers and Hatchets. They are all reliable tools at moderate 
prices. You can sell them with genuine satisfaction and 
profit. 


No. 112 (shown above) has rubber black rustless finish, 
forest green hickory handle, canvass sheath. No. 1122 sells 
at a little higher price because it has full polished head and 
leather sheath. Both numbers are popular with men as well 
as boys. If your jobber can’t supply you, write today for 
samples or catalog H. 
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MARION TOOL WORKS, Inc. Marion, Indiana 


Subsidiary of Chicago Railway Equipment Company 
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No. 344 
Width of Jaws 4 m. 


Guaranteed 





(PATENTS PENDING) 


Yost Utility Vise 








ofa 
Kind 





and Every One a 


Winner 


Two New Sizes of the Original 





With Special Yost Features 


- These three sizes of the Yost Utility Vise widen the Yost market for you—the 
market that welcomes the special Yost features. 


Only in the Yost can you get 


these features combined with the same dependable quality that has made the whole 
Yost Vise line one of the most popular dependable lines you can offer your trade. 


No. 343 Yast Utility Vise. 


Weight 14 lbs., Width of Jaw, 3 inches, 
opens to 3% inches. Holds pipe % inch to 
11%4 inches. Has the renewable nut in the 
back jaw; when threads are worn out it is 
removed and replaced. Crucible Steel 
Jaws, deeply corrugated; Removable Pipe 
Jaws; Swivel Base Plate; Steel Beam, 
screw and handle. Packed in attractive 
individual carton. 


No. 34316 Yost Utility Vise. 


Weight 18 lbs., Width of Jaw 3% inches; 
opens to 4 inches; holds pipe % inch to 
114 inches. It has the renewable back 


jaw nut; crucible steel jaws; swivel base 
plate; steel beam, screw and handle. Pack- 
ed in attractive individual carton. 


No. 344 Yost Utility Vise 


Weight 29 lbs., Width of Jaw 4 inches; 
opens to 5% inches; Holds pipe % inch to 
LY inches; renewable nut; crucible steel 
Jaws; swivel base plate; steel beam, screw 
and handle. Packed loose. 


Yost Utility Vises are especially designed 
for average uses around the house, farm, or 
private garage. You don’t have to sell the 
Yost, just show it to the man who wants a 
utility vise and he’ll buy it! 


Removable Pipe Jaws are furnished with all Yost Utility Vises 





ee ES 


No. 
343 
343 
344 


Size Carton 


Inches 
4x6x12 
4x6x12 


Packed loose 


Width Jaw Jaws Open Holds Pipe 
Inches Inches Inches Pounds 
3% Y%to 1% 14 
3i4 4 m4 to l% 18 
4 SY%4 % to ly 29 


Weight 








We also manufacture a complete line of machinists’ vises, pipe vises, hinge-pipe vises, drill press vises, com- 


bination vises, wood-working vises, gas soldering furnaces and anvils. 


YOST MANUFACTURING COMPANY 
Meadville, Pa., U.S. A. 


Post Office Box No. 443 
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It Isn’t Hard to Double 


Your Paint Profits 


Hundreds of paint dealers are doing it 
with the Acme Quality Plan 





Every once in a while—more frequently than 
you might imagine—we come across a real 
wide-awake, 100% paint department. 


Is yours one of these? 


We know you want it to be a profitable, 100% 
department. 


There is one easy, simple way. 


THE FIRST STEP IS ON THE NEXT PAGE 
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Listen 


to the 


Acme Quality Man 


The Acme Quality Man is the 
most modern type of paint salesman. 
He is from a new school. He comes 
to you with real facts. He carries 
with him a proved, scientific Plan 
that is now BOOMING paint de- 
partments in every section of the 
country. . 


Listen to the Acme Quality Man 


He is the man of the hour in the 
paint industry. He will show you 
exactly how big a market you have 
for Acme Quality Products. He 
talks in dollars and cents. 


He will prove, by figures that can- 
not lie, exactly what your profit 


possibilities are with the Acme 
Quality line. 
Listen to the Acme Quality Man 


He will lay before you a simple, 
sure, proved plan of modern mer- 
chandising that will get the business 
in your trading radius. 

He will show you how the Acme 
Quality Plan of Paint Merchandis- 
ing is doubling and even trebling 
profits for many dealers. 


Listen to the Acme Quality Man 

His proposition is put up in clean- 
cut, business-like form. It is inter- 
esting and quickly presented. You 
cannot spend a little time more 
profitably. 


Just sign and send us the coupon 





Man. Send him along. 


Paints Enamels Stains Varnishes — for every surface 
ACME WHITE LEAD AND COLOR WORKS 


DETROIT, MICH. 





, 
Acme White Lead and Color Works, 
Dept. 78, Detroit, Mich. 

Gentlemen: 
if you can show me how te in- 
crease my paint profits | shall be 

, Glad to Listen to the Acme Quality 
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"INSIST ON HAVING GENUINE LITTLE WONDER 


The Original Midget Screw Driver 














orto 


A Wonderfully Fast Seller—Retails at 10 Cents 


’ Midget Screw Drivers are so well known Red varnished handles, long steel ferrules, tempered steel 
; nickel-plated blades that will not tarnish or rust when dis- 
played on counters or in windows, or turn in the handles— 


“Little Wonder’ 
that they sell well, 
these features are what make satisfied customers 


But a display as shown of our No. 42 Assortment makes 
them move lively until all are sold and you repeat. 

Assortment comprises four screw drivers each with 14” 

2” and 3” blades. Each doz. on card packed in a container 


Customers are not only attractéd to the striking Red and 
told Display Card, but when they read of all those uses—and > 
ox. 


others—they buy. 
SOLD BY LEADING JOBBERS EVERYWHERE 


even under ordinary circumstances 


there are many 


MANUFACTURED ONLY BY 


THE BRIDGEPORT HARDWARE MFG. CORP. 


BRIDGEPORT, CONN., U. S. A. 


BRIDGEPORT LINE 
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Women Want a Fast-Cooking Oil Stove 


«HERE is something about cooking that makes those 


) 


iS ay who must do it impatient to get it done. A woman 


rs; may be willing to putter around the house when 
= cleaning or to take her time when sewing. But 


cooking! That’s different! 


A woman insists on a stove 


that cooks quickly and bakes evenly. 


The Lorain Burner is a ‘quick 
heater’’ because it is of the short 
chimney type which brings the 
flame in direct contact with the 
cooking utensil. 


By years of experience and exper- 
iment the experts of American 
Stove Company have been able to 
bring the heating rapidity of the 
Lorain Burner to a point where 
its speed actually rivals gas. For 
this reason the Lorain Burner was 
additionally named ‘‘High Speed’’. 


The Lorain “High Speed” Oil 
Burner is easy to light. After 
lighting, the wick requires no fur- 
ther adjustment. The flame climbs 
swiftly to its contact with the 
cookins utensil, and there spreads 
evenly over the under surface where 
it burns with a blue intensity that 
is little short of marvelous. 


Nor does this intense heat injure the 
Lorain High Speed Oil Burner in 
the slightest degree. Only one part 
needs to resist this intense heat. 
And this part, the inner combustion 
tube, is made of heat-resisting 
Vesuvius Metal, guaranteed not to 
burn out for a period of ten years. 


We invite you to write to the manu- 
facturers of the famous makes of 
Oil Cook Stoves listed below which 
use the Lorain High Speed Oil 
Burner as standard equipment. 


Lorain-equipped Oil Cook stoves 
sell ‘‘on sight’? because they 
are handsome, sturdy, durable and 
efficient. And the extreme sim- 
plicity of the Lorain High Speed 
Burner increases your profits be- 
cause any Oil Cook Stove so 
equipped does not require ‘‘after- 
sale service’’ to make it stay sold. 


LORAIN HIGH > a1) OIL BURNER 


GUARANTEE 


Should the inner combus- 
tion tube of the Lorain 
High Speed Oil Burner 
burn out within 10 years 
from date of purchase, re- 
placement will be made 
entirely free of charge. 


Many famous makes of Oil Cook 

. Stoves are now equipped with 

Lorain High Speed Oil Burners 

including: 

New Process—New Process Stove 
Co. Div., Cleveland, O. 

Quick Meal—Quick Meal Stove 
Co. Div., St. Louis, Mo. 

Clark Jewel—George M. Clark & 
Co. Div., Chicago, III. 

Dangler—Dangler Stove Co. Div., 
Cleveland, O. 

Direct Action—N ational Stove Co. 
Div., Lorain, O. 

1924 


AMERICAN STOVE COMPANY 
ST. LOUIS, MO. 
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Samson Trade Mark 


We Make Braided Cord of All Kinds, Colors 
and Qualities, for All Purposes, 


including sash cord, clothes lines, 
masons’ line, shade cord, awning 
line, garden line, ventilator cord, 
dumb waiter rope, etc., also cotton 
twines. 


Werecommend the Samson qual- 
itv as the best value where durabil- 
ity and reliability are important. 
When lower priced goods will serve 
the purpose, however, we furnish 
orades which we consider the best 
value of their respective kinds, at 
prices as low as any. 


Samson Spot, Phoenix and 
Sachem sash cords do not contain 
the large or heavily loaded centres 





Samson Masons’ 


Lines found in some cords, which in- a 
crease the weight and decrease the Shade Cord 
wear. 


Handling well known, uniform 
goods of proven value helps the 
dealer to get and hold profitable 
trade. 





Send for catalogue and samples. 


Samson Spot 
Clothes Line Samson Awning Line 


SAMSON CORDAGE WORKS 


88 Broad St., Boston 9, Mass. 





Samson Solid Braided Rope 
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The Complete Line 


Nif-Tee Scoot EGINNING with the well 
known Janesville Ball Bearing 
Coaster, Janesville has been ever 
alert to the interests of the trade in 
the use of design, materials and 
workmanship. 


Examine any item in the line, be it 
a junior wagon for the littlest folks, 
a skudder car or a scoot—it is un- 
mistakably of Janesville Quality 
made to withstand all the hard 
usage that boys are capable of, yet 
made to sell at a price that pays a 
real profit. 





ceeattenaniiitnidnmeieniaandials 








JANESVILLE PRODUCTS CO. 


| Janesville, Wisconsin. U.S.A. 
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\ 
’ Meets Every a ( 
| ’ : P : A 
Jobber’s Requirement Sy aN 
OU men who call upon thou- 
sands of Hardware merchants 
located in all sections of the coun- 
try have a hand on the pulse of 
trade that is exceedingly helpful to 
the manufacturer. . 
: By working in close harmony with ‘. 
: the jobber, we have been better able 


to adequately serve our friend, the 
Retailer, in manufacturing these 
items to exactly meet the require- 
ments of the majority of the trade, 
wherever they may be. 








JANESVILLE PRODUCTS CO. 














Janesville, Wisconsin. U.S.A. 
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chs & Hardware 


SARGENT GOODS are featured 


in the nation’s duszest stores 


THE reason is not hard to find. 
Successful merchants insist on 
hardware that has a reputation 
for speedy turnover; that is 
made right and sold right; that 
is backed by manufacturer pres- 
tige and consumer confidence. 
These Sargent specialties meet 
every retail and buyer require- 
ment. They enjoy a distinct 
sales advantage because of the 
nation-wide reputation Sargent 
Builders’ Hardware has made 
for the Sargent name. 


SA R GEN T & 


It will profit you to feature 
the Sargent goods shown on 
these two pages in your win- 
dows and on your counters. 
They are year-round sellers— 
as active in November and De- 
cember as in the months of 
spring. Folders on each, im- 
printed with your name, are 
furnished free for counter and 
mailing use. Write to-day for 
complete information and our 
Co-operative Advertising Ser- 
vice Booklet. 


C OMPAN Y 


Hardware Manufacturers 


New Haven 
New York: 92-98 Centre Street 





SARGENT DAY AND NIGHT LATCH fl 


gives added protection to doors of 
apartments, homes, stores and offices. 
asily applied. Made from finest ma- 
terials with ingenious, sure-acting 
mechanism. gy | these latches 
on your counters. how customers 
an exclusive Sargent feature — the 
peer _Stop to deadlock the 
olt or hold it back as desired. 
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Connecticut 
Cuicaco: 221-223 W. Randolph Street 


SARGENT 
PADLOCKS 


Cylinder and Sub-Cylin- 
der padlocks for every 
purpose and purse. There 
are styles particularly 
suited to your motorist 
trade—for garage doors, 
tool-boxes, spare tires. 
There are popular priced 
types for cellar doors and 
windows, tool-houses, 
closets and chests. Use 
the convenient display 
panel furnished with _ 
cial assortment of twelve 
Sargent Padlocks. It’s 
an aid to sales. 





SARGENT DOOR CLOSERS 


Smooth working and nay in action— 
in sizes for light and 


eavy doors. Doors 


October 23, 1924 








of stores, offices and public buildings, as 
well as storm doors and other important 
light doors inside homes, offer a tremen- 
dous field for Sargent DoorClosers. Quickly 
and easily applied. One carpenter writes 
that, with the blue-print template packed 
with each, his men can apply three Sar- 
gent Closers to one of other makes. 
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: SARGENT PLANES 
‘ A big feature of all Sargent Planes is the chro- 


mium steel cutter. This material is one of the 
toughest metals obtainable. It takes a keen edge 
and holds it—a point in which carpenters are 
: particularly interested. The Auto-Set Bench 
4 Plane is a big seller—not only to the carpenter 
| trade, but to men who want a simply-constructed 
easily-adjusted plane for use in the home. The 
auto-set feature permits the cutter to 
be removed, sharpened and replaced 
in a jiffy without changing original 
adjustment. 




























5 i 
: ( SARGENT FRAMING SQUARES 
7 +7 Known and used by carpenters and builders for many years. Noted 
4 :| for the accuracy and completeness of scales and tables stamped on 
4 !3 them. They do most of the calculating for the worker. One very 
a te: interesting number is the Take-Down Square which can be conve- 
‘ ;j  niently carried in the popular shoulder kit. Sargent Tools are reg- 
*!4 wlarly advertised to the carpenter and builder trade. 
‘ ; 
GEM FOOD CHOPPER 
c It chops everything and is one of the finest 
= kitchen-helps the busy housewife can have—yet 
' in your neighborhood there must be scores of 
homes where old-fashioned methods are still used. 
With a little effort you can put this convenient 
appliance into those homes. Show your women 
customers the Gem. It has few parts, is easy to 
: use, easy to take apart and clean. It has self- 
4 sharpening cutters that cannot break. It is made 
: in five convenient sizes. 
' PERFECTION OIL GATE 
4 So finely fitted that it is guaranteed not to leak 
4 when used with either oil or gasoline. Has Wide 
x use in public and private garages and oil 
ae company stations. It is also used for draw- 
q ing molasses. It can be connected directly 
4 to barrel or can be furnished with various 
q threads for attaching to pipe with coupling. 
.: There is a place for a padlock which you can sell 
# with additional profit. 
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The Winning Combination 


October ‘23, 1924 


“It is not only the tire, but also 
the service.” 


That is the way Dealer after 
Dealer expresses his satisfaction. 


It is also the explanation of 
the tremendous growth in our 
business. 


That the Wholesale Hard- 
ware Merchant is the logical, 
and in many cases the ablest 
Tire Distributor, has long been 
our conviction. 


The dependability and econ- 
omy of his service to the Dealer 


give us super-powers as quality 
manufacturers. 


It is this combination of quality 
of product, and dependability of 
service that occasions the re- 
markable amount of favorable 
comment you hear. 


The Hardware Trade handles 
an ever increasing volume of 
the Country’s enormous tire 
business. 


If you are not handling Mans- 
field Tires, get in touch with our 
nearest Distributor. 


THE MANSFIELD TIRE © RUBBER COMPANY MANSFIELD, OHIO 
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Note under the microscope 
how the fibres of Richard- 
son felt interlock to catch 
and bind the asphalt into 
a solid weather-proof ar- 
mor. Billions of these tiny 
sinews give this roll roofing 
super-endurance 








Inner strength makes 


it 


wear and wear—and sell 


Here’s a roll roofing that will 
meet the demands of your 
customers for long wear and 
economy. That is why Rich- 
ardson Rubbertex Roofing is 
exceptionally easy and prof- 
itable to sell. Its unusually 
strong, durable inner mate- 
rials and a better way of 
laying mean longer service 
—more sales. 


Why it wears longer 


The inner foundation of 
Richardson Rubbertex 
‘Roofing is Richardson felt, 
which has excelled for more 
than a century. And the 
waterproofing is Viskalt, un- 
usually durable because it is 
99.8% pure bitumen, espe- 
cially vacuum-processed. 
Rubbertex is equipped, 
moreover, with Pyramid 
Kaps for laying. They do 
away with buckling on laps 
and flashings, which experi- 


Note how the Pyramid Kaps center 
pressure evenly on laps. They do 
away with buckling and leaking 


enced roofers claim is re- 
sponsible for 90% of all leaks 
in a prepared roofing. In- 
stead of centering the pres- 
sure on each nail, Pyramid 
Kaps distribute it evenly 
and continuously along 
the entire length of the lap. 


More selling help 


In addition to having the 
quality that makes for re- 
peat business, Richardson 
Rubbertex Roofing is partly 
sold to your customers be- 


fore they enter your store. 
Persistentadvertisingmakes 
them prefer Richardson 
Roofing products. 


During 1923 a new and 
powerful advertising cam- 
paign, largely in color, 
brought an almost unbeliev- 
able increase in sales to deal- 
ers handling Richardson 
Roofing. And they will have 
the benefits of a 1924 cam- 
paign greater than ever. 

Why not share this busi- 
ness in a big way? Write us 
now for details and samples 
of Rubbertex Roofing. We 
will send you information 
on Lok-Top Shingles and 
Viskalt Paints and Cements, 


‘other Richardson products 


which are making profits for 
hardware dealers. 


Yke RICHARDSON COMPANY 
Dept. 61-L Lockland (Cincinnati) O. 


Chicago New York City (1008 Fisk Bidg.) 
New Orleans Atlanta Dallas 


RICHARDSON 
RUBBERTEX ROOFING 


—_ ~~ \ 





© 1924. The Richardson Company 
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What Jobbers Have Learned About 
Merchandising Playons 












Every jobbers buyer tries to buy with the dealers’ repeat order 
in mind. And it’s because Metalcraft Playons today have 
demonstrated beyond the slightest doubt, that they have that 
repeat power, that orders roll in for hundreds and thousands 
of Metalcraft items. Only a definite, determined two-year 
effort could produce such a line as we offer—three items only; 
beautiful in design; a sturdiness that welcomes and absorbs 
boys’ playground abuse, a finish that makes a Playon stand 
out and bid for attention on the dealer's floor—a price in 
keeping with quality merchandise, a strict jobber policy that 
gives your salesmen an exclusive selling item. That's why 
jobbers merchandise Playons,—they bring repeat profits. 
Sold by the biggest buyers in the hardware world. Write for 
samples—prices. . 


Metallic Industries, Inc., 4127 Forest Park Blvd., St. Louis, Mo. 
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Greater Bumper Value 
for the Motorist 


Bumpers are bought for just two things—protec- 
tion and good looks—and McKay. Bumpers give the 
motorist more of both for his bumper dollars. Greater 
protection because both the bumper and the spring 
steel bracket arm absorb the shock—two members 
instead of one protect the car. Better appearance 
because of the bright red beads, the dignified name 
plates, and the broad bars of gleaming nickel or 
black satin finish, And McKay end beads make 
better bumpers—they absorb end shocks and keep 
the bumper bars in perfect alignment. 


Greater Bumper Profits 
for the Dealer 


The McKay line of bumpers provides new types, 
new improvements, new advantages never before 
offered the motoring public. Here are new and better 
products, and that means more and quicker sales, 
faster turnover, greater profits for the dealer. 


Here is opportunity. Make the most of it— 
write for the McKay selling plan today. 


UNITED STATES CHAIN & FORGING COMPANY 
Union Trust Building, Pittsburgh, Pa. 
Makers of McKay Tire Chains—the Better Black Chains in the Red Band Bag. 
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The McKay Standard Single Bar 
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The McKay Standard Twin Bar 



















ca 
The McKay Perfection—An entirely new 
and improved idea in bumper design. 














The McKay Imperial—Has double the 
strength of ordinary bumpers yet weighsless. 











The McKay Side Guard—Protects the sides 
of cars in congested traffic and in parking. 
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MCKAY: 35 BUMPERS 
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MEANS 


© ty ©=QUALITY—FINISH 
~"" WM PROMPT SERVICE 


THE MOST COMPLETE LINE ON THE MARKET 








CABINET HARDWARE—BUILDERS HARDWARE 
FURNITURE TRIMMINGS — CHEST HARDWARE 


REFRIGERATOR HARDWARE—SUITCASE 
HARDWARE 


RADIO HARDWARE 





BRACKETS No. 75 

STRAPS 

CARD HOLDERS 

CATCHES 

LEVERS 

LOCKS 

ESCUTCHEONS 

KEY CHECKS 

DOOR HOLDERS | 

DOOR STOPS ~~ 
MIRROR PLATES | FASTENERS 


IF YOU HAVEN’T OUR CATALOG 
ASK FOR IT 


THE BRAINERD 
MFG. CO. 


EAST ROCHESTER 
NEW YORK 


No. 1257 


ALL CUTS REDUCED SIZE 
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The Newspapers Are Creating the Demand— 
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A Burglar-Proof Lock 


This lock affords absolute protection from intruders. 
It has an extra protective feature which makes it truly 
a burglar-proof lock. It is different from any other 
lock. It is one of the finest and safest locks ever made 
for glass panel doors as well as ordinary doors. It is 
a well constructed, strongly made lock—made for 
service. 


It Cannot Be Forced Open 


By turning the key one turn backwards, the bolt is 
securely locked. It cannot be forced back with tools. 
Nor can it be opened from either the inside or the 
outside, without the proper key. It can also be used 
as an ordinary night latch. We supply Jobbers and 
Dealers with a Mounted Sample that makes sale after 
sale. 











Made of clear shining glass of splendid quality—well constructed for service 
and beauty. 
Ask for samples and quotations which we assure you will be interesting. 


INDEPENDENT LOCK CO. 


LEOMINSTER MASS., U. S. A. 
Manufacturers of Cylinder Locks, Padlocks, Key Blanks and Auto Switch Keys 
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~-(CHICAGO)~ 
SPRING HINGES 


THE 
“TRIPLEX” 
Made to Recognized Standards 
<> 
“TRIPLEX” STANDARDS 


There are certain standards in the Spring Hinge 
industry which have been recognized for many years 
as important to the application and use of Spring 
Hinges. | 

The distance between the axial centers and location 
of the screw holes must be maintained to avoid confu- 
sion and unnecessary expense in replacements and 
furthermore to conform to standard equipment of 
manufacturers who have provided for the application 
of Standard Spring Hinges to their products. 

spend Biman The “Triplex” Spring Hinge is constructed to 
standards which have been recognized in the indus- 


Double Acting 
Type 2001 try for over fifteen years. 


* SIMPLEX” 


(Simple Application) 


Applied Direct To Door Casing 
No Hanging Strip Required 
Sep 


FEATURES AND STANDARDS 


The primary feature of this Spring Hinge is the applica- 
tion direct to the door casing without a hanging strip. 
The exclusive characteristic, of great importance, is that 
all the standards of the “Triplex” Spring Hinge, which have 
been recognized for over fifteen years, have been maintained 
in the “Simplex” Spring Hinge. The distance between 
axial centers, location of screw holes, length of flange mor- 
tise cut, size of spring and barrel, straight web made of 
multiple thickness metal, etc., all are identical with the 
“Triplex,” which has been respected many years for con- “SIMPLEX” 
— and quality by architects, builders and hardware SPRING HINGE 





— . Double Acting 
Send for Descriptive Literature Type 9001 


Chicago Spring Hinge Company. ~«(CHICAGO)— 
CHICAGO NEW YORK SPRING HINGES 
o WA. Look for the Trade Mark 
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b “Now we'll be through 


with slamming and drafts” § 


HAT a wondestel influence 


Corbin door checks have 
over thoughtless doors. Like firm 
but gentle parents, they quietly 
insist that doors close—quickly; 
silently, securely. 


4 R ~—s If all the doors which have been taught 


good manners by Corbin door checks 
could tell you of the nerves they daily 
save—the heat they keep in and cold 
they keep out—you would put your 
doors under control. 


As surely as good buildings deserve 
» good hardware, your doors deserve 
% good manners. All doors are well be- 

4 haved when the door check bears the 





; Corbin name. 
. “Let Corbin close the doors in your home”’ 
is the title of an interesting booklet 
on Corbin Door Checks. Write for it. 
P 
P & F CORBIN SINCE NEW BRITAIN 
° ° 183) CONNECTICUT 
The American Hardware Corporation, Successor 
‘ . NEW YORK CHICAGO PHILADELPHIA 
a ae ae ea. ay he a ee BSS 
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Machine Screws 
tove Bolts 
Tire bolts 
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American Screv Co. 


PROVIDENCE , RI, 
WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, ILL. 
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cA Window Display Like This Will 


Sell Them By The Dozen 














A display like this is 
very effective, even 
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Catalog No, 424." It — De Pee 
illustrates and de- i Ppt agra ground was made up 
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UR UNION All-Purpose Basket has | 1H] 
made a hit with both dealers and the | 


buying public. 








a 
— 
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The potential demand for these baskets is 
enormous. There isn’t a home, school, factory, 
garage, park, or street corner that doesn’t need ee) 











from one to a dozen or more. 


.itiidine7 <"__ —_———_ 





People use them for oily waste; for factory Oa | | 
refuse; for clothes hampers; for vegetable con- mM —e 
tainers. They're a safe rubbish burner—and VA WL bed bs 
you can cash in on the idea of safety insurance. 








Our simple plan, ““How to Display and Sell 
UNION All-Purpose Baskets” helps you to bring 


people into your store. It’s all worked out for 








you. Regquires no expensive alterations; and it 
will sell—we have tried it. 


We shall appreciate the opportunity of 


giving you full information. 

















BASKET) UNION STEEL PRODUCTS C0.Ltd.,Albion, Mich.U.S.A. 





A Complete UNION Hardware Line 


ri NYTer ’ 


UNION No. 10 Sure Grip Jar Lifter. Lifts the heaviest 
can easily by either top or side grip. Also removes empty 
cans from boiling water by inserting lifter in can. A 
necessity in every home, 


OUR customers will appreciate UNION 


Hardware. 


Nearly all the items in the UNION Line are 


made throughout of electric-spot-welded steel; the 











weld being stronger than the wire. Consequently, 

UNION Hardware is unusually light and strong. UNION Bottle Carrier for Oil Filling 
Stations and Garages. Flat and round 
steel wire combined. Welded and 
galvanized, Holds eight cans. 





The wire items are usually retinned. Larger 
steel items are galvanized after making. This fills 
up the sharp corners, gives extra strength, and 
makes all UNION Items easily cleanable. 


Write for our complete Hardware Catalog. 
It will open the door to a more profitable business 
for you. 


UNION Handy Adjustable Barrel 
Truck No. UT-88. Permits con- 
tents to be drawn from. side. 
Barrel sits on ro!lers. Made of 
heavy steel with malleable iron 
corners, very rigid and durable. 
4” frictionless casters. Shipping 
weight, 85 lbs. 





No. 1100-R Dish Drainer. 16” diameter wita silver 
basket. Heavy gauge steel wire, retinned. Full weld- 
ed construction, 





No. UT-90 UNION Barrel Truck. Similar to No. 88. 
Has extra large, heavy casters which raise the barrel 
higher from the floor, and provide greater clearance 
in drawing contents. This is especially important 
when the barrel is nearly empty. 


UNION Sand and Gravel Screen No. 1. Patented 
swedged construction. Absolutely flat top. Frame of 
first class lumber, 14” thick, painted red. Screen 
dipped in best black asphaltum paint, to prevent rust, 
Always state mesh when ordering. Size 23” x 72” 


LARGED CROSS SECTION 


No. 8 UNION Cold Pack Canning Rack. Fits ordi- 
nary Wash Boiler. Looped handles hook over sid: s 
of boiler for safe and easy unloading. Cooks all size 
Vo. 1070% Dish Drainer. WUHeavy gauge steel wire, tH cans at once. Electric-welded steel wire. tinned. 
electric-welded. Retinned. 16-plate holders and space | QOne-picce, folding, adjustable. 

for cups and dishes, : 


SHOWING CONSTRUCTION 
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UNION No. 2 Sand and 
Gravel Screen 





VOOM LAH 








Union H9-20M 
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THE LARGEST SELLING 
WALL FINISH 





IN THE WORLD 





MANUFACTURED ONLY BY 


Benjamin Moore & Co. 


Paints, Varnishes and Muresco 


NEW YORK ST.LOUIS 
CHICAGO CARTERET 
CLEVELAND TORONTO 
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his New Patented 
One Piece Cast Fount Burner 


Establishes a New Standard 


for Oil Stove Construction 


Here are 20 Outstanding Features that Make the 


| one _ 2s Savoil Jr. the best and most salable Oil Stove 
‘ j a — ever offered. 


4 (1) The Burner has a One-Piece Cast Fount which is 
(2) Built like an Automobile Cylinder, and is 
(3) The only One-Piece Wick Oil Stove Burner Fount 
made. 
(4) It can never leak, and will never wear out. 
(5) A clearance is left on outside of wicks to prevent pos- 
sibility of sticking. 
(6) Wicks ride independently on inner wick tube which 
is held rigidly in place at top and bottom and is 
(7) Removable for cleaning or rewicking. 
(8) The Wick Raiser (the only part to ever wear) is easily 
i replaced. 
(9) A positive wick stop is integral with inner wick tube 
an 
(10) Prevents wick being turned up to a dangerous height. 
(11) Wicks are scarcely affected by the heat, last several 
times longer and 
(12) Are not charred down, even when stove is allowed to 
burn dry. 
(13) Feed pipe connections are sufficient for 500 lbs. pres- 
sure with less than 14 pound applied and are 
(14) Symmetrical to allow for right or left hand stove 
assembly. 
(15) From a manufacturing entrant Savoil Juniors 
cost less to make, requiring half the floor space and 
(16) Do entirely away with replacements, resulting in 
(17) Attractively lower prices which mean more and easier 


sales. 
(18) Savoil Jr.’s are shipped securely packed in about one 
half the usual space at 


(19) Considerably lower freight costs and 
(20) Require less storage space. 


The Savoil Jr. is the last word in high-grade Oil 
Stove construction. It is the stove of today and the 
future, the stove you should stock right now. 


MICHIGAN CROWN FENDER CoO. 


Ypsilanti Michigan 


SAVOIL RANGES 
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Oil Stove Efficiency-Reliability = Simplicity 


Along with the Cast Fount Burner giving years of uninterrupted 
service and double wick life come important improvements in body 
construction. The old flimsy frame and the dirt catching lower shelf 
that drove the housekeeper to her knees are gone. 




























Read the three 
SAVOIL 


Gracefully formed legs of special angle iron Guarantees 


are riveted, bolted and braced to the stove 
top and the burner shelf to form an especially 
rigid and strong stove body pleasing to the 
eye. 


1—The One-Piece Cast 
Fount Burner is un- 
conditionally guaran- 
teed against leakage 
or defective workman- 
ship and will be re- 
placed free upon 
receipt of Fount, 
charges paid. 


The top is of heavy high grade steel rein- 
forced in front and back and finished with 
two coats high gloss automobile enamel 
baked on at 400 deg., a lasting finish. Grey 
Duco enamel is used for the legs and cabinet. 


2—The Inner Combustion 
Tube of any Savoil 
Range is guaranteed 
against burning out 
or defective material, 
and. will be replaced 
free upon receipt of 
tube, charges paid. 


3—Every SAVOIL Range 
is guaranteed against 
defective workmanship 
or material and to op- 
erate satisfactorily if 
directions are followed 
and burner kept clean. 


Absence of carbon accumulation at the 
top of this new cast fount burner also results 
in improved combustion, a smoother burning 
hot blue flame and lower oil consumption. A ij ; 





The Savoil Jr. line is unconditionally 
guaranteed to meet every claim. It is an 
achievement! An exclusive improvement re- 
sulting in freedom from the menace of sol- 
dered joints. A realization of the long hoped 
for line to meet the tremendous demand for 
a quality wick oil cooker at a popular price. 











We also make —and easy 
psilantian own 
Oil Heaters, as il- to sweep under 


lustrated above. 
Send fcr adver- 
tising matter and 
prices. State your 
requirements. 





S{VOIL RANGES 
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Patents Granted 
March 20, 1917 
March I, 1921 


Universal Hose 
Clamps have 
earned their repu- 
tation on the basis 
of good merchan- 
dise and jair deal- 
ing. 

Universal Hose 
Clamps will never 
be sold on any 
other basis. 


Be sure you get 
the genuine 





One size for all hose- 


“Size adaptability” was the first big selling point that distinguished 

Universal Hose Clamps from all others. 

Coupled with this vitally essential feature was the patented “bead” 
This Bead which is a positive leak preventive and the “scores between holes” 
which provide for a clean, smooth, quick break-off of the overlap. 


This patented bead or ridge 


is located on the “‘bolt and 
nut” end of the strip. The And back of all—quality. 


pressure of the nut bears 


the overlapping metal firmly 

against this ridge. The re- 

sult is a leak-proof connec- He 
tion, 


The features that .‘made”’ these clamps have kept them constantly in the 


foreground of Dealer and Jobber appreciation. 


Always the same good quality—always to be depended upon—Universal 
Hose Clamps hold their old friends and continue to make new ones. 


One size—1 to 3 inches—is adjustable to fit any hose of any size. We also 
make a clamp called “Junior” to satisfy the occasional needs of hose % inch 


The Scores to 1% inches. Specify the genuine Universal Clamp. The name is on 
Between Holes every box and clamp. 
These scores make it wi og | to 
break off the overlap and they leave 
the edge smooth and clean. They UNIVERSAL INDUSTRIAL CORP. 
also speed up the job. No twisting 
or wrenching—just a quick snap Hackensack, New Jersey 
Sole Manufacturers 


with the fingers or a pair of pliers. 
DEPARTMENT OF SALES 


BOSTON PHILADELPHIA DALLAS 
Burton Rogers Co., T. Scott Eavenson, Harry Knight, 
755 Boylston St. 1536 Cherry St. 2218 Commerce St. 





KNOWN TO THE TRADE FOR YEARS—USED BY THE TRADE FOR YEARS 
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The Principle of 


> 
Shoup MNligner- 8 


‘Safety First” in 


Business Records 


HEN young Lawyer Shoup first conceived the idea 
of the “Autographic Register,” he sought to accom- 


plish three things :— 


1—A mechanical, method of multiplying original entries by 
means of carbon paper—now called MANIFOLDING. 

2—A systemization of forms and records to facilitate handling 
the various details of each transaction by providing duplicate 
copies of original entry for purposes of checking, auditing, 


and general information. 


5—Ease and convenience in operation of Register. 


HE essential principle is exactly 

the same and the need filled is just 
as acute today as it was in 1883. The 
only difference is that as the value of 
the ‘“Autographic Register’ became 
more and more appreciated in one busi- 
ness after another, the method of ap- 
plication was modified to meet the 
special requirements of the individual 
organization. 


A System That Fits 


O matter what line of business 

yours is, there is an Autographic 
Register system which will facilitate 
handling, save time and money, prevent 
mistakes and safeguard operations in 
every department. 


At your request we shall be glad to 
send you a “Shouperior” Systems man, 


Forms especially designed for simple 
or extensive manifolding systems have 
been developed. The mechanism has 
been improved to keep pace with the re- 
quirements of new systems. An in- 
finite variety of improvements and 
adaptations have been made to increase 
the accuracy and convenience of opera- 
tion. 


Your Needs—NOW ! 


skilled in the designing and planning of 
manifolding systems, who will be glad 
to discuss without obligating you in 
any way, the possibilities of improving, 
simplifying. and increasing the scope 
and efficiency of your present systems 
of handling manifold records. 


AUTOGRAPHIC REGISTER COMPANY 











350-358 Tenth Street, Hoboken, N. J. 


Represented in Canada by 
AUTOGRAPHIC REGISTER SYSTEMS, Limited 
110 St. Peters Street, MONTREAL 


No. 2—How the Autographic 
Register was Invented 


The idea first occurred to James C, Shoup while he was on his 
The young lawyer had recently participatea in a number 
of law suits hinging on disputed records. He 
indelible inks and pencils, acid proof papers, locked-up ledgers, etc. 
Suddenly the idea of an ‘‘autographic register” flashed into his mind, 
With no tool but a jack-knife and no material but a cigar box, he 
immediately whittled out the first model of the Autographic Register, 
which in spite of its crudeness is exactly identical in principle with 
the finished product of today. 


began to think of 
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Original and any number of copies 
up to four 
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Forms for all departments at one 
writing 





A turn of crank issues forms and next 
set is in place 


Established 
in 1883 
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ET your customer take a Smith & 
Wesson Revolver in his own hand. 
The supremacy of Smith & Wesson Arms 
has been demonstrated through more than 
70 years in the protection of the nation’s 
homes. You may well be proud to show 
your customers a revolver which so justly 
merits the title of “Superior.” 


SMITH & WESSON 


Manufacturers of Supertor ‘Revolvers 


SPRINGFIELD 
MASSACHUSETTS 


Catalogue sent on request. Address Department N. 
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No arms are genuine Smith & Wesson Arms unless 
they bear, plainly marked on the barrel, the name 


SMITH & WESSON, SPRINGFIELD, MASS. 


Western Representative: 


Andrew Carrigan Company, Rialto Bldg., San Francisco, Cal., Los Angeles, Cal., Seattle, Wash. 


2 
l 
{| 


ma 
lis Fil 


} 


re 
Missal 


} 


| 


, Mi 7 }) 
OAT 


| 
Mit 


HSA 


itt 








= 7 Hi 
Mill 


i 
} 








October 23, 1924 HARDWARE AGE 719 














The above is a photographic repro- 
duction of a piece of metal cut with 
Advance Snips. This_ illustration 
speaks for itself as to the wide range 
of patterns that can be cut with Ad- 
vance Snips. 





A sure-fire winner 
they'll buy on sight 22:3: joe owes 


true. Turn out a smooth, clean job. 








Just let a “tool-worshiper” get sight of this new tool—let him wrap his 

fingers around its comfy grip—let him “heft” it—let him get the “‘feel’’ | 
of nice balance that comes from perfect proportioning. Let him linger 
with it—let him admire it—let him talk to it—let him listen to the urgings 
that all good tools make to the practical mechanic. 


Go a step farther—hand him a piece of metal and let him try this tool. Do this and 
you won't be able to pry it away without calling for police assistance. Price will be 
a mere nothing compared with possession. Lively cash register action will follow as 
a matter of course. 


Advance Snips are a sure-fire winner with practical mechanics. Just what they've 
longed for. For Advance aré double-purpose snips. They do in one operation what 
before required two pair of snips. They cut straight lines, curves, angles, scrolls, and 
circles—in one operation without removing snips from metal. And what’s more, they 
cut clean and true. No uneven or fuzzy edges with Advance. They turn out a neat, 
clean, workmanlike job. They’re practical—they’re competent—they’re comfortable. 





Practical mechanics have waited for such a snip. Advance fills the long felt want. 
We're advertising them in trade papers. We're making it easy for you to cash in 


on some sure profits. Advance are priced low enough to insure rapid turnover and a pig Diy age real ee = 
° rip a pair oO Advance snips an 
a good margin of profit for you. see how they do the work. | 


The handy coupon is for your convenience in getting prices and details. 


THE MANUFACTURERS BRUSH COMPANY 
CLEVELAND, OHIO 













~ Cutting edges of y, 
Swedish tool steel re- 

tain their temper and 7 

sharpness over a long 

period of service. 





No __ over-exertion—no strain on 4.3 & 
workman’s wrist muscles. A _ big, “a Ss » x 
comfortable grip and a tremendous ral ‘ 
purchase insure easy cutting. Made Pd as? Xs és 
in two sizes, 11 and 14 inches. Ps \' »~ -* 
y a Ager: ° 
+ ¢ 
# SF oe £ 
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How about the Saibaled 


There are thousands in your, * cal y 
“need replacing. _ ) 
It doesn’t take much urging to sella ‘a Woman 


a bright, new Rome Copper Tea Kettle—any 
desire;she may have can be met by the Rome. 
“tine. Solid 12, 14, 18, and 20 oz. copper, 
, nickel plated or polished, in-No. 5, 6, 7, 8, and 
' 9 sizes—each she will recognize as real value 
for the price.” 
The thorough, sturdy construction of our tea 
kettles has helped to build our reputation. 
The ‘good service they give, promotes good 
will—and many:a Rome Kettle has been the 
Silent Salesman for other Rome Utensils. 


From the standpoint of qyick turnover, the 
entire Rome line is exceptionally interesting. 
Ask your jobber or write us. 


ROME MANUFACTURING CO. 


Offices and Factories: ROME, N. Y. 
Branches: 


New York, 342 Madison Ave. Seattle, 302 Pioneer Bldg. 
Boston, 60 India Sr. San Francisco, 610-614 Wells Fargo Bidg. 
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Cleveland 


Chicago 
Detroit 
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“LOOK INTO IT” 


TRADE MARK REGISTERED 


New York 
Long Island City 


The Patterson-Sargent Company 


Kansas City St. Pau 
Boston 
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The 
Complete 
Story 


Have You Ordered Your Copies? 
The Greatest Hardware Story Ever Written 


The story is told of a man who was uncommonly fond of 
peaches. Seeing some unusually fine peaches in a store he bought 
one, remarking: “Ill sample this when I get home—if it tastes 
as good as it looks I’ll be back soon for a basket or two.” 

When he returned later and asked for several baskets for pre- 
serving, the dealer said: “I’m sorry, sir, but those peaches were 
quickly sold out—you should have placed your order.” 

Good books, like good peaches, are soon snapped up. This is 
already proving true by the advance orders for “Forty Years of 
Hardware” which will be ready in Book Form in November. 


Place your order now, with remittance, and avoid disappoint- 


ment. 


mo, f Wlanernne 


By Saunders Norvell 








Hardware Age, 239 West 39th Street, New York City 
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You Can 
Sell One 
With 
Every 
Washer 
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Height—32}),. inches. wength—32'/. inches. 
Width—22 inches. Capacity—18 gallons each tub. 
Net Weight—44 pounds. 





There’s a big need and a big demand for the DIXIE PORT- 
ABLE TWIN TUB. Just what housewives everywhere have 
always wanted. Sells on sight. Gives you an added profit 
every time you sell a washing machine. An appliance that 
requires no service. 


Takes the place of old fashioned clumsy wash tubs, racks 
and stands; and far more convenient than stationary wash 
tubs. Saves all lifting and hauling of heavy water-filled tubs. 
> Re ee Takes ALL the drudgery out of washing and therefore helps 
Lo you sell more washers. 


Mounted on easy-rolling casters. Just push it around wher- 
ever desired. Fitted with drain cocks at bottom of each tub. 
Strong table top cover provides convenient table for use when 
ironing. 

LOW PRICE MEANS QUICK TURNOVER AND VOL- 


UME SALES. Retails at $14 with a liberal profit for the 
dealer. 


Write for discounts. Better still, send us a sample 


order. Billed direct or through your jobber. 


SOMMERS BROTHERS APPLIANCE CO. 


Saginaw, Michigan 
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“The Most Beautiful Fender 
Ever Designed”’ 









SWEEPING THE COUNTRY! 





e de e HE reception of this fender for 
Ford cars has been wonderful, for 


not only have jobbers been enthusias- 


FENDERS tic in their praise of its beauty and du- 

rability, but the dealers who have 

for Ford Cars stocked it are moving them to their 
trade. 


Retail .00 

Price $20 per Set 

The deLuxe Fender for Ford Cars is 
made of the finest automobile steel. 
The top is stamped out of one piece, 
with re-inforcing ridges. This method 
of manufacture (the arch principle) 
gives it excess strength over the ordi- 
nary type—and prevents rattling and 
tearing. 








Besides strength, it has those long 
sweeping lines that make the Ford car 
look lower. Christmas Suggestion 


Many hardware dealers are 
selling extra tools and 
many Peerless Tool Kits 


Every Ford owner in your town is a 
prospect for this splendid item. 








; Tear by arranging a Christmas 
—Ask your Jobber for more particu- ~ assortment. If you are in- 
lars—and best of all, take a look at the terested, fill in the attached 
fender yourself and then you can see Mail coupon and we'll tell you 
its real beauty. Order a set today. Today. how it can be done. 


a 
THE CORCORAN MFG. CO. 
CINCINNATI 


Gentlemen :—Please tell me how I can make extra 
money with your tool kit. 


The CORCORAN Mfg. Co. 


Worlds Largest Manufacturers of Replacements 


for Ford Cars 
Dept. 9 Norwood, Cincinnati 
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Works at Fairhaven, Mass. 


ATLAS TACK CORPORATION 


The Largest and Oldest Manufacturers 
of Tacks in the World! 


WHY? 


BECAUSE its products are the world’s highest 
standard and are scientifically designed for 
their intended use, insuring proper count and 
weight, and 


BECAUSE its prices are right, and its trade 
mark a guarantee of quality. 


‘“‘The Greatest Quantity of 
Quality at the Price’’ 


Fairhaven, Massachusetts St. Louis, Missouri 
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Works at St. Louis, Missouri 
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N2! long ago an enterprising paint 
merchant introduced Muralite to the 
householders of his town by a window 
demonstration. 


He had a young lady mixing and apply- 
ing the Muralite in his store window. 
The crowds that gathered marveled that 
it was possible to take a colored powder 
and mix it with boiling water so that it 
could be painted over wall surfaces and 
produce such a durable velvety finish. 
They brushed their fingers over the dried 
panels and the Muralite did not rub.— 
Only $2 to decorate a room in this mate- 
rial! They exclaimed. It doesn't seem 
possible! How easy it is to apply! 


Muralite is really a revelation and a bless- 
ing to people who want to escape from 
dingy faded walls and who feel that they 
have very little money to spend for 
decoration. 


Good merchandising consists of finding a 
logical approach to people who are in need 
of something you are able to supply. 


Muralite is an approach to new customers 
for your store. By broadcasting the 


A PAIL: A BR SH 


MURALITE 


MAKES A PERFECT WALL FINISH 


Muralite message you get trade on exactly 
the same basis as your brother merchants, 
the grocer and druggist, who advertise a 
leader. 


The occasional presentation of Muralite 
in your local advertising makes bright and 
interesting copy. It gives a worthwhile 
suggestion of the way to more cheerful 
homes at a price for redecoration within 
the reach of everyone. The idea appeals 
to renters as well as to home owners. 


The profit on Muralite is from three to 
four times greater than on any other item 
in your stock. The investment is much 
smaller. The sale of enough Muralite to 
decorate one room invariably leads to the 
sale of other paint products. 


Try some Muralite in one room in your 
own home. We will supply you with ten 
lbs. (enough for ceiling and side walls of 
a good sized room) in any two tints you 
want, free of charge. Write on your busi- 
ness stationery to 


M. EWING FOX COMPANY 


For Forty Years Calcimine Specialists 


New York Chicago 


HOT WATER: AND 
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Two Alarm Clock 
SPECIALS 













We Completed This Deal Too Late to Offer 
These Clocks in the October Issue of VALUE 
BELLS, Our Monthly Publication to the Trade 


We have just completed a gigantic purchase 
of Alarm Clocks at a quantity price which en- 
ables us to offer these clocks at special prices. 
We do not have to tell you that these prices 
represent great value. Therefore, anticipate 
your fall and winter requirements and order at 


Terms—Net 15 Days. 


Winner Alarm Clock 


HC-2015. American made, 30-hour 
alarm, enclosed bell and stem shut off. 
Nickel finished case. Diameter of case 
4 inches, height 5% inches. This is 
an amazing value in an alarm clock that 
is a big seller with our trade. 


In lots of 100, price, each, net 8 .72 
In lots of 50, price, each, net % .73 


In single lots, price, each, net ® .7%5 





lam 


Each 
In Lots of 100 














73¢ 


Each 
In Lots of 50 








75c 


Each 
In Single Lots 








once. You may order 100 clocks, 50 of each 
number, and enjoy the hundred lot price of 
$.72 each on both. 

If you have not received your copy of the 
October issue of Value Bells which features 
many other startling values, write us at once 
and we will send you another copy. 


F. O. B., New York City 


Top Bell Alarm Clock 


HC-2018. This is a high grade Ameri- 
can made, 30-hour alarm clock with top 
bell—made by one of the leading Ameri- 
ean clock manufacturers. Nickel finished 
case; diameter of case 4 inches, height 
5% inches. This number is a fast seller 
and at our low price it is exceptional 
value, 

In lots of 100, price, each, net ® .72 
In lots of 50, price, each, net ® .738 


In single lots, price, each, net ® .75 


Mail Your Order at Once 
AISENSTEIN-WORONOCK & SONS, Inc. 


The Largest Wholesale Jewelry House in the East 
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| RUSSWIN 
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av 
H RDW, ARE 
NSTANTLY, .whenever 
it recognizes the familiar 
touch of its own particular 


key.the Russwin NightLatch _ 


unlocks. 


But to strange keys and to 
other methods of persuasion 


this small, silent guardian of 


your door is forever opposed 


a characteristic of Russwin 


Pkt: whith tus: made ide: 


name Russwin known for more 
than eighty years as the symbol 
of pertect security. 


-  RUSSELL&ERWIN MFG.Co, 


New York 


San Francisco . 
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Making Advertising 
Pay YOU 





HE Russwin idea is not 
just to print attractive 
pictures and to tell a story to 
a lot of people. Our purpose 
is to tell the right story to the 
right people in the right way. 


That is why Russwin ad- 
vertising means business for 
you. Our 1924 program is 
liberal_—and it reaches the 
largest possible number of 
real prospects. The Russwin 
story is told convincingly and 
attractively. It will interest 
those who read it, and it will 
send buyers to your counters. 
The rest depends on Russwin 
beauty and quality—and on 
your salesmanship. 


Our advertising will create the business. 
The sales depend on the size of your 
stock and the way you push it. 


October 23, 1924 





This advertisement, in larger sizes, is part of the powerful 1924 Russwin advertising campaign which includes 
black and white advertisements in Elks Magazine, National Geographic, Literary Digest, Sunset Magazine,— 

and in four colors in Architecture, Arts and Decoration, Atlantic Monthly, Century, Country Life, Garden 
Magazine, Harper’s Magazine, House Beautiful, House and Garden, Review of Reviews, Scribner’s Magazine, 


Spur and World’s Work. 


“To Russwin-ize is to Economize—the Economy of the Best” 


Russell & Erwin Manufacturing Company 


The American Hardware Corporation, Successor 
NEW BRITAIN, CONN. 


New York Chicago San Francisco London 
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They all Look Around until 
“Waited On”’ 


And it is just at such moments that Williams’ Silent Salesman executes masterful sales- 
manship, especially when displaying the well known Williams Wrenches. No mechanic, or 
anyone who likes to “tinker around,” can keep his hands off of a good tool attractively dis- 
played, and the big majority will buy several. 


Williams’ Silent Salesman attracts its own prospects 


permitting Williams’ Superior Drop-Forged Wrenches to tell their own story while your 
salesmen are busy waiting on other trade. These displays, placed in plain sight, are ready 
for the closest examination—all styles, all sizes, all finishes. 


A Williams’ Silent Salesman will be your most efficient salesman, yet requires no pay 
whatsoever and is always on the job. He means nothing to you but clear profit. 





Let us send you our “Silent Salesman” folder 


J. H. WILLIAMS & CO. 


“The Wrench People” 
New York BUFFALO Chicago 


75-77 Spring St. 117 N. Jefferson St. 
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American Brand 


Screen Wire Cloth 


GALVANOID 


Galvanoid is the recognized 
leader in weather proofed 
screen wire cloth. Heavily 
zinced after weaving. Always 
dependable. It will pay you 
to specify Galvanoid. 


BRONZE 


American Bronze combines 
great durability, tensile 
strength and hardness. Firm, 
resilient. Will not sag or 
bulge. The supreme quality 
screen wire cloth. You can 
profit by its good name. 


We also manufacture copper, galvanized and 


painted screen wire cloth. 


American Wire Fabrics Corporation 


Subsidiary of 


Wickwire Spencer Steel Corporation 


General Offices 
41 East Forty-second Street, New York 


Western Sales Offices 
208 South LaSalle Street, Chicago 


Worcester Buffalo Philadelphia Detroit San Francisco 


Los Angeles Seattle 


October 23, 1924 
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& LAWN MOWERS 


—for 1925— 


“Mowers That Wear” 
For Hand Service, 


Horse, or 
Tractor 








Ball Bearing and ne 
Plain Bearing | 





We have an Attractive and Profitable line that you 
surely ought to see before you decide on your next sea- 
son's order. No matter what type you have a call for, we 
have it. From the Pennsylvania “Aristocrat” retailing 
at $35.00 to $45.00 down to our “Pilot” which you can 
retail profitably for about $6.98, no line is more complete, 
nor contains better values. 

We are especially strong on the standard types, which 
you retail at about $10.00 to $20.00. Have them in High 
and Low Wheel; Plain and Ball Bearing, Solid or Open 
Wheel, with 3, 4, 5, 6 or 7 cutting knives, all very attrac- 
tively finished. 


We are now booking 
orders for next .season, 
and would like an invita- 
tion from you for our rep- 
resentative to call and 
talk over the subject. 





The GEO. WORTHINGTON CO. 


CLEVELAND OHIO 


ESTABLISHED 1829 
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~ Columbian Quality 
is Invariable - 


One of the finest compliments ever paid to a Columbian product was recently reé- 
ceived from a satisfied consumer. He wrote that his reason for insisting upon 
Columbian Tape-Marked Rope is because every Columbian Rope is the same. He 
has been using large quantities of the Guaranteed Tape-Marked Rope for several 
years, and has never experienced the slightest deviation from the high standard of 
quality. 





Dealers—when you sell a customer some Columbian Tape-Marked Pure Manila Rope, 
you are making a regular Rope customer of him, for he knows just what he will re- 
ceive in his next Rope. Columbian has set an exceedingly high standard for qual- 
ity and this standard is always rigidly maintained. 






There is a Columbian Jobber in your vicinity. Write for his name and address. 








Columbian Rope Company 


352-80 Genesee Street 
Auburn, “The Cordage City,”’ N. Y. 













Branches: New York Chicago Boston New Orleans 
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“WICKWIRE” FENCING ANDNETTINGS  * 
(ALL GALVANIZED) 2. 


Enable you to supply your trade with a fencing or 
netting that is Durable, Rustproof and Attractive 








W. W. POULTRY FENCE 
The New Form of Mesh 
LS pao hang straight and tight from post to post. Requires no rail at top or bottom. Will not stretch 


out longer at the expense of width as is generally the case with the ordinary, forms of mesh. 
W. W. Poultry Fence is made full width and always remains so. The horizontal wires where the strain 
comes are a full size heavier than the cross wires. The truss formation takes care of the contraction and 
expansion problem. 
WICKWIRE GRADUATED POULTRY FENCE 
Combines both Large and Small Fences All in One c 
H*s eight spaces of one and one-eighth inch mesh at the bottom, graduating — one and one- 
half, two and one-quarter to three and three-quarters inch mesh at the top. Acts both as a barrier 
against the straying away of the poultry and anh as well as a protection to them against prowling 
animals. Woven and galvanized.on the same principle as W. W. Poultry Fence with no ends of wire 
to rust nor sharp lateks to crack the galvanizing. , 


HEX NETTINGS 
The Perfect Formed Mesh 


N the manufacture of Hexagon Mesh Poultry Netting we have a very large capacity, and with the 
most modern equipment in machinery and apparatus for putting the goods up, we have succeeded 
in placing upon the market a Netting of the highest grade. : 


c WICKWIRE BROTHERS, CorTLAND, NEW YORK 

a a. 
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Lumbermen depend on 


Acco Chains 


Whether you are situated in a farming locality, 
in a lumbering region, or even in a bustling 
city, you are bound to enjoy an active demand a ae Sia 
for ACCO Chains. “ACCO” Family, 
Trace Chain. 




















There’s a chain for every purpose and every 


season—trace chains, log or binding chains, ‘i. (a 

loading chains, pump and well chains, dog and ( - ia 

halter chains, sash chains and a host of others— a 

all profitable items. 

Write for literature of any chain item that in- { 
terests you. 7 yh 





American Chain Company, Inc. 
BRIDGEPORT, CONNECTICUT Lak a, mi 


wee a 
: DOMINION CHAIN COMPANY, L ‘Dp 
In Canada BOms IO cEaen COMPANY, LIMITEI l jah eA 
Niagara Falls, Ontario / 


District Sales Offices: 


Beston Chicago New York Philadelphia Pittsburgh San Francisco 
Largest Manufacturers of Welded and Weldless Chain for All Purposes ; 
and Makers of the Famous Weed Automobile Accessories “a tim ar ee ——— 
il pane ' bn Ajax Steel 
—- — and : Loading Chain 
“ Another Member of 
sata’ the Acco Family 


























October 23, 1924 HARDWARE AGE 95 














25% Increase in Production of 
Pennsylvania Quality Lawn Mowers 


Production of Pennsylvania Quality Lawn 
Mowers for 1925 is expected to be increased 





spuwrened 25% as the result of the erection of a branch 
Handle ° ° 
identifies P. Q. Quality. factory. Prices on some models will be lower 


All Pennsylvania Quality 


Mowers are equipped as a consequence. 
with this handle. 





FOUNDED 1877 ae PHILADELPHIA 


ENsyivaN[A 


LAWN MOWERS 
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Varnish Pua QB ck es: 





Pratt & Lampert-Inc., 114 Tonawanda Street, Buffalo, N. Y. In Canada, 20 Courtwright Street, Bridgeburg, Ontario. 


PRATT G LAMBERT VARNISH PRODUCTS 
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**That’s Right! Dietz Lanterns Do Give More Light!”’ 


QO other lanterns equal Dietz Lanterns in sustained lighting 
| N power. This fact is emphasized in the above illustration, which 

heads one of a series of Dietz advertisements now appearing in 
Farm Journal, Successful Farming, Farm Life, Farm & Fireside and 
Capper’s Farmer—read by 414 millions of ~people—some of them liv- 
ing in your community. 


These advertisements, each of which urges users to discard old, 
worn out lanterns, will doubtless send many into your store for new 
Dietz Lanterns. 


You will want the largest possible share of this profitable lantern busi- 
ness. If you have not yet asked for the new Dietz Window Display, 

a | let us send it so that visible evidence may be shown to passers-by that 
Ao\invy > i a) a ' you are prepared to supply all Dietz Lantern requirements. We also 


\ LANTERNS 
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sa furnish free newspaper electros. 


R. E. DIETZ COMPANY NEW YORK 


LARGEST MAKERS OF LANTERNS IN THE WORLD—FOUNDED 1840 
OUTPUT DISTRIBUTED EXCLUSIVELY THROUGH THE JOBBING TRADE Gifts 
re) 


ee fis 
R. E. DIETZ COMPANY, 60 LAIGHT STREET, NEW YORK | leslit iy) 
Please send us Without charge One Dietz Window Display Wa 

(oes Ke eR ERRORS OCB RECO OR Address 
PFS C CeCe CTT TT ee Address 














98 


: 


Senreinniolistionsiinsiapinaanes 














HARDWARE AGE October 23, 1924 


E 
= U.S. 


: Poultry 


INCH 
Inc 





INCH 


- Netting 


The magnifying glass reveals great evidence of strength and 
durability. You should examine the double reinforced hinge 
joint, which makes the fence stiff and rigid, yet elastic, 


Farm fence principles carried over into U. S. Poultry Netting construction have 
given to the trade the very type of netting necessary to economic construction and 
long life. Parallel wires intertwisted with rigid mesh wires give a firmness and neat- 
ness to U. S. Netting not found in any other type. Top rail and baseboard are en- 
tirely eliminated and fewer posts are required. These are final and determining 
factors in reaching full cost to the consumer. 





U. S. Poultry Netting is supplied in both 1 and 2-inch mesh, 
galvanized before and galvanized after weaving, and is now 


furnished in both 19 and 20 gauge wire. 


Don’t, through force of habit, order just poultry netting but insist upon U. S. 
Netting. Jobbers in your territory can supply you, and will be only too glad to give 
complete information. They have long since seen the value of U.S. Poultry Netting 
as an account opener and trade satisfier. 








Satisfied Dissatisfied 
Customers $ Customers 
are an f' & ¢ are a 


ey is 


=: ie hee <1 ig [rr 2» * = : in * e ” 
Asset | iar A Liabili ty 





U. S. Poultry Netting is easily unrolled—can be measured and cut off quickly— 
it lays flat, holds its shape well and gives satisfaction. 


Indiana Steel & Wire Company 


Muncie, : : : Indiana 
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BRASS 
RETAINER 


We have built 
into MYERS 
PUMPS numerous 
qualities which entitle 
them to be called ‘Honor- 

Bilt,” and those are the qualities that 
have put the better service—sales pro- 
ducing elements into them. 

The MYERS NON-CORROSIVE 
GLASS VALVE SEAT, an impor- 
tant feature of Myers Well, House 
and Cistern Pumps is as big a success 
now as it was when first introduced. 
And during the intervening period 
tens of thousands of Myers Glass 
Valve Seat Pumps have been placed 
in all kinds of wells and cisterns and 
are in operation today, some of them 
having been used for thirty vears or 
more. 





Sut the Glass Valve Seat is not the 
only feature that is — for the 
continued 
popularity 

and ever 

ql growing 


distribu- 





Pt 






2 TAKE OFF Sue < Bay 
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Va 
qYERS 











HAY TOOLS Dom & DOOR fi HANGERS 
be 


tion of Myers 
Pumps. The pa- 
tented easy-operat- 
ing, rolling motion 
COG GEAR HEAD, the 
patented ADJUSTABLE BASE, the 
REVERSIBLE SPOUT, the 
LARGE AIR CHAMBER, | the 
LONG SET LENGTH, as well as 
neatness of design and attractiveness 
of finish, and other equally important 
elements, each of which has added its 
bit in maintaining and stimulating the 
demand for MYERS PUMPS and in 
turn has influenced numerous dealers 
to stock them exclusively from year 
to year. 





And now that their lists have been 
reduced without the quality being 
changed one iota, MYERS GLASS 
VALVE SEAT PUMPS are gain- 
ing precedence everywhere and_ to 
dealers who distribute them corre- 
sponding profits accrue. 


One of our salesmen will see you, 
or we will quote direct. 


Bubs nen bing) THE FLE,MYERS & BRO.¢o. 
ASHLAND, OHIO. 
ASHLAND PUMP AND HAY TOOL WORKS 
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Now Sell Them— 


Cross Chains 


Along about now cross chain stamina begins to 
tell. McKays are still on the job, but ordinary 
The Better Black Chains chains are snapping every day and banging their 
in way all around town. And every snap makes 
The Red Band Bag another prospect for McKays. 


Sell a man McKay Cross Chains and you’ve e 
made two sales—cross chains now and McKay Tire O 
Chains when he needs his next set. McKay Cross 
Chains are so remarkably tough, they last so much 
longer than ordinary chains that once a motorist 
knows how they last he won’t have anything else. 

The more McKay Cross Chain sales you make 
now, the more sales of complete sets of McKay 
Tire Chains you’ll make later. 



























UNITED STATES CHAIN & FORGING CO., Union Trust B :ilding, 
Pittsburgh, Pa. 
Makers of McKay Tire Chains, McKay Shurout Chain, 
McKay Red Bead Bumpers. 


Pacific Coast Sales Representatives : 
NORMAN COWAN CO., 451 Rialto Building, San Franci », Cal. 


MSKAY TIRE CHAINS 


M‘K 
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Cannon Ball 


Beats @ 
em 
all 


No. 1067—2-adjustment 
Cannon Ball Hanger 















There are many good reasons 
why you can sell Cannon Ball 
Hangers easily and in quanti- 
ties. Fo. instance, this new 
Cannon Ball Hanger adjusts 
both to thickness of doors and 
closeness of door to building. No 
chiseling of doors or bending of 
straps is necessary to fit them 
to any door from 1% to 2% inches 
| thick. And after the door is up, 
it can be moved toward or away 
from the building. Thus, both 
binding and gapping can be 
avoided and adjustment always 
made to compensate for warp- 
ing and sagging cf buildings. 














There are other new Cannon Ball 
Hangers, too, all worth know- 
ing about — write for booklets. 


Hunt, Helm, Ferris & Co. 


Harvard, Illinois 
Albany Minneapolis Los Angeles San Francisco 


Manufacturers of 


STAR Equipment 


Cannon Ball Hanger Wheels are round, and 
they run in a round track. Thus, they always 
stay at the bottom of the track. Full length 
roller bearings assure free running, too. 
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Hexagonal Mesh 


CLINTON 
POULTRY NETTING 


is the highest type of hex- 
agonal mesh. It is woven true 
to size and form. The name 
Clinton on each bale of your 
netting will increase your sales 
and give your trade an incen- 
tive to call again. 


In all standard widths and 
sizes. Galvanized before or 
after weaving. 





AMERICAN WIRE FABRICS CORPORATION, Subsidiary of 
WICK WIRE SPENCER STEEL CORPORATION 
General Offices: 41 East Forty-second Street, New York 
Western Sales Office: 208 South LaSalle Street, Chicago 
WORCESTER BUFFALO PHILADELPHIA DETR OIT SAN FRANCISCO LOS ANGELES SEATTLE 


MENEZES ON 
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Customers today judge the merits of a product by how many and 
who use it. That’s why with the thousands in operation—on city parks, 
suburban and.city lawns, golf courses and estates—COLDWELL LAWN 


MOWERS create a lasting and favorable impression in a customer's mind. 


COLDWELL LAWN MOWERS are pre-eminently America’s most de- 
pendable and best known. That's why it’s easy to sell COLDWELL 
DEPENDABLE LAWN MOWERS. 


Ask for our new 1925 agency proposition 


COLDWEL 


DEPENDABLE LAWN MOWERS 
Hand, Horse, Motor & Gang 


COLDWELL LAWN MOWER CO., NEWBURGH, N. Y., U.’S. A. 


Factory Branches—DES MOINES, Iowa: 319 South West Fifth Street. CHICAGO, Ill.: 4139 West Kinzie Street. 
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The GRISWOLD 


Patented 


pays dividends 


DispLay the Griswold Safety Fill Tea Kettle promi- 
nently among Christmas gifts. It will attract the 
kind of attention you want. First, by its gleaming 
lines. Then its special opening in front of the handle 
fer filling. The Griswold Safety Fill Tea Kettle 
nromises “no more scalded hands.” Its beauty 

its Griswold patented improvements make it desired 
in the home, or for gift. Of finest quality cast alumi- 
num; can’t chip, flake off or break. 


Each kettle has the Griswold trade mark in the 
casting and is fully guaranteed. In4,5,6quart sizes. 


December Good Housekeeping and The Ladies’ 
Home Journal are making the Griswold Safety Fill 
Tea Kettle desired among Christmas purchases. 
Order now to be ready. 


Have you received the new Griswold trade mark 
window and counter display card in beautiful colors? 
It is free. 


THE GRISWOLD MFG. CO., Erie, Pa., U. S. A 


Makers of the Bolo Oven, Extra Finished Iron 
Kitchen Ware, Waffie Irons, Cast Aluminum Cook- 
ing Utensils, Gas Hot Plates, Food Choppers, 
Fruit Presses, Reversible Dampers and Mail Boxes. 


THE LINE THAT’S FINE AT COOKING TIME 


y Fill Tea Kettle 
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GRISWOLD 





Colonial Design, Flat 
Bottom Tea Kettle. Six 
sizes—2, 3, 4, 5, 6 and 
8 gt. 





’ Flat Bottom 
' Tea Kettle. Six 
sizes—2, 3, 4, 

5, 6 and 8 qt. 





“The Rapid,” 











Corra- 


gated Bottom Tea Ket- 
tle. Six sizes—3 and 
5 pt.; 4, 5, 6 and 8 qt. 
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Trade Mark 











Small opening in front of handle enables filling 
from faucet without danger of scalding the hand. 
Large cover swings out on hinge for easy cleaning. 
Large spout makes pouring easy. Square reinforced 
shoulder below the spout prevents rocking when 
kettle is tipped forward for pouring, and is extra 
thick to stand wear. 

Low bailed handle relieves wrist strain. The metal 


part is all in one piece and flat, so cannot slip or turn 
in hand. Extra large smooth flat bottom insures 


quick heating. 
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SAFETY FILL TEA KETTLE 


CAST ALUMINUM 














106 


HARDWARE AGE 





October 23, 1924 





The Foster 88-18 


Combination Range 











For Greater 
Efficiency 
in the 
Modern 
Kitchen 


Coal or Gas 


in Winter 

















More 
Satisfactory 
Profits 
for the 
Trade 


in Summer 


Our new combination range. Finished in plain black or a beautiful 
shade of either blue or gray enamel. The gas oven is heated with 


our improved flame spreading “Bunsen” burner. 


The coal oven 


with our “Foster’s Opal” flue system. We guarantee both to bake 


perfectly. 


If you like the design the price will appeal to you. 


Get our catalog giving detailed description and you will be con- 


vinced. 


The Foster Stove Co. 


Ironton, Ohio 
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PAIRING UP YOUR SALES 
To THE HOUSEWIFE 


E Lady of the House—one of your most _ i 

consistent customers. She who buysevery- | a 
thing from a washing machine to a pound 
of nails. 


Today she may come into your store to pur- © 
chase a new carving knife or she may want a g 
paring knife or two for her kitchen. a 
The logic of good salesmanship—the .« 
theory of pairing up your sales should 
instantly suggest that you sell her a 
Carborundum Knife Sharpener or a 


Carborundum Kitchen Knife Stone. 


Just the mere suggestion that the new ~ 
knife should be kept always keen—just ~ 
the idea that Carborundum will make 
every knife in the house a 
sharp knife—and you have 4g 
paired up a sale. 


Show her the: regular Car- “9% 
borundum Knife Sharpener 
shaped and fitted just like the 
ordinary steel. Tell 
her it cuts faster and 
cleaner—that two or 
three strokes and the 
trick is done. Or you j 
might sell her the Car- ff 
borundum Kitchen 4 
Stone mounted on the 
wood base. 
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And remember that well displayed is half sold —make use 
of the Knife Sharpener Display which we gladly send Free 


wn ee 


Carborundum Sharpening Stones 


SHARPEN THE Tools OF THE WORLD. 


ee 


The Carborundum Company 


Niagara Falls, N. Y., U.S.A. 


New York Chicago Boston Philadelphia Cleveland Detroit Cincinnati Pittsburgh Grand Rapids Milwaukee 











es | 
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Vo llrath 


Prominently! 


Hundreds of people will soon be in 
your store looking for Christmas sug- 
gestions. 










































Catch their attention with displays of 
Vollrath Ware. The charm of this 
beautiful, snow-white ware is irresist- 
ible. The special designs appeal to 
every practical housekeeper. Men who 
are wondering what to give their wives 
will be glad to have you solve their 
problem with such a happy sugges- 
tion. 





Many special pieces, suitable for 
Christmas Gifts, are shown in the 
Vollrath Christmas advertisement in 
the December issue of the Ladies’ 
Home Journal, Modern Priscilla, 
Good Housekeeping Magazine, and 
the November 8th issue of Liberty. 
Reproduction of this advertisement is 
shown at the left. 


Plan now for bigger Holiday business 
on Vollrath Ware. Check over your 
stock and order now the Vollrath 
Ware you will need for the Holiday 
trade. When the advertisements ap- 
pear (about the third week in Novem- 
ber) display in an attractive group the 
Vollrath Coffee Biggin, Rice Boiler, 
Roaster, Sink Strainer, Refrigerator 
Dishes, Butter Dish, Baby Bath Tub 
and other Vollrath utensils that are 
especially suitable for Christmas gifts. 
If you are not handling Vollrath 
Ware, write today for catalog and 
price list. 


THE VOLLRATH CO. 


= f Established 1874 
2 RS Sheboygan, Wis. 


aT: 
O bow ATH 


r aw” ~ 60 

4 Cc 

~ VOLLRATY <> 
i] YGAN W Ss J 
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Wire Goods That Demand Attention 


~Volume sales of wire goods are made through 

display of attractive items. Here is a typical 
example of Natwire Quality Wire Goods. It 
shows at a glance the careful regard for detail 
in design, construction and finish that will be 
found in our entire line. 


This is a photograph of our No. 731 Bowl 
Strainer. 5°4" diameter, 3’ depth, 18 mesh 
cloth. White enameled handle. 


All wood handle Natwire strainers are now 
furnished in white as well as maroon enamel. 





For complete information address Department A 





WICKWIRE SPENCER STEEL CORPORATION 


General Offices 
41 East Forty-second Street, New York City 


WORCESTER BUFFALO PHILADELPHIA DETROIT CHICAGO SAN FRANCISCO LOS ANGELES SEATTLE 
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How Many Bread Knives Do You Sell? 
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OTHER KNIVES 


Besides Bread Knives 
the Foster Bros. Line 
includes Carving 
Knives, Butcher 
Knives, Kitchen 
Knives, Ham and 
Bacon, Slicers. Fish 
Knives and Scalers, 
Oyster and Clam 
Knives, Cleavers, etc. 
Knives for every re- 
quirement. 


In styles, sizes and 
finishes to suit the 
preference of different 
people. All fully 
Guaranteed. 














A Bread Knife is used more frequently than any knife in the home. 


The real test of a Bread Knife is to cut bread in thin, even slices without 
crumbling. This is accomplished with a Foster Bros. Bread Knife, which 
is made just right for bread. It has a keen edge which cuts with remark- 
able smoothness. 


Due to the superior quality of Foster Bros. Bread Knives it is almost 
impossible to wear them out. 


Dealers who sell Foster Bros. Knives are safeguarded by a reputation for 
Quality Cutlery deservedly earned by forty years of satisfactory service 
in homes and markets. 


SELL MORE KNIVES 
By Selling The Right Knife For Each Purpose 


Crder from your Jobber. Send for Catalog No. 17 


JOHN CHATILLON & SONS 


Manufacturers 


established 1S35 


&5-99 Cliff Street New York City, N. Y. 





















[FOSTER BRos. CUTLERY 
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QO NEW Dealers 
last month, 
Wilt fe, obo 
comes : this Hoe, foe yon ? 


Oi: can prove to you quicker and 






better than we ever could hope to, 

that the Dunlap Cream Whip 1s an 
item every woman needs. Just ask her 
to try it. If she likes the Dunlap, she 
may keep it with our thanks. 


Simply mail us the coupon below. We 
will send a Dunlap Cream Whip, charg- 
ing you the regular dealer’s price. If 
your wife approves of it and you decide 
to order more, we will rebate this charge 
on your first dozen order. If she isn't 
pleased and enthusiastic about the Dun- 
lap, just return it at our expense. 












Why the Dunlap “ to You can’t beat the Dunlap for a repeater. A 
y! at W hips em woman who buys a Dunlap just can’t help tell- 
: HE superiority of the Dunlap Cream 


Whip is quickly recognized—especially ae her friends about ~ PS: Sab: SOE Oe 
by these 3 outstanding features :— sales you want, isnt it: 
A. A thin patented and perforated blade that cuts 


the cream instead of beating it. COLUMBIA METAL P RODUCTS CO. 


B. A specia! bow! with a non-slip bottom. 361 E. Ohio Street, CHICAGO, U. S. A 


C. A handle set the correct angle to insure easy 
handling. pe al 
The ‘Dunlap’ can be thoroughly cleaned ac 


with ease, It is sanitary throughout. All oe” 


metal parts are nickel plated. 
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Cream in 30 seconds—mayonnaise in 4 min- geo xt ae 
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Broadway Dept. Store, Los Angeles, Cal. 
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October 23, 


INDIA TIRES 


EVERY MONTH MORE AND MORE COMMERCIAL 


ESTABLISHMENTS ARE BECOMING 
PARTIAL TO INDIAS 


ony Transporta- 
pe Se Tacoma, 


On hundreds of 

“city operated’’ 
buses like this, 
India Tires are 
consistently 
giving depend- 


FOR THOSE 
WHO NEED 


THE BEST 


8 Hupps 

rs. Here’s 

another fleet in the South- 

west equipped with 
India’s all around. 


aie ' 
ne 8 


dts e~ 


Complete fleet. 


India Tires are helping the Broadway Department 


Store 


of Los Angeles to operate this big fleet 


economically. 


Ofe INDIA TIRE & RUBBER CO. 


AKRON, OHIO 


ce Le 
en te ~ee & Se © 


5 


Butternut Bread, U. 8. Bakery, Portland, Oregon. 


Scores of nationally known Baking Companies 
use India Tires. High-e commereial estab- 
lishments NEED ‘‘America’s Best’’ Tires. 


The Shear Ce., 

Wace, Texas. 
On heavy duty 
trucks, as well 
as on buses and 
delivery cars, 
India Tires are 
consistently 
piling up big 
mileage records 


ECONOMY 
SAFETY 
RELIABILITY 











Dashpoint Transportation So, , va 
Wash. This big bus is one 

eral of the “‘long distance”’ Bong 
operating on the Pacific Coast on 

India Tires because 

DO NOT SKID. 
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YOUR MARKET! 


There are over 1 million Folberth Automatic Windshield 
Cleaners now in service. But there is still a big percentage 
of 14 million motorists who sooner or later will buy 
Folberths. This is YOUR MARKET. 


Every day increasing numbers of automobile owners are 
realizing the importance of clear vision in wet weather. 
39 automobile manufacturers recognized it by adopting the 
Folberth as standard equipment. Over a hundred thousand 
automotive merchants recognized the inevitable demand 
by selling Folberths. When are you going to start 
in this rapidly growing business? Your market is waiting 
for you. Go after it. : 


Ask your jobber | to supply you with Folberth “Universal” and “Junior” 
models, the new “Parts-Kit,” and the numerous Sales Helps prepared 


especially for you. . 


THE FOLBERTH AUTO SPECIALTY CO., CLEVELAND, OHIO 


_FOLBERTH 


utomatic 
HIELD CLEAN ER 


















The “Junior” 
Model 
List Price 


$5.00 


The “Universal” 
Model 
List Price 


$7.00 


The ‘‘Parts-Kit” 
List Price 


$11.25 
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WHY THEY CHOOSE 


THE 


\NATIONAL 


\ Every boy wants a coaster that is LARGER and 
STRONGER than the average—that has SPEED— 
Durability and CLASS. The NATIONAL has all 


these qualities and in addition the following features. 






-_ as ON AED BLERPE A) A OPN DPR ALGER ALA ALI LEA LITO 
NR NA AEN = Bo en 


For work or 
play the Na- 
tionalhas no 
equal. 






No. 101 Coaster 


Features that sell 


the NATIONAL ALL STEEL 
ALL PURPOSE COASTER 


THE BOX—The outside box measurement over all is 3344 x 14% and is 
4 inches deep. The bottom of box is corrugated around the outer edge—to 
give flexibility without buckling. The entire top edge is reinforced with a 
separate hollow rolled strip which prevents the sides from bulging or being 
bent out of shape., The corners are reinforced with separate formed corners 
to correspond with the top edge. All reinforcements are spot welded to box. 
The box will stand extreme wear and abuse. There are no sharp edges to 
tear clothes or injure the child. 


THE WHEELS—The wheels are double disc, pressed and welded, fitted 
with 13 roller bearings and one-inch rubber tires. The double disc design is 
especially desirable for equalizing the strain in —_ turning when carrying 
load. A dust cap fits on inside of wheel and hub cap on outside, protecting 
the bearings from dust, grit and dirt. Roller bearings are incased so there 
is no danger of being lost or dropping out when wheel is taken off or, 
when assembled. 


FIFTH WHEEL—tThe fifth wheel is a new departure in coaster wagon 
construction. It is built similar to a large wagon with two discs, double 
brackets and a special support for king bolt and handle. This construction 
gives a rigid, sturdy box support with easy steering control in coasting or 
hauling. The box is suspended from three points, equally dividing the weight 
without undue strain on any part. 





National Juvenile Vehicle Co. 
3860 E. 91st St. Cleveland, O. 
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“T Saw It 
In Your Window” 


Hundreds of Sunbeam dealers, displaying Sunbeam Cabinet 
Heaters, are getting a new idea of the value of window space. 
People are coming into their stores to see the Heaters—and the 
dealers are finding these prospects already familiar with the 
product — already half sold. 


All the dealer has done is use space he already had and turn 
his windows into a display floor. He has used printed salesmen 
that we supply free. And these printed salesmen have made 
money for him—they have sent people into his store saying, “‘I 
saw it in your window; I’d like to find out more about it.” The 
dealer’s selling is already half done, and bigger sales and bigger 
profits are the result. 

Window displays that have made sales for other dealers are 
shown in a folder “I Saw It in Your Window.” Send fora 
copy. And the Sunbeam dealer plan that has made money for 
hundreds of dealers and can make money for you is described in 
“The Sunbeam Proposition.” Send for that, too. 


THE FOX FURNACE COMPANY, ELYRIA, OHIO 


Largest Makers of Heating Equipment 
Boston Atlanta Cleveland Chicago Denver San Francisco 
ry 


EZ ‘ZB Al 
‘HEATER. 











TRACE MARK 
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Minnow Buckets—Tackle Boxes—Bait Boxes 


The 1925 line is now ready—the most complete and at- 
tractive line of minnow buckets, bait and tackle carriers 
on the market. It embodies every outstanding improve- 
ment and feature that makes for bigger sales and profits 
and ultimate satisfaction for the man who fishes. 


Now is the time to place your order. Send for folder 
showing all styles, giving complete specifications, jobbers 
and suggested resale prices. 


The Falls City line this year is bigger and better than 
ever. There is a profit in every sale. 


STRATTON & TERSTEGGE CO. 


INCORPORATED 


Louisville Kentucky 


L. K. GRUNDY { Western Office: 215 Mason Opera House Bldg., Los Angeles, Calif. 


Sales Representative | Eastern Office: 733 So. Preston St., Louisville, Ky. 
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SOLID COPPER 


STORE FRONTS 


Kawneer 


Home wares, cutlery, tools, builders’ hardware— 
there is not a line in a modern hardware store 


that does not quickly show increased turn-over 


when properly displayed. Thousands of hard- 
ware dealers are now paying their rent from 
the extra sales pulled in from the displays in 
their modern Kawneer Store Fronts. | 


If you plan to build or remodel your store 
you will want a copy of our new Book 
of Designs of Kawneer Store Fronts for THE 
Hardware Stores. KAWNEER 
COMPANY 
2617 Front Street 
NILES, MICHIGAN 


Please send me one of your 
new Books of Designs of Kaw- 


COUPON jo BOOK OF DE SIGNS . ao Store Fronts for Hardware 


Name 
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Alumo skates are furnished 
in Racing, Arena and Hockey 
models for both men and 
women in all sizes. Dull or 
brilliant finish. 











OW is the time when orders for the 
holiday and skating season can be 
placed to good advantage. 


Alumo Superiority 


1. Alumos are different—an entirely new 
type of skate, designed and built on an 
entirely new principle. The fine steel 
runner and aluminum body are insepar- 
ably molded together in one operation. 


2. Alumos are light in weight—the only 
aluminum skate. Markedly reduced 
weight on skater’s feet, making skating 
easier, faster and less tiring. Made of 
aluminum alloy that will not rust and 
takes a permanent finish. 


3. Alumos are strong—practically in- 
destructible, because of the selected ma- 
terial and extremely accurate patented 
construction. 


4. Alumos are durable—no rivets or 
joints to collect rust, loosen or come 
apart. 


5. Alumos are fast—scientifically de- 
signed to give greater speed. 


6. Alumo Skates are sold only on Alumo 
Skating Shoes—Alumo Skating Shoes, 
stylishly cut on original patterns, are 
made on lasts formed to fit exactly the 


to get your stock in shape 


curvature of the scientifically shaped 
heel and sole plates of Alumo Skates. A 
combination wonderfully comfortable 
and heretofore unobtainable. 


7. Alumos are advertised. Well-planned 
advertising is run at the height of the 
selling season to reach consumers, 


Get cross section FREE 








Write us today 


Every Alumo Dealer should have one of 
the cross-section models of Alumo Skates. 
You will find it a big help in pointing out 
to customers the splendid new Alumo 
features, including the high carbon elec- 
tric process steel blade, non-corrosive, 
semi-tubular aluminum body, specially 
shaped sole and heel plates. 


We will send you one of these models 
FREE, so that you can display it in your 
window and show it to customers at your 
counter. If you haven’t one, write for it 
today. 


INTERNATIONAL DEVELOPMENT CO. 


Sole Owners of Alumo Skate Patents 
Malden, Mass. 


Alumo Skates 





and Skating Shoes 
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“The Clipper the Barber Uses Is 
the Clipper to Use at Home” 


Such is the keynote of Brown & Sharpe Hair Clipper 
advertising, and it sums up in a few words the “why” 


of selling your customers this quality product. 


Since 1879 barbers the world over have depended 
on Brown & Sharpe Hair Clippers to satisfy their 
most exacting customers. Now that home barbering 
has become more popular, people are realizing more 
and more the necessity of having the very best Hair 
Clipper it is possible to buy—from the standpoint of 


both economy and service. 


Satisfy this demand by offering your customers a 







quality clipper—The Brown & Sharpe “Bressant’’— 
the clipper the barber uses. 


BROWN & SHARPE MFG. CO. 


Providence, R. I. 


BROWN & SHARPE HAIR CLIPPERS 














BRONZE METAL PADLOCK 


No. 158 








A new type con- 
struction which 
offers great se- 
curity at only 


moderate cost. 


STRONG 
HEAVY 
DURABLE 
RUSTLESS 


Nickel Silver 
Coined Keys 














One of a hun- 
dred types from a 
line that covers 
practically every 
PADLOCK re- 


quirement. 
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No. 158 


2 Inches Across Case 
61% Ibs. to a Dozen 
Retails for About $2.00 




















Pioneers and leaders in the introduction of 
effective displays and many live-wire spe- 
‘cialties, 











SELL HIM A PADLOCK 


—A\ SUANYMAMER” 





Fraim-Slaymaker 
Kardmare Co., Inc. 


LANCASTER, PA. U.S.A. 
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The “Inside” Story of 


Natienal 


No. 805 Garage Door Set 


Here is an important chapter—with illustrations—from the National Catalog 
of Garage Hardware. 


It is an inside story because it graphically describes the efficient interior opera- 
tion of garage doors equipped with the No. 805 Garage Door Set. If you are not 
familiar with this fast-selling line and its many important features, let us send 
you fuller details. 


We can tell only part of the story here. 


No. 805 Set is one of the easy-working combina- National distributors can obtain a practical work- 
tions that appeals to every car owner. Its attractive ing model for display and demonstration purpose. 
appearance and sturdy construction never fails to Each part of the equipment is in full size. The 
attract attention and has been a wonderful profit customer can see just how it functions. It will tell 
maker for the Dealer. a sales story right on your counter. 
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Inside View, showing doors open. Note the con- Another Inside View—Doors Closed. Clearly showing 
venient third door which allows access to garage with- Adjustable Hangers. This feature prevents sagging 
out disturbing sliding doors. It is hung independently doors as hanger can be adjusted in case of swelling or 
with 4 x 4-inch butts and equipped with No. 29 National raising of cement floors. This Set affords a weather- 
Latch. Sliding doors are hung on inside, opening inward, tight, storm-proof installation. Snow and ice will not 
and swing into jamb against stops. This allows maxi- interfere with opening and closing of doors—they work 
mum space in the garage. freely and easily without binding or frictton. 


Remember the National Policy 


We sell direct to the Dealer, having no Jobbing connections. 


By this method we are able to give our customers better service and allow 
larger profits for the Dealer. 


Complete stocks of quality products are always on hand for prompt shipment. 


YOUR ORDER SHIPPED THE DAY RECEIVED. 


NATIONAL MANUFACTURING COMPANY 
STERLING ILLINOIS 
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Convention Facts 


WHO MET.......... 1—American Hardware Manufacturers 
Association. | 


2—National Hardware Association of 


U.S. 


3—Auto Accessory and Metal Branches of 
N.H.A. 


See To discuss and discover how distribution : 
costs may be reduced and held in check. . 


8) ie * te ae Oct. 13 to 17, 1924. 


52k wa Sle ees Marlborough-Blenheim and Shelburne 
Hotels, Atlantic City, N. J. : 





ATTENDANCE ,..... Total registration approximately 1500. 


This includes 600 manufacturers, 550 job- 
bers, 75 retailers and 225 ladies. 


PUTER Pr 


OFFICERS FOR 1925. John Townley, Townley Hardware & 
Metal Co., Kansas City, Mo., was 


elected president of the N. H. A. 


H. G. Moore, Keystone Steel & Wire Co., 2 
Peoria, Ill., was elected president of the : 
American Hardware Manufacturers’ 
Association. 


HULL 








Keynote of Convention. The joint opening session held Tuesday night, October 21, was 
a most important and instructive meeting. Jobbers and manufacturers, from all sections visual- 
ized local conditions. Details of these several talks will be found on the next two pages. 
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Black Urges Greater Cooperation from 
Association Members 


ISAAC BLACK, Russell & Erwin 
Mfg. Co., New Britain, Conn., three 
times president of the American Hard- 
ware Manufacturers’ Association, re- 
viewed the organization’s activities at 
its opening meeting, held Oct. 165, 
Atlantic City, N. J. He told of the 
group meetings held this year; spoke 


highly of the services rendered by 
Secretary Fred D. Mitchell and com- 
mented on the closer relationship be- 
tween members and the members of 





R. P. Van Camp, Van Camp Hardware ¢€ 
Tron Co., and John C. Finch, Tower Mfg. Co. 


the N. R. H. A. Mr. Black said in 
part: 
“This is a business session. We have 


other speakers who will give of their 
time and knowledge—things pertaining 
to our industry that will be of interest 
to all of you. Those of you who have 
attended the meeting last night (and 
I think you all did) no doubt satisfied 
yourselves of the optimism that pre- 





J 11—Henry H. Hanton, Fraim-Slaymaker 

Lock Co., and Geo. W. Simmons, 

€ Metals National Bank, formerly vice- 
president, Simmons Hardware Co. 


vails in the minds of jobbers and people 
in different sections of the country. 
“Our association, as an association, 
has been changed somewhat in the past 
three years. Our entire effort is to be 


Mechanics 


of service to an industry that we are 
all engaged in. The more part you take 
in these meetings the more thoughts you 
express for the betterment of an in- 
dustry, whether it affects you as manu- 
facturers or distributors, jobbers and 








Isaac Black in black and white 


retailers, and the more you will get 
out of this association. 

“We sometimes feel that you must 
be very well satisfied because we 
don’t get any kicks, we don’t get 
enough suggestions. The _ secretary 
is always open to any suggestions that 
come to him. We wish that you would 
burden us with more topics to be dis- 
cussed; we wish that you would make 
more suggestions as to what can be 
done as an association to make it of 
more benefit to this industry, and if 
you will give that cooperation and help 





to your new officers for the coming year 
you will get a great deal more out of it. 


Executive Meeting 


“We have had many executive meet- 
ings, we have had many group meet- 
ings; we have probably had more 
meetings as an association of the ex- 
ecutive and group end of it in the 
past three years than we ever had 
before and those group meetings have 
never been attended in a minority way 


Fossberg Mfg. Co., and 


H. 8S. Fossberg, 
Smith € Hemenway Co. 


Frank Tenney, 


but always in a majority way by every- 
body entitled to sit in them, so that 
your association has been taken care 
of by the officers that you have selected 
and they have given of their time un- 
stintingly. 

“Some two years ago as an associa- 
tion we felt that we were leaving one 
very vital element out of our calcula- 
tion as manufacturers in our chain of 
distribution. The final link in the chain 
of distribution is the retailer. The 





A. E. Alverson and C. L. Cark, Greenlee 
Bros. & Co. 


jobber is the means of distribution, 
but from him and through him it goes 
to the retailer. The retailer is the man 
that finally has to solve our problem 
of distributing our goods. 








SEK OPPOSITE PAGE: 1—F. J. Koch, J. P. McKinney, C. A. Hammond and W. S. Mace, McKinney Mfg. Co. 2—-Ernest Johan- 
nesen and W. G. Pearce, Penn. & Atlantic Seaboard Hardware Association. 3—W. H. Rattenbury, Landers, Frary € Clark. 
4—Mrs. B. F. Antrim, Mrs. L. S. Soule dnd Mrs. H. F. ot *tapt. 5—J. C. Ruf, I. B. Williams & Son, also president, Amer- 
ican Supply and Machinery Manufacturers’ Association and W. A. Gordon, Akron Barrow Co. 6-—George H. Griffiths, 


Shearman, 
Frank 


HARDWARE AGE. and T. M. 
ware Co.; J. A. Gardner, 
Grifin Mfg. Co., 
American Wholesale Hardware Corp. 
J0o. 11—Mr. and Mrs. C. 
13—Samuel Gardner. assistant 
Harry K. Zust, Mrs. H. K. Zust, 
File Works. 
M. McClung € Co., 





Mrs. 


and F. A. 


Hardware World. 


J. M. McDaniel, American Wholesale Corp., E. 
. F. Kester, ee, peatee Steel Co. and R 
—H. G. Grosscup and Mrs. 


10—H 
A. Hammond, McKinney Mfg. 
secretary, American adders ‘Ganadumaren 


D. 
16—R. W. Bailey, C. R. Riley, Horton Mfg. Co., and N. B. G 


Heitmann, F. 


&8$—Frank J. 
Yoder, 


D. Wallace and W. 


A. Heitmann Co., 
Whitman & Baines Mfg. Co. 


Sands, Sands Level & Tool Co.; 
Lough lin, Cincinnati Tool Co., and Clarence Bullock, Sands Level ‘€ Tool Co. 
Barker-Jennings Hardware Co., 


Association, 
Wallace, Camillus Cutlery Co. 
etty, Tenk Hardware Co. 

and president National Hardware Association. 


J. 8. Goodail, Central Hard- 
C. Glover, 
and C. H. Garity, 
Perrow, Perrow-Evans Hardware 
G. Grosscup, Lovell Mfg. Co. 
and Miss Adeie Gardner. 14— 
15—Jos. M. Hottel, Delta 
17—Bruce Keoner, OC. 
18—H. Z. Caliender, 


9} 














October 23, 1924 HARDWARE AGE 125 


DongabdosaesnvarsrcanTinnnanasayesnnnnensiity:rruseenenengnnesansaesangeensa sare edianstis! terieastintdaneta MOMS MH LTTE ULL: LLP Pe) eee 


| 
} 
: 
: 


SS NT ee ne SS PEE Rt hs 


See opposite page for names 
PiLSUAHUSEUTURRHEEESIPAALITL EEL ORDOERDOTEDORS SERPS EP: OT ESETEDYPL SOE YRETELLTORDOED ETL SET PT ESL SREY ONG LAOEOPAR OOD AODEEEASTEOGEOOOUEDEALUEOSETSOTOOTET EG SEDISEED SLAP POTDELILOE aa ILELEREOETERRORDIEEAEELSTETEUTETEOLOLEYPPPOPERIONERET ES FEEPERAPHOYEPRILPERDD UUPOEUERRDGAODEH RBBOEEDTOLEVIUEUTEN( {01 HTPVEENERERDERDSERPEYEDETEEREDELEV PET EPEDSDERBOUDE SAL ERO BUDAY POLE" SUERSOTPCOPTPY SITY FLPRET TT | POPPED 











HARDWARE AGE 





October 23, 1924 


Heitmann Reviews Business Situation 


In reviewing the general business 
situation at tne opening meeting of 
the National Hardware Association and 
the American Hardware Manufactur- 
ers’ Association, Oct. 14, Marlborough- 
Blenheim Hotel, Atlantic City, N. J., 
F. A. Heitmann, president National 
Hardware Association, emphasized the 
business possibilities of the Dawes plan 
and the completion of the proposed 
German loan. 

Mr. Heitmann commented on the re- 
duced overhead percentage reported by 


members in 1923, expressed the hope 


that the same low rate would be main- 
tained this year in spite of some reduc- 
tion in volume as reported by members. 
In part he said: 

“Our conventions during the past 
four or five years have been held at 
propitious times and this gathering, 
coming as it does, after a period of un- 
certainty, gives us an excellent oppor- 
tunity to review the situation, to con- 
sider the various factors which now 
confront us and to plan for the future. 

“After having gone through this 
period of five or six years of liquida- 
tion, readjustment of inventories and 
efforts to put our business on as safe 
and sound a basis as possible and to 
work out all the economies we could 
think of, we have all had a most trying, 
exacting period which at times has 
been very perplexing. I feel quite safe 
in stating the equal has never been in 
this country before and the experience 
gained should be lasting. 

“Now that the Dawes’ plan for the 
stabilization of Europe seems to be the 
most acceptable one proposed, and has 
been approved by the various nations, 
it will be a start in the direction of ad- 
ustment of the economic plans of the 
world. 

“It must be understood the loan now 
contemplated is a step in the right 
direction and it is well to state at this 
time that this would be a means of 
absorbing much of the idle capital in 
this country which has been loaned at 
the lowest rates of commercial interest 
ever known. 

“This is only the beginning of an 
opportunity for better business. We 
should not be too impatient and expect 
this plan to work out effectively at once 
but should the loan now pending to 
Germany be made, it will only be a 
beginning of the requirements which 
will open the way for larger and in- 


creased loans and business, even though 
in certain lines it will probably lead 
to greater competition with American 
manufacturers. 

“If, in this connection, the European 

















i oe president National 


Association 


Heitmann, 
Hardware 


nations solve their problems and adjust 
their financial affairs with each other 
and with us on a basis that is fair, 
equitable and workable it would be the 
best and most encouraging news that 
industry and commerce in this country 
could have. 

“The suspense in these adjustments 
has been a throttle in the development 
of all lines of commercial activity. 

“The agricultural situation, par- 
ticularly the disparity between the 
price of farm products and those of 
other industries, has been greatly 
remedied in the past few months by 
the advancing prices of farm products 
which has brought them nearer to- 
gether. 

“This will be of incalculable benefit 
to the farmers of the West and South, 
with the large cotton crop now moving 


from the South must naturally reflect 
in the increased business for the present 
and near future. 


“The August report of the U. S. 
Steel Corporation indicating an _ in- 
creased booking of ingot steel of 36 
per cent was not only a surprise, but 
is a great encouragement to the in- 
dustry and would indicate that business 
is moving forward. 

“This, together with the increased 
business as reported by the manu- 
facturers of farm implements, is cer- 
tainly very encouraging. 

“During the year 1923 our members 
were able to decrease their overhead 
expense and we are hopeful that even 
with the decreased volume of this year’s 
business as reported by some, it will 
be possible to keep the overhead ex- 
pense at approximately the same per- 
centage as obtained in the year 1923. 

“While some sections of the country 
report a satisfactory business, others 
contend they have difficulty in main- 
taining the volume of last year. While 
not a few report that their volume will 
be even less than last year. 

“It may possibly be stated that the 
average will show a small decrease in 
volume compared with 1923. 

“While this report is not flattering 
and is not as profitable as it should be, 
yet we must content ourselves under the 
circumstances and await the adjust- 
ment of affairs that are bound ulti- 
mately (and we hope at an early date) 
to swing back to a point where busi- 
ness can be done on a satisfactory 
basis so that capital, energy, experience 
and thrift may be properly compen- 
sated. 

“We also have with us some high 
costs that enter into our overhead ex- 
pense, in which very little if any reduc- 
tion has taken place, for instance, there 
has been little change in traveling ex- 
penses which enter largely into the 
expense of our salesmen. 

“We are pleased to note the Depart- 
ment of Commerce is continuing its 
activity and that progress has been 
made in the elimination of sizes, styles, 
finishes, gages, etc. This will do more 
as it is carried out to simplify the hard- 
ware and metal business and eliminate 
much of the unnecessary stocks of 
merchandise and thereby reduce the 
capital invested in business.” 
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Fernley on Activities of National 
Hardware Association 


RECEDING a review of past years’ 
activities of the National Hard- 
ware Association, Secretary-Treas- 

urer T. James Fernley, in his annual 
report, urged members to avail them- 
selves of the organization’s newly cre- 
ated service in the collection of de- 
linquent accounts. He urged that they 
charge and collect interest on past due 
accounts, and insist on a cash discount 
when buying goods on the cash basis. 
Mr. Fernley touched fully on many 
pertinent problems of the hardware 
jobber, laying special emphasis on sur- 
plus stock bulletins, the rights of buy- 
ers, standardization of catalog page 
sizes and returned goods. 

The secretary characterized the trade 
press as the greatest agency in edu- 
cating, enlightening and broadening 
all factors in the hardware industry. 
In part Mr. .Fernley’s report follows: 

“Those of our members who are 
using the service inaugurated just 
prior to our last convention for the 
assistance of members in the collection 
of past due accounts report excellent 
results. 

“Since our last convention we have 
handled claims amounting to $436,- 
845.76 and members have to date re- 
ported that $231,592.05 has been paid. 

“The amount paid is larger, because 
at the time this report was made up 
some members had not reported. In 
all we have handled 4025 accounts from 
149 members. 

“We wish particularly to urge those 
members who have not used the service 


to do so. A number of our members 
have, since the inauguration of the 
collection service, made savings of 


from five to fifty times the amount of 
their annual dues through this service 
which has been rendered without 
charge. 

“Fifty to 60 per cent of the accounts 
referred to the association are paid 
and thus all the annoyance, expense 
and delay of collecting such accounts 
through attorneys is eliminated. 


Returned Goods 


“Considerable thought and attention 
has been given the subject of returned 
goods during the past year and the 
National Retail Hardware Association 
is entitled to the thanks for our organ- 
ization for the manner in which it has 
emphasized the economical waste of 
returning merchandise which has been 
shipped as ordered. 

“We wish again to recommend to 
our members that those who do not 
charge and collect interest on past due 
accounts give serious consideration to 
doing so. 

“Our overhead chart indicates that 
approximately 80 per cent of our mem- 
bers are now collecting interest on past 
due accounts and that these 80 per 
cent receive an amount sufficient to 
offset half their losses from bad debts. 

“At times we find some manufac- 
turers who give as their reason for 
discontinuing the cash discount of 2 
per cent the fact that their terms are 


not respected and that some buyers 
take the cash discount after the dis- 
count period has elapsed. Our associa- 
tion is on record as urging the strict 
observance of the terms surrounding 
the cash discount. 


The Trade Press 


“Tt is only proper in making this re- 
port that we should publicly recognize 
the service rendered by the trade press 
in educating, enlightening and broad- 
ening all connected with the hardware 
industry. 

“We have at times discussed meth- 
ods of educating our salesmen and our 


»,especially 


tageous to them, is not economically 
sound. 

“In our Annual Report a year ago 
particular mention was made of the 
work being done by the Division of 
Simplified Practice of the Department 
of Commerce under the direction of 
Secretary Hoover in encouraging the 
elimination of unnecessary sizes, styles 
and varieties. 

“The past year has witnessed great 
progress in this work and we wish to 
commend those groups of 
manufacturers who have eliminated 
the unnecessary items from their lines 
and to again urge those who have not, 





John Townley, Townley Hardware & Metal Co., newly elected president 


N. H. A,; A. H. Nichols, Buhl Sons Co.; 
Moore-Handley Hardware Co., 


treasurer, J. D. Moore, Sr., 


T. James Fernley, secretary- 
and A. J. 


Bihler, J. C. Lindsay Co. 


employees, but there is no greater 
power for the constant education of 
employees than the reading of the 
trade papers. 

“The hardware industry is particu- 
larly fortunate in its trade press, hav- 
ing a number of live, active, progres- 
sive papers, whose constant endeavor 
is to print such information as will be 
of value to those connected with the 
industry. 

“One problem we might very well 
discuss to advantage is: ‘How can we 
induce a greater and more thorough 
reading of our trade periodicals?’ 


Terms and Datings 


“Manufacturers who during the war 
period eliminated various terms, dat- 
ings and allowances have during the 
past five years gradually restored these 
allowances and datings. Only recently 
certain manufacturers reinstated dat- 
ings withdrawn during the war period. 

“In connection with the various 
freight allowances, datings, etc., which 
were in vogue prior to the war there 
was in most cases a good, sound eco- 
nomical reason for such allowances and 
it is gratifying to note the manu- 
facturers have finally come to the con- 


clusion that it is useless to do business 
on a basis which, while slightly advan- 


to take advantage of the cooperation 
offered by the Government. 


‘Surplus Stock Bulletins 


“During the year we have continued 
to issue at intervals bulletins listing 
overstocks held by members, and nu- 
merous sales have been effected in this 
manner. 

Sales Policy 


“Every seller of merchandise, in 
fairness to his customers, should have 
an announced policy and then strictly 
adhere to it. If a manufacturer wishes 
to sell wholesalers only, he should an- 
nounce this as his policy. If he wishes 
to sell retailers direct this should be 
announced. If he wishes to attempt to 
sell both retailers and wholesalers, he 
is well within his rights. Ordinarily, 
it is supposed that a wholesaler con- 
fines his sales to the retail trade but 
if a wholesaler wishes to sell con- 
sumers, he should announce this policy 
and open a retail department. 

“Our experience would indicate that 
the wholesaler with a retail depart- 
ment has the same overhead expense as 
the individual retailer and generally 
the selling prices of such retail de- 
partments are on a basis which cause 
no complaint from competitors. 

“It is very gratifying that our ex- 
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pense chart for the past year indicates 
a decrease of 1.22 in overhead and it is 
to be earnestly hoped that it will be 
possible to still further reduce this 
figure. 





Bill Hawkins and Fred Everitt, Columbian 
Rope Co. 


“Our overhead expense research this 
year, in addition to including the data 
collected heretofore, also included in- 
formation as to the compensation of 





EB. R. Masback, Masback Hardware Co., 
and J. J. Raftery, Manhattan Electric 
Specialty Co. 


salesmen—the average value of orders 
received—the method of delivering or- 
ders, etc. 

“Two factors which are at present 
tending to increase the expense of dis- 
tributing hardware and kindred lines 
—are the increasingly large number of 
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orders received for Parcel Post ship- 
ment and motor truck deliveries. 


Membership 


“During the past twelve months our 
membership has increased in a very 
satisfactory manner. 


Metal and Accessory Branches 


“The Metal Branch under the chair- 
manship of W. H. Donlevy has been 





Geo. H. Harper, National Enameling ¢ 
Stamping Co., and B. A. Hawley, Russell & 
Erwin Mfg. Co. 


extremely active during the past year. 
Its Thirteenth Annual Meeting was 
held in Philadelphia, being well at- 
tended and most interesting. 





Bill Feddery, HARDWARE AGE, and D. J. 
Foss, Wooster Brush Co. 


“The branch is to be particularly 
congratulated upon the excellent prog- 
ress it has made in the Simplification 
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of Sheet Steel, Terne Plate and Con- 
ductor Pipe. 

“Our Automobile Accessories Branch 
has continued its activity under the 
chairmanship of George W. Ellis. The 





H. G. Blodgett, HARDWARE AGE, and E. 8. 
Miller, Keystone Mfg. Co. 


meetings held Monday and Tuesday of 
this week were well attended, a spirit 
of conservative optimism being mani- 
fested. 





H. 8. Parsons, and W. M. Rand, of P. € 
F. Corbin Mfg. Co., and H. L. Judd, North 
¢ Judd Mfg. Co. 


“The past seven years has witnessed 
many changes in the Accessories in- 
dustry, the fly-by-night manufacturers 
have been eliminated and the business 
placed on a basis which removes many 
of the hazards and uncertainties which 
caused some of our members to view it 
with disfavor. 








High Lights from Speech by Sierd President 


1. Speaking of the contemplated German loan—tThis is only the beginning of an opportunity 


for better business. 


We should not be too impatient and expect this plan to work out effectively 


at once, but should the loan now pending to Germany be made, it will only be the beginning of 
the requirements which will open the way for larger and increased loans and business, even 
though in certain lines it will probably lead to greater competition with American manufac- 


turers. 


2. After having gone through this period of five or six years of liquidation, readjustment 
of inventories and efforts to put our business on as safe and sound a basis as possible and to 
work out all the economies we could think of, we have all had a most trying, exacting period 


which at times has been very perplexing. 
in this country before, and the experience gained should be lasting. 


I feel quite safe in stating the equal has never been 


3. The agricultural situation, particularly the disparity between the price of farm products 
and those of other industries, has been greatly remedied in the past few months by the advancing 


prices of farm products which has brought them nearer together. 


4. During the year 1923 our members were able to decrease their overhead expense, and 
we are hopeful that even with the decreased volume of this year’s business as reported by some, 
it will be possible to keep the overhead expense at approximately the same percentage as ob- 


tained in the year 1923. 
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Retailers and Manufacturers 


Faced by Same Problems, 


Says Gray 





George Gray 








ETAILERS and manufacturers 
are facing identical problems 
which joint efforts will help 

solve, George Gray, president National 
Retail Hardware Association, told the 
American Hardware Manufacturers 
Association, Oct. 15, 1924, Atlantic 
City, N. J. Mr. Gray’s address in part 
follows: 

“It is apparent to retailers that the 
problems facing manufacturers are 
identical with those confronting the 
retailers and that joint efforts to solve 
these must prove mutually beneficial. 
It is a source of great gratification to 
us retailers to realize, through the at- 
titude of your association, that manu- 
facturers have reached a similar con- 
clusion and that we have common 
understanding of efficient distribution. 

“Our attitude in respect to the re- 
tailer’s part in efficient distribution is 
positively set forth in one of the reso- 
lutions of our San Francisco Congress, 
in which we said: 

“Consonant with the primary 
purpose of our organization to 
elevate the ideals and increase 
the efficiency of hardware retail- 
ing, we renew our pledge to un- 
ceasing effort for the attainment 
of those ends and urge upon our 
members renewed efforts toward 
individual improvement for the 
contribution which the progress 
achieved by each will make to the 
general advancement of economi- 
cal distribution.’ 

“In carrying out the idea emphasized 
by the resolution, we have, among 


other things, given special attention to 
the gathering of information as to 
fundamental facts of hardware retail- 
ing, and this has resulted in the most 
comprehensive survey and summary 
ever written covering facts and figures 
pertaining to the operation of the re- 
tail hardware business. This survey 
has proved itself of great value to 
those who are interested in hardware 
distribution. 

“The figures submitted by 1248 mer- 
chants were compiled from carefully 
kept records and reveal the number of 
stores showing a profit or loss, average 
sales, credit sales, cost of doing busi- 
ness, margin, expense, profit or loss, 
and stock turn. Incidentally we might 
say that the average percentage of ex- 
pense is 23.76 per cent, including in- 
terest on investment, and the percent- 
age of margin 25.25. Forty-two per 
cent of the reporting stores lost money. 
The careful study of this survey has 
enabled the retailer to plan for the 
future with that increased confidence 
which comes from having a thorough 
knowledge of his business. 


“The average stock turn, as shown 
by the survey, was 2.37 per cent for 
the 1248 stores. The average stock 
turn by stores with sales of $25,000 
and less is 1.88 per cent; $25,000 to 
$40,000, 1.99 per cent; $40,000 to $60,- 
000, 2.17 per cent; $60,000 to $100,000, 
2.50 per cent; $100,000 to $400,000, 
2.62 per cent. 

“Because of such conditions, which 
are partly responsible for the losses 
incurred by such a large proportion of 


the reporting dealers, and because we 
realize that the price tendency is 
likely to be downward for some time to 
come before we get on a stable founda- 
tion, the. National Retail Hardware 
Association has recorded its attitude 
on stock turn in the following resolu- 
tion: 

“*Recognizing that proper stock 
turn is always an important fac- 
tor in successful merchandising, 
we stress the need for especial 
attention to this phase of retail- 
ing during the present period of 
price decline and uncertainty. As 
this is a time for extreme cau- 
tion, we urgently recommend to 
all dealers that stocks be cleared 
of stickers and_ slow-moving 
items, and that purchases be 
carefully selected and specified, 
with due regard to stock turn.’ 


“Another of our San Francisco reso- 
lutions reiterates our conviction of the 
practical value of simplification of the 
various lines of merchandise sold. This 
recommendation is based on the study 
of a special committee extending over 
a period of many months. The survey 
of the Situation has had the coopera- 
tion of the Department of Commerce. 
It is recognized by those who have 
given this subject careful study that 
simplification is applicable to many 
classes of goods, and it is hoped that 
the preliminary work that has been 
done is but the basis for additional ac- 
complishments. 

“One of the most common miscon- 
ceptions which the public has of re- 











F. J. Coakley and R. B. Whiting, Samson 
Cordage Co. 









y , ot 
i age q . 
SHALE re Mig a oes 
ois SON ee BOR Fn 3 
igh bly ac, 


"a , ees, eee tate 


. é 
2 4 


Frank A. Bare, Tritch Hardware Co., and 
Llew S. Soule, HARDWARE AGB 





Vits, Aluminum 
Goods Mfg. Co. 


A. J. Sohrweide, A. Jd. 








sovsssseete: 

















130 


tailers is in regard to the amount of 
profit they make. It is not at all un- 
common to find people who believe that 
the man who buys an article for $1 and 
sells it for $1.50 has made a profit of 
50 cents. This amount looks large to 
the ordinary customer, and it seems to 
him that the retailer is exacting exorbi- 
tant profits. 

“Recently my attention was called to 
an example taken from an arithmetic 
prepared by a prominent educator. 
This example states that a merchant 
puts $6,000 capital into his business, 
$3,000 in stock and $3,000 in fixtures. 
He turns his stock three times during 
the year, thus having a total income of 
$12,000. Out of this amount of sales 
he must take all his expenses of run- 
ning the business, which amount to 
$8,000, leaving as a profit $4,000. 

“Of course, we know that the above 
is all wrong, as the example takes no 
consideration whatever of the fact 
that the merchant cannot sell his goods 
at cost. Yet this is simply a rather ex- 
treme illustration of the instruction 
the rising generation is getting as to 
the compensations of business. 

“Many manufacturers are still using 
the old lists upon which practically no 
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discounts are made to the retailer. 
This naturally subjects the retailer to 
the disadvantages of selling at list 
plus, and retailers have gone on record 
as favoring the revising of these lists 
so that a satisfactory discount may be 
allowed. 

“We have indorsed and reindorsed 
the decimal system of pricing because 
we believe it will be beneficial to the 
trade. 

“Just in passing, I call your atten- 
tion to the fact that the National Re- 
tail Hardware Association has repeat- 
edly condemned competition by either 
manufacturers or wholesalers which 
tends to demoralize trade for the re- 
tailer. The manufacturer has a per- 
fect right, if he sees fit, to market 
direct, but if he is using the retailer 
for most of his distribution he has no 
gg to demoralize the retailer’s mar- 

et. 

“The same thing is true of the 
wholesaler. His function is_ specific. 
He is not organized to sell at retail. 
He is a wholesaler, and he should con- 
fine his business to wholesaling and 
have for his customers only those who 
buy for resale. The National Retail 
Hardware Association represents al- 
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most 22,000 hardware men, and it is 
its business to protect and advance the 
general welfare of its craft. We want 
everyone treated fairly and expect the 
wholesaler to perform his function as 
it should be performed. 


A Hardware Council 


“As indicated by one of our San 
Francisco resolutions, copies of which 
were sent to your officers, we are re- 
ceptive to the organization of a hard- 
ware council, and will be glad to 
cooperate with the manufacturers and 
wholesalers in the constructive study 
of problems affecting all branches of 
trade. 

“We all know something of the 
splendid progress that the retail hard- 


ware has made as the result of the 


constructive activity of its organiza- 
tion, but feel that we have merely en- 
tered the threshold of usefulness and 
that in the future, by uniting our own 
energies with those of organizations 
like your own, we will embark upon a 
career of extraordinary achievements 
that will show matchless results for 
the benefit of all branches of the 
trade.” 


Knowledge of Finance and 


Organization Essential, Says Hazen 


NOWLEDGE of organization and 
finance is essential in our present 
mode of business, John F. Hazen, 

Pittsburgh Steel Co., Pittsburgh, Pa., 
told the joint session of both associa- 
tions, Oct. 15, Atlantic City, N. J., 
during the meeting devoted to a study 
of wastes in distribution. Mr. Hazen’s 
talk in part follows: 

“We have been passing through a 
period of low activity, accompanied by 
high costs and competitive conditions 
equal to the most severe in history. 
Even though improvement in business 
may be expected, it is important that 
economies be instituted because busi- 
ness is waylaid with disappointments 
and plans must be made so that goods 
will be placed on the market under con- 
ditions that will insure their use dur- 
ing adversity as well as prosperity. 
Economy is synonymous with judicious 
management, large turnover, low over- 
head, avoidance of waste and lost mo- 
tion in each individual activity. 

“Knowledge of organization and 
finance is essential owing to the hroad 
introduction of scientific methods in 
our present mode of business. Motives 





should be well defined and discord 
eliminated. The value of the human 
touch in winning the confidence of both 
employee and customer should not be 
overlooked. Facilities should be util- 
ized to the limit to increase volume of 
trade. High compensation for com- 
petency is well justified as errors are 
costly and a narrow vision defeats the 
result desired. 


Sales Costs 


“A vital factor in sales costs is the 
selection of good, live, productive sales- 
men. Unsuccessful men cause an ex- 
pense that may well be eliminated if 
they do not improve, provided the dif- 
ficulty is not with the territory. Dis- 
tricts that may be served more ad- 
vantageously can sometimes be de- 
veloped with special attention § in 
preference to distant or poor terri- 
tory. Selling and overhead costs 
should be subdivided in such a way 
that the exact profits on each kind of 
goods can be _ determined. Often 
through lack of such knowledge, ma- 
terials composing the largest propor- 


tion of sales are found to be the least 
profitable and greater intensity can 
well be concentrated on items which 
bring the best returns. 

“Advertising in magazines’ and 
direct-to-the-merchant or consumer-by- 
mail, if planned on a definite construc- 
tive scheme to harmonize with selling 
and enthuse the reader, will help to 
gain the confidence of the merchant 
and create a demand from the con- 
sumer. A sale is not complete until 
the goods have been resold for con- 
sumption. 

“Many manufacturers ship large 
volumes of merchandise without trade- 
marking their goods. Manufacturers 
who do not advertise or brand their 
goods must depend on price alone for 
distribution as they have not built a 
demand from the man who finally pays. 


Freight Charges 


“The most important item affecting 
distribution and extent of activity is the 
question of freight charges. Due to 
local conditions or possibly a more 
favorably disposition on the part of 
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transportation companies the rate per 
ton per mile in some sections is less 
than obtains in others. While it is ap- 
preciated the ultimate consumer pays 
the freight, nevertheless, it would seem 
desirable, if not necessary, that in- 
equalities should be adjusted so that 
competition may be fair, free and un- 
restricted. 


Selected Stocks 


“Well selected stocks at convenient 
centers of consumption insure prompt 
service. Incomplete eg enaony are 
useless and excessive stock items cause 
the loss of interest on investment, stor- 
age charges, insurance, taxes and some- 
times suffer severe deterioration. Obso- 
lete and dead stocks should be disposed 
of even at a loss if necessary so as to 
keep the stock list adapted to current 
needs. Warehouse stocks benefit the 
surrounding community and the ex- 
pense of warehousing justly contrib- 
utes to the ultimate cost and should be 
considered in the price of the goods. 

“It is ‘the object of every hardware 
manufacturer with possibly few ex- 
ceptions to gain a clear perception of 
the chances of getting good distribu- 
tion through the wholesaler. Reaching 
as your products do, all classes of 
every community, one is impressed 
with the great possibilities of the 
wholesale hardware field. Considering 
the number of wholesale salesmen and 
the small part of their total business 
represented by the individual manu- 
facturer, unlimited opportunities of 
effort are presented in familiarizing 
these salesmen with your goods. Sales- 
men of the wholesaler are in frequent 
contact with the dealer, familiar with 
his needs and conditions and offer a 
service to the manufacturer that can- 
not be duplicated without a tremendous 
sales expense or justified on most lines 
handled by the hardware stores. The 
interests of the manufacturer and 
wholesaler are so interlocked that I 
think any radical move made by one 
equally affects the other. I hope some 
day the wholesale hardware jobbers 
will have a committee to report and 
study merchandising and advise manu- 
facturers desirous of increasing their 
sales or seeking advice as to whether 
the hardware field affords a market for 
their products, as to the best method 
to employ. Such a committee would 
aid in solving vexing problems.” 
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- as 


J. W. Williams and D. B. Williams, Wil- 
liams 


Hardware Co. 





Daniel Rinehart and Geo. B. Sprowls, 
 Penysylvania ¢ Atlantic Seaboard Hard- 


ware Ass’n 





Mfg. Co. 





N. A. Gladding, EF. C. Atkins € Co., and 
J. T. Robinson, Robinson Bros. € Co. 








Service 


Rendered by the Trade Press 


We have at 


“\ ‘ [E should publicly recognize the service rendered by the trade press in educating, 


enlightening and broadening all connected with the hardware industry. 


times discussed methods of educating our salesmen and our employees, but there is 

no greater power for the constant education of employees than the reading of the trade papers. 
“The hardware industry is particularly fortunate having a number of live, active, progres- 
sive papers whose constant endeavor is to print such information as will be of value to those 


connected with the industry. 


“One problem we might very well discuss to advantage is: ‘How can we induce a greater 
and more thorough reading of our trade periodicals?’ ” 
—From report of Secretary-Treasurer T. James Fernley. 
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Sheet Steel Industry Indorses Simplification 


HE indorsement of the elimi- 

nation of a number of varieties 

in the sheet steel industry re- 
sulted from the conference proposed by 
the Division of Simplified Practice of 
the Department of Commerce. The 
conference was called to order by 
Major A. E. Foote of the Division of 
Simplified Practice, who introduced W. 
C. Carroll of the Inland Steel Co., and 
chairman of the Sheet Steel Sim- 
plification Committee of the National 
Hardware Association, as having had 
charge of a survey that was made, 
looking toward the elimination of cer- 
tain sizes of galvanized flat sheets, one 
pass cold rolled annealed sheets and 
blue annealed sheets. 

Mr. Carroll said that the survey in- 
cluded 34 manufacturers and it was 
found that there were 1819 items of 
different gages and sizes in really 
three products, namely, galvanized flat 
sheets, one pass cold rolled box an- 
nealed sheets and blue annealed sheets. 
He said that during the last six months 
of the survey, which were the last six 
months of 1922, which was a represen- 
tative period, on 434 items of one pass 
cold rolled and box annealed sheets, 
they found that 72 per cent of the total 
tonnage bought by distributors in that 
period was in 10 per cent of the items; 
that they found in blue annealed on 535 
items 70 per cent of the total tonnage 
bought was in 10 per cent of the items; 
that in galvanized it was a little differ- 
ent by reason of the new measurements 
they took. 71 per cent was in 110 items 
out of 673; that in galvanized roofing 
97 per cent was in 38 items out of 142, 
and in painted roofing 80 per cent 
was in 6 items. 

On motion the conference’ then 
adopted recommendations which were 
submitted, and almost unanimously 
agreed on the elimination of anything 


lighter than 28 gage, full weight and 
paint galvanized roofing. 

The conference then took up the con- 
sideration of proposed eliminations in 
conductor pipe as proposed in a com- 
munication to the Division of Simplified 
Practice by R. L. McHale, sales- 
manager of David Lupton’s Sons Co. 








Tribute to the Late 
Austin H. Decatur 


N the motion of A. J. 
Bihler of Pittsburgh the 
convention unanimously adopt- 
ed a resolution extending its 
sympathy to the widow of the 
late Austin H. Decatur, ex- 
president of the National 
Hardware Association, and em- 
phasizing his sterling traits of 
character, his high ideals of 
business ethics, his unusual 
executive ability and his pleas- 
ing personality. 








of Philadelphia. In his communication, 
Mr. McHale said: 
“At the present time Conductor Pipe 
is made in the following sizes: 
Plain Round—1¥% in., 2 in., 2% in., 3 
in., 3% in., 4 in., 5 in. and 6 in. 
Round Corrugated—2 in., 3 in., 4 in., 
5 in., and 6 in 
Square Corrugated—2 in., 3 in., 4 in., 
and 5 in. 
“The manufacturers of this particu- 
lar product are endeavoring the elimi- 
nation of 2% in., and 3% in. Plain 


Round Conductor Pipe. There is no 
need of its manufacture, the use of 
same only being a substitution for a 
more ample size. 

“Eaves Trough at the present time 
is made in the following sizes: 3 in., 
3% in., 4 in., 4% in., 5 in., 6 in., 7 in., 
and 8 in. It is proposed to eliminate 
3 in., and 44 in., as they serve no 
real purpose, being substituted for a 
more ample size. 

“The elimination of these sizes of 
Conductor Pipe and Eaves Trough with 
the fittings that go with them, will be 
a considerable saving to the manufac- 
turers, to the distributors, and to the 
ultimate consumer. 

“It has also been recommended that 
manufacturers of Conductor Pipe 
Elbows eliminate the No. 0 angle—a 30 
degree angle—for the same reason as 
expressed for the above commodities. 
It serves, no real purpose.” 

After considerable discussion the 
recommendations proposed in this com- 
munication were adopted by the con- 
ference. 

It was also agreed, after consider- 
able discussion, that the conference 
recommend that all elbows, shoes, 
miters, and all accessories, including 
ridge rolls, gutters, valleys, etc., be 
28 gage, full weight; 27 gage to be 
eliminated. 

It was understood that these elimi- 
nations would not go into effect for 
a period of six months so as to give 
time to dealers to unload their stocks 
of present sizes. 

As Major Foote explained that these 
changes would not be put into effect 
until they were agreed upon by various 
groups of manufacturers, distributors 
and consumers. 

In regard to Terne Plates the Sim- 
plification Committee recommended a 
reduction of 25 per cent. 


Munroe Discusses Distribution Costs 


ISCUSSING the present cost 

of distribution and ways of 

reducing this cost, William 
B. Munroe, Supplee-Biddle Hard- 
ware Co., Philadelphia Pa., told 
the joint meeting, Oct. 15, that 
distributing costs begin when the 
manufactured article leaves the 
factory. Mr. Munroe said, in 
part: 

“It is my thought that the cost 
of distribution begins when the 
manufactured article leaves the 
factory. The primary purpose, 
as you all know, of manufactur- 
ing is to operate plants and to 
make commodities. Selling and 
delivering is a necessary adjunct 
considered as a means to a con- 
tinuation of manufacturing. I 
have repeatedly made the state- 
ment that proper cooperation be- 
tween the manufacturer, jobber 
and retailer can im most cases 
effect a saving in distribution 
costs. The manufacturer, the 
fountainhead or producer; the 
jobber, the connecting link; the 
retailer, the salesman. 


“The problem of selling mer- 
chandise is constantly growing 
more difficult of solution as com- 
petition becomes keener and keen- 
er and the result in methods 
being adopted which add to the 
cost of production rather than 
effecting any economy, which sav- 
ing could be passed along to help 
reduce the cost of distribution. 
Some manufacturers in their de- 
sires to further their lines with 
the retailer run at cross purposes 
with the jobber by going direct 
to the retailer with special deals, 
advertising campaigns and _ so 
forth, where they could easily se- 
cure greater results by carrying 
- these plans through the job- 

er. 

“When a manufacturer is so 
anxious to sell and keep up his 
production that he will make 
radical concessions to anyone 
who will take quantities, why do 
they seem to prefer to make those 
concessions to someone outside of 
the regular line of trade and hold 
up their prices to regular trade 


— 


channels? Is that fair to your 
regular jobber, who is the con- 
necting link between you and 
your salesmen? 

“T am very sure that a more 
economical distribution can be de- 
veloped when a manufacturer 
bases his production on a better 
knowledge of the requirements of 
the consumer and a recognition 
of the fact that distributors can- 
not function economically except 
as they maintain an even and 
continuous flow of merchandise 
through the channels of distribu- 
tion. 

“Advertising is one of the fac- 
tors in shortening the road from 
factory to consumer and decreas- 
ing the cost of getting the prod- 
uct from one to the other. Ad- 
vertising is not a cure-all, in the 
matter of reducing the price to 
the ultimate consumer, but pro- 
perly used and tied up closely 
with sales and produetion policies . 
it does increase the production 
and effect economies in both pro- 
duction and distribution. 
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L. M. Stratton, Stratton-Warren 
Hardware Co., Memphis, Tenn.— 


“Mr. Moore asked a question 
that is very pertinent to the con- 
ditions that have confronted the 
nation the past four years, par- 
ticularly the agriculturalist that 
Mr. King talked about. Mr. 
Moore asked you where would 
the jobber and manufacturer be 
if prices (and of course he was 
referring to prices of hardware 
and other manufactured articles) 
should return to the 1914 level. 
I will tell you where you would 
be, you would be in exactly the 
same position that the cotton 
grower found himself when his 
prices not only slumped to the 
1914 level, or to exactly 50 per 
cent of the 1916 level. When the 
troubles of 1920 began, cotton 
was selling for 35 to 40 cents a 
pound, and by the spring of 1921 
it had dropped to 6 cents a 
pound; and I would like for you 
to ponder for a moment over Mr. 
King’s question, if that would 
happen to you where would you 
be? You would be where the 
wheat grower of the West was 
when his wheat dropped from $:3 
per bushel to 65 and 70 cents a 
bushel. You would be where the 
poor farmer was when he brought 
his 1921 crop of oats to town; if 
he wanted to smoke a cigarette 
he had to swap two bushels of 
oats for two packages of cigar- 
ettes. 

“IT believe that the improve- 
ment of business covers the en- 
tire United States. The nature 
of the improvement has_ been 
gradual. We have not seen any 
signs of boom times. We have 
not seen any signs of speculative 
buying or any exploitation of a 
nature that is bound to bring dis- 
aster. I think the improvement 
in business has been of the 
healthy kind and of a kind that 
means prosperity for all of us. 
I think the cause that has brought 
about this thing has been the re- 
adjustment between the farmers’ 
products and the manufacturers’ 
products and the wages paid in 
the city and in the country. It 
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is futile to talk about us having 
any permanent prosperity when 
one class of our people is suffer- 
ing for the very necessity of life 
—while others are ro.ling in 
wealth.”’ 





Charles L. Schwartz, Lee Hard- 
ware Co., Salina, Kan.— 


“I believe the farmer needs 
less sympathy and less pamper- 
ing than he has for the last four 
or five years. He has found bis 
own way. The farmer has not 
25 per cent of the troubles he 
had six months ago. Conditions 
out our way made a change as 
late as July 1 of this year. In 
the early part of the year our 
wheat, which you know is the 
main crop in Kansas, our wheat 
was in a rather precarious con- 
dition. During the months of 
April and May we had an un- 
precedented drought, and on June 
1 the United States Government 
estimated the condition of the 
crop of Kansas as 68 per cent. 
It was estimated then at less 


than 100 million bushels. That 
was on June 1. During the 
month of June, in the early 


weeks, we had wonderful weather, 
fine rains and fine atmospheric 
conditions, and at the end of the 
harvest, instead of less than 100 
million bushels, that crop had 
grown to 150 million bushels. The 
grain boards of trade are put- 
ting out the story now that un- 
doubtedly our 1924 crop of wheat 
will be the second largest that 
we have ever raised. In 1914 it 
was the largest, about 180,000,000 
bushels; 1919, the next, 167,000,- 
000 bushels, and conservative 
estimaters figure that the wheat 
crop will go to 170,000,000 bush- 
els for 1924. That would be 
twice what was raised last year. 
Last year the farmer sold his 
wheat on an average of probably 
80 cents a bushel, but the market 
this year the average is consid- 
erably over $1. The day before 
I left home, last Friday, I called 
up the people on the Board of 
Trade and they told me that cash 
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wheat in Salina was worth $1.30 
that day. 

“The condition of business in 
our section is unquestionably the 
best that we have had for four 
years. The first six months of 
this year we were below even last 
year, but in July, August and 
September we have made gains. 
I think we are going to have a 
wonderful business the balance 
of this year.” 





George E. King, King Hardware 
Co., Atlanta, Ga.— 


“IT come from a section of coun- 
try that has been for four years 
enduring great hardships by rea- 
son of agricultural conditions and 
I want to speak tonight in behalf 
of the agricultural section. I do 
not believe that we as hardware 
jobbers or manufacturers realize 
the situation that has existed to 
some extent and does exist in the 
agricultural section. I received 
a letter recently from a man in 
New York. He wrote that the 
fundamentals of business were 
sound. I asked him to tell me 
what the fundamentals of busi- 
ness were. He told me all about 
the bank clearings and bank re- 
serves and carload stuff, but did 
not say a word about the farmer. 
As I see it, the farming interests 
in the South and largely in the 
West also, are the fundamentals 
of business. 

“We as jobbers do not create 
anything. We do not make the 
world any richer. We do not pro- 
duce any wealth except such as 
we want for ourselves. The. 
farmer is the real producer of 
wealth in this country. He is the 
man that makes all prosper or all 
suffer through his failure. Out on 
the plains of the West—over those 
vast praries and down in the 
South there ar millions and mil- 
lions of people that we know very 
little about. We say they are 
farmers and some of us are 
rather impatient with them. 
Some of us say they are extrava- 
gant and wasteful and ought to 
work as hard as they do, but 
they are people just like we are. 














H. W. Blackman, L. M. Knouse and Bruce 
Findley, of The Stanley Works 


Wilbur Humphrey, Morehouse, Wells &€ Co., 
and J. G. Ralston, Raynolds Wire Co. 


J. H. Wall, and C. V. Leavitt, Hall Hard- 
ware Co. 
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Present Condition of Business and Outlook 


Local Factors Analyzed and Economic Importance 


“Probably Georgia will make 
50 to 60 per cent more cotton 
this year than she has made in 
the last four years and trade is 
a little better and we are getting 
along a little better, but we are 
solely and entirely dependent 
upon agriculture and if agricul- 
ture does not prosper, none of us 
are prosperous. Eventually it 
will reach the manufacturer. 
The retailer feels it first, the job- 
ber next, then manufacturer.” 


S. Z. Moore, Steinman Hardware 
Co., Lancaster, Pa.— 


“Upon reading our morning pa- 
pers that the loan of $110,000,000 
to an erstwhile enemy of our 
country was oversubscribed in 12 
min. we begin to realize the tre- 
mendous financial strength of the 
United States. I have been more 
or less a student of departments 
of commerce and I believe that I 
have failed to find a single in- 
stance in which panics have been 
the result of too much money. 
Financiers tell us it is not for the 
best interests of the United 
States that we have as much 
money as we have, because the 
interest rates are low, but due to 
the supervision of the national 
reserve banks it has not resulted 
in any inflation and I: seriously 
doubt if it will in the future. You 
who have experienced the result 
of going to a bank and asking for 
too much extended credit will 
realize that the banks hold a 
pretty tight rein although their 
coffers are overflowing with 
money. I think we have cause 
to rejoice in the financial condi- 
tion of this country today. 

“As far as the local situation 
as to the business’ outlook 
through Pennsylvania I would 
say that we also are situated in 
the center of an agricultural 
country and we are experiencing 
fine times. Our farmers are not 
depressed and they are not dis- 
couraged. They are riding 
around in more _ high-powered 
automobiles to day than they 
have ever been before. They do 


of Farmer Emphasized 


not work quite as many hours 
and their returns are just a trifle 
bit more. 

“Nationally, I think we ought 
to be optimists during the past 
year, since the war has ended; 
we have been fortunately situ- 
ated so that with our wealth we 
absorb’ _ practically everything 
that our manufacturers could 
produce, and now when the point 
of saturation is approaching we 
are happy in the thought that 
the Dawes plan is in working or- 
der and that those countries of 
Europe which formerly were un- 
able to purchase manufactured 
materials will soon be in the 
market, we have cause for re- 
joicing, for when we can no 
longer purchase all we manufac- 
ture events are arranging them- 
selves so that foreign countries 
will be able to purchase from us. 

“I am informed by Mr. Fern- 
ley that of the entire membership 
of the National Hardware Asso- 
ciation there has been but one 
failure reported in three years’ 
time. When we consider that 
millions upon millions of dollars 
are invested by you gentlemen in 
your business and but one failure 
in three years it speaks well for 
the business interest of the coun- 
tries and for the ability of the 
jobbers to conduct their business 
on a profitable basis. 

“Is it not about time that we 
forgot 1914 as normal times and 
realized that 1924 is normal, and 
that before we have returned to 
1914 prices this country will go 
through a period of depression 
and bloodshed such as we have 
never seen before. It is impos- 
sible to return to 1914 prices. 
Labor would not stand it. Where 
would the manufacturers be and 
where would the jobbers be? 

“The word that I would like to 
leave with the members of the as- 
sociation is that hard times and 
good times are a kind of a psycho- 
logical proposition, and what is 
in your mind are we looking for 
1914 prices as normal prices or 
are we satisfied that 1924 shall 
be the normal prices?” 


C. F. Bennett, Stanley Works, 
New Britain, Conn.— 


“I think that the same minds 
in our social life are already be- 
ginning to realize that the law 
of supply and demand still works 
inexorably and that time and pa- 
tience are the principal cures for 
our business troubles. 

“Business has been bad for a 
long time in the big agricultural 
sections of our country, but today 
we already have evidence of im- 
provement and it would appear 
that both manufacturers and 
dealers can expect a better out- 
look in these sections because of 
this condition. 


“There has been gradually go- 
ing on during the past four years 
a levelling of prices and if we 
admit that pre-war commodity 
prices were then in balance, we 
are slowly coming to compara- 
tive levels today. Some prices 
are probably too low and it is pos- 
sible that some are too high. 


“Looking at price levels through 
the hardware merchants’ eyes, 
the prices of commodities in the 
building trades are still on a fair- 
ly high level although they have 
had material reduction during 
the past few years. It must be 
borne in mind that so long as the 
law of supply and demand is at 
work—and while there is a large 
demand for building materials, 
these commodities will continue 
to range high in price. At the 
present time, the building out- 
look is still good, and it would 
appear that prices in these lines 
will not see any material changes 
during the next few months. 

“Speaking from a 
standpoint, we anticipate, with 
political conditions’ eliminated, 
that we shall see a gradually im- 
proving business for some time to 
come and we believe it quite 
probable that the year 1925 will, 
as a whole, be a good one with 
reasonable profits for both manu- 
facturer and dealer and _ with 
prices comfortably within the 
range of the consumer.” 


personal 











C. 


G. McQuide and J. T. Kerens, Yale 


Electric Corp. 





C. B. Chancellor and John A. Ruf, I. B. 
Williams & Son, and pres. of Amer. Supply 
& Mach. Mfrs. Assn. 





Geo. T. Kimball, American Hardware Corp. 


and A. J. Wright, Lockport Mfg. Co. 

















D. A. Merriman, American Steel 
& Wire Co., Chicago, Ill.— 


“Since the convention a year 
ago we have passed through a 
more or less unsatisfactory pe- 
riod. I do not think it should be 
properly considered a period of 
depression, but rather one of 
liquidation, one of conservatism. 
It is true we have not all en- 
joyed good business, neither 
manufacturer nor jobber nor re- 
tailer, but when you consider the 
total volume of business of the 
United States as measured in the 
carloading of the railroads, aver- 
aging more than one million a 
week, and when you consider the 
general prosperity, you see in 
concrete evidence throughout the 
United States that we cannot 
reasonably say that we have 
gone through any very trying 
time. I am going to talk of the 
problems of the manufacturers, 
because you jobbers know your 
own but to a certain degree they 
are more or less alike. The 
manufacturer has got before him 
always to a more or less degree 
competition, and those who are 
able to produce goods the cheap- 
est are usually able to sell them 
in the same ratio. The jobber 
frequently overlooks everything 
but that one subject of cost—the 
buying price. Sometimes he for- 
gets that he has got a problem 
also that is in the matter of his 
distribution cost. 

“Speaking for the particular 
line of industry with which I am 
associated — wire products — we 
have enjoyed in the past three 
months quite a very nice increase 
in our business, commencing with 
July and showing a great in- 
crease in August and still further 
there was a nice improvement 
in September, and in October and 
November we expect those months 
will give a good account of them- 
selves. 

“We think manufacturers of 
new things have got every rea- 
son to expect that they will share 
in all this bountiful harvest that 
has been created and will 
gathered shortly throughout all 
the agricultural sections. We 
feel that we are going to profit 
by it. The wealth of the United 
States is pretty well distributed. 
Some sections prosper a little 
more than others, but all sections 
will receive benefits. 

“T will give you my unqualified 
opinion that you cannot possibly 
make any serious mistake by 
buying the goods in our line that 
you want and telling your. cus- 
tomers that they are making a 
big mistake also if they do not 
get in before it is too late.” 
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W. D. Biggers, Continental 
Screen Co., Detroit, Mich.— 


“T think that every one of us is 
looking into the future. We must 
study the local condition—no 
matter how bright our business 
is. Our conditions are all gaged 
by what happens in various lo- 
calities. One of our friends 
spoke of conditions in Pennsyl- 
vania. If am not mistaken 
Lancaster County is said to be 
the richest county in the United 
States. We have got to study 
conditions in every locality, and 
we, as manufacturers, have got 
to gage our business prospects 
by the conditions in the various 
localities, and every merchant 
here must gage his business by 
his own surrounding.” 





Alfred Howell, Ames Shovel & 
Tool Co., Boston, Mass.— 


“The present business situation 
supplies food for both the opti- 
mist and the pessimist. The one 
says all conditions are propitious 
and the road is clear for progress 
and prosperity; that certainly 
after election, or by the first of 
the year, we will see a real boom. 
This is the optimist. The other 
foresees danger and disaster in 
the competition which will sure- 
ly follow the operation of the 
Dawes plan; he insists America’s 
productive capacity is far too 
great for domestic consumption 
and that there will be little ex- 
port business; he sees labor con- 
trolling business after a few 
years operation of the restricted 
immigration laws under which we 
are now operating, and lastly, 
points in justification of his views 
to the unsatisfactory showing 
made by some of our best man- 
aged and most conservative man- 
ufacturing concerns and ,rail- 
roads during the past few years. 
A brief study, however, shows the 
favorable factors making for fu- 
ture good business far outweigh 
the undesirable ones. In practical- 
ly every line production today is 
below 1923; with very few excep- 
tions, stocks in the hands of the 
manufacturer and the distributor 
are normal or below. 

“The American business man 
has profited by the folly of un- 
derproduction and overproduction 
in the not distant past, so that 
the average factory today is run- 
ning very much in harmony with 
the conditions of stocks and the 
demands of consumption — an 
appreciable quickening in  busi- 
ness activities—will immediately 





October 23, 1924 


reflect increased productive oper- 
ations so that it is not beyond the 
pale of possibility, if we have a 
concerted buying movement of 
very modest dimension to com- 
pletely change the aspect of busi- 
ness. 

“The demand for goods is al- 
most certain to increase over the 
present for at least two reasons, 
the first of which is the vast 
amount of money accumulating 
and seeking activity at very low 
rates. Second, railroad traffic is 
showing up remarkably well al- 
though the coal and steel indus- 
tries, which usually contribute 
heavily, are operating at reduced 
rates. 

“Drops in almost every part of 
the United States are either nor- 
mal or better, and the values are 
generally very satisfactory. 
There are some isolated excep- 
tions in crop yields and values, 
but they do not begin to affect the 
generally favorable crop situa- 
tion. 

“It is very difficult to see how 
values can be much lower with- 
out spelling disaster to manufac- 
turers. There is no question but 
that a large number of manu- 
factured articles are selling at 
abnormally low prices when com- 
pared with the very best efficient 
costs, and in some cases goods 
are actually being sold below 
costs. These articles undoubted- 
ly await the slightest increase in 
demand to justify the establish- 
ment of a higher price. Dun’s 
Review shows the number of ad- 
vances recently in commodities 
have far exceeded the number of 
declines, the last week in Septem- 
ber showing 51 advances against 
28 declines, whereas, in the same 
week in 1923 there were 39 ad- 
vances and 28 declines. 

“To sum up the situation, as 
we see it there is a gradual ex- 
pansion of business with no very 
unsatisfactory features to inter- 
fere with this expansion except 
possibly a political upheaval. 
With labor and other costs on the 
present high basis wholesalers 
and dealers have been buying 
from hand to mouth, which has 
increased the cost of production. 
If the volume of new business 
warrants; deliveries of finished 
goods will be extended and there 
will be less hand to mouth buying. 

“All the conservative dealers 
realize that they cannot serve 
their trade unless they have the 
goods to ship and the demand for 
quick shipments are increasing 
and becoming more urgent, which 
seems to justify the belief that 
stocks are not as satisfactory as 
they should be.” 
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Pittsburgh Basing and Small Shipment 


IMPLIFICATION and the proposed 

publicity plan by sheet metal 

manufacturers were discussed at 
the meeting of the Metal Branch of 
the National Hardware Association, 
Marlborough-Blenheim Hotel, Atlantic 
City, N. J., Oct. 15. W. H. Donlevy, 
Carter, Donlevy & Co., Philadelphia, 
Pa., presided as chairman of that 
branch. 

. W. Davis, N.Y.C.R.R., made a 
talk on railroads and recent transpor- 
tation legislation. | 

The publicity plan of the sheet steel 
manufacturers was outlined by L. D. 
Mercer, United Alloy Steel Corpora- 





and 


Stearns & Co., 
Mfg. Co. 


Gallavin, E. C. 
O'Brien, Caldwell 


rT. M. 

J. G. 
tion, Canton, Ohio. Mr. Mercer said 
in part: 

“Unless you thoroughly understand 
this Sheet Steel Trade Extension Plan 
you may perhaps be disappointed, be- 
cause it is to be far different from 
what is generally understood as a na- 
tional advertising campaign. There 
will be, of course, some national ad- 
vertising as such, but beyond and 
above that there has been developed 
a plan that strikes its taproot into the 
very heart of the industry and much 
of the most effective work of the plan 
will be behind doors and far from view 
of the multitudes who are being un- 
consciously influenced by the plan. 

“The philosophy back of the plan is 
the simple, practical one of cooperation 
based upon self help. This rests in 
turn upon the realization by the mills 
that they are not the sheet steel indus- 





R. J. Atkinson, Brooklyn, N. Y., past presi- 

dent, N. Y. State Retail Hardware Assn. ; 

director of the N. R. H. A. and Matthias 

Ludlow, Newark, N. J., past president, 
~~ a &. &. 


try. The plan recognizes the fact that 
the mills plus you and thousands of 
others are the sheet steel industry. It 
takes into consideration the fact that 


Costs Surveyed 


the mills are the production division, 
while you are the distribution division 
and it was only when the mills, great 
as they are in volume of business, 
really began to understand this that 
they studied you, great as you are in 
both volume and diversity and realized 
that great as we all are we have not 
really begun to harvest a full crop 
of prosperity from the field of buying 
power. This full harvest can only be 
garnered when our united developments 
of the unlimited service values of the 
products that the mills make and that 
you merchandise in myriad forms is 
put into effect.” 


“Pittsburgh Plus” 


The abolishment of the Pittsburgh 
basing point came in for much discus- 
sion. G. F. Ahlbrandt, The American 
Rolling Mills Co., Middletown, Ohio, 
said there has been much ignorant dis- 
cussion on this topic, with a tendency 
to exaggerate its importance to all con- 
sumers of steel. Mr. Ahlbrandt said 
in part: 

“The practice of using a common 
basing point dates back prior to 1879, 
when Philadelphia was the center of 
the industry. Then it was ‘Philadel- 
phia plus.’ Gradually, the trend was 





Soule and Mrs. 


W. T. Hedges 


Mrs. R. F. 


westward and when Pittsburgh wrested 
the supremacy, it became ‘Pittsburgh 
plus... The moment that Chicago, 
Duluth or Birmingham assure primacy 
in production the basing point will 
change automatically based on inexor- 
able economic laws. This same _ prac- 
tice is used openly by many other in- 
dustries. 

“No accurate forecast can be made 
as to developments from the recent 
ruling of the Federal Trade Commis- 
sion. It is extremely doubtful whether 
any change in the practice will mean a 
marked difference to consumers of 
steel products. The laws of economics, 
especially supply and demand, are cer- 
tain to work in and through whatever 
methods or practices are established.” 


Adjustments Soon 


W. E. Scott, Youngstown Sheet and 
Tube Co., Youngstown, Ohio, said he 
was of the opinion that the steel busi- 
ness would soon adjust itself to the 


new order of things; he did not think 
there would be any great reduction in 
the steel production, that it would 
rather increase than decrease. 

John Follansbee, Follansbee Brothers 
Co., Pittsburgh, Pa., was of the opinion 
that little inconvenience would be 
caused by the breaking up of the Pitts- 
burgh base and that the troubles would 
be ironed out during the next few 
months and business would go along. 

R. K. Krichbaum, Superior Sheet 
Steel Co., Canton, Ohio, expressed the 
opinion that buyers should be required 
to pay more for small shipments out 
of the warehouse than they paid on 





Townley; Miss Hattie Feruley; 
Mrs. H. L. Doten 


Mrs. John 


direct factory shipments, owing to the 
added expense of the jobber. 

Chairman Donlevy then took up the 
report of the Sheet Steel Simplifica- 
tion Committee and the report of the 
Terne Plate Simplification Committee. 
He referred to the conference held on 
Tuesday which had been presided over 
by Major A. E. Foote of the depart- 
ment of commerce. 

W. C. Carroll said: 

“There was a committee appointed, 
which we will call a committee on re- 
view. That committee will consist of 
one member representing the metal 
branch of the National Hardware Asso- 
ciation of the United States, one mem- 
ber representing the sheet manufac- 
turers, one member representing the 
National Association of Sheet Metal 
Contractors, and advisory along with 
that committee, a member of the 





Weston Wrigley, Toronto; C. A. Whitwam, 
Hobbs Hardware Co., London, Ont. 


bureau of standardization, a member 
of the United States Chamber of Com- 
merce, of the American Engineer 
Standardization Committee, and of 
the Federal Specification Board. 
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Underlying Factors in Business Situation Dis- 


cussed by M. W. Alexander 


present day economic problems 

were discussed before the conven- 
tion by M. W. Alexander, of the Na- 
tional Industrial Conference Board, 
which was organized eight years ago 
by a group of manufacturers through 
the cooperation of national associa- 
tions in various branches of American 
industry. 

“Taking industry as a whole,” said 
Mr. Alexander, “it can be said without 
hesitancy that from 60 to 80 per cent 
of all the expenses go into wages, and 
when you reflect that the raw mate- 
rials used in industry are, after all, 
again an expression of wages, you 
might say that wages consume at least 
90 to 95 per cent of all the cost of 
production. We ought to know, there- 
fore, each one for his single establish- 
ment and we all for American industry, 
what the wage is; what relation it has 
to other factors. We ought to try to 
gage whether the wage of the day is 
a fair wage, for only by paying a fair 
wage to the wage earner, high and 
low, can we expect a stable economic, 
a stable industrial system, can we ex- 
pect contentment among the _ great 
body of the citizenship, can we expect 
to build up among our citizens a pur- 
chasing power which will permit us to 
continue to manufacture, because we 
can continue to sell. 

“Now, taking the wages in the manu- 
facturing industries alone, covering a 
variety of manufacture like your own, 
we find that over a period of ten years 
which starts with the last normal 
period just before the war and brings 
the information right up to within a 
month or two of the present time, we 
find that wages have taken a very pe- 
culiar course. Take it on an hourly 
basis—we find that in manufacturing 
the average wage for our workers per 
hour for all engaged therein, skilled 
and unskilled, men and women, was 
24% cents in July, 1914. It rose in 
the middle of 1920 to 60.8 on the aver- 
age and is now as of August, 1924, 
55.6 cents for an hour, or about nearly 
120 per cent more than it was ten 
years ago. So you can take wages 
separately for skilled men and un- 
skilled men for women. 

“Let us take it on the weekly earn- 
ing basis. In the middle of 1914 all 
wage earners in American manufac- 
turing industry earned an average of 
$12.54 cents a week, and in the middle 
of 1920 they earned slightly over $30. 
Today they are earning as of August, 
1924, an average of $25.22, and again 
about a 110 per cent increase over 
1914. That is within the ten year 
period, with all of your ups and downs, 
the wage earner has arrived at a level 
that gives him either on a weekly or 
an hourly basis for the average more 
than twice what he got before. 

“By combining the cost of living with 


S vee of the factors underlying 


the money wage, we find that the 
working man on an hourly basis and 
on a weekly basis is now about one- 
third better off than he was in 1914. 
That is, for the money that he gets 
today for his same labor—and the fact 
is that he labors less hours and gives 
less labor—he is getting today money 
that will, even at the high prices of 
goods, allow him to buy fully a third 
more than he did in 1914, and that is 











Led Convention Singing 


Alvin M. Smith, Smith- 
Courtenay Co., and secretary 
of the Southern Supply & Ma- 
chinery Dealers Association, 
led the singing at certain ses- 
sions. 








the important factor. For while the 
wage has gone up more than 100 per 
cent, the cost of living as of August, 
1924, was only 63 per cent higher than 
it was in 1914. 

“Now, tax problems have _ been 
studied for all of these years, but 
again they have failed, I think, to drive 
home the practical application and the 
proper relation to other things. It is 
always the relation that counts. As I 
said yesterday to a gentleman who is 
six feet, one inch high, “The fact that 
you are six feet, one inch high doesn’t 
mean anything. It doesn’t say that you 
are tall or small, until we establish 
the average height of the population 
living in the United States, and find 
that to be five feet, eight and one-half 
inches. Then we would call you tall.” 
It is always the relationship that 
counts. 

“Taking Federal, State and Local 
Government, we find that in 1890 we 


spent $875,000,000 in taxes in support 
of our Government. During the war 
the bill rose enormously. It doesn’t 
matter how high it rose. We had to 
win and we had to spend every dollar 
and, if necessary, every drop of blood 
to win. But what happened after the 
war? In 1919, the tax bill was still 
over eight billion dollars as against 
only $875,000,000 before; and in 1921 
it had still risen more—it was almost 
$8,400,000,000—although the war was 
then three years past. 

“Then came the great drop in 1922 
to almost seven billion dollars, followed 
by an increase again for last year to 
$7, 700,000,000. How much is that in 
relation to the national income? In 
1890, our national income was twelve 
billion dollars and taxes ate up a little 
over 7 per cent. From twelve billion 
dollars, our national income has in- 
creased to sixty-seven billion dollars 
in 1923. Sixty-seven thousand million 
dollars in one year! And our taxes 
ate up nearly 12 per cent of that in- 
come, as against 7 per cent before. 
There is something to ponder over. To 
the extent to which we pay more in 
taxes for the maintenance of Govern- 
ment, to that extent will we have less 
for savings, with which to make later 
developments for expansion and ex- 
tension of industry at the present time 
and for the maintenance or increase of 
our standard of living. You cannot 
get more than two pints out of a quart. 
It depends now for what purpose you 
use these two pints or parts thereof. 
That is the simple problem. 

“Now, as we analyze this enormous 
tax burden, we find the real culprit in 
the situation. It isn’t our Federal 
Government, represented here by the 
red part, for while the Federal Govern- 
ment increased tremendously during 
the war for Army and Navy and other 
defense purposes, it crawled down very 
quickhy and very rapidly, and today, or 
last year. was three and one-quarter 
billion dollars, as against eight hundred 
and seventy-five million dollars in 1890. 
But see what your State, and particu- 
larly your Municipal Governments did 
o- required you to pay that high tax 

ill. 


“Is it not startling—as we found 
only a few days ago, and the New York 
Sun had an editorial yesterday, and 
they are spreading it in newspapers all 
over the country—that government in 
the United States, Federal, State and 
Local, in the year 1923, cost us just a 
little over ten billion dollars? Over 
ten billion dollars! We are spending 
for government that amount. which is 
more than made up by taxation alone 
—there are other incomes, like import 
duties, etc.—we are spending in one 
year, in the years 1923 we spent for 
the maintenance of government, 93 per 
cent of all the wages paid by all the 


‘manufacturing concerns in these United 


States throughout that year.” 








Next Week: Another of John Cassin’s Cutlery Articles 
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Secretary Hoover Commends Simplification 
and Standardization Programs 


EST wishes for the continued success of the present program of simplification and stand- 
B ardization, undertaken jointly by the National Hardware Association, the American Hard- 

ware Manufacturers’ Association, the National Retail Hardware Association and the 
Southern Jobbers’ Association were expressed by Herbert Hoover, Secretary of Commerce, in a 
telegram read at the Atlantic City convention. 

Mr. Hoover’s telegram was as follows: 

“Please extend my best wishes to the National Hardware Association, the American Hard- 
ware Manufacturers’ Association and the National Retail Hardware Association and the South- 
ern Jobbers’ Association for success in their joint effort in simplification and standardization. 
Cooperation of trade associations in waste elimination assures greater stability to industry, 
higher standards of living for our people. We are pleased to be of service in this direction. 

“(Signed) Herbert Hoover.” 
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Plumb Discusses Extra Charge 
for Direct Shipments 


T the meeting of the Agricultural 
and Garden Implements Group 
held Thursday afternoon under the 

chairmanship of John M. Williams, 
Fayette R. Plumb, Inc., the subject 
under discussion was “What Extra 
Charge Should Be Made for Direct Ship- 
ments?” The chairman in introducing 
the subject stated that he believed it to 
be one of vital importance to the whole 
scheme and cost of distribution. 

The first speaker, John Donnan, sec- 
retary of the Southern Hardware Job- 
bers Association, said that his organi- 
zation was strongly in favor of the 
elimination of the practice of direct 
shipments, as it believed it opened an 
avenue to foreign jobbers to enter a 
territory and by making leaders of cer- 
tain items cause a demoralization of 
price. In concluding his remarks, Mr. 
Donnan made the following recommend- 
ations: 

“If you will insist upon shipping 
goods on jobbers’ orders, I would sug- 
gest that those manufacturers who 
make a freight allowance to jobbers’ 
stocks will cut out the freight allow- 
ance entirely on any shipment on job- 
bers’ orders. 

“If you will insist on making direct 
shipments, then at least add the full 
cost for so doing, even if it is 10 per 
cent or more, but you have seen from 


the experience of the South the policy 
of a 5 per cent additional charge was 
a failure, but if it is your earnest de- 
sire to reach a conclusion as to what 
is for the best interests of the United 
States at large, if you wish to be abso- 
lutely fair and meet the issue squarely, 





Fayette R. Plumb 


eliminate direct shipments entirely, sell 
your goods f.o.b. factory, and let every 
jobber in this country stand upon his 
own geographical position in the dis- 
tribution of the commodities which he 
handles.” 

F. J. Semple, formerly of the Sim- 
mons Hardware Co. and now with 
Henry Disston & Sons, Inc., prefaced 


his remarks by telling of his experi- 
ences as a jobber with small orders 
which were distinctly unprofitable to 
handle. He stated that at that time 
he found that any order for less than 
$18 showed a loss to his firm and that 
these small orders were largely a mat- 
ter of habit on the part of some of their 
customers. Sixty per cent .of them 
never sent in small orders and about 
30 per cent never sent in anything else. 
Speaking from his brief manufacturing 
experience, Mr. Semple deplored the 
economic waste caused by direct mail 
shipments and stated that his company 
intended to stop the practice in their 
own business. 

The last speaker on the subject was 
Robert L. Sheppard, a retailer from 
Philadelphia. Mr. Sheppard said in 
part: 

“A manufacturer is a distributor. If 
he doesn’t distribute his goods it is no 
use in manufacturing. So we are all 
distributors. In the first place, it seems 
to me that every distributor ought to 
work out a definite channel by which 
he expects to market his goods. Now, 
that has got to be subject to variation 
like all other rules, but does he want 
to distribute and expect to distribute 
through the jobbers or does he want to 
distribute outside of them—but, not 
only the manufacturers. 
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Are Manufacturers’ Metropolitan Branch 


Offices Responsible for High 
Distribution Costs? 


—E. R. Masback charges that manufacturers who establish branch offices in the Metro- 


politan District are responsible for keeping up the cost of distribution. 


Mr. Masback 


emphasized that his observations applied exclusively to the Metropolitan area. 


—Chairman Isaac Black offered the floor for discussion on the point stressed by Mr. 
Masback. There being no challenge the chair characterized the New York metro- 
politan area as distinct and individual without parallel. 


3 H. Bronson takes issue with the chair. 


R. MASBACK, Masback Hard- 

, ware Co., New York, at the joint 

meeting Oct. 15 told the manu- 

facturers that they were the jobbers’ 
chief competitors. In part he said: 


“A sales policy on the part of a 
manufacturer that is either direct to 
the retailer or through the jobber is 
the first step in economical distribu- 
tion. 


A manufacturing organization 
that is built to sell the jobber 
and attempts to distribute to 
the retailer can’t do it econom- 
ically; he has a double distri- 
bution; he is a jobber and a 
manufacturer, and it can’t be 
done. 

“In all seriousness, this 
thing is growing terrible. I 
speak for the metropolitan dis- 

trict. I am not speaking about any 

particular group of people. But what 
happens? A manufacturer gets a pro- 
gressive sales manager. The first thing 
that happens in any metropolitan dis- 
trict (not only in New York City)— 

‘Open a branch office.’ A branch office 

is opened and a manager is put in. He 

looks over the field and says: ‘There 

are 11 jobbers in this town. I guess I 

can sell them all.’ He is turned down 

by the 11. He says: ‘There are a lot 
of retailers in this district. I will get 
some business.’ He sells the big re- 
tailer. Then he sells the little retailer 
and before you know it he is selling 
every retailer. Now, gentlemen, if that 
manufacturer who allows that agent or 
branch manager to do this would only 
realize that he is directly responsible 
for the jobbers’ increased costs in that 
territory, we could solve this problem. 

We can’t do it as long as the manufac- 

turers in the hardware industry are the 

jobbers’ biggest competitors, and you 
are, gentlemen, you are our biggest 
competitors. 

“Now, that is a broad statement, but 
it is true. To my mind—now, mind 
vou, I wanted to qualify myself before 
I started to talk. I am talking about 
our territory—but if you eliminate the 
extra sales effort and expense that is 
necessary for us in order to get 
this business we can reduce our selling 
expense. And let me say right here 
that it costs us 50 per cent more to sell 
goods than it does to warehouse them, 
handle them and distribute them.” 





From the Chair 


THE CHAIRMAN: Any of you manu- 
facturers like to reply? You all havea 
chance. 

However, Mr. Masback didn’t paint 
the picture so very black after all. He 
said that this referred only to the 
metropolitan district. Metropolitan 
district of New York is absolutely in- 
dividual. It isn’t dupli- 
cated by any other dis- 
trict in the United States 
of America or any other 
city, and the problems 
of distribution in the 
metropolitan district are 
unique. They existed 
long before I ever knew 
anything about them and 
they are entirely different than any 
other means of distribution that I have 
ever known. So I think that the met- 
ropolitan district is a problem for re- 
tailers, jobbers, and manufacturers 
because the metropolitan district offers 
a great potential demand for all kinds 
of merchandise. A population of people 
using all kinds of merchandise, and 
every representative in the country 
trying to get its just proportion. So 
that it really is a problem. 





Bronson’s Reply 


AKING issue with Chairman Black, 
+t H. Bronson, Bronson & Town- 
send, New Haven, Conn., said all 
distribution is based on economics and 
that the metropolitan area offers the 
same situation. In part Mr. Bronson 
said: 
“T am willing to take issue with the 








Attendance and Registration 


Registration at the hardware 
conventions was approximately 
1500, with 600 manufacturers, 
550 jobbers, 75 retailers and 225 
ladies. Attendance at the meet- 
ing was heavier than any pre- 
vious year according to reliable 
reports. 








chairman—he willl forgive me—when 
he says the metropolitan district is dif- 
ferent from the other districts. It is 
not. All distribution is based on eco- 
nomics and the laws of economics are 
the same in the metropolitan district— 
in Connecticut, in Texas or in Cali- 
fornia. Econonomics aren’t a chang- 
ing thing and so long as your chairman 
has gotten me up here and has. given 
me the chance, I am going on. So let 
the consequences be what they will. 
“What are we all doing? In the 


first place we are going to get a funda- 
mental here. 


Mr. Manufacturer, are 
you selling to me, a 
wholesaler, and making 
any money? No. AmIl, 
a wholesaler, making any 
money selling to the few 
retail merchants that I 
see scattered through 
this audience? (There 
ought to be more of them 





here.) No. Is the re- 
tail merchant making 
money when he sells the consumer? 
Sometimes. He has made no real 


money until he has sold him, well 
enough and the way in which the con- 
sumer wants to be sold so that the con- 
sumer comes back and buys again. If 
it is an article that is used up, or if 
it is something that he only buys once 
in a lifetime, and he tells his neighbor 
that it is a good article and he has to 
buy one like it, then you make money 
and not until then. That is economics, 
as I understand it. None of us make 
any money, any real money—profit— 
until the consumer off in the distance 
is sold in the way that satisfies him. 


One Big Business 


“All right, what is this plan of dis- 
tribution we have then? If you get 
that viewpoint you can’t take anything 
else except it is one big business, the 
manufacturer producing the merchan- 
dise. In our scheme of economic dis- 
tribution occasionally the manufac- 
turer sells the consumer economically; 
occasionally he sells the retail mer- 
chant economically, although less often. 
Usually if he follows an economic 
course he sells the wholesaler. He 
produces. 

“He enters into the distribution when 
he takes the goods off. his shelf after 
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they are produced, and performs that 
function when he gets them on the way 
to the wholesaler. He has a small part 
in this process of distribution. 
“Now, right in that same connection, 
big business comes next, not a different 
business but the same business; there 
comes the wholesaler, the pipe man, the 
means of transfer. His function is to 
assemble from various parts of the 
country a stock of merchandise which 
will meet the needs of his community. 
If he performs that function, he must 
do that economically and furnish the 
goods when and as wanted at a reason- 
able price for the service rendered. 
“Now, before we go on any further, 
if we are part of one big business, you 
cannot conceive of there being real 
rivalry between those two depart- 
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ments of that business and the manu- 
facturing end of that business says: 
‘I can pass on this expense to the 
wholesaler; I could do it for 5 per cent, 
but it will cost him 10 per cent to do 
it, but I will get it out of my depart- 
ment.’ You manufacturers running 
your business don’t do it that way. 
You decide which department can do 
it most economically, and then let him 
do it. It all works out toward that 
end. 


Selling Most Important 


“Then we have the third and per- 
haps most important department of 
any business, the selling, the salesman. 
Who are they? The retail merchants 
scattered out along here. And, by the 
way, we have these two great conven- 





Masback Reduces Overhead 3% Through 
Delivery System and Service Investment 


Y extending its delivery system 
B and increasing its service invest- 
ment, the Masback Hardware Co., 
New York, has reduced its overhead 3 
per cent, E. R. Masback, vice-president, 
told the joint meeting, Oct. 15, Atlantic 
City, N. J. In part he said: 
“Without egotism on my part I’d 
like to say a few words about what 
our own organization has endeavored 
to do to reduce the jobbing cost. I 
think the sales end is probably the 
most important. About three years 
ago we had a sales plan (and I speak 
entirely of the metropolitan district) 
which is somewhat different than the 
problems of my good jobbing friends 
out of town. Our salesmen called once 
a week and we delivered once a Week. 
“In reviewing the situation, I re- 
alized that to go outside the natural 
limits of our territory would be ridicu- 
lous, as we couldn’t do such business 
economically. I said: ‘We have got 
to get more business out of New York 
City, right in the metropolitan district. 
How are we going to do it?’ I knew 
the business was there. There are 4200 
retail hardware dealers within a radius 
of 25 miles, and if we can’t do business 
with 4200 retail hardware dealers we 
might as well get out. More sales- 
men! ‘Fine, where are you going to 
put them?’ I said: ‘We are going to 


call on these men twice a week and 
sometimes three times a week, and de- 
liver two or three times a week.’ You 
may say: ‘That is going to raise the 
cost of distributicn.’ We did it. We 
just doubled our sales force within a 
year. 
successful from the standpoint of re- 
ducing our overhead. It increased be- 
cause our salesmen were not able to 
get the volume, individually, out of 
each dealer. For the first six months 
of this year, based with this new sell- 


ing plan which went into effect, we 


have reduced our cost of business over 
3 per cent. 

“T am not guessing. I am quoting 
figures. Three per cent for a hard- 
ware jobber is considerable reduction. 
We have done it in the face of a de- 
livery system that I think is some- 
what unique. 

“We are really endeavoring to re- 
duce our costs, not by saving money but 
by spending money. I don’t believe, 
gentlemen, that you can go over your 
budget the first of the year and say: 
‘We won’t give this department this 
amount and that department that 
amount.’ You can’t save money that 
way. There is only one answer, and 
that is volume.” 





The first two years were not so |. 
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tions coming together here to discuss 
our problems, and we leave our sales- 
men, who do all the work, entirely out 
of it in our discussions. It seems to 
me absurd. They are our salesmen. 
If they do their work well, we all make 
money. But if some retail clerk, way 
over there, takes a certain make of 
saw and sells it to the consumer, but 
does it in such a way that that con- 
sumer is not satisfied with the service 
he gets, that brand of saw suffers, the 
wholesaler who distributes that brand 
of saw suffers, the manufacturer of 
that brand of saw suffers. And yet we 
allow these thousands and thousands 
of retail clerks, upon whose work de- 
pends all of our income, all of our 
money, to go by, worrying about some 
other things.”’ 


Alfred D. Clinch 


Fifty-seven Years in the Hardware 
Business 


RIOR to the discussions at the joint 

opening meeting of both associations 

it was learned that Alfred D. Clinch, 
president, Underhill, Clinch & Co., New 
York, was entering his fifty-sev enth year 
in the hardware business the very day 
the convention started. Mr. Clinch was 
called to the floor amid much applause 
and said» ‘TI feel honored that the Na- 
tional Hardware Association has honored 
my entry into business at its opening 
session. I started in at $2 a week 56 
vears ago today. Mr. Fernley said that 
I was overpaid and that he started at 
$1.75 per week, but was worth more.’’ 


Ackerman Warns Against Competition from 


Rehabilitated Kurope 


in addressing the joint meeting 

laid particular stress on the dan- 
ger of future competition with the 
industries of the countries of Europe 
rehabilitated through the Dawes Plan. 
Mr. Ackerman said in part: 

“The Dawes Plan, or some such plan, 
was absolutely necessary for Europe 
as well as for the United States, both 
economically and socially, and I still 
feel that that is true. But I don’t 


e ARL W. ACKERMAN, New York, 


think for a moment that we should 
overlook the fact that the reason we can 
loan money today to Germany is be- 
cause we are prosperous. 


If the United 


States were not a prosperous nation 
we would not be in the position to loan 
money to Germany or any other country. 
“Now, it is due to our prosperity 
that we are in a position to help re- 
habilitate the European countries. 
“There isn’t the slightest doubt in 
my mind but what the Dawes Plan 
and the exportation of capital to 
Europe is not only going to stabilize 
conditions in Europe, but it is going 
to produce European industrial rivals 
of the United States such as we have 
not encountered since the war. It is 
impossible to export, let us say, in one 
day or to raise in one day in the 


United States one hundred and ten 
million dollars to go officially to Ger- 
many, and twenty-five million dollars 
to go to German industries, without 
at the same time expecting that money 
when it is put to use in Germany to 
force upon us a different kind of com- 
petition than we have observed in the 
past. 

“The money which is going to make 
the Dawes Plan workable was made 
as a result of prosperity in the U.S.A. 
We are, as a people, generous and 
charitable. We want to do all we can 
for Europe, but we do not want to 
hamstring our prosperity. 
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An Analysis of Waste in 
Handling of Dealers Helps 





ISCUSSING waste in distribution 

as found in the inefficient han- 

dling of dealer helps, Llew S. 
Soule, editor, HARDWARE AGE, New 
York, told the joint session, Oct. 15, 
that economies could be effected in this 
detail. In part, Mr. Soule said: 

“Part of a letter I recently received 
from a progressive merchant in Michi- 
gan reads: The greatest complaint of 
the dealers in this section is that we 
receive too much display material that 
is unfitted to our stocks, vur windows 
and our trade. Most of it is unsolicited. 
Why don’t the manufacturers find out 
whether or not we can use their dis- 
play material before they send it to 
us? When they send it without this 


knowledge ten chances to one it goes 


into the trash pile.’ 

“On the strength of that letter I 
made an investigation in several typical 
hardware stores. In one store I found 





M. J. Lacey, Pyrex Division, 
Works 


Corning Glass 


twenty-seven manufacturers’ window 
trims piled up in the rear room. Five 
of them were for lines in which the 
merchant carried only a few odd items. 


so badly damaged they could not be 
used. 

“To prove that this merchant was 
willing to use the proper material, 
there was a complete manufacturer’s 
trim in one of his windows when I 
called. 

“There is much misapprehension in 
regard to what kinds of dealer’s helps 
really help the merchant. Stores are 
better than they were a few years ago. 
More goods are sampled. There are 
more fioor cases and fewer counters. 
Also, the progressive merchant is com- 
ing to a point where he refuses to 
clutter up the tops of his good cases 
with cheap cardooard signs and flimsy 
sample boxes. If you really want to 
help him give him something in keep- 
ing with his store—something of real 
merit—and have your salesman sel! 
him the idea of properly using it. 

“Please understand that I am heart- 
ily in favor of .good window material, 
good dealer helps and worthwhile mail 
matter, but what I object to is the type 
that goes into the refuse pile, the paper 
baler and the waste basket. 

“In connection with this matter of 
mail, we asked two retail dealers in 


average towns to save all the mail that. 


was thrown into the waste basket for 
one week. 

“Dealer No. 1— 

“Total weight of waste basket mail 
for one week, not including envelopes, 
wrappers, etc., six pounds. 

“No record was made of the first 
class mail addressed to the firm on 
business matters in which they were 
interested. Likewise, no record was 
made of catalogs, price lists, whicn 
were asked for or needed in reference 
files, or magazines. Number of mail 
units, 150. Number of pieces, 232. 

“Here are the returns: 

Circular letters: 


Multirvrranhed, but address not 
area ae a ee oe 11 
Multigraphed, with address filled 


Fa ra Ye eee ee 24 


Five letters were two pages long. 
Price lists 
Post cards 

ES i es ee Oh elas +6 st) 
Return cards 
Samples of product............ 1 
Order blanks 


Envelope stuffers (6% size, two- 
page) 





EE cons treme etn wwe < 10 
0 FO ere ar 6 
--- 16 
Envelope stuffers (6% size, four- 
page): 
0 See ee ee 11 
ED Sco ee wssae okhé vboue 22 i 
Circulars and stuffers, No. 10 
envelope size, two-page: 
NN Ee i Me oe wed oe 20 
Ss ee 9 " 
a 24 
Combination four-page circulars, 
nis — with letters on first . 
DED cc cececceceveceeescesee 4 
No. To envelope size, four-page: 
EE 0 a rn a le etic otn Re Ss 
RC ee he en lees maa 18 
== 26 
RN.) 0.:0.01h + deem eu tenes 232 
Dealer No. 2: 
Total weight of waste basket for 
one week, 10 pounds. 
Circular letters .............- 28 
Folding post cards............. 10 
Booklets, folders, etc........... 63 


House organs 





Colored broadsides ............ 12 
eg i ale ie wre ane 5 
a ak as oS 2 ie 6H 0% 11 


Post card order blanks......... 30 
Stamped envelopes 
Stamped post card..........e6.. _ 











Twelve were so designed that the dealer Return envelopes .............. 6 “Perhaps the opening sentences in a 
= not use them to advantage in his ee —_— eee tte tee e teens = few of the letters may show why they 
win ows Bi ht WwW se 00 as ~ 6 os Bee 6.6 6 6s 6s 6 6 6 be 2 
when wn Fi. IO rece Roos lt a ~— Broadsides (two-color with mul- went into the waste basket. 
: ere not in tigraphed or printed letters on eeeunnnenuurrnegvonssora cor nansennssaggnnimnnens 
season. Two were poorly packed and NE i oe e.cko bale oto sen. 13 Continued on page 148 
SEE OPPOSITE PaGeE: 1—H. J. Funk, Albany Hardware € Iron Co.; J. L. Clark, Remington Arms Co., and Howard soe, 
Bright & Co. 2—Paul Crissey, Edward Katzinger Co... 3—Mrs. and Mr, John C. Pritzlauf, Pritzlauf Hardware Co. —E. J. 
Derbis, Jobbers Bales Corp., and J. D. Moore, Sr., Moore- Handley sareware Co. o-3. L. Webster. E. C. Atkins € Co. 6—- 
fs R. Cole, . H. Cole € Sons, and W. Biggers. Continental Screen Co. —G. Wiepert, Sargent €d Co. 8—F. C. Burt, 


R. Swisshelm, and C. K. McCalium, Crescent Tool 
Stewart. L. 
R, Cronkhite, HARDWARB "AGE; 
Otvoot Dederer, Sickels-Loder Co., and H. J. Horton, H. L. Brown Fence &€ Mfg. Co. 
16—Fayette Nimes, Cronk é Carrier Mfo. Co.; 


Mee J. G. O’ Brien. 
English and R., 


10—L. W. 


& Sons. 
Inc. 17—G. P. Rogers, Payson Mfg. Co. 
& Wall Co.. 
Co. 21—George E 


and . Hutchinson, Stanley Works. 
. Pfarr, Akron, Ohio, past president Ohio Hardware 


W. Stewart Sales Co., and A. 
13—A. H. Willey, C. 


18—Charles P. Catlin, Remington Arms Oo. 


ware Association 


Co. 9—Mrs. W. I. poaher: Mrs. “W. 
M. Wooster, A. M. 
W. Til/manns, and ta Ww, 
15—Geo. Allen and George Beaudine, J. Wiss 
Fred B. Bower, Tnayer & Bower, and E. 


E. Foskett; Miss Virginia O’Brien, and 
Wooster Co. 11—Mrs. C. F. 
Wall, Remington Arms Co. 14— 


C. Kruger, Burhans é Black, 
19-—-Mr. and Mrs. F. Cooper, Knight 


20—George H. Harper and John J. Mapp, National Enameling ¢& Stamping 
ssociation, and James B. Carson, secretary, Ohio Hard- 
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Means of Better Distribution and Co- 
operation Between Makers and Jobbers_ 
Discussed at Auto Accessory Meetings 


MERCHANDISING problems rel- 
/@ ative to auto accessory distri- 


bution and means for finding 
greater cooperation between maker and 
jobber dominated the meetings of the 
automobile accessory branch of the Na- 
tional Hardware Association, held Oct. 
13-14, Shelburne Hotel, Atlantic City. 

President rt. W. Heitmann cailed the 
meeting to order, and after a tew pre- 
liminary remarks turned the _ session 
over to Chairman George W. Ellis, 
Suplee-Biddle Hardware Co., Philadel- 
phia, Pa. Mr. Ellis called for closer co- 
operation between the manufacturer 
and distributor of auto accessories, 
~mphasized the close relationship of 
this line with general hardware and 
urged hardware jobbers to study the 
accessory market, and its new inven- 
tions. 

Frank L. Campbell, United States 
Chain & Forging Co., Pittsburgh, Pa., 
the first speaker, advocated strongly 
jobber distribution, wherever the job- 
ber could be influenced to work with the 
manufacturer, pay more attention to 
selling and study the subject of selling. 
He urged increased volume with de- 
creased overhead as the only means for 
making a real profit. 

Outlining the possibilities of auto 
accessories through the hardware trade, 
C. A. Norton, Norlipp Co., Chicago, III., 
said in part: 

“It is reported that 89 per cent of all 
the hardware dealers of the country 
are carrying some automobile acces- 
sories. It is reported that 50 per cent 
of this 89 per cent of that trade are the 
logical ones for the distribution of this 
commodity, yet it is a fact that very 
few of these hardware wholesalers who 
have made very conspicuous successes 


in the distribution of hardware prod- 
ucts have done anything to speak of in 
the automotive fieid. Why is this? 

“I do not believe that we have come 
to a point of specialization where it is 
necessary for the wholesaler to specify 
by certificate, or classify the particular 
commodity in which he deais. There 
is every reason, we believe, for the 
hardware wholesaler to get into this 
field. He has some advantagcs over the 
strictly specialized jobber, and I won- 
aered if it was merely a question of 


cataloging or warehousing it the hard- 


ware jobber would not have a particu- 
ar hold upon this field. It is not, how- 
ever, a question of warehousing, of 
course, or cataloging, although the mail 
order houses have proven that this is 
one successful way of getting products 
to the consumer. 


The Jobbers’ Organization 


“Take the proposition of selling: The 
wholesaler has a well trained organi- 
zation, has a billing department, a 
bookkeeping department and an execu- 
tive department, a shipping depart- 
ment, such minor details as telephone 
operators, errand boys and so forth. 
You appreciate what this does to the 
overhead. It is. therefore, possible for 
the hardware jobber to get into this 
eld with a trained organization and 
do some real good. It must be done, 
however, in a little different way than 
we are doing it at the present time. It 
cannot be done by putting an untrained, 
untried boy at the nead of the depart- 
ment for both buying and selling. It 
has got to be done in a way which will 
meet the competition of trained special- 
ists in the automotive devices.” 

Mr. Campbell terminated his remarks 


by urging a certain amount of segrega- 
tion in departments with competent 
heads capabie of directing these depart- 
ments. He said this was particwarly 
desirable in the auto accessory field. 

James H. Jones, Decatur & Hopkins, 
Boston, Mass., speaking of the New 
England territory, and J. D. Moore, Sr., 
Moore-Handley Hdwe. Co., Birming- 
ham, Ala., talking of that district, re- 
ported their experiences proved that a 
separate sales staff is desirable for 
handling accessory business, through a 
wholesale hardware house. 


Automotive Christmas Gifts 


The chair called on M. E. Faber, The 
Shaler Co., Waupun, Wis., to discuss 
the problem of inducing the hardware 
dealer to sell automotive Christmas 
gifts. In part Mr. Faber said: 

“T had a little experience a few days 
ago of calling upon a hardware retail- 
er in a moderate sized town who told 
me that accessories were now running 
a little over 50 per cent of his total 
business. I think he is a sample of 
what can be done by the retail hard- 
ware dealer handling accessories. The 
big problem is to get them started. 
Now if we can get them started under 
the guise, in a small way, of getting 
them to put in a stock of accessories 
and advertise them for Christmas gifts 
we have done a big thing for the trade. 
There are only a comparatively few 
items in the way of automobile acces- 
sories that might make _ attractive 
Christmas gifts, such as small, finished 
parts about the automobile. My per- 
sonal opinion is that if we can get the 
dealer to put them in as Christmas 
gifts, and he is successful in disposing 
of them, he can be induced to take on 
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the line as a regular addition to his 
stock.” 

Roy F. Soule, Hardware Dealers’ 
magazine, said he would hate to con- 
template that the idea existed for a 
iuinute that the retail hardware busi- 
ness of the United States was not 
equipped mentally and with the sort of 
equipment necessary, and with selling 
power, to seil automobile accessories, 
and the fact that he has not done so to 
the degree that was pleasing to the 
jobber and to the manufacturer was no 
idication that he could not do it. 

Speaking gn the responsibility of the 
jobber’s salesman, T. H. Van Horn, 
the Harvey Spring & Forging Co., Ra- 
cine, Wis., urged that salesmen be 
taught to think. In part he said: 

“How many of you sales managers 
within the range ot my voice are forc- 
ing salesmen to forget their responsibil- 
ity? How many of you are continually 
punching up your sales force for larger 
orders? How many right here in this 
room are holding up the big order sales- 
man as a model for the rest of the 
force? Your responsibility is to sell 
merchandise and the larger the order 
the better you like it; but—what hap- 
pens during a business depression? 
Who suffers the most, your big order 
salesman with a few big buyers, or the 
small order salesman with a lot of little 
buyers? 

You and your customers never made 
a nickel on buving—you make profit 
when you sell! So does your customer, 
and I contend that the salesman who 
appreciates his responsibility never 
overloads his customer—he gives his 
customer a chance to make turnover, 
because in turnover is profit and on no 
other basis.” 

Secretary T. James Fernley an- 
nounced that the accessories branch of 
the N. H. A. had gained 34 new mem- 
bers during the past year. 


Ford Parts Market 


_F. J. Norris, Corcoran Mfg. Co., Cin- 
cinnati, Ohio, was the first speaker at 
the Tuesday session. His topic was 


“The Non-Ford Dealer and the Ford 
Parts Market.” Mr. Norris said in 
part: 

“The name Ford in the automobile 
industry is a symbol of efficiency and 


of the National Hardware Association 
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very successful manufacturing achieve- 
ment. it 1s a name around which has 
been built within comparatively tew 
years numerous immense business or- 
ganizations engaged in the manufac- 
ture and distripution of products de- 
"i upon the Ford car for a mar- 
et. 


“At the present time in the United 
States there are approximately 7,000,- 
000 Ford cars in service—about half of 
all the motor vehicies in the councry. 
It is estimated that this vast number 
of cars will requiic this year the expen- 
diture of $7,000,000,000 in parts, acces- 
sories, service and ail the ining neces- 
sary to keep them in use. This so-called 
“atter-market” has grown so rapidly 
that it is practically impossible for the 
Ford dealer to handle it alone. It is 
true that the Ford dealer will? ? ? ? 

“An analysis of the Ford supply mar- 
ket made by the statistical department 
of the Class Journal Company shows 
that Ford dealers in 1923 actually did 
only 20 per cent of the $550,000,000 
Ford supply business.” 


Missionary Work 


The value of missionary work was 
next discussed. Wm. B. Edwards, Har- 
risburg Stanley Spring Works, Harris- 
burg, Pa., said: 

“Let the jobber pick his lines care- 
fully, stock merchandise that his men 
are sold on and interested in; consult 
his sales force regarding new lines and 
have a representative from the factory 
give a real instructive talk to the force 
on his article. Let the jobbers do these 
things and he will not want a mission- 
ary man who will get a few orders but 
who will probably gum up his sales 
force and put an expense on the manu- 
facturer that could not be accurately 
accounted for at the time the selling 
price and discounts were established. 

“I think that missionary work by the 
manufacturer is not necessary in order 
to successfully market through the job- 
ber, and'in the final analysis is detri- 
mental to the jobber and is not in ac- 
cordance with good sound merchandis- 
ing principles.” 

Contrary opinions were offered by L. 
F. Wilson. Bovce & Veeder Co., Long 
Island City, N. Y., and F. L. Hawes, 
Treman, King & Co., Ithaca, N. Y. 
Both of these men favored missionary 
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work on the part of the manufacturer 
anu said that such a plan was success- 
ful in their experience. Mr. Hawes 
advocated the manutacturer’s salesman 
traveiing with the jobper’s salesman. 

Texas distributors have found the 
missionary pian successful, E. A. 
reaen, Houston, reported. 

H. E. Patterson, Warner-Patterson 
Co., Unicago, called attention to the 
tact that many times these missionaries 
Sent out by manufacturers were treated 
rather discourteousiy by the jobbers, 
compelling them to wait a considerable 
time in the jobbers’ establishments 
waiting to be cailed on, and were often 
asked to return the next day, which 
caused considerable inconvenience to 
the missionary, who was anxious to be 
otf service to as many jobbers as pos- 
sible. 

Radio Possibilities 


The Chairman asked how many job- 
bers present were dealing in radio out- 
tits. Only one jobber present responded 
in the affirmative. This jobber stated 
that they had been making a success 
in handiing this line; that they had 
secured what they considered a stand- 
ard equipment and were having in- 
creased sales. He recommended that 
the jobbers present give the radio sub- 
ject caretul consideration. 

Another jobber stated he had a cus- 
tomer who was making a speciality of 
radio outfits during the months of 
January and February when business 
in the hardware line was usually duil; 
that this dealer had found it paid to 
follow up this line, especially during 
those months. 

One speaker referred to the fact that 
some garages were taking up the sale 
of radio outfits. 

It was the general consensus of opin- 
ion that the subject of the sale of radios 
through the jobbers was worthy of 
serious consideration. 

Mr. Peden called attention to an in- 
stance where an automobile accessory 
manufacturer was giving extremely 
liberal terms on automobile accessories; 
that the terms were a small payment 
down and a year’s time on the balance. 
He said this would naturally have a de- 
moralizing effect on the jobber who 
might want to put in accessories and 
attempt. to meet such competition. 
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An Analysis of Waste in Handling Dealers Helps 


“The first one picked up started out 
with a picture at the top and ‘Enter 
Your Order Now,’ and the dealer, evi- 
dently, was not ready to enter his order 
now and he put the letter in the waste 
basket. 

“Another one said, ‘Attention ma- 
chinery and mill supply department,’ 
and that went to another kind of a 
dealer. Another one said, ‘Now is the 
time to sell lawn mowers,’ and was 
sent in September. 

“Now, | think that there are some 
things on which the manufacturers can 
get together to stop some of this wast- 
age and in that way to cut down over- 
head that is undoubtedly being added 
to distribution. I think the proposition 
is not one of starting in that line. I 
think it is rather in sending out to the 
dealer a better line, a better window 
display, a better help for his counter, 
a better letter that will teach him how 
to sell the merchandise he has or in- 
terest him in lines that he really should 
handle and I am going to make a few 
suggestions along the line of what I 
have been talking about. 

“IT think that the manufacturers 
could well afford to have their sales- 
men, cooperating with and through the 
jobbers’ salesmen. make a canvass 
through the retail dealers to whom 
they send window displays, to find out 
if they really can use the material they 
are going to send out to any advantage 
before they send it. I think the travel- 
ing salesman of the manufacturer and 
jobber should sell the dealer on the 
value of the display, on what it will do 
for him, showing him how to use and 
install it, sending it, if possible, to the 
man who is really going to do the in- 
stallation, the window trimmer in the 
store or the man who attends to that 
line, so that there will not be that 
tremendous wastage. If you can get 
them into the store into the right win- 
dow and to the dealer who is sold on 
the idea of using: them, it is a great 
help. They are then valuable. 

I think there should be a retail 
dealer or a man who knows retail mer- 
chandising very thoroughly, who should 
pass on every one of the window dis- 
plays or counter displays that are sent 
out to a retail dealer before they are 
sent out. Some little thing which to 
him looks large, which to him makes it 
impossible to use the article you send 
out, may be entirely overlooked by you 
as a manufacturer from your view- 
point and the viewpoint of that retailer 
expressed to you and worked out in the 
things you send him can without doubt 


(Continued from page 144) 


help to make the material you send 
out be used properly and be worth 
while. 

“I think also that you should classify 
your dealers, sending to the dealer only 
the lines which he can vse properly, 
and in that connection I believe that I 
voice the sentiments of most of the 
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Henry A. Taylor, American Screw Co. 





retail dealers of the country when I 
say that it is hardly fair that any one 
manufacturer on a single item, or one 
or two items, attempt to monopolize the 
dealer’s window. There has been too 
much of the idea of going to the retail 
dealer with a window trim of one arti- 
cle to be put in there and used for a 
week when he carries on the average 
something like six thousand items and 
has fifty-two weeks only to display 
them, and I think an arrangement 
whereby several manufacturers, work- 
ing together, could get displays that 
would show seasonable lines, showing 





several items, like spring painting for 
example, showing the various lines 
used, and so on through the season, 
would get better results and would aid 
more manufacturers and would certain- 
ly without doubt aid retailers and get 
more merchandise out of the neck of 
the bottle and to the consumer. 

“T say in closing I don’t want you to 
quit the work you have been doing 
along that line. I firmly believe in 
good window advertising and in good 
dealer help, and the only thing I am 
talking against is the material that is 
unfitted for the dealer’s use and that 
finds itself going into the rubbish pile 
or the paper bin or the waste basket. 

“It doesn’t cost a great deal to boost 
your lines legitimately and to boost 
them in a way and with such material 
that the dealer will back your effort 
and that you will help merchandising 
all along the line and cut down in that 
way at least one of the big wastes of 
distribution.” 





Plumb and Masback En- 
dorse Missionary 
Salesmen 





In the tool group meeting of 
: the manufacturers’ association, 
Oct. 16, the use of missionaries 
or special salesmen was dis- 
cussed. Fayette R. Plumb, 
Fayette R. Plumb, Inc., Phila- 
delphia, Pa., and E. R. Mas- 
back, Masback Hardware Co., 
New York, led off in the discus- 
sion. Both spoke of the mis- 
sionary plan as successful in 
their own experiences. 

Fred _ Rackliffe, Rackliffe 
Bros., New Britain, Conn., 
went on record as opposed to 
the practice of sending mission- 
ary men with the jobber’s sales- 
man. J. E. Stone, Stanley 
Works, presided. 
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1—H. G. Glover, Griffin Mfg. Co., J. T. Mauss, Penn Hardware Co., A. C. Chisholm, and J. C. Griffin, Griffin Mfg. Co.; 2—- 
P. R. Roberts, Paint & Varnish Division, Du Pont Co., C. W. Pitt, C. W. Pitt Co., and G. A. Biesecker, Du Pont Co.; 3—Will 
1. Hedges, Pyrex Division, Corning Glass Works; 4—E. L. Meadowcroft, E. 8S. Jackson, and G. W. Eckhart, Miller Lock Co.; 


5—A. W. Barnett, G. &€ H. Barnett Co.; 6 
Co.; i—dJ. H. Holcomb, Kirk-Latty Mfg. Co., and R. P. Boyd, secty.-treas. 





E. A. McKenna, North Bros. Mfg. Co., and D. D. Davis, Continental Wood Screw 
O'd Guard Hardware 


Salesmen’s Assn.; 8—J. EB. 


Btone, Stanley Works; 9—A. E. Meigs, Keystone Steel 4 Wire Co.; 10—A. C. McKinnie and Bruce Findlay, Stanley Works; 


11—H. E. Hartman, Indiana Steel 4 Wire Co.; 12—H. F. Webster, sales manager, and, J. 


S. Wainright, general sales man 


ager, Mansfield Tire &€ Rubber Co.; 13—Gustav Bommer, Bommer Spring Hinge Co.; 14—A. Chandler, Chandler & Farquhar 
Co.; 15—H. E. Patterson, Mrs. H. E, Patterson, and G. D. Elmer, Warner-Patterson Co.; 16—H. J. Hortoy, H. L. Brown Fence 
4 Mfg. Co.; 17—J. P. Maloney, Pyrene Mfg. Co., and G. P. Rogers, Kant-Rust Products Co., P. J. Cosgrave; 18—S8. J. Mayer, 


Segal Lock & Hardware Co. 
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Amateur Contests Boost Radio 


Sales 


N less than three years Chandler & Farquhar Co. 
| of Boston, Mass., known as “The New England 

Tool and Supply Depot,” have developed one of 
the best radio departments of any “hardware” store 
country. 

In April, 1922, Chandler & Farquhar Co., added a 
radio department which has grown with leaps and 
bounds. 

When they moved into their new store in Winthrop 
Square, a whole large section of the second floor was 
devoted to radio. 

Their radio department includes demonstrations 
and a goodly display of all up-to-date high grade items 
at retail, and in addition a service and repair depart- 
ment, and a special suite for the wholesale division. 


F. Alexander Chandler, the president of the com- 
pany, has felt all along that radio is properly a hard- 
ware store item and is daily demonstrating the sound- 
ness of his opinion. 

F. Otis Drayton, is manager of the radio depart- 
ment, and Walter E. Currier is manager of the whole- 
sale division. Both these men are long-time members 
of the Chandler & Farquhar Co. staff and fully 
capable. 

The above illustration is of a four-page circular, 
recently issued by the company, announcing a contest 
for the best radio set built by amateurs. This means 
of stimulating the interest of fans in radio has been 
used before with great success by the company, and 
is well worth trying in your store. 








Levy on Resale Prices 


The various legal aspects attendant upon the abolishment of the Pittsburgh Plus plan and a history 
of this basing scheme from the time of its inception in 1903 to its recent discontinuance were outlined 
very fully to the American Hardware Manufacturers’ Association at Atlantic City by the Hon. Felix H. 


Levy, former special, Department of Justice. 
to control resale prices. 


Mr. Levy also commented on the manufacturers’ right 
On the latter subject he is quoted as saying: 


“It is, however, entirely lawful for a manufacturer to announce in any form he pleases, such as 
inserting a circular or other printed notice with ‘the merchandise, or in any other way whatever, a 
schedule of suggested resale prices, and if a customer does not observe such resale prices, then to 
refuse to deal with him further. This is, hc vever, the limit of his right.” 


\ 
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What One Dealer Is Doing With Radio 


LYFORD HARDWARE SPORTING-GOODS Co. 


GEO. D. LYFORD, Prop. 


STOVES AND RANGES ATHLETIC GOODS 
PLUMBERS’ SUPPLIES GUNS AND RIFLES 
FARM IMPLEMENTS 
F 

HARDWARE AND TOOLS MAIN AND WATER STREETS a vee 

GYMNASIUM SUPPLIES 
KITCHEN WARES ELECTRIC APPLIANCES 
ELECTRIC LAMPS CUTLERY 


TORRINGTON, CONN. 
Hardware Age, 
239 West 39th Street, 
New York City. 


Gentlemen:=- 


Our radio department has developed with such rapidity 
this year that we were actually surprised with the fisures that it 
showed in inventory and the results of sales since October, 1925. 


We honestly believe that it is the greatest asset to 
@ hardware store that has as yet been developed in the retail hard- 
ware line. Not only along through radio sales but the lines of 
hirdware that are affected by it. In our small tools such as pliers, 
screw drivers, solder irons, etc., in our small builders' hardware 
line of hinges, hasps, screws of all sizes, we have noticed 42 marked 
sales increase over the previous years. 


Our Radio Department is carefully watched by two men 
One who has charze of the radio parts such as sockets, coils,rheo- 
‘stats, couplers, etc., amd is exoerienced alone this line of build- 
ing sets. He has a file of practically all the :00d workins hookups 
from one stage detectors to twelve tube superhetrodynes. Te other 
man takes care of the publicity work, the Radio Clu> business and 
has charge of the canplete mamfactured sets wnich we carry. These 
sets are the Freed-Eismann, Pristol, Grebe and Crosley, ransing in 
price from 340,00 to?3300.00.. 


Our advertising is done in our local daily newspazer 
usins electro mats supplied by the radio companies. Every week we 
get in advance the programs of the most important broadcasting sta- 
tions. These are kept on file at all tixes alons with individual 
time schedules of Westerm stations. 


Ve cive free to our customers the latest lists of 
broadcastins stations and sell for 1-1/2 cents the stamped printed 
apolause cards. Our Club has a file of acimovledgerrnts from sta- 
tions all over the U.S. Our registration book shovs a membership 
of over 300 sets in our city of 22,000 people. 


Enclosed is a news clipping of 2 recent amateur con- 
test conducted by us which met with great success. ‘Yould advise 
any radio store doinc this as it is of sreat interest to see tie 
different sets.) 


Our radio window is constantly changing and alwsys fertur- | 
ing the latest development in radio. At present we have on display 2 | 
9 tube suver-hetrodyne built by one of the local members (refers to 
our picture). In the center of our window at the base is 2 workin 
mounting of the Atwater-Kent set that gives the public an idea of a 
simple home-made set and how to mount it. | 


Very truly yours, 


per lor, & Apot 
GiL-H 
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Getting the Christmas Electric 
Cleaner ‘Trade 


By Enoch Lundquist 


~T seems we hardly get into the fall season before 
the holidays loom before us and, almost before we 
can realize it, we are plunged into a whirl of sell- 
ing work. The working days become long and crowd- 
ed with activity, leaving us barely enough time for 
the performance of routine tasks. Before these days 
arrive, it is well to determine the sales-making pos- 
sibilities of the various lines, review the stocks, es- 
timate the holiday requirements, place orders and plan 
and put into effect the best methods for the disposal 
of merchandise. 7 
Certain lines are natural and easy sellers for the 
holidays, toys and playthings for indoors, sporting 
goods and apparel for out-of-doors, tools, various sea- 
sonal decorations and articles for home adornment and 
equipment such as silverware and eiectrical appliances. 
Of articles sold in hardware stores the year ’round, 
the electric cleaner is one of the most favorably re- 
garded by Christmas gift purchasers. It has been 
established that approximately 20 per cent of the 
electric cleaners sold in the United States each year 
are sold in December, this despite the fact that the 
better organized stores, doing a steady volume each 


month of the year, sell only about 12 per cent of the 
year’s total in this month. 

This clearly establishes the public’s gift buying in- 
clination as being toward such useful articles as show 
a thoughtful regard as well as express the Christmas 
sentiment. It also brings out that the price of an 
electric cleaner is within the means of most people. 
And, most important of all from the standpoint of 
the hardware dealer, it emphasizes the fact that an 
electric cleaner is not so low in price that the possible 
volume is to be lightly regarded—1 cleaner, $65; 10 
cleaners, $650; 50 cleaners, $3,250; 100 cleaners, $6,- 
500—good totals. And easily reached if one but plans 
ahead and works ahead. 

But no store can hope to sell great numbers of elec- 
tric cleaners unless business-getting essentials are 
first recognized and employed. This does not mean 
that it is necessary to adopt extraordinary methods, 
but rather that the facilities already available be 
employed correctly. The essentiais are: letting the 
trade know that you handle this, or that, well and 
favorably known make of cleaner and having the 
facility to demonstrate the cleaner, efficiently and 

















October 23, 1924 


thoroughly, both in the store and in the home after 
it has been delivered. It is important to pay particu- 
lar attention to the home demonstration and to in- 
structing the user in the care of the cleaner because 
no appliance is really sold until its care, as well as 
use, is fully understood by the person who is to operate 
it. It is well then, to make some one person responsi- 
‘ble for the sale and demonstration of the cleaner. 

Several ways are open to the dealer in informing 
his trade that an electric cleaner is handled. Adver- 
tising is one of them. An item in each regular news- 
paper advertisement, even though it be only a line, 
will inform your customers that you handle, and they 
can buy from you, this certain make of cleaner. 

Then too, you will doubtless find that your manu- 
facturer has available, and will gladly provide, various 
excellent merchandising helps such as special booklets 
and folders, display cards, posters, specially prepared 
letters, etc. It doesn’t take much hard planning to put 
these to good use. 

Booklets and folders distributed from house to 
house bring the subject of time, labor and health sav- 
ing through the use of an electric cleaner to the house- 
wife’s attention and frequently cause the expressed 
wish for one'as a Christmas gift. When inclosed with 
your statements and other mail they also get into the 
home and to the housewife’s attention. 

A letter, specially prepared for you by the manu- 
facturer, holding out the advantages and marshalling 
the facts in favor of electric cleaner use, and sent toa 
list of your likely prospects, will also be effective. 

Display cards and one-sheet posters placed in win- 
dows, in prominent places within the store and in 
street cars will also establish you as the local dealer 
for the certain make you handle. 

Another help is the display window, in many ways 
the most powerful help because you can tell such a 
complete story in it and because it is on the job 24 
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hours a day, telling its story to many whom you might 
not otherwise reach. A well thought out display, 
therefore, properly, not necessarily prettily, made, will 
drive home the realization of the need for efficient 
tools in woman’s workshop—the home. 

One thing is essential to the making of a sales pro- 
ducing display at any time of the year. That is to 
tell a story of performance. 

For the display of electric cleaners and other house- 
hold appliances, the story will be time, labor and 
health saving. At this time of the year the injection 
of the Christmas appeal will add to the effect. 

It may be that the appliances you handle have some 
distinctive features that set them apart from others of 
their kind. If so, you have extra, exclusive, talking 
points to put into the window. For example: One well- 
known electric cleaner is readily identified through 
its slogan, “It BEATS, as it Sweeps, as it Cleans.” 
Dealers handling this make have made many interest- 
ing and salesproducing windows by telling that story 
in their displays. Other makes have special slogans 
or talking points, which can be used in the windows 
to good advantage. 

It may be that window space is scarce. Even so, it 
is nearly always possible, and will surely prove profit- 
able, to install one electric cleaner window during one 
of the five weeks that precede Christmas and make.a 
combination display of it and other Christmas. tt 
suggestions during the balance of the time. Rey 

The thing to do, however, is to give these matter 
some thought now. Plan, order such merchandising 
helps as you can use and proceed with placing your 
suggestions before the public. Not only make it easy 
for the public to know but make it hard for the public 
not to know what you handle and thereby enlarge upon 
the opportunity the season offers. And remember, 
some merchandise sells as readily in January as in 
any other month. 











The Need of Vision 


By A. Rowden King 





Efficiency for Efficiency’s Sake. 


What your business, my business, everybody’s business needs more than any other 
one thing is Vision. It needs Vision far more than it needs Skill or Technique or 
Vision is that element to which the lieutenant or 
even the private may lay claim quite as truthfully as the captain of a business. 

Do you tell me that Knowledge and Training are the only things which count 
in business? There can be no denying their value, but do you recall these and a 
thousand other similar facts? Bartholamew Columbus was a far more capable 


geographer than his brother Christopher. Yet it was the latter, of course, who 
performed what will probably always remain the greatest geographic service of all time. There were 
perhaps a hundred men who knew far more about electricity than did Bell and Morse in their day, and 


yet, for all that, these men gave us the miraculous telephone and telegraph. 


In fact, one can name 


almost any eminently successful man of our own or any other age—Carnegie, Schwab, Ford, Marshall 
Field, Wanamaker, and a thousand others—and far more than a majority of them will prove to have 
succeeded through having Vision rather than Technical Knowledge. 
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Carroll-Ames Co. has always made a point Of selling electric light fixtures amid attractive surroundings, 
and part of the company’s success may be attributed to this policy. Note the handsome leather settee 


for the comfort of customers 


Electrical Gaoods—A Short Cut to Profits 


66 HE successful electrical appli- 
ance department in the mod- 
ern retail hardware store is 

merely a natural development, which 

thousands of merchants have recog- 
nized. Take any electrical appliance 
of the present day,” says Earl Car- 
roll, “I can show you its forerunner 
in the hardware stock of 25 years 
back. Twenty years ago we carried 
sad irons and gas irons, today we 
have the electric iron. The same is 
true of curling irons. We sold toast- 
ers for gas stoves—now we have the 
modern electric toaster. We sold 


galvanized washtubs and washboards. 


Now we sell electric 
washing machines. We sold brooms, 
mops, and dust pans. Today we sell 
electric vacuum cleaners. We sold gas 
mantles. Now we sell electric light 
bulbs. We sold oil lamps, then gas 
lamps and gas fixtures. Now we sell 
electric appliance and I will show its 
tures. You name the present day 
electric appliance and I will show it’s 
lineage in the retail hardware stock.” 

Earl Carroll is president and man- 
ager of the Carroll-Ames Company, 
Bryan, Ohio. The town has a popu- 
lation of from 5,000 to 6,000 which 


separately. 


attracts a good farming trade from 
the nearby rural sections. The Car- 
roll-Ames electrical section is sub- 
divided into two main classifications 
— merchandising and mechanical. 
About one-third of the main sales 
floor is devoted to a most attractive 
appliance selling floor. it extends 
the entire length of the store. The 
mechanical department is on the 
second floor. It is a complete work- 
shop, with three men in charge of 
Frank Haviland. This section han- 
dles all wiring contracts, repairs, 
installation and mechanical adjust- 
ments. 

The merchandising end of the 
business is directed by Mr. Carroll, 
who sells $3,000 worth of fixtures; 5 
dozen electric irons; 3 dozen lamps; 
5 dozen curlers, and about $3,000 in 
miscellaneous appliances not. includ- 
ed in these classifications. 

Radio is up front in the electrica) 
section. It has been an active item 
for the past three years. Sales the 
first year were about $500. This 
year they will pass the $2,000 mark. 
Radio sets and light fixtures are sold 
on the same basis—installed ready 
for use. Carroll says buyers want 


illumination not wire, metal and 
bulbs. They want radio reception, 
not boxed equipment. 

The washer business has been very 
good in this town. In one campaign 
lasting five weeks the store sold 
twenty-two washers. There was no 
house to house canvass. Newspaper 
space in generous proportions was 
used daily. Window displays with 
attractive show cards and washers 
were kept in condition. The sales 
staff talked washers and demonstra- 
ted them at every turn. A small 
discount was offered to cash pur- 
chasers resulting in a remarkable 
showing for cash sales. Half of the 
twenty-two sold were paid for in full 
at time or delivery or upon presenta- 
tion of the buyer’s monthly state- 
ment. Annual sales in washers 
average about fifty. 

Mr. Haviland, who has charge of 
the technical end, is also a radio fan 
and expert. His advice to the novice 
has helped sell many expensive sets. 
At later dates he has found the 
buyer of parts usually knows a little 
about radio and does not need the 
same amount of help that the in- 
experienced purchaser of a complete 


Reading matter continued on page 156 
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ill 
_ ii) -Whena home builder sees 
that you are furnishing 
hinges which even he 
knows by name, he will 
surely respect your judg- 
ment on large items. 
The benefits of selling 
McKinney Hinges pyramid. 


This McKinney Butt-Hinge designed espe- 
cially for painting adds the final touch to 
the painted interior so much in vogue. 
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set requires. Many people start with 
a crystal set and buy a two or three 
tube set a few months later. In the 
tube sets, Haviland installs aerials, 
ground connections and makes sure 
the set will operate before he con- 


oid 
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siders the deal completed. 

With the set bought at Carroll- 
Ames Co. working properly, the pur- 
chaser entertains his friends; boasts 
of the distant stations he has re- 
ceived; emphasizes the clarity of 
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reception and tells all his friends it 
was a fine investment. The natural 
query would be to ask how much the 
outfit cost and who installed it. The 
radio fan is one of the most easily 
sold persons in the country. 


Carroll-Ames Co.’s radio sales passed the $2,000 mark this year. The department is favorably situated 
and standard lines featured 


Radio and electric 


light fixtures are sold on the same basis—installed and ready for use. 


Here we 


have another view of the fixture department 


Reading matter continued on page 158 
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R-W _ Vanishing 
' Door Hardware for |_ 


the modern home. 








A Distinctive Difference 








e bd o : * * * ° . is 
Positive operation, boundless satisfaction and lifetime service 4 ti em 
constitute the distinctive difference between garage doors fitted Seance jo. cor 
with out-of-date hinge hardware and those equipped with— — 
a + TIM. [x Li] 
EU ORB) iL 









Mh nil If 
Garage Door Hardware seni 

ware for safety and 
Garage doors equipped with S/rdetite slide inside, away from ite insane 
snow and ice, and fold flat against the wall. Thus a wide unob-_, . 
structed opening is assured. Inconvenience, danger and damage j ee 
are done away with, as S/detite equipped doors can’t blow shut. a 
When closed they fit snug and weather-tight. a E 








There is the same distinctive difference in all doors equipped with R-W Door 
Hangers, whether they be on barns, on elevators, on factories or in the home. 
Write for Catalog A-29 which describes and illustrates Sv/idetite Garage Door 
Hardware. 


The proved superiority of R-W Door Hangers is responsible for their almost 
universal acceptance as the standard of quality, service and satisfaction. 


R-W_ Industrial 
Door Hangers for 
veriical or horizon- 
tal doors are univer- 
sally superior. 
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Auto Accessories Discussed Krom 


Manufacturers , 


Jobbers’ and 


Retailers’ Viewpoints 


tion and chief reasons why the 

hardware jobber and retail mer- 
chant should handle auto accessories 
profitably were discussed by Frank 
Campbell, United States Chain & Forg- 
ing Co., Pittsburgh. Mr. Campbell 
was addressing the automobile acces- 
sory group of the hardware conven- 
tion which met Thursday, Oct. 16, 
Atlantic City, under the chairmanship 
of Roy F. Soule, Hardware Dealers 
Magazine. 

Mr. Campbell’s talk in part follows: 

“Now, for the manufacturer who has 
an accepted jobber distribution, the 
cycle of selling distribution is similar 
to a three legged stool, of which one leg 
may represent the manufacturer, one 
leg the jobber and one leg the retailer. 
Any anyone that is acquainted with the 
efficiency of a three-legged stool knows 
that it is of absolutely no value unless 
each and every leg touches the ground. 
There is no use in. the manufacturer 
passing the buck along to the jobber or 
the jobber passing it along to the re- 
tailer, or both the jobber and retailer 
passing it back to the manufacturer. 
Unless everybody connected with that 
cycle of selling works in complete uni- 
son, in complete harmony and complete 
cooperation and coordination, the stool 
itself is devoid as far as efficiency is 
concerned. 

“No, I intend to treat this subject 
from the angle of the manufacturer, 
from the angle of the jobber and from 
the angle of the hardware retailer. 

“There are several very distinct ad- 
vantages to a manufacturer operating 
through jobbing channels. First, he se- 
cures by the operation through that 
channel an efficient service to dealers in 
particular selling radius. He cashes in 
on the intimate knowledge that the job- 
ber has of the dealer outlets in that 
particular radius. He cashes in on the 
prestige which every jobbing house en- 
joys in that particular radius in which 
it does business. He eliminates for him- 
self all matters of credits and billings, 
as far as dealers are concerned. He ob- 
tains a quick distribution and he makes 
a quick addition to his sales volume ata 
minimum distribution cost. 

“But with these advantages he also 
gets some disadvantages. And some 
of these disadvantages are that he has 
an entire loss of personal control over 
the salesmen who are in direct touch 
with the retail outlet. He has a theo- 
retical volume dependent entirely on 
the interest which he is able to get on 
the part of the jobber’s sales force over 
which he has no control and sometimes 
very little opportunity for contact.” 


[Mer advantages of jobber distribu- 


Hardware Jobber Desirable 


At this point Mr. Campbell charac- 
terized the hardware jobber as a most 
desirable type of wholesale distributor 
for auto accessories. He continued: 

“Now, there is a real reason for that. 
The first reason is that the hard- 


ware jobber is strongly and properly 
financed. The second reason is they 
have’an efficient service facility. The 
third reason is that they have in num- 
bers at least a real selling organiza- 
tion. Therefore sales volume and the 
ability to pay for what you buy is as- 
sured when you do business with a 
hardware jobber provided that he is 
properly handled and properly sold. 


The Garage and Accessories 


“Why do garages handle accessories ? 
Do you know why? You analyze it 


ms 
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L. Crandall, Wickwire Spencer Steel Corp. 


right straight down. A garage in a 
small community handles accessories 
because the hardware dealer forced him 
to handle them. Somebody in that 
place had to handle accessories. The 
people naturally looked to the man who 
was supposed to keep in touch with the 
progress of the times and when he 
didn’t keep in touch with it you forced 
this garage man into a business that 
he started into business with no inten- 
tion of touching. His business was to 
garage cars for the night and do what 
mechanics there may be needed ‘about 
the cars. He never had an idea of go- 
ing into the merchandising business. 
If a hardware merchant is the best 
financed and the best merchant in town, 
when he is properly taught—and all 
you need to teach him is to properly 
instruct your sales force—he is the 
logical man. 

“The retailer completes our three- 
legged stool. It is a wonderful 
merchandising picture — manufacturer, 
hardware jobber, hardware retailer. It 
presents a real organization.” 

James H. Jones, Decatur & Hopkins, 
Boston, Mass., was the next speaker. 
In part Mr. Jones said: 

“Regarding the different classes of 
automobile equipment customers and 
the methods used to sell them: 


“We find that we have got four 
classes of customers. The accessory 
store I would put first; the garage sec- 
ond; the hardware store third; and the 
car owner or the car agent, rather, last. 
That is our experience in selling acces- 
sories. We believe it should be turned 
around to have the retail hardware 
store first. 

“We have had some little success in 
selling accessories. We have been at 
it for four or five years, but the retail 
hardware merchant doesn’t seem to be 
very much interested.” 


Special Salesman a Failure 


Ray P. Van Camp, Van Camp Hard- 
ware & Iron Co., Indianapolis, Ind., took 
the floor and said his firm was making 

reater efforts to sell auto accessories. 
a part Mr. Van Camp said: 

“The special salesman has been a 
failure. We have lost money. Now, 
we with our organization are teaching 
our regular general salesman who have 
practically thirteen lines to sell, they 
must sell and make good in automobile 
accessories as much so as they do in 
edge tools. Of course, territories have a 
great deal to do with what a salesman 
can do, but we just take those territories 
in proportion and they must make a 
showing. 

“It has been very difficult and I have 
individually agreed to furnish retail 
hardware dealers on my own accounta- 
bility a stock of automobile accessories, 
to demonstrate to them that they can 
sell accessories. Their argument is: 
‘We don’t want to be bothered with it. 
We haven’t a man to make repairs or 
put on these accessories. They come in 
and they take our time.’ 

“Naturally we want the retail hard- 
ware dealer to sell automobile acces- 
sories because the repairman handling 
accessories is like the blacksmith. The 
wholesalers here who have ever handled 
blacksmith supplies know what those 
credits were. The garage credit is 
practically the same, if not worse. They 
are fly by nights in many instances. We 
had losses. We cannot help but have 
them. It is natural that the distributor 
of hardware, that the wholesaler wants 
to sell his merchandise where he is rea- 
sonably assured of getting his money 
back and a fair profit. 

“So we are at our sales meetings and 
our group sales meetings, which we 
hold frequently, we are educating our 
general salesmen to sell automobile 
accessories.” 


Has Good Start 


“The hardware merchant,” said 
Ralph Barber, Chandler & Barber, Bos- 
ton, Mass., “has to start with perhaps 
more automobile customers than any- 
body else could possibly have. Every 
person who comes in or goes by the 
store is a prospect. If they haven’t a 
car of their own they have a friend or 
at Christmas time it is a Christmas 
present for somebody, so many of these 
things which can be used that way. 
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The Day that Europe 
Turned to America for Saws 





VER at your near- 

est hardware deal- 
ers there is a saw you 
will want to see— 

For it is the make 
that brought Europe— 
and the world—to Am- 
erica for saws! 


As though his whole 
future depended upon 
it, a young man was 
smithing a saw. The 
place was Philadelphia. 
The year, 1840. 

The blows of the 
smithing hammer on 
that saw, in the little 
shop, were the real 
start of America’s saw- 
making industry. 

For while Henry 
Disston thus’ smithed 
his first saw, America 
was being built with 
saws made abroad! 


The young saw maker 
worked on. Trying out 
steels in a furnace made 


with his own hands. 
Tempering and smith- 
ing blades. Setting, 
filing and testing saws. 

His saws, he resolved, 
must be better than the 


best. 

Here a_ carpenter, 
there a carpenter, tried 
the saws with the 
Disston name. They 
found 


—hang and balance they 
had never known in any 
tool; 

—temper that gave spring 
and life; 

—clearance that made work 


easier; 
—a cutting edge that held, 
They found a saw 


that worked with hand 
and arm: sawing 


Straight, cutting keen- 
ly without dragging, 
and with never a wob- 
ble. 

The news spread! 

And then came the 
day of the American- 
made saw — the day 
when Europe reached 
across the Atlantic for 
Disston Hand Saws. 


wos 


Henry Disston now 
made his own steel — 
Americas first crucible 
saw Steel. 

And Disston Saws of 
Disston Steel won the 
world! 

All the while—a great- 
er thing than working 





leading magazines. 





To Hardware Retailers and Hardware Salesmen 


Your customers are seeing this message in the 


You, too, will be interested inthis story. It will make 
new friends for *“The Saw Most Carpenters Use.”’ 


Henry Disston & Sons, Inc., Philadelphia, U.S.A. 








with metals, he worked 
with men: Making saw 
makers, passing on to 
them his skill, his ambi- 
tions, his tirelessness for 
excellence. 

The little shop be- 
came the largest saw 
works on_- earth—68 
buildings, 3600 crafts- 
men. 

Remember all _ this, 
when next you visit 
your hardware dealer s. 
Ask to see the Disston 
Hand Saw, ‘‘The Saw 
Most Carpenters Use.” 

Grasp the handle and 
try the balance. Note 
the taper and _ finish; 
the filing and set of the 
teeth, 

Then make that saw 
your own. Dont stop 
until you have drawn a 
line across a board and 
sent your Disston saw 
singing along that line 
—straight and true. 


Hardware dealers the world around sell Disston Saws, Tools and Files 


DISSTON 





160 HARDWARE AGE 





October 23, 1924 


Selling Silverware 


By Frank Mappes 


f 


answer is “Yes,” decidedly. 

folks went to the hardware store to buy the im- 
plements to eat with so now since it has become the 
habit to more generally use silver plated knives and 
forks instead of the cocobola, ebony, stag, bone and 
celluloid handled ones, the hardware man if he was 
alert, aggressive and abreast of the times added to his 
stock the more modern items. 

What goes for knives and forks also is true of tea, 
dessert, tablespoons, etc. Some people contend that 
silverware belongs to the jeweler and when they refer 
to sterling silver, I am willing to concede that, but 
plated silverware, particularly that known as flat ware, 
is the legitimate child of the hardware family, so there 
is no argument against the articles which so largely 
displaced the steel kind in daily use. 

The disinclination to carry hoilow silverware is 
probably to some extent justified because it is a hard 
line to take care of and keep in first class condition. 
The turnover is also comparatively small. In order 
to make a respectable showing, quite a large stock is 
necessary to do a reasonable amount of business. 

The flat ware on the other hand is a very satisfac- 
tory line to carry both in point of turnover and small 
investment necessary. The outstanding reasons some 
hardware stores do not get the results they should is 
the miserable way they display it and the abominable 
condition it is allowed to get into. Many stores have 
one or two floor cases devoted to silverware and if 
these were kept in good order, they would answer the 
purpose very well, but the goods usually present a 
higgledy-piggledy, hodge-podge of disorder so that 
anyone who has not fully concluded to purchase will 
be repelled rather than attracted. 

Manufacturers of flat silverware have trays which 
they gladly give to dealers on request. They have 
realized for a long time that the hardware store is 
the logical place for their goods. They have also 
sensed the need of better facilities to display the wares, 
so have made some headway along that line. 

The type of floor cases generally found in hardware 
stores does not, however, lend itself to taking care of 
the stock as well as displaying them. The jeweler has 
solved the problem of displaying this type of goods 
by using a floor case that is a compromise between 
the old type of counter show case and the later type 
commonly known as the silent salesman show case. 
The accompanying picture shows a type of case I 
designed for cutlery and silverware. You will notice 
that instead of being open at the base as the jeweler’s 
cases usually are, it has an inclosed base. The upper 
or glass part is 18 inches high ana the base 24 inches. 


i cnewer the hardware store carry silverware? The 


For generations, © 


This is designed to take care of the stock in the base 
while the upper part is used solely to arrange and dis- 
play the samples. When a customer desires to look at 
silverware, the clerk takes the sample plaques from 
the case and lays them on the top for inspection. 

These plaques are made of beaver board, compo 
board or similar material covered with velvet, plush or 
velveteen of the desired color; blue, black, purple and 
dark green are good colors to set off the samples. The 
samples in the case shown in the picture are mounted 
in the fan shape on these plaques to conserve space be- 
cause it was found that the wide spoons and servers 
would require less space that way—but I do not, as 
a rule, use that method if straight lines are possible. 

The method of tying them to the plaques is very 
simple. Use a \% inch drill bit to make the holes which 
should be as near the extreme ends of the article to 
be tied as is practicable to hold it firmly, then tie with 
braided fish line or some other heavy colored twine. 

Two plaques are used to show every item of each 
pattern. This helps often to interest the customer 
in other items of the same pattern. People usually 
start by buying knives, forks and spoons so with a 
little salesmanship you can often increase the sale 
considerable. 

Each sample is priced with the tag fixed next to 
the sample in the same manner and form as de- 
scribed in a previous article. This enables the cus- 
tomers to select what their pocket book will stand 
without the embarrassing need of asking the price 
of each. The selection being made from the sam- 
ples, a moment only is required to produce the de- 
sired article and quantity from the stock. 

Objection to carrying silverware is mainly because 
it tarnishes so easily and therefore requires care. 
The case should at all times remain closed, thus 
keeping out dust and moisture, two contributing 
causes. A 2-0z. cake of gum camphor in both sec- 
tions will prevent tarnishing to a great extent. 
Should the samples get tarnished, it is no difficult 
job to remove them from the plaques, place them in 
a solution of % lb. of baking soda, 1% lb. of salt in 
2 gal. of water in a heavily galvanized vessel. A 
little piece of zinc in the water will also help. The 
silverware should be left in this solution only mo- 
mentarily or long enough to remove the tarnish. 
Then rinse in pure water, wipe with a soft cloth and 
tie back on the plaque. A little dry lamp black 
rubbed gently over the surface of the silverware 
about once every month will keep the beautiful luster 
which comes from the factory. The only objection 
to the lamp black is that it dirties the velvet or like 
material. 








This article by Mr. Frank Mappes is one of a series on store arrangement, store management, 
merchandising, display, etc. Mr. Mappes, who has had wide experience in successful merchandising, 
will be glad to help you solve your individual problems if you will write him in care of HARDWARE AGE, 


Editorial Department. 








Reading matter continued on page 162 
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No. 150. Drop-forged 

throughout. Full pol- 

ished. Blade 2% in. 

al Overall length 
n. 


No. 152. Drop - forged 
throughout. Full pol- 
ished. Blade 2% in. 
long. Overall length 
8% in. 

e. SUS 0 te come No. 252 is the same No. 253 is the same 
except that it is half “7 except that it is half except that it is half 
polished. polished. polished. 


No. 153. Drop-forged 
throughout. Full pol- 
ished. Blade 1% in. 
long. Overall length 
8 in. 


























Stock Disston Hand Pruning Shears 
—and the whole pruning line 


i “ No. 1 Tree Pruner. For heavy work. 
Get more sales, quicken turn Hardwood handles, 20 inches long; cutting 


over, and increase your profits edges 3% inches long; 27/2 inches overall; 
with the Disston Pruning Line. double heavy steel ferrules. Weight 3% lbs. 
Disston Hand Pruning Shears No. 2 Vine Pruner. Same as No. 1 Tree 


Pruner excepting slightly lighter for smaller 
are new. Be the first to offer work. Weight 3 lbs. 
them to your trade. No. 3 Bull-Dog Pruner. Both jaws 


curved for cutting. Other details same as 


Only three styles instead of No.1 Tree Pruner. Weight 35 lbs. 


dozens. A simplified line that No. § Utility Pruner. Handy, well-bal- 
: anced shears for light pruning. engt 
keeps your stock investment overall, 16% inches; cutting edges, 3% inches 


down and speeds up selling. wo. Te 
Made, like all Disston Tools, No. 30 Hedge Shears. Notched blade; 


i ndards of the tang extendsthru handleand riveted on end: 
to the high sta da Fachished either full-polished blades with 
Disston Saw. bisck hasdwoed hendice oc bletk -Gaished 


Each handle and blade drop- blades with natural finished handles. Furn- 


; : f Di ished with 8, 9, or 10 inch blades as ordered, 
forged In one piece from ISS- No. 20 Hedge Shears. Same as No. 30 





ton-made steel. except that blades are not notched. 
Disston experts hardened and No. 101-A Hedge Shears. Same as No. 
" d “a 30 except tang extends only half way through 
tempered the cutting edges handle. 
they stay sharp. No. 100-A Hedge Shears. Same as No. 
Easy to grip—easy to work 101-A except without notches in blades. 
with Ladies Pattern Hedge Shears. Same de- 


sign as Disston regular hedge shears except- 


i ade light in weight for ladies’ d 

And = ee aks week of all kind. 64" blade. ‘ee 
tension evice pie ; —s" No. 1102 Border Shears. Black-finished 
They can adj ust tension iIn- ponte, 9 3 cut. Mi aes _ iaenen, SNe 
tently, it stays where put: Sa. CC 


No springs, but a patented No. 1103 Border Shears. Some as No. 

lock-nut that cannot slip. eee rs inches. 
eight 5 lbs. 

You get free with each half No. 1104 Border Shears. Same as No. 


i isplay Case 1102 except blades cut at right angles to 
dozen the Disston D pl y handles and fitted with two wheels,2 x % 
to set on your counter, and inches. Weight 5Y% lbs. 


make quick sales. No. 1105 Grass Shears. Trowel shank. 


Made from one piece of Disston Sreel. 


° > ° 
Order Disston Hand I runing Blades ground to cut evenly from point to 
Shears from your jobber. heel. 5inch blade, 1Finches overall or 7 inch 


blade, 15 inches overali, as ordered. 
nd select trom the Disston line the Pole Pruners. Extra heavy, solid steel 
ene t hedge shears and hook and cutting knife fastened to 1%" 


pruning shears square pole with 4%" ferrule. Made in 6, 8, 
that your trade 10 and 12 foot lengths, as ordered. 







want. Here are 


the popular HENRY DISSTON & SONS, Inc. 


numbers: Makers of ““The Saw Most Carpenters Use”’ 
Philadelphia, U.S. A. 
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Here is the Disston Display Case for 
toe . ; - your counter. It comes to you free 
ie N with each half dozen Disston Hand 
sT° ' * Pruning Shears. 
J Set it on your counter in a good place, 
display a pair of shears, and it wil! 
prove a good salesman for you. 


DISSTON 


Peta is SAWS TOOLS FILES 
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The dipping process is more satisfactory when 
the tarnish is very heavy. 

While on this subject, it may be well to mention 
here that a good plan to use to keep nickelware 
bright is to take a pair of cotton gloves, rub into 
them on the palms a little lamp black, then gently 
wipe the article, using both hands and placing the 
article thus treated back on the shelf. It is possible 
to go over every article on a shelf or in a show case 
in a few moments by using gloves on both hands. 
If hollow silverware is carried, this plan will sim- 
plify the work of taking care of it. 

Silverware can be without a strain on the imagina- 
tion considered a part of the cutlery department. 
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only the most commonly used items, such as knives, 
forks, spoons, sugar shells and butter knives are 
sufficient for any store. Small stores can do well 
with sets of twenty-six pieces and a few odd pieces 
if it seems unwise to stock more. 

The hardware store is rapidly being accepted by 
the public as the logical store in which to buy nice 
utility merchandise, so it is safe to conclude that 
items as useful and handsome as silverware have a 
right to a home there.. The dignity it lends to a 
store is a factor none can afford to overlook. Of 
course, the public goes to the jeweler or department 
store for this class of goods if no other store stocks 
them. 


¥ ts ‘ 
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This illustration gives some valuable suggestions for arrangement of cutlery department 


It is a line that sells readily to women who buy most 
of the items classed as cutlery and, as previously 
described, the flat ware can be shown exactly in the 
same manner. 

It goes without saying that the greatest sales 
period is the holiday season, yet as an all-year- 
around proposition it has no equal. What with 
birthdays, weddings, anniversaries and graduation 
gifts, the fact that it is in the utility gift class 
makes it a desirable line for the up-to-date hardware 
store. One of the pitfalls to guard against is the 
habit of carrying too many patterns. Three complete 
patterns in first quality goods and two patterns of 


The store that advertises and keeps the windows 
trimmed so that the community is aware of the 
fact that it has the merchandise is not going to suffer 
for want of trade. People go where they know they 
will find their wants. This is an appeal to those 
hardware men who have not previously carried sil- 
verware to seriously consider doing so and to those 
whose experience with it has not been satisfactory, 
to rejuvenate their stock and build up the display 
as herein described. It will be astonishing how the 
trade will be stimulated, the clerks selling it become 
enthusiastic and the customers pleased with the 
ease in which selections can be made. 








larly where a number of men are associated in an enterprise containing an element of financial 


AY ex is as vital a factor in business as in war. It still deals with a state of mind, particu- 
L 


danger. It has a tremendous bearing upon the success of retail merchandising.—Llew S. Soule. 








Reading matter continued on page 164 
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(Six styles from the complete line of Disston High Grade Cross-Cut Saws) 
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cae running, tour-cutter type. 


fast cutting. 


Disston’ Suwanee. 
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Disston Virginian. Same as the Suwanee, but with t wo cutting teeth to each raker tooth. 
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Similar to the Suwanee, but of medium width, 
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Disston Buzz. 
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Disston Zip. Similar to Virginian, but of medium width. 
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Disston Beaver. Four-cutter type,with narrow blade and “hollow” back. 
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Disston Kennebago. Two-cutter type, with narrow Mads and “hollow” back. 
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‘They stay sharp longer and they cut faster 





The men who use them know: 
Disston Cross-Cut Saws cut faster, easier, stay 
sharp longer, than any other saws that you can sell. 
Disston Steel! The finest, toughest, greatest 
steel ever used in a cross-cut saw! 
Disston Temper! That makes this 


saws made — the 
and 


highest grade cross-cut 
Suwanee, Virginian, Buzz, Zip, Beaver, 
Kennebago. 

Every one bears the Disston name — the 
name that insures easy selling for you - 
and lasting satisfaction to your cus- 





tomers. 

Sell more cross-cut saws this 
season. : 

Stock Disston ! 
Talk Disston ! 

There is a Disston saw for every 
need. 


steel hold its cutting edge. No chip- 
ping, no crumbling, never a_ soft 
tooth. Temper always uniform. 
Temper, hardness, toughness! The 
features that users demand in cross- 
cut saws. 
On this page you see six of the 





Display Disston ! 


Free to You 
**Disston Cross-Cut Saw 


Book”’—56 pages— 
will help you in your 
selling. Get it from 
our Dept. 1. 


HENRY DISSTON & SONS, Inc., Philadelphia, U.S. A. 


Makers of ‘‘The Saw Most Carpenters Use’’ 


SAWS TOOLS FILES 
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Scattered Meditations 


By Saunders Norvell 


VERY sales manager should seek constantly to 
iD enlarge the horizon of his ideas. We are living 
; in a wonderful age in which new ideas are com- 
ing to the front all the time. If you and I think today 
just as we thought in 1914, we are back numbers— 
moss backs—has-beens. 

It is interesting sometimes at a dinner party of 
bright, intelligent, up-to-date people to see some poor 
individual who stopped developing some ten or fifteen 
years ago trying to keep up his end of the conversa- 
tion. He is like a fish flopping around out of water. 
People discuss new ideas and developments of which 
he evidently has never heard. A man who does not 
keep up with the times naturally does not find it very 
pleasant to go out and mix with men who have kept 
up to the minute. He feels very much out of place. 
He would rather put on his slippers and stay at home 
where he will not have to work his poor old think- 
tank quite so hard. 

This line of thought reminds me of an article I read 
recently by one of our most modern thinkers. I be- 
lieve it was the philosopher, Santanyana.- I have 
forgotten his exact words but the gist of what he 
wrote was this: The man who goes home every night 
and stays there has been very much approved. He is 
pointed out as a model man. All the virtues of the 
home circle have been held up for our admiring gaze. 
There of course is no greater happiness, says San- 
tanyana, than in the home. We all admit that but, 
on the other hand, he continues, when the home fire- 
side is overdone, nothing is more deadening to intellec- 
tual progress. When a man is a failure in the outside 
world—when he can not keep up his end—what does 
he usually do? He carries his troubles home. He 
hides himself in his home. His poor wife and children 
are compelled to tell him how great a man he is. He 
receives from them the appreciation and the flattery 
that the keen competition of the world on the outside 
denies him. 

I had to smile when I read this philosophical bit by 
Santanyana. I wondered if it were true. I thought 
back over some of my friends and acquaintances who 
are great home people and I was forced to the convic- 
tion that a good many of these men who hug the fire- 
side have not developed mentally and intellectually 
like some others who, by fate and circumstance, have 
been thrown out into the rough and tumble battles 
of the world. 

I think it was Emerson who wrote a poem about 
the training of the wolf. Was this poem in his essay 
on self-reliance? Anyhow, as I remember it, he takes 
the independent, self-reliant wolf gaining his living 
by his fangs in the wild Northern altitude as an ex- 
ample of self-reliance and the survival of the fittest 
under hard conditions. How long would the fat, 
pampered lap dog of civilization last amid the 
Northern snows where this wolf digs out his living? 

Yes, I came to the conclusion that, after all, the ease 
and comfort of the home fireside may be a very danger- 
ous thing in the development of those qualities that 
are of the greatest value in the hard struggle for 
modern success. 


If a sales manager is simply content to handle the 
daily round of papers that come to his desk and then 
go home and toast his shins for an hour or two after 
dinner before he crawls into bed, I do not think he is 
going very far as a sales manager. There is not 
enough force draught thinking in this sort of life. A 
salesman should put in at least one-quarter of his time 
visiting customers. 

No one loves his fireside more than the writer of 
this article but now and then he foregoes his easy 
chair and his pleasant lamp to attend one of the meet- 
ings of The Sales Managers’ Club of New York. The 
last meeting of this circle that I attended was at The 
Advertising Club. These meetings are always stim- 
ulating to the intellect but sometimes the boys get just 
a little beyond me in their abstruse discussions of 
modern selling! 

At this last meeting a gentleman present discussed 
the selling of high priced goods. He had charts and 
maps showing the best markets for these goods in the 
United States. How do you suppose these charts were 
worked out? By the Income Tax returns of the United 
States! 

As I listened to this lecture I could not help but 
think of the saying I heard years ago where the old 
Hebrew admonished his son who was going out into 
the world in these words—“Jakie, if you wish to make 
money, go vere money is!” Here this professor of 
salesmanship was elucidating exactly the same idea! 

It seems that one of the best fields for the sale of 
high priced articles is not only in New York City but 
in New England, especially in the neighborhood of 
Hartford, Conn., while, on the other hand, it was 
intimated that a salesman might starve to death 
attempting to sell $100,000 pearl necklaces in the 
vicinity of Salina, Kan.! 

Another very interesting matter for meditation is 
the manner in which the governments of the various 
countries in the world are now working with sales 
managers to put over business deals. Take, for in- 
stance, the situation in Germany just at this time 
France, England and Belgium are in negotiation for 
trade treaties with her but, to quote a letter I have 
just read: 

“they promise to be more than trade treaties in the 
usual sense of the term. The proposed French 
treaty, in particular, contemplates the equivalent 
of a _ politico-economic alliance involving such 
integration of international industry as has not 
heretofore been attempted anywhere. There is 
clearly in sight at this time a series of industrial 
combinations, or groups, on the Continent. As one 
economist phrases it—‘We are entering the era of 
business giants.’ Even where the amalgamations 
are not rigid, there is noted a tendency of industries 
to move by groups.” 

Are our sales managers in this country studying 
these movements? One thing is certain and that is 
that our Government, and especially our Secretary 
Hoover, are alert to the things that are taking place 
on the other side. One defense measure he advocates 
is extension of the Webb-Pomerene Act to permit 
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New Yale Window Display 


IS NOW READY 


HE Quality and Attractiveness of 

this clean cut and dignified window 
display can be compared with that 
of the Yale Flashlights it so proudly 
displays. 


This window display stands 40 inches 
high and is 31 inches wide at the base. 
It is made of heavy re-inforced card- 
board. The entire surface of display is 


varnished to give added brilliancy and 
durability. 


REPRESENTATIVE assortment of 
Yale Flashlights is inserted in the 
grooves on either side. 


Write for further particulars as to 
how you can receive this display free 
of charge. 


YALE ELECTRIC CORPORATION 


CHICAGO 


BROOKLYN 


SAN FRANCISCO 
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combinations for the import trade, such combinations 
being now legalized only in export business. 

If a sales manager wishes to keep track, in a broad 
way, of the things that are happening in the business 
world, I strongly recommend the letters of The Whaley- 
Eaton Service, Munsey Building, Washington, D. C. 
The letters of this agency cover a multitude of sub- 
jects but they are always interesting and always full 
of food for reflection. 


From one of their recent letters I quote as follows: 
“The unwillingness of merchants to carry large 
stocks means that seasonal buying is of less im- 
portance than formerly. It also means that less 
credit is required in the turnover. In other words, 
efficient transportation has so modified the necessity 
for ‘trade preparedness’ that old barometers, such 
as the credit figures, may not now be accurate meas- 
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true picture of movement. An outstanding fact is 

that it would not take much buying by the public to 

sweep the shelves of the country clean, and an 
increase in demand would very promptly be felt at 
the primary producing plants.” 

The Whaley-Eaton Service conclude their letter of 
Oct. 4, 1924, with this paragraph which, in the light 
of the recent victory of the Senators, certainly appears 
to be prophetic. If their other prognostications are as 
successful, their views on all kinds of subjects, in- 
cluding selling, must be worthy of very thoughtful 
consideration. Here is the quotation: 

“It is difficult in a baseball-mad community to obtain 

intelligent comment on any subject other than the 

World’s Championship! We are not making a pre- 

diction, but most people in town think that the 

‘Coolidge Luck’ will prove too much for the Giants.” 


ures of trade activity, whereas car loadings give a 
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Better Selling Methods Imperative, 
McKinney Tells Convention 


ONSTANT, scientific effort toward 
better selling methods is neces- 
sary to effect further economies 

in distribution, J. P. McKinney, Jdr., 
McKinney Mfg. Co., Pittsburgh, Pa., 
told the joint session, Oct. 15, at Atlan- 
tic City, N. J. Mr. McKinney’s talk in 
part follows: 

“One authority states that, while the 
main emphasis during the past twenty 
years seems to have been toward lower- 
ing the cost of production, that in his 
opinion the main emphasis during 
the next twenty years will be toward 
lowering the cost of distribution. 
That what had been accomplished in 
the field of production by the intro- 
duction of scientific methods and the 
advent of the trained production en- 
gineer would be duplicated in the field 
of distribution by the introduction of 
scientific sales methods and_ the 
trained sales engineer. 

“He goes on to say, further, that with 
few exceptions the reduction in costs of 
production has not been due to radical 
changes but rather to a constant better- 
ment of methods, such as better meth- 
ods of handling material, scientific 
routing and more automatic machinery, 
and that the same would be true in the 
field of distribution. 

“This is to me the thing that em- 
phasis should be placed on and we 
should always keep it before us—that 
radical changes in methods are not nec- 
essary to accomplish reduction in costs, 
but improvement in methods. 

“From time to time new types of 
distribution are developed that take 
care of certain phases of the problem. 
Among rather recent types I would 
list 

Mail order houses 
Chain stores 
Five and ten cent stores 
Various cooperative plans. 

“Apparently some of these methods 


have a legitimate place in the scheme 
of distribution, as is evidenced by their 
growth and stability. For some time 
it was felt that the success of any one 
of the above methods meant the elimi- 
nation of the jobber, but it has not 
worked out that way. Along with the 
growth of these additional methods of 
distribution, I think there has been a 
like growth in the jobbing trade. Per- 
sonally I think that the position of the 
jobber is fundamentally sound. When 
it is taken into consideration that there 
are approximately 53,000 retail hard- 
ware merchants in the United States 
and about 34,000 of these are located 
in communities of 5000 or less, that 
the jobber is a necessity; and that gen- 
eral distribution cannot be obtained ec- 
onomically except through the present 
channels of distribution, manufacturer 
to jobber to retailer. If this is true, 
the answer to high costs must be better 
selling methods’ through the present 
channels. 

“In order to improve selling methods, 
I believe it is necessary to work toward 

1. Better trained sales forces 
2. Concentration of sales efforts 
3. Specialization of salesmen 
4. Reduction in handling costs. 

“By better trained sales forces, I 
mean the building up of sales forces 
composed of salesmen better informed 
on the lines handled, and with a better 
knowledge of the fundamentals of re- 
tailing. 

“The concentration of the jobber’s 
efforts to his natural territory is almost 
necessary if lower costs of distribution 
are to be obtained. There are also cer- 
tain economic changes which will grad- 
ually force this concentration of effort. 
Among these are: 

1. Better methods of transporta- 

tion. Motor truck delivery, which 
is ravidly increasing as_ im- 
proved roads are extended, gives 


the local jobber a tremendous ad- 
vantage in serving his customer. 

2.The realization of the value of 
turnover by the retail merchant. 
This is being constantly brought 
to the attention of the retailer 
by his associations and trade 
papers. 

“These developments must mean that 
from year to year it will become in- 
creasingly difficult for the jobber to 
obtain business from far distant points 
and that, therefore, it is to his interests 
to concentrate on the territory he can 
serve best and in which he can build up 
permanent accounts. 

“My observation has been that in a 
good many cases jobbers have their best 
salesmen in territories far outside their 
natural zone of distribution. At the 
same time in their immediate locality 
they are letting more business go to 
other distributors than the crack sales- 
men can possibly send in from the out- 
side territory. A careful check by each 
jobber as to where the business is going 
in his immediate territory would, I 
believe, result in some radical changes. 

“Concentration on smaller territories 
will require more intensive sales effort 
to keep the volume of business from 
falling off. The jobber today carries a 
vast number of items of all kinds. 
Many of these items require detailed 
knowledge to effect sales, such as elec- 
trical equipment, radin, builders’ hard- 
ware, and tools. It is admitted that 
salesmen, however competent, cannot 
have a detailed knowledge of all these 
items. My thought is the possibility of 
splitting the jobbers’ lines among var- 
ious salesmen calling on the same trade. 
I believe that the increased business a 
man could do on a smaller number of 
items, due to more detailed knowledge 
and more time to sell the lines handled, 
would be the answer to larger sales 
from smaller territories. 
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‘* Successful year with 


Gold-Seal Congoleum”’ 


Read the letter at the right, from Peter 
E.. Nelson of the big hardware store in 
Cooperstown, N. D., and you'll see what 
Congoleum did for one hardware man! 

A gigantic nation-wide advertising cam- 
paign and real merit have made Gold- 
Seal Congoleum Rugs the most popular 
and easiest selling floor-covering. Six 





turnovers a year is an average record for 
Congoleum. Think of it! Six fat profits a 
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. . Sure ong TY s uc 
year on a line that is easy to sell and of the ledgd me sit dtu! year ,; 
; erin 1923 €ping on ther ofits hare 
always creates satisfied customers. It’s a right sid 





logical hardware line, and can be dis- 
played in less than six square feet. 





Write to our Hardware Division Head- 
quarters at Philadelphia for information 
on Gold-Seal Congoleum products, and 
how to get your share of the profits. For 
your Congoleum stock, order from the 


jobbers listed below. They carry a com- If you don’t deal through any of the jobbers listed below, 
: d k : write to the Hardware Division, Congoleum Company, 
plete line and make prompt shipments. Inc., Morris Building, Philadelphia, Pa. 


Order Gold-Seal Congoleum from these Jobbers 
EASTERN JOBBERS Marshall-Wells Co... . . . Duluth, Minn. 





Ballou, Johnson & Michels Co. . Providence, R. I. Miller-Jackson Co. . . Oklahoma City, Okla. 
Saclay Gesdoue Co , Beier, @,. Va. Morley-Murphy Hardware Co. . . Green Bay, Wis. 
Bigelow & Dowse Co. . . .«. ~- .. Boston, Mass. Northern Hardware & Supply Co. Menominee, Mich. 
Bigelow & Dowse Co. . Springfield, Mass. J. Pritzlaff Hardware Co. : 3 Milwaukee, Wis. 
W. A. Case & Son Mfg. Company , Buffalo, N Saginaw Hardware Co. . . Saginaw, Mich. 
Ww. A. Case & Son Mfg. Company Jamestown, N. Y. Standart Bros. Hardware Corp. - « eae. Mich. 
W. A. Case & Son Mfg. Company besos ¥ Falls. N. Y. Stratton, Terstegge Company . ._ Louisville, Ky. 
Hall & Knight Hardware Co. Lewiston, Me. Townley Metal & Hardware Co. Kansas City, Mo. 
. Hodges & Brother ........ New Haven, Conn. Van Camp Hardware Co... . Indianapolis, Ind. 
F. P. "May Hardware Co.. . . Washington, D. C. Wm. Volker & Company . . . Kansas City, Mo. 
Persinger Hardware Co.. ... Diba om W. Va. Weiss-Muessel Co. - .« + South Bend, _ 
Potter-Hay Company ‘ F j ‘ Bellefonte, Pa. Woodward Hardware Co. ° . : . . Cairo, Ill. 
Rice & Miller . ° ° ° . . . ° Bangor, Me. WESTERN JOBBERS 
Swank Hardware Co... . . . =. Johnstown, Pa. 
Talbot, Brooks & Ayer. .. . . . Portland, Me. Arizona Hardware 7 aa - « « Phoenix, Ariz. 
John B. Varick Co. . . . . Manchester, N. H. Fargo Glass & Paint Co. . « .»« Fargo, N. D. 
Marshall-Wells Co. . . . . . Spokane, Wash. 
CENTRAL JOBBERS on a ae ing i ee Se ae Arent age Pee 
. Bin ae ae . « Cleveland, Ohio Schram are, Inc. . ; ; eattle, Wash. 
Buhl Sens Co. . . Detroit, Mich. Strevel-Patterson Hwe. Co. . Salt Lake City, Utah 
Belknap Hardware & Mfe. Ge cas Louisville, Ky. Wm. Volker & Company . ..._ Los Angeles, Cal. 
Blish, Mize & Silliman Hdwe. Co. . Atchison, Kan. Wm. Volker & Company . . San Francisco, Cal. 
Boetticher & Kellogg Co. ° Fe peony Oo Wm. Volker & Company . ....._ Seattle, Wash. 
Edwards & Chamberlain Tig IN alamazoo, ch. | 
’ Excelsior Stove & Mfg. Co. . .-. . Quincy, IIl. SOUTHERN JOBBERS 
Farwell, Ozmun, Kirk & Co. . . ._ St. Paul, Minn. Momsen-Dunnegan-Ryan Co. . . El Paso, Texas 
Fones Bros. Hardware Co.. . . Little Rock, Ark. Morrow-Thomas Hardware an . . Amarillo, Texas 
Wm. Frankfurth Hardware Co... Milwaukee, Wis. Nash Hardware Co. ... . Fort Worth, Texas 
Harper & McIntire Co... . Ottumwa, Ia. Richmond Hardware Co. . . ». Richmond, Va. 
Harper & McIntire Co. . Cedar Rapids, Ia. Sullivan-Markley Reréware Co. . Greenville, S. C. 
Hibbard, Spencer, Bartlett & Co. . . Chicago, Ill. Tampa Hardware Co. . ae ee ampa, Fla. 
Janney, Semple, Hill & Co. . Minneapolis, Minn. Wm. Volker & Company.. . . . Houston, Texas 
Lambert-Grisham Hardware ‘Co. . Henderson, Ky. Wm. Volker & Company . . . . Dallas, Texas 
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Profits and Prestige via the County Fair 


HE county fair season is on! The farmers are 
brushing up their store suits. Their wives are 
counting over the egg money. The children are 
on their toes ready for the visit to the county fair. 
The town folks are just as anxious for the opening 


ceremony, and the fair will be crowded from start to 


finish. 

George Walz of the Walz Hardware Co., Saginaw, 
Mich., never misses a Saginaw County Fair. You 
will find his booth or booths in a fairly prominent 
location, with a varied stock display arranged to 
attract interest and business. Aside from the actual 
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sales made during the fair Mr. Walz has found his 
participation in the county exhibit has classified him 
as a merchant interested in his county. It also has 
given him his best opportunity of explaining to 
entire families the merits of his combination gas and 
coal cook ranges. 

The county fair brings more stove and range pros- 
pects in a few days than could be brought in any 
other way in much longer time. Electric washers, 
paints and toys also come in for attention. People 
are in a buying mood and feel flattered to be chosen 
as prospects for modern equipment. 
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EXPLANATORY NOTE OF PRICES 


Items 1, 2, 3, 4, 5 and 6 represent Dollars per gross ton 
(2240 lIbs.). 

Items 7, 8, 9, 10, 11, 12, 138, 14, 15, 16, 17, 18, 19 and 20 repre- 
sent Dollars per hundred pounds. 

Item 21, represents discounts from Price List which would 
have to be consulted. 


For Example: ‘ 
Ist item, Pig Iron, Basic—Valley, $16.75 per gross ton 
(2240 lbs.). T 


2nd item, Foundry Pig Iron, No. 2—Chicago, $11.00 per 
gross ton (2240 lbs.). 

7th item, Common Iron Bars, Pittsburgh, 95/100 of a nN 
Dollar (equals 95c.) per 100 lbs. 

9th item, Tank Plates, Pittsburgh, $1.00 per 100 lbs., etc. 











OMMENTS:—Except where otherwise stated, the figures b 
the highest or lowest prices ruling at any particular dates. 
supersedes previous issues. 

Attention is particularly called to the long price movement 
steadily until July, 1917, to points that probably will never be sur] 
ber, 1917, prices were agreed with or fixed by the Government ona 
market continued until the signing of the Armistice. Then there 
easing off until late 1919, when the market began advancing agair 
1920. This was the turning point of the greatest market movement « 
the Post-War deflation culminating early in 1922. The market cycl 
ing the period of 1922 coal strike, followed by recession after th 
sumed in January, 1923, culminating in April, 1923, and followed b 








Item Price Dec. | Nov. | Sept. | Sept.5| Oct. 2 | Oct. 1 | Oct. 1 | Nov. 1 |L 
No. Material Based, 1897 1898 1899 1900 1902 1903 1904 1905 
F.O.B 
1 ee BOM, TAGES. . occ ecvcess Valley 16.75 





2 Foundry Pig Iron, No. 2... Chicago 11.00 | 11.00 | 21.00 | 15.50 | 23.00 | 15.75 | 13.50 | 17.75 





3 Bessemer Pig Iron..... Pittsburgh 10.00 | 10.40 | 23.75 | 14.00 | 21.75 | 16.35 | 12.85 | 16.85 





4 Steel Billets Bessemer. Pittsburgh 14.90 | 15.25 | 38.00 | 17.50 | 29.00 | 27.00 | 19.50 | 26.00 

















5 + s8nsevewed Pittsburgh 22.00 | 20.25 33.00 | 35.50 | 34.00 | 26.00 | 32.00 

6 Heavy Steel Scrap....... Chicago 7.75 7.25 | 15.50 9.00 | 18.50 | 13.00 | 10.00 | 14.50 : 
7 Common Iron Bars. ... . Pittsburgh .95 95 1.95 1.30 1.80 1.50 1.30 1.80 ‘ 
8 Merchant Steel Bars. .. Pittsburgh | 95 .95 2.50 1.10 1.60 1.60 1.30 1.50 | 
9 Tank Plates........... Pittsburgh 1.00 1.124, 2.75 1.10 1.75 1.60 1.40 1.75 | 





10 Structural Material... .. Pittsburgh 1.05 1.15 2.25 1.45 1.85 1.60 1.40 1.70 





11 Steel Sheets, No.28 Black Pittsburgh 2.05 1.80 3.25 3.00 2.65 2.55 2.00 2.15 





12 Steel Sheets, No. 28 Galv. Pittsburgh 3.10 3.20 





13 Barb Wire—Galv...... Pittsburgh 1.60 1.65 3.25 2.80 2.50 2.60 2.05 2.25 





14 Wire Nails—Standard. . Pittsburgh 1.20 1.25 2.65 2.20 1.90 2.00 1.60 1.80 




















15 eee Pittsburgh 2.40 1.95 2.05 2.15 1.60 1.65 

16 Copper, Ingot.......... New York 10.75 | 12.80 | 18.50 | 16.75 | 11.55 | 13.50 | 12.75 | 16.62} ' 

17 Spelter—Zinc........... St. Louis 3.774, 5.25 | 5.35 | 4.023) 5.25 5.65 5.00 6.10 7 

18 Oe eee St. Louis 3.574, 3.55 | 4.50 | 4.324) 4.10 | 440 | 4.20 5.25 
19 Tin—Pigs............. New York | 13.70 | 18.40 | 32.00 | 30.75 | 25.00 | 25.90 | 27.86 | 32.60 ? 
20° eee Pittsburgh 3.10 2.85 4.65 4.65 4.00 3.80 3.30 3.45 ; 





-_— ——— _— 


21 Steel Pipe.. .........Pittsburgh 70% | 67% | 75% | 784% | 79% 









































For the sake of quick comparison, we have added two columns to the chart, one column indicating the lowest prices 





Table of current market values from December, 1897, to September 


metal materials entering into the manufacture of a great variet 
Compiled by OLIVER BROTHERS, INC., New Yo 


res below show the monthly averages, not 
dates. This chart brings up to date, and 


nent starting in April, 1915, advancing 
e surpassed in this generation. In Novem- 
ton a majority of these items. The strong 
there was a “marking time” or gradual 
again by leaps and bounds until July, 
1ent of modern times, and was followed by 
cycle showed an upward movement dur- 
ar the strike; the upward movement re- 
ved by another period of recession. 
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DITOR’S NOTE:—We again submit the revised TABLE OF MAR 

by Oliver Brothers, Inc., of New York and Pittsburgh, who are recog 
reliable sources of price information in America. 
additional copies of the previous issues of this Chart, which is an indication of 
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239 West 39th Street, New York City 


of the information herein contained. 


We believe that the work involved in compilation and the value of the inf 


justify this Table being made a permanent record of your office. 


We again express to Oliver Brothers, Inc., our appreciation of their co 
Chart, and which we recognize as a service rendered the trade by their organ 


Requests have come from 




































































































































































































































v.1|Dec. 22) July | July | Mar. | Jan. | Jan. | Jan.1| Jan. | Aug. | April | June | March “fey Governmest! way (Mar. 21] Dec. | April | Se 
05 | 1906 | 1907 | 1908 | 1909 | 1910 | 1911 | 1912 | 1913 | 1914 | 1915 | 1915 | 1917 | joym | Novtgiz | 1918 Ry 2 1919 | 1920 | 19 
*Note 

75 | 23.00 | 22.00 | 14.50 14.95 | 16.88 | 13.30 | 12.37 | 16.45 | 13.00 | 12.50 | 12.75 | 32.00 [iMsh 3800) 33.00 | 32.00 | 25.75 | 34.30 | 42.17 | 48 
75 | 28.50 | 24.50 | 17.50 | 16.50 | 19.00 | 15.50 | 14.00 | 18.48 | 14.44 | 13.50 | 13.50 | 35.65 ayttish & | 33.50 | 33.50 | 27.25 | 37.30 | 43.50 “46 
3s | 23.85 | 22.90 | 16.90 | 16.40 | 19.90 | 15.90 | 15.15 | 1815 | 14.90 | 14.55 | 14.70 | 37.65 High 56.95) 37.25 | 36.15 | 27.95 | 35.30 | 43.50 | 50 
00 29.50 | 34.00 | 27.00 | 25.00 | 27.00 | 23.00 | 19.50 | 28.40 | 20.17 | 19.50 | 20.00 | 70.00 Anttithse og lemallersiioo| svoo | 38:50 | 38.50t} 60.00 | 60 
00 | 39.00 | 36.50 | 33.00 | 33.00 | 33.00 | 27.7 | 24.50 | 30.00 | 25.25 | 25.00 | 25.00 | 80.00 atligh & || 57.00 | 57.00 | 52.00 | 52.00t] 359 | 3s 
50 | 17.50 | 15.50 | 11.50 | 12.50 | 16.50 | 12.20 | 10.50 | 1275 | 9.75 | 915 | 9.75 | 24.25 35.50 | 28.50 | 28.75 | 16.05 | 21.55 | 23.75 | 24. 
80 1.80 | 1.70 | 1.40 | 1.40] 1.70 | 1.40] 1.25 1.65 1.25 1.20 1.20 3.60 jMigh 825) 3.50 | 3.50 | 2.35 | 3.45 | 4.05 

so | 1.60] 1.60] 140] 120| 148] 140| 115| 140] 118 | 1.20 | 1.20 | 3.25 avtiishet | 2.90 | 2.90} 2.35 | 2.351] $35 

7s | 1.70| 1.70] 160] 130| 155] 140| 118| 1.50| 118 | 1.20 | 11s | 4.35 High 10.00) 3.25 | 3.25 | 2.65 | 2.65t| 343 

70| 1.70] 1.70| 1.60] 130] 185 | 140] 125] 150) 118 | 120] 1.20 | 3.0 ayllith & | = 3.00 | 3.00 | 245 | 2.454] 333 . 
is| 250| 250| 240| 225| 235| 245| 190] 232| 188 | 180 | 1.76 | 4.90 — s.00 | 5.00 | 4.35 4.38¢] fe | Sa 
20 3.60 | 3.75 | 3.55] 3.25 | 3.50 | 3.20 | 2.90 | 3.47 | 2.87 3.40 [arth 558] 67.00 lat” fies] 6.25 | 6.25] 5.70] 5.70¢| 578 b 
23 | 245 | 245 | 2.40 2.40 | 215 | 2.00] 185] 215] 195 | 215 | 2.35 | 405 |, teh.) 4.00 | 4.35 410 | 4.10 | $39 4 
so | 2.00{ 200| 1.95| 195] 185] 1.70] 1.55| 1.75] 155 | 1.55 | 1.55 ‘Sas Ee ae, «98-80 | 3.90) 328) 3.284) 32 .- 
65 | 2.05 |. 2.05| 1.75 | 1.80 1.80 | 1.60 | 1.50] 1.70 | 1.55 1.55 1.55 | 3.50 |, Hish& | 4.35 | 4.00 | 425] 5.70] 685] 6.8 
62 23.00 | 21.00 | 12.874] 13.00 | 13.93 | 12.70 | 14.25 | 16.90 | 12.68 | 17.10 | 19.71, | 35.75 | 28.90 | 23.50 | 23.50 | 15.01 | 18.48 | 18.54 | 18.0 
10! 655| s8o| 435| 4.65| 600| s3s| 610] 7.05 | 5.45 | 11.25 Rich 27-00) 10.65 | 8.65 7.95 | 7.14 | 6.20] 8.39 | 8.25 | 7.7 
2s | 615 | 5.00| 4.40 3.823] 4.60 | 4.35 | 4.45] 4.20| 3.74 | 4.11 | 5.76 | 9.53 | 10.65 6.25 | 6.70 | 5.00} 6.89 | 8.70 | 82 
50 | 42.70 | 40.25 | 27.20 | 28.65 | 32.74 | 41.40 | 44.50 | 50.45 |Htigh 65.00) 47.08 | 40.37 | 54.36 | 62.60 | Nominal | ith | 67.00 | 54.81 | 62.20 | 44.6 
5 3.90 | 3.90 | 3.70] 3.45] 3.60] 3.60 | 340] 3.60] 3.50 | 3.20 | 3.10 | 800 | ‘32 7.75 | 7.75 | 7.00 | 7.00] 7-0 y= 
% 75% | 72% | 74% | 79% | 78% | 80% | 81% | 80% | 80% | 80% | 79% | 60% | 42% | 51% | 51% | 874% S74%t| he | Shh 
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prices since 1897 on each individual item, the second column showing the highest prices on the same items, 
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teel, wire and 


supply lines 


‘ices under the heading “March 21, 1919”, and those marked by dagger (7+), represent 
:1 Corporation’s prices (to which they adhered strictly) and which customarily are fol- 
Independent mills. From Jan. 1920 to Jan. 1921, in some instances, two sets of prices 


| the chart because of the two markets prevailing on certain steel items. 


In such 


upper price in each individual box indicates the one adopted by the U. S. Steel Cor- 
the lower price indicates figures that were secured in the open market. 
caused by the Steel Corporation maintaining the prices suggested in Washington in 
while the outside market was regulated to a considerable extent by the law of Supply 
This dual price market ceased to exist in November and December, 1920, as demand 
but was renewed spasmodically in 1921 when the so-called Independents cut under the 
prices, but in every instance the Leading Interest was quick to follow a reduction when 
‘ances that the reduction was bona fide. 


These two 

































































































































































































































































Sept. | Nov. | Dec. | Jan. | Mar. | Apr. May | Sept. | ‘ewest om Sept. Price Item 
1922 | 1922 | 1922 | 1923 | 1923 1923 | 1923 | 1923 | 4897 | 1897 1924 Material Based No. 
F.O.B 
‘ 31.12 | 28.68 | 24.90 | 25.51 | 29.32 | 31.00 29.46 24.66 -~—'Y . 20.76 Pig Iron, Basic............ Valley 1 
34] 32.933) 30.94 | 28.41 | 29.32 | 31.39 | 32.61 | 32.61 | 27.11 -? —S 91.11 Foundry Pig Iron, No. 2.... Chicago 2 
* 35.32 | 33.40 | 29.95 | 29.27 | 31.79 | 32.77 | 32.10 | 28.263 ~~ i 92.01 Bessemer Pig Iron... .. Pittsburgh 3 
) 39.55 | 37.90 | 36.65 | 37.64 | 43.92 | 46.71 | 45.05 | 42.60 | Dec. 1897) July, 017 "37.00 | Steel Billets: Bessemer. Pittsburgh 4 
| 45.69 | 46.68 | 46.25 | 47.84 | 60.00 | 50.00 | 50.00 | 51.00 a 46.00 Ps ot sn caces Pittsburgh 5 
| 17.39 | 17.81 | 17.44 | 19.23 | 23.32 | 22.38 | 20.58 | 17.80 - ao 16.65 Heavy Steel Scrap....... Chicago 6 
| 283] 2.433) 2.473) 262 | 2.75 | 2.854} 2.89 | 2.973) Dec.,1897) July, 1017) 2.66 | Common Iron Bars. ... . Pittsburgh 7 
: 2.08 | 2.01} 2.00} 2.02 | 238 | 2.674] 2.43 | 2.40 | Dec.,1897) July, 1917 2.10 Merchant Steel Bars. . . . Pittsburgh 8 
| 221] 2.01] 200| 2.04] 245 | 260] 2.55 | 2.60 Deco | 1600 | 2-90 | Tank Plates........... Pittsburgh 9 
' 2.123} 2.01 | 2.00 | 2.04 | 233 | 2.473] 2.60 | 2.60 | Dec, i807) July, tot 2.00 | Structural Material... .Pittsburgh | 10 
f 3.61 | 3.41 |] 3.35] 3.36 | 3.65 | 3.98 | 3.90 | 3.86 |May,1915) July, 1917 3.50. Steel Sheets, No.28Black Pittsburgh 11 
} 4.51 | 445 | 4.36 | 4.35 | 4.88 | 5.323) 5.25 | 5.00 | July,1914) July, 17) 4.60 | SteelSheets, No.28Galv. Pittsburgh 12 
3.21 | 3.35 | 3.35 | 3.43 | 3.58 | 3.80} 3.85 | 3.80 |Dec,1897) July, 1017) 3.49 | Barb Wire—Galv...... Pittsburgh | 13 
‘| 265! 270] 270] 274] 288 3.003] 3.05 | 3.00 | Dee:,1897/ Jan, 1820) 2.75 | Wire Nails—Standard. . Pittsburgh 4 
d 2.90 3.00 3.00 3.00 3.16 3.25 3.25 3.25 -< y -—_ 9.90 I Ss wo inenwons Pittsburgh 15 
‘| 14.21 | 14.07 | 14.46 | 14.92 | 17.26 | 17.16 | 16.16 | 13.87! Dec 1907 Mar. 1917/ 13.08 | Copper, Ingot.......... New York | 16 
| 689] 714] 713| 695 | 7.86) 7.35| 672 | 6.41 Dec. 1007 June 1915, 6.64 | Spelter—Zinc........... St. Louis | 17 
| 589| 685 | 698| 7.60] 833| 806) 7.14] 6.71 Oct, 1914) June, 1917; 8.00 | Lead—Pigs............. St.Louis | 18 
32.44 | 36.78 | 37.70 | 39.18 | 48.56 | 45.93 | 43.23 | 41.60 |Pec,1897/ May IIs) 49.12 | Tin—Pigs............. New York | 19 
| 475] 475| 475 | 475| 516 | 5.74 | 5.71 6.62 }| Nov, 1898) July, 3917/ 6.50 | Tin Plate............. Pittsburgh | 20 
68% | 66% | 66% | 66% | 64% | 63% | 62% | 62% Din ” — 62% | Steel Pipe............. Pittsburgh 21 
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China—the opening wedge! 


The four patterns shown 
above are from our stock of 
china. Reading from left to 
right, these patterns are: 


The Meriden 

The Cromwell 
The Bancroft 
The Pelham 


We also have a number of 
new and distinctive patterns 
in American and English 
Porcelain, Japanese, Bava- 
rian and French China that 
are receiving the approval 
of discriminating buyers. 


ACH season finds more and more good hard- 

ware merchants featuring china—and making it 
pay big dividends . . . It is more than merely a new 
item of merchandise in your stock—a great deal 
more. China is the opening wedge to a new and 
profitable market. 


Feature china and you will find a new class of buyers 
coming into your store—buyers with a new view- 
point and with wants running the gamut from silver- 
plate to glassware and lamps. 


Are you selling china? With Fisher-Bruce Service 
it does not take a whole lot of money or a whole 
lot of space to operate a profitable department. We 
do the warehousing for you. 


We can offer you the exclusive selling rights on 
some very fine new patterns in imported and do- 
mestic china and porcelain. Write us for details. 


FISHER, BRUCE @& CO. 


Importers and Wholesalers 


Sales Office: 219-221 Market Street, Philadelphia 
Warehouses: 225 Church Street; 210-212 Filbert Street 
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Will the Government Prosecute the 
House Furnishings Industries? 


Charges of Anti-Trust Law Violations Attract Attention at 
W ashington—Commission Alleges Old Court 


WASHINGTON, Oct. 20. 

\ \ JILL the Federal Trade Com- 

mission be able to make good 

its wholesale charges of viola- 
tion of the anti-trust laws alleged 
against the manufacturers of vacuum 
cleaners, washing machines, aluminum 
kitchen utensils and other aluminum 
wares in the sensational report for- 
warded to the Senate a few days ago? 
And if the Commission has the proofs 
necessary to substantiate its allega- 
tions will the Attorney General deem it 
his duty to begin appropriate proceed- 
ings? 

These questions are being asked in 
official quarters but there seems to be 
little likelihood that they will be 
answered before the elections. As a 
matter of official procedure this is not 
to be marvelled at because, although 
the Commission’s report has been sent 
to the Senate, that body can hardly be 
said to have received it, being in recess, 
and therefore unable to initiate action 
in the premises. 


Will Give the Senate a Chance 


The most experienced observers here 
are of the opinion that the Department 
of Justice will take no steps in the 
matter until the Senate has had an 
opportunity to go over the voluminous 
report and possibly to determine wheth- 
er a call should be made upon the 
Attorney General for information as to 
whether the Commission’s charges are 
sufficiently well-founded to justify suits 
under the anti-trust law. It is the 
general expectation that with the 
mania for investigation which has 
obsessed the Senate during the present 
Congress an effort will be made to 
force a special inquiry into this matter 
should the Department of Justice fail 
to act with reasonable promptness. 

Of course there is the possibility 
that when the elections are over and 
no more political advantage is to be 
secured, most of the pending investiga- 
tions will bg dropped and few, if any, 
new ones started but it is difficult to 
see how these grave charges can be 
ignored. They are calculated to make 
the venerable John Sherman turn in 
his grave. 


Very Comprehensive Allegations 


The outstanding features of the re- 
“the control exercised by 


port are 


Decrees Ignored 


By M. L. Crounse 


patent pools among manufacturers of 
washing machines, the shutting out of 
new competition in the vacuum cleaner 
industry, the questionable competitive 
tactics of the leading manufacturer of 
aluminum cooking utensils, which is 
affiliated with the Aluminum Co. of 
America, the monopolistic position of 
the latter company, which has ap- 
parently engaged in various practices 
forbidden by a judicial decree under 
the Sherman Act, the efforts of trade 
associations in the ‘refrigerator and 
broom industries to enhance the prices 
of their products, and the competitive 
methods of retail dealers in kitchen 
utensils and domestic appliances.” The 
allegations against the retailers are 
negligible and are not likely to receive 
serious consideration. 

In discussing the charges against 
the producers of vacuum cleaners the 
Commission in a synopsis of its official 
report to the Senate says: 

“The Vacuum Cleaner Manufactur- 
ers’ Association, which was organized 
in 1919, was composed exclusively of 
licensees under the basic vacuum 
cleaner patent. Under the license 
agreement between the patent owners 
and the vacuum cleaner manufacturers, 
new licenses could not be granted with- 
out the consent of three-quarters of 
the existing licensees. : 

“The purpose of this contract was to 
keep everybody else out of the busi- 
ness. On the expiration of this basic 
patent in March, 1924, a plan was 
formulated to pool the patents on 
vacuum cleaners owned by the former 
licensees. 

“According to the information ob- 
tained, however, this plan was not 
completed, on account of legal advice 
against it as a violation of law. At 
present the activities of the association 
are said to be confined to keeping the 
business clean and preventing mis- 
representation.” 


Patent Pooling 


In the washing machine industry the 
inquiry disclosed what the Commission 
calls “a very complete and compre- 
hensive system of patent pooling.” In 
1917 four washing machine companies, 
controlling 8 patents and one applica- 
tion, entered into a trust agreement 
creating the Maytag syndicate to hold 
these patents. 


Reading matter continued on page 172 


In the following year a group of 25 
manufacturers organized the National 
Household Devices Co. to defend in- 
fringement suits. This company ac- 
quired five washing machine patents. 

In 1921 an agreement was reached 
by these two groups under which the 
patents of both were pooled. This 
contract runs until the latest patent 
expires, which will be in 1937. The 
members of this pool and its licensees 
produce a large proportion of the wash- 
ing machines made in this country. 

The evidence shows also that a num- 
ber of manufacturers have been coerced 
into taking out licenses from the fore- 
going organizations by threats of suits 
for infringement either against them 
or against their customers, or both. In 
certain instances it does not appear 
that these threats were made in good 
faith. In the case of the Maytag syn- 
dicate, no information was found, ex- 
cept in one instance, indicating that 
any suits had ever been instituted. 


Competitive Practices in Aluminum 


Industry 


Concerning competitive practices: in 
the aluminum ware industry the Com- 
mission’s report makes the most serious 
charges contained in the document. It 
says in part: 

“The Aluminum Goods Manufactur- 
ing Co. is the largest manufacturer of 
cooking utensils in the United States 
and is affiliated with the Aluminum Co. 
of America. The competitive methods 
of this company include various kinds 
of price discrimination between cus- 
tomers. 

“In some cases special discounts have 
been made in consideration of carrying 
a full line; in other instances discounts 
have been granted in consideration of 
the favored organization handling the 
Goods company’s products exclusively. 
The Goods company has also been ac- 
tive in maintaining resale prices. Data 
from several sources show that the 
Goods company has received a special 
5 per cent discount on purchases from 
the Aluminum Co. of America. 

“The Aluminum Co. of America has 
a practically complete monopoly of the 
production of aluminum in the United 
States, and is the only domestic source 
of supply of metal for aluminum cook- 
ing utensil manufacturers. This fact, 
combined with a high protective tariff 
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For Your Christmas Trade 


Sales of the Junior Mechanic Saw this 
year have broken former records. It 
is in great demand by Boy Scouts, 
manual training students, and the 
man around the house who makes 
things. 


A Standard Saw 


Made in one size20incheslong, 
9 points, straight or skew 
back, taper ground, highly a 

polished; handle mission 




































stained and full carved; Real 
fitted to blade with two Handsaw 
nickel plated saw screws The: Jimias 
and medallion. Mechanic Saw is 
invaluable forhome 


A Quality Product. 


A high grade saw 
at a moderate 


workshop use. It 
cuts clean, fast and easy. 
The moderate price at 














price. Buy a which it is sold enables 
——- oa hardware dealers to make 






quick sales. 







mas. 






Immediate Delivery 


Place your order at once for im- 
mediate delivery. Each saw is packed 
in an attractive individual blue and white 
carton. Ask for our plans to help you 
make more Christmas Saw sales. 




















“A Perfect Saw for Every Purpose”’ 


E.C. ATKINS @ COMPANY 


ESTABLISHED 1857 THE SILVER STEEL SAW PEOPLE 
Home Office and Factory: INDIANAPOLIS, U. S. A. 
Canadian Factory: Hamilton, Ont., Car. 

















BRANCH HOUSES: 
Atlanta Memphis New Orleans Portland Seattle Paris, France 
Chicago Minneapolis New York San Francisco Vancouver Sydney, N. S. W. 
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on aluminum, enables it to control the 
price of aluminum. The Aluminum Co. 
of America is also a manufacturer of 
cooking utensils through its subsidiary, 
the United States Aluminum Co.; it 
owns, moreover, thirty per cent of the 
capital stock of the Aluminum Goods 
Manufacturing Co., and exercises a 
substantial control over its policy. 


How Independents Were Harassed 


“Independent cooking utensil manu- 
facturers complain bitterly about the 
delays in deliveries of aluminum sheet 
from the Aluminum Co. of America. 
A statement furnished by this com- 
pany of its shipments to seven inde- 
pendent cooking utensil manufacturers 
affords evidence apparently justifying 
these complaints. 

“Thus less than 70 per cent of the 
company’s ‘obligations’ in 1922 were 
shipped in the month due or within one 
month thereafter. Above 25 per cent 
were not shipped until the second 
month after the obligations matured, 
and nearly 8 per cent not until the 
third month. 

“The record for the available months 
of 1923 was not much better. During 
the months of relatively large demand 
from September, 1922, to March, 1923, 
only 55 per cent of the aluminum com- 
pany’s obligations to these seven manu- 
facturers were shipped in the month 
due, or within one month thereafter, 
and the total obligations falling due 
in this period were not closed out until 
the eighth month after maturity. The 
delays in delivery to certain individual 
companies were, of course, much worse. 

“In some cases, involving orders for 
two kinds of metal, both necessary to 
the completion of an article, the 
the Aluminum Co. of America has 
delivered one kind but none of the 
other. In other cases it has dumped 
embarrassingly large quantities of 
metal on independent manufacturers 
to whom shipments had been delayed.” 


Other Competitive Methods Employed 


The Aluminum Co. of America is 
charged by two independent cooking 
utensil manufacturers with discourag- 
ing them from erecting rolling mills. 
When A. V. Davis, the president of the 
Aluminum Co. of America, was asked 
if he had told George S. Walker, the 
president of one of these two com- 
panies, that if he insisted on erecting a 
rolling mill he (Walker) would not 
be able to get ingots, Mr. Davis stated: 

“Yes, I told Mr. Walker that, but 
not exactly in that way. I said that 
it had been our policy in the past to 
supply customers first and let our own 
mill suffer, but that in the future, 
if there was a shortage, it would be our 
policy to supply our own requirements 
first and that if there was any surplus 
that is what we would sell.” 

During 1920, at least, the Commis- 
sion charges, the Aluminum Co. of 
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America shipped large quantities of 
defective metal to various cooking 


utensil manufacturers. 

In this connection the Commission 
calls the attention of the Department 
of Justice to what it claims are re- 
peated violations of the decree secured 
by the Government some time ago 
against the Aluminum Co. of America. 
It is the duty of the department to 
follow up these decrees and to make 
sure they are not being ignored or 
violated by respondents. Referring to 
the allegations summarized in _ its 
synopsis of the Senate report the Com- 
mission says: 


“A comparison of these methods 
with the provisions of the consent de- 
cree in the suit against the Aluminum 
Co. of America under the Sherman 
Anti-Trust Act, appears to disclose re- 
peated violations of that decree. The 
original decree, moreover, is obviously 
insufficient to restore competitive con- 
ditions in harmony with the anti-trust 
law, particularly with respect to the 
production of bauxite and aluminum.” 


Refrigerator Prices 


The charge of illegal price fixing 
is alleged by the Commission against 
the National Refrigerator Manufac- 
turers’ Association which is said to 
have pursued these activities “for sev- 
eral years.” “Just after the armistice,” 
says the report, “it was formally 
agreed to advise non-members that the 
association deems that costs make it 
imperatively necessary to stand firm on 
present prices, and about a year later 
it was voted to increase prices 20 per 
cent.” 


Early in 1920 the association em- 
ployed W. H. Coye, cost and price ex- 
pert, to compile cost and price bulletins 
for refrigerator manufacturers. The 
purpose of these compilations, as shown 
by the records of the association, was 
to bring about uniformity and stability 
of selling prices. 

The Commission’s inquiry js said to 
disclose that both the National Broom 
Manufacturers and American Brush 
Manufacturers’ Associations have en- 
deavored in various ways to increase 
prices or to prevent price reductions 
in their respective industries. Prices 
have been discussed at meetings of the 
Broom Handle Manufacturers’ Associa- 
tion and absent members advised that 
those present at the meetings were 
opposed to reducing prices. 

Practically all members of this asso- 
ciation agreed to report weekly to the 
secretary sales actually made and 
prices received. Monthly reports on 
inventory and production were also 
made. This information was tabulated 
by the secretary and circulated among 
the members, and prior to 1922 the 
tabulations showed each company by 
name. 

The Commission’s reference to the 
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retail hardware dealers, who sell the 
bulk of the goods discussed, are both 
meager and vague. No direct charge 
of law violation is involved. In this 
connection the report says: 

“The records of the retail hardware 
dealers’ associations, which include the 
principal retailers of kitchen utensils 
and domestic appliances, indicate that 
they endeavor, through the manufac- 
turer, to prevent mail order price com- 
petition for various goods, and that 
they systematically oppose sales by 
manufacturers directly to consumers 
and to so-called irregular dealers. 
Local associations have sometimes held 
group meetings for the purpose of dis- 
cussing prices. 

“Reports from retail dealers indicate 
that the prices of washing machines, 
vacuum cleaners, sewing machines, 
refrigerators, and the like, when pur- 
chased on the installment plan are 
most frequently from 5 to 10 per cent 
higher than cash prices. Increases as 
high as 25 or 30 per cent are some- 
times found, however, and in one case 
over 50 per cent.” 7 

Almost any reasonable person would 
be willing to pay 5 or 10 per cent more 
to be able to purchase a comparatively 
costly device “on time.” Usually the 
statements of dealers that “no charge 
is made for the accommodation” will 
bear looking into. Somebody must pay 
for the use of the money involved. 


Price Tendencies and Profits 


Concerning price tendencies and 
profits in the trades covered by the 
report, the Commission says in con- 
clusion: 

“In the refrigerator industry, where 
persistent efforts were made to prevent 
price reductions and to maintain and 
increase prices, manufacturers’ prices 
advanced more than did those of any 
other commodity considered in this re- 
port, except aluminum ware, during 
the three years 1920-1922, and they 
declined, generally speaking, less. 

“The vacuum cleaner manufacturers, 
with their control over new licensees, 
were able to maintain prices at an 
even higher level in 1921 than in 1920, 
and recorded only insignificant declines 
in 1922. Eleven vacuum cleaner manu- 
facturers who earned 36.2 per cent in 
1920 were thus able to earn 20.6 per 
cent in 1921, despite the great decline 
in demand. 

“In the aluminum cooking utensil 
industry the rate of return obtained 
by eleven manufacturers amounted to 
19.7 per cent in 1920 and to 10.6 per 
cent in 1921. With one exception in 
each year the Aluminum Goods Manu- 
facturing Co. earned the highest rate 
of return of any of these manufac- 
turers. The meager published figures 
would indicate that the Aluminum Co. 
of America has earned the equivalent 
of 24 per cent a year on its investment 
during the fifteen year period 1906 to 
1921.” 














Any business that does not decently compensate the men 
profits and dividends is physically and morally unsound. 





who make possible its 
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The live hardware 
dealer says: 


“There’s Life In This Hose. 


BOSTON 
WOVEN HOSE & 
RUBBER CO. 
Cambridge, Mass. 


Makers of these famous 
brands of Garden Hose 
BULL DOG, 
GOOD LUCK 
and MILO 
Also 
Good Luck Jar Rings 
Good Luck Hose Washers 
Bull Dog Friction Tape 


“GOOD LUCK hose is described by 
its makers as ‘built to, stay alive.’ 
This description is correct. You can 
feel the life in it as you pass it 
through your hands. 


‘“There is not only life in it—there’s 
a living in it. GOOD LUCK can 
be sold at a price which is attractive 
to the consumer, and at the same 
time makes it profitable merchandise 
for the hardware dealer to handle.”’ 
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Charges for Parcel Post Shipments 


What additional charge should be made for 
parcel post shipments? was the subject of dis- 
cussion at the meeting of the builders’ hardware 
group Oct. 16, with W. R. Hill, Sargent & Green- 
leaf, Inc., presiding. 

“There is no question as to whether we should 
make a charge, but what that charge should be,” 
said G. F. Wiepert, Sargent & Co. 

L. M. Stratton, Stratton-Warren Hardware 
Co., Memphis, Tenn., said the small shipment is 
more expensive to handle but that it was a ques- 


tion, if a charge were made, that it might not be 
so unpopular as to fail to get the desired results. 

Isaac Black, Russell & Erwin Mfg. Co., New 
Britain, Conn., stated that there was no doubt 
but that the parcel post privilege had been 
grossly abused, and gave figures from his firm 
to prove his contention. 

The additional cost of parcel post shipments 
should be added to cost of the individual ship- 
ment, was the opinion expressed by N. T. Hasen- 
flue, Champion Hardware Co., Geneva, Ohio. 
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D. D. Davis, Continental Wood Screw Co., 


and A. B. Peavey, G. F. Wright Steel € 
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73 Cc. W. Burall, A. S. King, H. R. Ross, E. H. Schwartzburg, G. H. Harper, 
Wire Co. 
A. R. Murphy, F. W. Bagley, C. N. Turner, T. W. Gulley, J. J. Mapf, W. H. 
Matthai, National Emameling and Stamping Co. 
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H, E. Masback, Masback Hdwe. Co. and 
George Dresser, Carborundum Co. 





B. M. Hiatt and G. M. Riley, Irwin Auger 
Bit Co. 








H. G. Blodgett, HARDWARE AGB, and C. E. 
Markle, Animal Trap Co. of America 








The meeting of the housefurnishing group on 
Thursday afternoon under the leadership of C. W. 
Asbury, Eenterprise Mfg. Co., developed a very in- 
teresting discussion on the value of national adver- 
tising. 

The first two speakers, both of them retailers, 
Hobart R. Beatty, Clinton, Ill., and A. R. Chandler, 
Sylvania, Ohio, took the position nationally advertised 
merchandise was so frequently used as leaders by cut 
price competition that it became unprofitable for the 
legitimate dealer to handle. 





Importance of National Advertising Discussed 





Arthur G. Kimball, Landers, Frary & Clark, con- 
tended that a larger sales volume was obtainable and 
that profit could be made even on a lesser margin. 
John M. Townley, Townley Metal & Hardware Co., 
presented arguments both for and against from letters 
received from about fifty jobbers scattered over the 
country. 

The last speaker, Rudolph Tenk, Quincy, IIl., also 
argued against advertised goods, giving from a job- 
ber’s point of view practically the same reasons as 
had been voiced by the two retailers. 
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lt Pays to Buy the Best 





REASONS WHY 
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SCREEN DOORS AND WINDOW SCREENS 


ARE WORTH MORE 


A Better Peadinct 


LUMBER: Highest grades purchased, thoroughly 
seasoned, Kiln dried where necessary; carefully 
sorted, all imperfections eliminated. 


WIRE CLOTH: Only highest grades purchased 
from largest and best makers—never buy “job 
lots.” 


VARNISH: Better and more expensive grade used. 
Could buy varnish at half the price we pay. 
Tests show cheap varnish will not stand up 
under conditions of actual use. 


Superior Service 


CONSTRUCTION: Latest and best machinery 
used, most of which has been developed in our 
own Plants. All CONTINENTAL Doors have 
mortised and tenoned construction, and the 
wire cloth is pressed into the groove under the 
moulding in such a way as to securely fasten 
each strand of wire cloth, giving a security of 
= - 1, as against ordinary tacked-on wire 
cloth. 


CONTINENTAL Doors cost more because they 


are carefully inspected and many doors, screens 
and parts are discarded which could be used, if we 
were satisfied with less than the best quality. 


THE REPUTATION OF THE CONTINENTAL SCREEN COMPANY HAS 
NOT ONLY BEEN BUILT ON THE QUALITY OF ITS SCREEN DOORS 
AND WINDOW SCREENS, BUT ON THE SERVICE WITH WHICH IT 


BACKS UP THIS QUALITY. 


Items of CONTINENTAL SERVICE, most of 
which are offered only by the CONTINENTAL 
SCREEN COMPANY, are— 


(1) Preparing of vast stocks of Screen Goods in 
advance of the season, entailing tremendous invest- 
ment and warehouse expense, so that all Jobbers 
and Dealers will have their goods at the beginning 
of the season, and none too far in advance of the 
season. Immediate shipment can be made even at 
the height of the season. 


(2) Shipment can always be made from any one of 
two or three different factories, even from any one 
of the seven CONTINENTAL factories, if neces- 


sary. This means prompt and sure delivery. 


(3) CONTINENTAL Screens are made, ware- 
housed and shipped months before they are paid 
for—another item of SERVICE that is costly to the 
factory, but valuable to the Jobber and Dealer. 


(4) CONTINENTAL DISTRIBUTION CAR 
— means a big saving to the Jobber and 
ealer— 





(a) The DEALER saves the local freight and re- 
ceives perfect, clean, fresh, Screen Goods, with only 
One handling—eliminating damage, breakage or 
marring. 


(b) The JOBBER saves the expense of handling 
bulky goods through his warehouse, saves trucking 
to and from warehouse, saves tying up his capital 
in seasonable goods, saves—because the goods are 
sold before they are bought—reduces carry-over. 
Minimizes the chance of marring or damaging goods, 
because of the elimination of extra handling. 





(5) The Jobber selling CONTINENTAL Screen 
Doors and Window Screens has the advantage of 
receiving from the same source of supply SHER- 
WOOD ALL - METAL SCREENS, KNOCK 
DOWN WINDOW SCREEN FRAMES and CON- 
TINENTAL COMBINATION SCREEN and 
STORM DOORS, also CONTINENTAL CLOTH 
WINDOW VENTILATORS—" Winter Screens.” 


Selling a known, established, quality line—a line backed by more than a quarter 
of a century of service to the hardware jobber and dealer, makes sales easier and 
gives the dealer confidence in the jobber who sells him these goods. 


CONTINENTAL SCREEN COMPANY, Detroit, Mich. - 
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Bronson on Deliveries 


Lewis H. Bronson of Bronson & 
Townsend Co., New Haven, Conn., ad- 
dressed the convention Oct. 16 on “The 
Problem of City and Suburban Deliv- 
eries,” comparing the expense of truck 
deliveries with regular railroad freight 
rates within a radius of 100 miles of 
the place of business. He reported that 
he had made an extensive survey and 
estimate, which indicated a decided ad- 
ditional expense over freight rates 
when the deliveries were made by auto- 
mobile trucks. He said with this show- 
ing his firm did not feel justified in 
substituting auto trucks for regular 
freight delivery. He raised the ques- 
tion of whether buyers would be willing 
to pay an additional price for their 
goods if they desired deliveries by auto 
trucks. 


Townley Elected Jobber’ s 


President 


John M. Townley, Townley 
Metal & Hardware Co., Kansas 
City, Mo., was elected president 
of the National Hardware As- 
sociation. Brace Hayden of 
Dunham, Carrigan & Hayden 
Co., San Francisco, Cal., was 
reelected first vice-president 


HARDWARE AGE 


and W. H. Donlevy, Carter, 
Donlevy & Co., Philadelphia, 
was elected second vice-presi- 
dent, 

R. P. Van Camp, Van Camp 
Hardware & Iron Co., Indian- 
apolis, Ind.; John M. Gray, 





i 


Nashville, Tenn., and J. Tem- 
ple Robinson, were elected to 
the executive committee. 
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Moore Heads Manu- 
facturers 


H. G. Moore, Keystone Steel 
& Wire Co., Peoria, Ill., was 
elected president of the Amer- 
ican Hardware Manufacturers’ 
Association. Wm. A. Graham, 
Wallingford Mfg. Co.; 8S. D. 
Latty, Kirk-Latty Mfg. Co., 
and Robert G. Thompson, Luf- 
kin Rule Co., were elected as 
vice-presidents. 

Murray Sargent, Sargent & 
Co., is chairman of the Execu- 
tive Committee. Other mem- 
bers are: A. E. Alverson, 
Greenlee Bros. & Co.; A. 
Horace Disston, Henry Disston 
& Sons; E. R. Galvin, E. I. du 
Pont de Nemours & Co.; J. O. 
McKinney, Jr., McKinney Mfg. 
Co.; W. L. Schumacher, Toledo 
Wheelbarrow Co.; J. E. Stone, 
Stanley Works; E. C. Wald- 
vogel, Yale & Towne Mfg. Co., 
and J. Harvey Williams, J. H. 
Williams & Co. 











The Nigger in the Woodpile 


He’s a lineal descendant of “Old Man 
Credit,” but he doesn’t walk in the foot- 
steps of his illustrious forebears. 

Old Man Credit, whose first name was “Legiti- 
mate,” led a rather exemplary life. One of his 
sons was named “Careless” and the other “Pro- 
miscuous.” hey fell considerably below the “Old 
Man’s” standard, but at least they were honest. 

It’s a little difficult to trace the family tree, but 
indications are that both of these sons married 
and reared families. From one of these families 
came a typical “Black Sheep,” and unless we are 
badly mistaken he is the fellow who is playing 
hide and seek in the retail woodshed. We've 
nicknamed him “Bum Collections.” 

One of our readers recently wrote the editor 
as follows: “Many of the farmers in our district 
are using their ready cash to buy from mail order 
houses, instead of spending it with the merchants 
in their towns to whom they are heavily in- 
debted.”’ 

Evidently the “Nigger” is playing hob with 
the woodpiles in that merchant’s territory. We 
may be mistaken, but we have a distinct hunch 
that the dealers in that particular territory are 
a good deal to blame for the culprit’s presence. 
Some one left the door open, or used a poor lock. 

Our natural conclusion is that the “Nigger” 
received an implied invitation to “walk in” about 
the time those same merchants decided it would 
be poor policy to ask the farmers to pay up. 


‘) HERE’S a nigger in the retail woodpile. 





Perhaps they forgot to close the door in day- 
light and were afraid to go out in the dark. We 
know a lot of merchants who bravely take chances 
in granting credit, but get cold feet when it 
comes time to collect. 

Our observation is that merchants lose far 
more business and profit through lax collections 
than they do from disgruntled customers who 
have been pressed for payment. There are mighty 
few people who will spend their lives hugging 
grudges against merchants for doing what is 
only good, sound business practice. The ones 
who do are not worth worrying over. 

The main trouble is that we have deliberately 
trained the public to “charge” its wants, and have 
failed to follow through by giving it a post- 
graduate course in “prompt payment of bills.” 
Why will an intelligent merchant gladly part 
with twenty dollars to secure a new customer, 
and refuse to spend a little paltry effort to collect 
his money when due? A few minutes spent in 
figuring will convince any fair-minded merchant 
that there is more profit in collecting ten dollars 
overdue than in writing a new hundred dollar 
charge on the books. 

Smoke out the “nigger” and put a new lock on 
the retail woodshed. 


Lar dol 
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RADIANT 















ested and Approveg 


4O 
me USEKEEPING 


The heater that beats the meter 


People of good taste appreciate the design 
of the Super-Radiant. They prefer its 
quiet dignity to over-elaborateness and 
ornateness. It is sensibly good looking. 
Those with a practical turn of mind like the 
way it radiates warm comfort the instant 
the gas is ignited. There is no waiting for 
heat when heat is desired. They like, 
too, its healthful heat with total absence 
of fumes and dangerous gases, for the 
Super-Radiant has been made to generate 















wna 





its heat without odor or carbon-monoxide. 
The Wheeling Super-Radiant burns either 
natural or artificial gas with pronounced 
economy. Thousands of homes in all sec- 
tions of the country where gas is available 
have welcomed it. . 

If you want a profitable season for your 
stove department prepare to show your cus- 
tomers the Super-Radiant line. There is a 
type and size to meet every purse and 
purpose. 


Wheeling Corrugating Company 


Wheeling, West Virginia 


New York Kansas City 
Good Housekeeping Philadelphia Richmond 
Con ° Institute wy, Chattanooga Minneapolis 


Chicago 
St. Louis 
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Meaker Gen- 
eral Mer. Cyclone 


Fence Co. 


H. A. Squibbs Succeeds Mr. 
Meaker as Manager Amer. 


Steel & Wire Co. 


Mr. John W. Meaker, the new gen- 
eral manager of the Cyclone Fence Co., 
recently purchased by the 


Corporation, 


United 


States Steel was asso- 














J. W. Meaker 


ciated with his father in the sheet 
metal business at North Chicago, IIl., 
under the firm title of Meaker Manu- 
facturing Co., but left that association 
twenty-five years ago to take a clerical 
position with the American Steel & 
Wire Co. The old Meaker Manufac- 
turing Co. was housed in a frame build- 
ing which stood only about a quarter 





Henry A. Squibbs 


of a mile from the present plant of 
the Cyclone Fence Co. Mr. Meaker 


worked his way up in the ranks of the 
American Steel & Wire Co., and has 





for the past twelve years held the posi- 


NEWS OF THE TRADE 





tion of manager of the fence post sales 
department. 

Henry A. Squibbs, who succeeds Mr. 
Meaker as manager in the American 
Steel & Wire Co. has been Mr. 
Meaker’s assistant for the past eight 
years. Mr. Squibbs also has been with 
the American Steel & Wire Co. for the 
past twenty-five years, starting his 


career as a puddler in the mills and 


has been in the sales offices for the past 
eighteen years. Mr. Squibbs enjoys 
a wide acquaintanceship of the retail 
hardware dealers of the United States, 
having attended practically every na- 
tional and State convention for the past 
twelve years. 

Mr. Meaker has made the announce- 
ment that there will be absolutely no 
changes in the policies or personnel 
of the Cyclone Fence Co. They will 
continue to make the items of lawn 
fence, industrial chain link fence, eatch- 
all baskets, partition wires, and build 
wire conveyors. 


George Rome Passes On 


George Rome, head of the hardware 
firm of George Rome & Co., 20 Fourth 
Street, Carnegie, Pa., and a promi- 
nent figure in Pittsburgh retail hard- 
ware circles, died at his home in Car- 
negie, Oct. 10. Mr. Rome was born 
in Portland, Me., Dec. 9, 1859, but 
when a young man went to Carnegie, 
and since has made his home there. 
The district in which Carnegie is lo- 
cated has had its growth industrially 
and in a residential way during the 
period of Mr. Rome’s residence there, 
and he was active in that development. 
He was a former president of the Re- 
tail Hardware Dealers’ Association of 
Pittsburgh. He was a member of the 
Chamber of Commerce of Carnegie, a 
director of the Credit Men’s Associa- 
tion, and a director of the Carnegie 
National Bank, Carnegie. His widow, 
two daughters, two sons and three 
sisters survive him. 


Brooklyn Dealers 
Urged to Vote 


Members of the Brooklyn Hardware 
Dealers Association were urged to cast 
their votes in the coming election any 
way they saw fit, but to be sure and 
vote. Association attorney, George A. 
Brennan, made this appeal at the close 
of the regular meeting, Johnston Bldg., 
Thursday, Oct. 9. A. H. Grafenstadt. 
president, presided over the meeting. 
A. H. Cornell conducted the question 
box with able assistance from R. J. 
Atkinson, past state president and di- 
rector of the N. R. H. A. 

Secretary Robert Pearsall read a 
letter of sympathy which he had writ- 
ten to member John J. Snyder, whose 
daughter died recently. 





Seeks American Lines 


W. Popplewell, Gt. Barrow, Chester, 
England, desires additional connections 
with American manufacturers of small 
household hardware novelties. 


-numerous exhibits at the 
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Wide Variety of Lines 


Feature of Electrical 
Show 


The numerous uses of electricity, 
both in industry, commerce, science and 
in the home, were demonstrated at the 
Electrical 
Exposition, held at the Grand Central 
Palace, New York City, Oct. 15 to 25. 
The exposition, which served as a great 
educational exhibit, had also much his- 
torical value in that there were numer- 
ous exhibits designed to commemorate 
the forty-fifth anniversary of the in- 
vention of the incandescent light by 
Thomas Edison. 

Besides these exhibits there was a 
large display by the United States 
Government in which the use of elec- 
tricity in the various branches of gov- 
ernmental service, on battleships, in the 
Signal Corps and in lighthouse service, 
and in numerous other governmental 
departments. These exhibits were ar- 
ranged and in charge of governmental 
employees. 





Pratt & Lambert Employees 
Guests at Company Dinner 


Sixty members of the firm of Pratt 
& Lambert, Inc., manufacturers of 
paints and varnishes, 73-97 Tonawanda 
Street, Buffalo N. Y., were guests at 
an informal dinner tendered them by 
the company at the Buffalo Athletic 
Club on the evening of Oct. 2. 

The dinner, an annual event of the 
P. & L. Production Club, which holds 
monthly meetings during the winter 
months, was the occasion, incidentally, 
for celebrating the good record of the 
P. & L. baseball team, which finished 
third in the Riverside Industrial Twi- 
light League and had the distinction of 
being the only team to shut out the 
leading nine by a score of 3 to 0. 


Salesman Injured 


P. J. Malloy, Connecticut salesman 
for E. I. du Pont de Nemours & Co., 
Wilmington, Del., recently met with a 
serious auto accident and is confined 
to the hospital. In the meantime his 
territory is being covered by W. T. 
Banning, assistant to the sales man- 
ager. 


Clark Sells Store 


Hurd & Page have purchased from 
D. N. Clark, Shelton, Conn., the D. N. 
Clark Hardware Co. Mr. Clark has 
been in the retail hardware business 
forty-two years and has been a con- 
stant reader of HARDWARE AGE. The 
store has four floors, each 40 by 100 
feet. 
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TURNS $2100.00 LOSS TO $2100.00 GAIN 


Chapman of Alabama thanks the McCaskey System for 
<atching him in the act of throwing away $2100.00 in five 
years and making immediate steps toward saving that 
amount as well as hundreds of additional dollars by stop- 
ping other causes for losses and depleted profits. 


He was just about to pay $35.00 a month extra for having 
part time help with his books so that his accounts would 
be handled more profitably. 


That would mean an expenditure of $420.00 a year—or 
$2100.00 in five years. 


Instead he installed the McCaskey Safe Register System 
for the keeping of his credit accounts and a McCaskey 
Cash Register System for giving full record of every busi- 
ness transaction and for obtaining full totals of his sales 
and controlling business accounts every day. 


The Complete McCaskey System—Credit and Cash— 
cost him less than the year’s expenditure for bookkeeping 
help and the terms on which he bought it made it neces- 
sary for him to pay out less cash each month. 








NOW—His accounts are balanced to date at all times. 
He has no bookkeeping problem. 


He has full record of every transaction. Forgotten charges are stopped. 


Every active account Is easily audited daily. There are no posting or re- 
writing errors to prove costly. 


Collections are prompt and customers are satisfied. Disputed accounts 
have been eliminated. 


Expenses have been noticeably cut down. 


Business records are far more complete and usable. 


AND—Chapman is making GREATER PROFITS. 


You can enjoy the same saving in money—the same saving in time—the same up-to-date business records 
—the improved collections and the protection from other leaks and losses—for such saving and protection 
are feature results of McCaskey System installation. 

The McCaskey saved Chapman money from the day he decided to install it. The System is doing the same 
thing for hundreds of thousands of other American merchants. IT WILL DO IT FOR YOU IN YOUR 
BUSINESS—SIMPLY GIVE IT THE OPPORTU NITY— 


Write Today—for More Information without Obligation 


The McCaskey Register Company, 
ALLIANCE, OHIO 








Galt, Canada Watford, England 


The McCaskey Register Co., 
Alliance, Ohio 


Please forward information 
and description of the Mc- 


wth KES Caskey Credit System. 
Chan ETE. oe Oe eee 
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Henry R. Towne Dies 


Was One of the Founders of 
Yale & Towne Mfg. Co. 


Henry Robinson Towne, one of the 
founders of the Yale & Towne Mfg. 
Co., Stamford, Conn., and chairman of 
the board, died at his home in New 
York, Oct. 15. 

Mr. Towne, who was for five years 
president of the Merchants Association 
of New York, was widely known as an 
engineer before he joined with the late 
Linus Yale, Jr., an inventor, in Oc- 
tober, 1869, and formed the Yale & 
Towne Manufacturing Co., of which he 
was president for forty-six years. Dur- 
ing the Civil War he was in charge of 
the government shops for repairs on 
the gunboat Massachusetts, and later 
had charge of the erection of engines 
in the monitors Monadnock and Aga- 
menticus, and work of similar import- 
ance. 

Mr. Towne was born Aug. 28, 1844, 
at Philadelphia, the son of the late 
John Henry Towne, a prominent en- 
gineer, whose name is associated with 
the Towne Scientific School of the 
University of Pennsylvania. He at- 
tended private schools in Philadelphia 
and entered the University of Penn- 
sylvania, which he left before gradua- 
tion and from which he later received 
the degree of A.B. 

His engineering training was ac- 
quired at the Port Richmond Iron 
Works and the shops of William Sell- 
ers & Co., Philadelphia, and included 
also a tour of engineering establish- 
ments in England, France and Belgium, 
a course at the Sorbonne, Paris, and 
special studies under the late Robert 
Briggs, a civil engineer. 

He married Cora E. White. the 
daughter of John P. White, in Phila- 
delphia, March 12, 1868, and was the 
father of two sons, John H. Towne, a 
director of the Yale & Towne Manu- 
facturing Co., and the late Frederick 
Tallmadge Towne, who died in 1908 
while general superintendent of the 
company’s principal plant at Stamford, 
Conn. Mrs. Henry R. Towne died on 
Oct. 19, 1917. 

Just two months after Mr. Towne 
formed his partnership with Linus 
Yale, Jr., the latter died, and shortly 
afterwards Mr. Towne succeeded to the 
presidency of the corporation. A fac- 
tory was completed in Stamford and 
business was started early in 1869 with 
thirty employees. For a year or two 
its growth was slow, but under Mr. 
Towne’s guidance work was started 
that ultimately expanded the factory 
into one of the largest of its kind in 
the world, covering more than twenty 
acres and capable of employing 5000 
workmen. Mr. Towne also introduced 


the time lock for bank vaults, which 
enabled a vault to be locked so that 
it could not be opened before a speci- 
fied time. 

Mr. Towne continued as president 
of the company until 1915, when he re- 
tired to become chairman of the board 


ane 
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and was succeeded by Walter C. Allen. 

Mr. Towne became president of the 
Merchants’ Association in 1908 and 
served until 1913. He was a past 
president of the American Society of 
Mechanical Engineers, and as treas- 
urer of the National Tariff Commis- 
sion Association took a leading part 
in the organization to promote the 
adoption of scientific methods in fram- 
ing tariff schedules. He also wrote 





Henry R. Towne 


on many technical problems relating to 
manufacturing and engineering. 

Among his books are “Towne on 
Cranes” and “Locks and _ Builders’ 
Hardware.” 

He was chairman of the board of the 
Morris Plan Company of New York, a 
director of the Merchants’ Association, 
the Lincoln Safe Deposit Company, the 
Industrial Finance Corporation and the 
American Dredging Co., Philadelphia, 
and a member of the Century, Union 
League, etc. 


James R. Murphy Dead 


James R. Murphy, president of 
Robert Murphy’s Sons Co., manufac- 
turers of cutlery, Ayer, Mass., died 
recently following an illness of more 
than a year. 

Mr. Murphy who was in his sixty- 
sixth year, was born in Malden, Mass., 
April 22, 1858 and received his educa- 
tion in the public schools of Mansfield, 
at the completion of which he entered 
the employ of his father in the cut- 
lery business, which he followed until 
ill health forced him to give up active 
work. 

Mr. Murphy moved from Harvard to 
Ayer twenty-four years ago and since 
that time has been prominent in the 
business and social circles of his adopt- 
ed town. He was of an industrious and 
retiring disposition, strong in his 
friendships and highly respected by all 
who knew him. 

He was a member of the Unitarian 
Church of Ayer, the Winnisimmett 
Lodge of Odd Fellows and Samaritan 
Encampment, both of Chelsea; Caleb 
Butler Lodge of Masons, and Bancroft 
Royal Arch Chapter of Ayer; Trinity 
Commandery of Hudson and Aleppo 
Temple A. A. N. M. S. of Boston. 
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Approved Mail Box Mfrs. 
List 

Postal regulations require approved 
type of mail receptacles for all apart- 
ment houses built or remodeled after 
Sept. 1, 1924. To insure mail delivery 
in such buildings the approved type of 
mail box must be used. James H. Bart- 
lett, first assistant postmaster general, 
announced Sept. 20, 1924, that the com- 
plete list of manufacturers whose mail 
receptacle boxes conformed with order 
No. 9596, meeting with full approval of 
the department, was as follows: 


Louis W. Chism, 2511 Union Central 
Building, Cincinnati, Ohio. 

The U. S. Mailevator Co., Proctor 
Building, Yonkers, N. Y 

U. S. Safety Mail Box Co., Builders’ 
Exchange Building, Duluth, Minn. 

S. H. Couch Co., Atlantic Station, 
Boston, Mass. 

Lent’s Theft Proof Mail Box Co., 345 
Fountain Street, Providence, R. I. 

The Mail Receptacle Co., room 538, 
149 Broadway, New York, N. Y. 

The Cutler Mail Chute Co., Cutler 
Building, Rochester, N. Y. 

The Auth Electrical Specialty Co., 
422-430 East Fifty-third Street, New 
York, N. Y. 

Samson Electric Co., Canton, Mass. 

Coy Manufacturing Works, 3101-3109 
South Canal Street, Chicago, IIl. 

American Products Co., 128 South 
Main Street, South Bend, Ind. 

E. H. Lightfoot, 4518 Main Street, 
Houston, Tex. 

The United Metal Box Co. (Inc.), 77- 
ie Sunswick Street, Long Island City, 


Corbin Cabinet Lock Co., New Brit- 
ain, Conn. 

Homer Krick, 1152 Glasgow Avenue, 
Fort Wayne, Ind 

James E. Brady, 
New York, N. Y. 

Alloy Foundry & Machine Corpora- 
— 73 Cedar Street, New Rochelle, 


Columbia Metal Box Co., 226-228 
East 145th Street, New York, N. Y. 
NePage McKenny Co., Armour 
Building, Seattle, Wash. 
Wm. La Pierre, 1606 East Thirty- 
first Street, Kansas City, Mo. 
Johnson-Postman Co., 2418% River- 
side Avenue, Minneapolis, Minn. 
Penn-Greg Manufacturing Co., 809- 
811 University Avenue, St. Paul, Minn. 
H. Wilhelm, 70-72 Frost Street, 
Brooklyn, N. Y. 
Cole Metal Products Co., 330 East 
Twenty-third Street, New York, N. Y. 
Keyless Lock Co., Indianapolis, Ind. 


1457 Broadway, 





New England News 


Gorge B. Alvord, Hartford, Conn., 
has been made a director of the Union 
Hardware Co., Torrington, Conn., to 
fill the vacancy caused by the death of 
his brother, John F. Alvord. 
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Insures a Dependable Installation 


Which Has the Greater Strength— 


A screw driven in at RIGHT ANGLES to the 
strain, or 


One driven in on a DIRECT LINE with the 
strain? 

On a WHITCO equipped sash—whether opened 
or closed—the strain comes at right angles to the 
length of every one of the fourteen screws em- 
ployed in its installation. 


On a sash hung with butts and adjusters, the 
strain on each screw comes in a direct line with 


the length of the screw, and is opposed only by 
the grip of the threads in the wood. 


It is never necessary to tighten or reset the screws 
used in applying WHITCO. They cannot work 
loose. 


The diagram above shows this clearly. Study it in 
different positions and you will see how WHITCO is in- 
stalled: as it is, at the bottom of a casement sash; 
upside down, for the installation of WHITCO at the top; 
and sidewise, for the installation of WHITCO at the sides 
of a transom. 


Full information will be sent you upon request. 





WHITCO is sold through the retail hardware traae only. 


This is the second of a series of pages illustrating and describing the many practical qualifications of Whitco 
Hardware, in addition !o ils su periorilies as a means of operaling and controlling casement sash and transoms, 


Retail price, per set, in In Rust-Proofed Steel 
Solid Brass a $2.25 (Brass trimmed) $1.75 


4 Oi 4 

4 J 4 
{ y 4% 
BA UN 

4VA 










Western Office : 


365 Market Street, San Francisco 444-447 Mass. Trust Bldg., Boston 


Send all inquiries to nearer office. 
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Hardware Sales Improving— 
Wholesalers Optimistic Re- 
garding Business Outlook 
N most sections of the country hardware sales are im- 
| proving. The demands at present are principally for 


staple lines, the movement of seasonal merchandise 
having been retarded somewhat by the warm weather pre- 


vailing throughout the country. 


Generally, a stronger 


undertone is apparent, and reports from various sections 
of the country indicate that jobbers are optimistic regard- 


ing future business. 


The price situation in certain sections is somewhat un- 
settled, and prevailing schedules have been revised in both 


directions. 


Price changes, however, are not numerous and 


departures from prevailing schedules are mostly in the 
nature of minor readjustments. 

Retail stocks are generally reported as being low. Col- 
lections are improving and deliveries satisfactory. 





Automobile Production in 
September 


Preliminary figures gathered by the 
National Automobile Chamber of Com- 
merce indicate that the September pro- 
duction of automobiles and trucks was 
not far from 274,300, making a total 
for the nine months to date of 2,814,- 
480 vehicles. This is larger than the 
figure for any 12 months on record, 
with the sole exception of 1923. It 
exceeds the record-breaking 12 months 
of 1922, when 2,586,445 vehicles were 
produced. The figure for the nine 
months may be compared with the nine 
months’ record of last year, when the 
total was 3,032,083—the highest ever 
reached. 

There has been a progressive falling 
off, quarter by quarter, this year. The 
first quarter showed 1,066,279; the sec- 
ond quarter, 931,883; the third quarter, 
816,318. With the exception of the 
second quarter of 1922, which showed 
1,155,551, the first quarter of 1924 was 
the highest ever recorded. 


Prices Firm in New York 


No important price changes were 
reported in the New York wholesale 
market during the past week. Business 
at the present time is active, staple 
lines being particularly in demand. 
With the prospect of cooler weather, 
jobbers are looking for increased activ- 
ity in the demand for seasonal merchan- 
dise, the buying of which has been ham- 
pered by the warm weather prevailing 
of late. Collections are reported as be- 
ing good. 


Rope Advances in Chicago 


Manila rope taking another advance 
of two cents a pound and sisal one cent 
were the only price changes in the 
Chicago market. The demand for seas- 
onable merchandise continues very 
good and especially in builders hard- 


ware and materials, but there is a 
marked absence of buying on the part 
of the retailer of spring goods for fu- 
ture delivery. 

The Chicago district reported a 
larger steel tonnage than Pittsburgh 
last week and the western mills are 
operating at about 65 per cent capac- 
ity. It is rumored that some of the in- 
dependent mills are seeking western 
locations and that there may be some 
iergers of the smaller plants to enabie 
them to compete in this district under 
the new conditions. 

Continued high prices of farm prod- 
ucts is strengthening buying in the 
rural districts and is also enabling re- 
tailers to clean up some of their old 
book accounts. 


Big Business in Radios 
Forecast 


President Pierson of the Hazeltine 
Corporation estimates* that manufac- 
turers of Neutrodyne radio apparatus 
expect to do a combined business of 
$21,365,000 from Oct. 1, last, to April 
1, next. Mr. Pierson bases his esti- 
mate on a survey of the entire coun- 
try. 

He explained that on consummation 
of this business royalties payable to 
the Hazeltine Corporation would amount 
to $1,068,250, equal to approximately 
o a share for the six months beginning 

oe a 


Unseasonable Weather Ham- 
pers Cincinnati Business 


Summerlike weather has had the ef- 
fect of slowing up the buying of fall 
and winter merchandise, but on the 
whole hardware trade is holding up 
to the volume of last year. It is ex- 
pected that with more _ seasonable 
weather demand will increase, as stocks 
are very light. 


No Important Price Changes 
in Pittsburgh 


It depends very largely on whether 
the comparison is made with the re- 
cent past or with a year ago whether 
hardware business in Pittsburgh area 
shall be described as good or only fair. 
Business is better than it was 60 or 
90 days ago, but rather suffers by 
comparison with October of last year, 
which is described, by some jobbers as 
having been a humdinger of a month. 
Trade has most of its recent character- 
istics, with buyers coming in frequent- 
ly for small lots to meet their imme- 
diate requirements and showing practi- 
cally no inclination to anticipate their 
needs. The Presidential campaign is 
such a peculiar one as compared with 
former ones that the outcome cannot be 
predicted with any measurable degree 
of confidence, and hardware retailers, 
like those engaged in the marketing 
of other lines of goods, feel that the 
safest course is to maintain stocks at 
a minimum, rather than take a chance 
on being heavily supplied in the event 
that the election does not line up with 
their desires. Insofar as it is guide 
to hardware purchases, the present steel 
market is not encouraging. In the first 
place, there is not enough business to 
give the industry throughout the coun- 
try an operation of more than 60 per. 
cent of capacity, and this naturally is 
reflected in pretty keen competition for 
orders and tends to depress prices. 


Few Changes in New 
England Markets 


Comparatively few price changes 
were made the past week to disturb the 
New England hardware market, which 
appears to be moving along in a highly 
satisfactory manner. Manila rope has 
been advanced for the second time with- 
in a month, and rope halters and ma- 
nila clothes also cost more, as well as 
sisal rope. Dover asbestos irons have 
appreciated in value. On the other 
hand, horseshoe nails and some quan- 
tities of various kinds in insecticides 
are cheaper. Whatever other price 
changes have been announced by manu- 
facturers and jobbers are not of enough 
importance to justify special mention. 


Cutlery and Edge Tools 


Census Bureau reports from 211 
establishments show production of cut- 
lery and edge tools in 1923 valued at 
$72,477,013, compared with $49,341,204 
from 210 establishments in 1921. The 
number of wage earners increased from 
14,345 to 16,671, and their wages from 
$14,749,993 to $19,750,833. The value 
added by manufacture increased from 
$34,367,237 to $55,317,188. The horse- 
power used in 1923 was 43,196, while 
the coal consumed was 89,058 net tons. 

In 1923 Massachusetts had 42 of the 
establishments, followed by 36 in New 
York, 25 in Connecticut, 24 in Pennsyl- 
vania, 23 in New Jersey and the re- 
mainder scattered in 18 other States. 


A Reading matter continued on page 184 
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To the supply-stations of the hardware 
business—to our friends the 
hardware jobbers 

















When we cross the thresholds of some of your institutions, we marvel at 
the growth of the hardware jobbing business of this country. 


Surely, this very growth is proof of service well-rendered, proof of a 
beneficial contact with the thousands of dealers large and small who 
profit by your wide-flung system of distribution. 


We are but a part of this great system of hardware selling, but we are 
one of your friends for we have loyally served you in policy and in quality 
production. 


And most of you know that, after all, it’s the name on the article that you 
eventually buy, a name that stands for something you can’t quite get any- 
where else. 


And don’t forget—Lowell pioneered the idea of the guaranteed sprayer— 
the sprayer “you can’t dent with your thumbs”—the sprayer that is double- 
tested and guaranteed against leakage. That is our contribution to better 
sprayer service to the whole hardware trade. 


To our 
Jobber 
friends 


We are going to edu- 
cate the dealer as 
to the differences in 
Sprayers. Our policy 
of jobber distribution 
has always been a 
fixed policy and our 
service has won us 
splendid connections. 
We realize the diffi- 
culty of working out 
a real plan that will 
actually increase the 
jobber’s business, but 
we really have a plan 
so simple you could 
easily cooperate. Drop 


us a line—see what 
you think of it. LOWELL, MICHIGAN 


LOWELL SPECIALTY COMPANY 


Largest manufacturers of sprayers in the world 








1. 107 lb. base tinned. 
2. Guaranteed against leakage. 
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Retail Sales in Pittsburgh Market Continue 
Light—No Important Price Changes Reported 


(Pittsburgh office of HARDWARE AGE) 
ARDWARE business in this district shows very 
H little change one way or another. Retailers con- 
tinue to order pretty frequently for small lots for 
early delivery and while the aggregate is reasonably sat- 
isfactory, there is not that tendency among jobbers to 
feel cheerful over the situation as they would if the buy- 
ing was for more extended delivery. The presidential 
election and the uncertainty as to its outcome is a factor 
of no small proportions in the buying policy of retail 
dealers. Over beyond this, however, and probably more 
fundamental cause is the fact that there is nothing on 
the horizon to suggest shortages or the inability of man- 
ufacturers to quickly meet all demands upon them. The 
effect of the more happy financial conditions of the farm- 
ing population of the country is not yet apparent here, 
and the German loan having only just been floated it is a 
little too soon for this country to feel the benefits in the 
shape of purchases of American raw materials which is 
confidently expected to eventually result from this financ- 
ing. Should the German purchases of raw material be 
on the seale they are expected to be, the effect will be to 
strengthen American prices of copper, cotton and other 
American products, and of course if American hardware 
manufacturers have to pay more for their raw materials, 
it would eventually mean higher prices for the finished 
articles. 
No important price changes have lately occurred in 
hardware items, but those articles made from steel are 
likely at no distant date to reflect the low prices in the 


AUTOMOBILE ACCESSORIES.—This 


carriage bolts, 


small rolled threads, 
50 and 10 per cent off list; all sizes 


various steel products. The report about collections in 
this district is that they are only fair. Business over the 
first nine months of this year will average fairly close 
to the same period of last year. There are some jobbers 
who have gone behind, but enough have gone ahead to 
balance the record. It is doubtful if this month will show 
as well in the matter of business as did October last year, 
but comparison is hardly fair in view of the fact that 
October last year was a month of exceptional activity. 


The approach of the election seems to have had the 
effect of creating quieter times in the steel market and 
the unsettlement of prices caused by the abandonment of 
the Pittsburgh Plus method of quoting has been rather 
intensified by the increased efforts necessary to secure 
orders now that buyers are disposed to wait for a clearer 
line on the outcome of the presidential campaign. It used 
to be the practice of steel manufacturers to seek foreign 
markets and quote very low prices to get sufficient business 
to insure economical mill operations. It now seems very 
probable that instead of going to foreign countries to secure 
this extra business, mills will get all the business possible 
in the territory near by and cut prices in outside points 
to get the orders necessary to bring up operating sched- 
ules. One thing is very certain about the change from 
basing prices solely at Pittsburgh, and that is that actual 
prices of steel will not be as clearcut and as definite as 
they were under the old arrangement. Steel ingot capac- 
ity in the Pittsburgh and nearby district is about 60 per 
cent engaged. 


tine, $1.03 per gal. in barrel lots; lin- 
seed oil, $1.12 per gal. in barrel lots. 








time of the year rarely is marked by 
much activity, and this year is no ex- 
ception. The weather has been very 
mild in this part of the country, and 
automobile owners have not been forced 
to give much thought to anti-skid 
chains, alcohol radiator covers, which 
will be in demand when cold weather 
finally does arrive. No price changes 
are reported. 

BATTERIES.—There is a very steady 
demand, and prices are holding firm. 
The best part of the year for radio re- 
ception is at hand, and batteries do 
wear out. 


Jobbers’ quotations to retailers 
f.o.b. Pittsburgh: 
Broken Unit 
Packages, Packages, 
rach Each 
a  cisceeecetus $1.05 $0.97 
a i <écacekeseuee 1.33 1.2 
at i  seeneeusaeun 1.22 1.14 
a  escsesenebar 1.40 1.30 
i eevsenstecéia 2.62 2.44 
i! 2 cateeheketen 2.62 2.44 
i ie »oeetebeeeee 3.33 3.09 
a USE. «osniicans os 42 .39 
No. 6 dry cells, ignition type, $0.29 
each. 


BOLTS, NUTS AND RIVETS.—The 
situation has not changed much. Job- 
bers are confronted with higher re- 
placement prices, but as they are well 
covered with low costing supplies they 
have not yet had to pay the higher 
factory prices, and there is some doubt 
that manufacturers will be able to main- 
tain their present quotations. 


We quote out of jobbers’ 
as follows: 

Machine bolts, small rolled threads, 
60 per cent off list; all sizes cut 
threads, 50 and 10 per cent off list; 


stocks 


cut threads, 50 per cent off list; nuts, 
hot- pressed blank or tapped, 3. 50c. to 
4c. off list; c.p.c. and t. blank or 
tapped, 3.50c. off list; rivets, small 
wagon _. tinners, 60 and 10 per 
cent off list 


BOILER TUBES. —The market in this 
line is very badly demoralized. Mills 
are still quoting on a card formulated 
early in 1923, but the real selling prices 
are very much lower. On lap welded 
steel tubes, carload lot discounts are 
as much as 5 fives beyond the card, and 
on charcoal iron boiler tubes the card 
discounts are being suppleménted by 
3 tens. Some of the benefits are be- 
ing passed along to less-than-carload 
lot buyers. 


Card discounts in less than carload 
lots, f.o.b. Pittsburgh, follow: 


Lapwelded Steel 


Ps 04 06560046400 06660058 23 
a ‘te Passa vs eedusseseedes 33 
Ds easeswebeveusewed Lsveekeose 36 
31%4 ee Pio wccoghendsetecee ne 38% 
4- in. ee GE « 6c62 60 0b0%e0828 42 

Charcoal Iron 

I iin ih tk Cea wikbehe hb baw eS +22 
1% - DE. atmacews baoeee cea +12 
DOD Bee eihe ss oewe te ccevcevncess + 2 
a Ce eh Lb nga ce dese wens of 
BH GO GRR eERs cvecacese cnsececse 5 


PAINTS AND VARNISHES.—Linseed 
oil has regained its recent drop of 3c. 
a gallon and is now quoted at $1.12 
per gal. in barrel lots. Other items 
under this heading are unchanged in 
price. Demand holds good for paints. 


Prices to retailers: 

Ready mixed paints, best grades, 
$2.85 per gal.; lower ade, $2.25; 
white lead, 14. 75e. per 
lots; 10 per cent less in lots of 500 
lb. or more and an extra 5 per cent 
less for lots of a ton or more; turpen- 


SKATES.—This part of the country is 
not as good for much fall business in 
roller skates, the best demand usually 
coming in the spring. It will prob- 
ably take some freezing weather to 
start ice skates going. Prices are hold- 


ing at former levels. 

Jobbers’ prices to retailers: 
Skates.—Union Hardware 
Co. line, No. 2, 65c. or pair; No. 3, 
75c. ; No. 10, $1. 05; No. 6, $1.50. Wins- 
low. line, No. 3814, $1. 50; No. 38, 


$1.60 Ice skates, Winslow line, No. 
2110, 82c.; No. 2110 L.S., aii No. 
2120, $1.20; No. 2120 L.S., 1.40. 


STEEL AND IRON PIPE sen 
there has been no change in mill dis- 
counts on wrought pipe, except that 
there are now basing points at Pitts- 
burgh which include Wheeling and 
Youngstown, Lorain, Ohio, and the 
Chicago district, the price situation in 
a secondary way is highly favorable 
to buyers. Jobbers are carrying pretty 
heavy stocks, and their anxiety to con- 
vert them into cash result in quo- 
tations for carload lots that are just 
what the mills are quoting the jobbers 
on carload lots. In other. words, job- 
bing profits are being given away on 
lots of a carload or more. It is doubt- 
ful if the full less carload lot prices 
are being insisted upon. 


Discounts on _ full weight steel 
and wrought iron pipe out of Pitts- 
burgh jobbers’ stocks in less than 
carload lots follow: 
FULL WEIGHT PIPE 
Steel 


Butt Weld 


Reading matter continued on page 186 
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Sterling 


Substantial, light running. 
Mounted with a “Cleveland”’ 
Grindstone, genuine Berea 
or Lake Huron grit, which 
we alone manufacture, 19 to 
22 inches in diameter, 1% to 
2% inches thick. Frame can 
= set up in a jiffy—merely 
| @ + yg ere on one bolt. 
Shipped knocked down and 
crated. 
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When SeniienWe Nominated 


' Then, as now, political issues were sharply drawn and much 


oratory was considered necessary to settle the questions of 
the day. 

But as far back as the early sixties and even years earlier 
men were busy working the quarries at Berea, producing the 
famous Berea Grit grindstones. 

When the farmers of those days returned to the fields from 
election day they used tools ground on “Cleveland” Grind- 
stones produced in the famous Berea quarries. 

These quarries are still producing the same Berea Grit that 
so endeared itself to the farmers of the early days and this 
respect for “the grit that grinds” has been handed down by 
forefathers to sons and grandsons. 

Today there’s hardly a farm that does not have a “Cleveland” 
Grindstone, giving to “Cleveland” Grindstones and Sterling 
Abrasives a salability probably enjoyed by no other product 
in the hardware field. 

Order from your jobber an adequate stock for there always 
is a demand for “Cleveland” Grindstones. 


The Cleveland Stone Company 
Artificial Abrasive Division 
CLEVELAND 


NEW YORK BOSTON 
283 Front Street 236 “A” Street 


CHICAGO 
30 N. Clinton Street 
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Harvest King 


brags of heavy angle steel 
1%” x 1%” x %”, strongly 
braced and is equipped with 
our standard high grade se- 
lected ‘‘Cleveland’’ Grind- 
stone. Shipped folded com- 
plete, stone crated separately 
to save freight. 


STERLING ABRASIVES 





AND STERLING GRINDING MACHINES 
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tion against cold, and the movement of products under this heading rather 
stove pipe and elbows reflects that fact. slow. The confusion incident to the 
There is no change of prices. setting up of separate mill basings has 

We quote polished blue nested not entirely disappeared, and consider- 


ore < pe “ym yere- able price irregularly is noted, evident- 

, . n. . Sd . . . 
ae ilete: abe $1.54 tg ng ly because of unfamiliarity with freight 
Nickeled stove pipe, 4 in., 85c. per rates to all destinations. 


joint; elbows, 75c.; mB... 40c. 
Jobbers tl retail trade from 
TIN AND TERNE PLATES.—Tinners oo as aoe Bee ep ens & es 
' “a re nails ) ase, per 
hg and- furnace builders are seasonally keg: galvanized, 2-peint cattle wire, 
List busy, and that means a good demand $3.09 eer spool; genvonines, Ran 
. og wire, $3.30 per spool; galvanize 
+6 for materials they use. 4-point cattle wire, $3.30 per spool; 
+ 2 We quote roofing ternes, 40-lb. I-C., galvanized, 4-point hog wire, $3.57 
List $22.50 per box, 112 sheets, 20 x 28-in., per spool; 2- a oe ee ee 
+ 4 from jobbers’ warehouses; furnace $2.33 per spool; No. 9 annealed fence 


STOVE PIPE AND ELBOWS.—This __ Plate, 20 x 28-in., $13.50 per 100 Ib. ap Rg 
line is doing well. People do not wait WIRE PRODUCTS.—Jobbers are mov- woven wire fence, 7 bar, 26-in., No. 11 


il wi : , $27.12 10 ' 
until winter to prepare for protec- ing a good many nails, but find other sage. $ ytd si. same size 











Make Criticism Constructive 


By A. Rowden King 


A Los Angeles judge recently required that a young man who had been 
convicted of speeding in an automobile should copy, in long hand, every story 
which appeared in the local newspapers during a period of six months relative 
to automobile speeding or traffic cases. The penalty is rather reminiscent of 
school days, but, for all that, it does not involve either the pocketbook or in- 
carceration, there is every probability that it will prove efficient. 





If some similar and equally praiseworthy means of impressing upon the minds of the young 
people in the world of selling the enormity of their mistakes and shortcomings, it would prove a 
great boon to those many proprietors who are finding it increasingly difficult to make even one 
profit grow where two grew before, thus reversing the bromidic manner of things. 


With a scarcity of workers who are at all intelligent and with the cost of labor turnover 
representing one of the biggest profit-consuming items on the books, it threatens too much ex- 
pense to contemplate any punishment for shortcomings which is certain to be time-consuming 
and is very apt to result in resignations and the consequent losses in training a successor. 


But by far the most sensible manner of ap proaching this problem of the inefficient sales 
lieutenant and private is the constructive one. Instead of punishing, teach. See to it that the 
trade papers of your business are routed among these sales people and read. Subscribe for an 
evening course in salesmanship at the local Y. M. C. A. for the most deficient of them. Allow, 
encourage and request that manufacturers’ sale smen address your people after hours. And there 
are at least as many other methods of going a bout this end as you have fingers. Use ’em all. 
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Just pour 
in the ice 
and salt at 


Note bottom 
4 





A highly profitable business can be built by han- 
dling Everybody’s Self-Freezer. It simplifies smooth 
grained ice-cream making at home. Self-freezing. 
Ice and salt in separate water-tight compartment 
from cream preventing ice or salt getting into ice- 
cream. Ice-cream stays hard for hours. Built of 
only highest grade materials by experienced freezer 
manufacturers. Mechanically correct in every de- 
tail. Equipped with grain dasher. Made in 2 and 
4 quart sizes. 


It is a line that turns fast—and produces a good 


profit for you. 


Prices and full information from your 
jobber or from 


William Brown & Sons 


The Toy Town Freezer Co. 
Winchendon, Mass. 











Then rest for 
SLOmipeesleicocne)s 
60 about your 
regular feitie(a- 
hn els reeZz 
*r r an occasional 
i. 





188 


Little Change in New England Market— ~ 


Shelf Hardware Continues Active 


F (Boston office of HARDWARE AGE) 


HE New England hardware situation shows very 

little variation these days. In the shelf hardware 

field, business is gathering momentum each day, al- 
though slowly, and is still slightly behind 1923 records 
for the corresponding days. Efforts on the part of job- 
bers to interest retail dealers in holiday goods are not 
bringing desired results. The retail trade is enjoying a 
good going business in seasonable and standard merchan- 
dise, is buying in small lots but frequently, and is inclined 
to put off as long as possible any investment in holiday 
goods. The number of people engaged in the retail hard- 
ware business is steadily expanding, especially in the 
large cities, while failures are remarkably few. The 
credit situation as far as it concerns the average retail 
firm is satisfactory. 

In mill supplies and heavy hardware an expansion in 
business also is noted by jobbing houses, but the increase 
is somewhat slower than in shelf hardware. The convic- 
tion is growing among jobbers and consumers of heavy 


AUTOMOBILE ACCESSORIES. — Al- in., $9. %: 
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hardware that the cost of mill products in New England 
will not be materially changed by the elimination of the 
Pittsburgh plus plan. If goods are to be cheaper or more 
expensive, one must look for the natural fluctuations gov- 
erned by the law of supply and demand, as they have in 
the past. 

The New England industrial position is brighter than it 
has been in months. The number of unemployed has 
been materially reduced by the starting up of a large 
number of cotton and woolen mills. Various other indus- 
tries are working on longer shifts. To be sure, there 
are some dark spots still, particularly in metal working 
plants. But the general economic position of these states 
is so much better than it was that merchants and banks 
are beginning to take quite a hopeful view of the business 
outlook from now on. Here in New England there ap- 
pears less misgivings regarding the national election than 
in some other sections of. the country, and this fact is 
leaving its impress on general business sentiment. 


by a recent improvement in shipments 


x 3% 
in., $12.70; 34 out of local stocks. 


though almost all accessories are sell- nage 4 
ing in normal quantities, interest cen- 
ters largely in tires. During the past 
two or three weeks there has been a 
marked improvement in the sale of 
tires to the retail trade, say jebbers, 
and there is every indication that New 
England retail dealers will have the 
biggest year on record. The importance 
of accessories as a holiday line of goods 
is fully appreciated by some of the re- 
tail trade, as is attested by orders be- 
ing received in the wholesale market for 
December shipment. 


We quote from 
stocks: 

Automobile Acessories.—Apco line, 
steering wheel puller, $2.25 each, net; 
connecting rod wrench, 38c.; rear 
wheel puller, $2.25;; horn button, 57c.; 
rear wheel brake, $9.38; glass oil 
gage, 30@c.; ratchet wrench, . 
windshield wiper, $3.75; crankcase 
arm, 48c., and battery charger, $13.50. 

Springs.—Vulcan line, all makes, 35 
per cent discount; Ford sizes, 7-leaf 
front, No. 2000, $1.25 net; 9-leaf 
front, Ne. 2004, $2: 9-leaf rear, No. 
2009, $4.2 

eleute Gages.—Balloon tire, in 
lots of less than ten, $1. - each; in 
packages of ten, $1.08 each 

Oils and Greases.—Mobiloil, cylin- 
der, A. E. and Arctic, one-gal., $1.25 
per gal; five gallons, $1.08% per gal.; 
30 gallons, $1 per gal.; 55 gallons, 95c. 
per gal,; Cylinder, B, 1-gallon, $1.30; 
5 gallons, $1.13% per gal.; 30 gallons, 
$1.05 per gal. Transmission oil, C, 
$1.05 per gal. Transmission grease, 
CC, 5-pound lots, 20%c. per Ib.; lubri- 
cant grease, in 5-pound lots, $11.50 
per case of 12; in 1-pound packages, 
$10 per case of 48. Discount 25 per 
cent. 

Boyce-ite.—Consumers’ packs, three 
4-oz. cans, $1 list; %-gal. cans, $3.50; 
1-gal. cans, $6. Consumers’ packs 
come 10 in crate; %-gal. cans, 10 to 
crate; 1-gal. cans, 5 to crate. On full 
packages there is a discount of 40 
per cent; on less than full packages, 
33% per cent. 

Tires.—Hartford ine cord, non- 
skid clincher, 30 x Pv, in., regular, 
$8 each net; 30 x 3% in., 
$10.45: straight, 30 x 3% ~ 
31 x 4 _ $13.25: 32 x 3% in.. 

32 x $14.60: 33 x 4 in., $15 05: 
34x “ =a $20.25: 35 x 5 in., $25.70. 

Tires. —Richland line, standard cord, 
clinchers, 30 x 3 in.. : x 3% in., 
$8.40: straight, 30 x 3% %y °S 45: 33 
4 in., $14.20: oversize, clincher, 30 x 


Boston jobbers’ 


x 4 in., $16,753 33 x 4% in., 20.95; 

33 x 5 in., $26.15: 34 x 4% in., $21.45; 

35 x 5 in., $27.45; 37 x 5 in., $28.85. 

Commercial service truck cord, 32 x 

4% in., $25.75; 33 x 4% in. .35; 

34 x 4% in., $26.95; 33 x 5 in., $29.90; 

35 x 5 in., $31.40; 36 x 6 in., $56.50. 
BLACKSMITH SUPPLIES. — Horse- 
shoe nails are cheaper—something less 
than 10 per cent so. The downward 
adjustment is attributed by jobbers to 
the abandonment of Pittsburgh plus 
plan, which places some of the New 
England manufacturers at a slight ad- 
vantage over those in the Pittsburgh 
district. 


We quote 
stocks: 
. Anvils.—Standard makes, 


from Boston jobbers’ 
19c. per 


Axles.—Square bed, drawn bed and 
one piece, 3 in. and under, 12c. per Ib. 

Horseshoes. — American Boss, Ju- 
niata, Phoenix, United States, Cin- 
cinnati, Standard and Burden, $7.50 
per keg base. No freight 13a 
on store shipments. 

Horseshoes.—F ancy or special, side 
weights, 30c. per pair. Steel shoes, 
XL or XXL, $9.25 per keg: toe 
creased, $7.7; side wear, $9.75; 
calked, $9.25; extra light calked, 
$10.25; iron countersunk, $8.25; steel 
countersunk, $10; tips, $9.25: X xk and 
light driving, $9.25; XXX and feath- 
erweight, $9.25; mule, $8. 

Malleables.— Plain, except stake 
irons, 20c. per Ib.; stake irons, 17c.; 
threaded malleables, 30c. to 38c. Dis- 
count, lic. on. 

Nails.—Horseshoe, Crown, 5, 
$5.75 per box; No. 6, $5. 25; No. 7, 
5; No. 8, $4.75; Nos. 9, 10 and 11, 
4.50. oy No. 5, ws = ey box; 
No. 6, $4.8 o. 7, $4.60; $4.35; 
Nos. 9, io 8. 11, $4. 25. We. saittennt 
charge of lc. a pound is made for lots 
of less than 25 Ib. 

Rasps.—Heller, 70 and 10 per cent 
discount; Superior, etc., 75 per cent 
discount; Stokes, 75 per cent dis- 
count. 

Springs.—Common wagon and car- 
riage springs, 12c. per Ib. base. A 
discount of lic. is allowed the retail 
trade. 

Toe Calks.—Welded, dull, $2.25 per 
box: sharp, $2.50; blunt heel, $2.50; 
sharp heel, $2.50. 


BLANKETS.—Recent snappy weather 
has reminded certain late buyers of 
blankets that it might be a good time 
to get in under cover, as is attested 


: quote from Boston jobbers’ 
StOCKS: 
Blankets.—Street, Kersey, 84 x 90 
in., $2.75 to $4.75 each net; 90 x 96 
in., $4.25 to $7. Stable, burlap, 
in., $1.50 to $2.50 each net; 84 in., 
$2.35 to $3.10. 
CHURNS.—tThere is'a good steady de- 
mand for all kinds and makes of churns. 
This is a time of the year when coun- 
try people make a lot of -butter, not 
only for their own consumption, but to 
sell as well. 
We quote from Boston jobbers’ 


stocks: 

Hand Churns.—Glass, 2-qt., $14 a 
doz. net; 3-qt., ght 75; 4-Qt., : 
Metal, 1- gal., $2.3 0 each net; 2-gal., 
$2.75; 3- gal., $3.50; 4-gal., $4.25; 6- . 
gal., "$5.25, 7 
CLIPPERS: —tThe demand for clippers 
holds’ up remarkably well. The retail’ 
trade evidently allowed itself to get 
down almost to nothing on stocks white 
waiting for lower prices. As a matter 
of fact clipper prices are reported as 
firm, with no indication of changing for 


some time. 

We quote from Boston jobbers’ 
stocks: 

Toilet Clippers.—Mayfiower, No. 00, 
$1.30 each net; No. 000, $1.35; Ply- 
mouth, No. 1, 95c.; No. 0, 1.15; No. 
00, $1.40. Success, No. 0, 1.50; No. 
00, $1.65. Brown & Sharpe, all kinds 
carried by local jobbers, $4.50 list. 
Discount, 25 and 10 to 25 and 15 per 
cent, according to quantity. 

Horse Clippers.—No. 1, $14 each 
a No. 9, $24. Discount, 33% per 
cent. 


CLOTHES LINES.— Manila clothes 
lines have appreciated slightly more 
than 10 per cent in value. New prices 
follow. 

— quote from Boston jobbers’ 


stocks: 
Clothes Lines.—Manila, $7.25 per 


carton of 20 hanks, net. 
CUTLERY.—Of the few holiday lines 
that are attracting retail dealers at 
this time, possibly cutlery is making 
the best showing. The average retail 
order received is conservative in char- 
acter, but usually covers a wide variety 
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Every man looks on his business as ‘‘different”’ 
and cannot understand how the other fellow 
has such a complicated problem. 


Take “‘tack-making,” for example. You couldn't con- 
ceive of it as an “art,” rather probably that a strip of 
steel goes in one end of a machine and comes out a nice, 
bright shiny tack ready to go into Henry Ford's ten 
millionth Lizzie or to hold down some farmhouse rug 
carpet. 


On the contrary, “‘tack-making’’ is a real profession. 
‘“Tack-makers,’’ the skilled workmen who manipulate 
the machines, are real mechanics and they don't grow on 
bushes. Takes as long to make a good tack-maker as it 
does to make a doctor. 


The reason why the Baur Tack Company, only a year 
or so old, is developing so rapidly is because it has 
brought into its fold a large number of loyal and thor- 
oughly experienced “‘tack-makers’’ who like our policies, 
our methods, and like the city they live in. 


BAUR TACK CO. Indianapolis, Ind. 


[Pomeres | 
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of merchandise, which jobbers believe 
indicates stocks are small. 


We quote from boston jobbers’ 
stocks 
Knives.—Kitchen, No. 303, 80c. per 
doz. net; No. 333A, $2.50. Slicers, No. 
- No. $6; No. 2017, 
5-in., 


d : . 
12-in., $14.25. Grapefruit, No. 342, $2. 
Straight Shears. — Universal line, 
japanned, 6-in., 
in., $8.50; 7-in., - 09; 
in., $10. 10; 9- in., siz. Nickel plated, 
6-in., $9.15; -in., $9.55; T- =: 
$10.10; 7%- in., 10.75; 8-in., $11. 
9-in., $14. Left hand, 7%- in. - $13. 80, 
Bent Trimmers. — Japanned, 7-in., 
“" a dna oe -in., $10.75; 9-in., $13.55; 10- 
"Shad Shears. — Nickel plated, 
7%-in., $12 per dez. net; 8-in., $12.80. 
Scissors.—Pocket, 4-in., $8.35 per 
doz. net; 4%-in., $8.65. Embroidery, 
3%-in., $7.65; 4- in., $8.35. Ladies’ 
4-in., $8.35: 4%- in., $8.70: 5-in., : 
6§-in. $10.3 Ki 


ELECTRICAL SUPPLIES. -Blestetent 
supplies are selling fairly well, both 
for immediate and future requirements. 
There is every reason to believe that 
prices will remain on or about their 
present level well into 1925. In certain 
localities the retail hardware dealer is 
meeting stiff competition from the lo- 
cal electric lighting company. 


GARDEN TOOLS.—At least one local 
jobber has sold a big bunch of garden 
tools for next season’s use. Others are 
making an active bid for business, but 
having only lukewarm success. 
from Boston jobbers’ 
stocks: 


Hoes.—Shank, 7%-in., $8.70 a doz. 
net; socket, 7%-in., $9.60; round top 
onion, $9.90; socket meadow, 9-in., 
$10.55; Rhode shank, 9-in., 
$10.05; socket, 

Rakes. —Light steel, 12 teeth, $4.80 
per doz. net; 14 teeth, $5.10; 16 teeth, 
$5.60. Regular garden, 12 teeth, $8; 
14 teeth, $8.55; 16 teeth, $9.35: steel 
teeth, $16.95; 16 teeth, 


We quote 


Island, 


gravel, 14 
$11.90. 

Edgers.—tTurf, 
per doz net. 


GLOVES.—The demand for cotton 
gloves, while not brisk, is steady, and 
aggregate weekly bookings by jobbers 
make quite a satisfactory showing. 


We quote from Boston jobbers’ 
stocks: 

Cotton Gloves.—No. 841, $1.70 per 
doz. net: No. 640, $1.75; No. Yt 
$2.30; No. 827, $2.75; No. 175, $3. 

No. 214, $3.50; No. 237, $5. 

322C, $4. 88: No. 402, $2.30: No. = 
$2.30; No. 410, $4.38; No. tO2B. $2. 
No. 971, $1.45: No. 759, $1.25; “ 
953. $2.90; No. 281, $4.70. 


GUNS AND AMMUNITION.—Good 
reports are still had from retail deal- 
ers regarding over-the-counter business 
in guns and ammunition. The law on 
certain brush birds is off this month 
in parts of New England, at least, con- 
sequently retail dealers anticipate a 
still further increase in sales. 


We quote from Boston jobbers’ 
stocks: 

Ammunition.—Leaded shells, 25 and 
1 per cent discount; rim fire car- 
tridges, 26 per cent discount; center 
fire cartridges, 18 per cent discount. 

Droop Shot.—Smaller than B, $2.80 
per bag; B and larger, $3.05 per bag: 
all Rifle, Boy Scout, shot, $4.85 per 


Sune. —Stevens air rifles. No. 12%, 
34.05 each net; 


long handle, $10.89 


$20.75: No. 315, $21: No. 330, $21.85: 
35. $24.30. Savage, bolt action, 
single shot. No. 04. $6; repeating shot 


Baker Batavia 


gun, No. 21A, $41.75. 
$32: black 


jeader, double barrel, 
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patna double barrel, $50. — & 
Lewis, 22 action, model D, $3.7 


HALTERS.—The market for ell hal- 
ters is about 12% per cent higher, job- 
bers having followed new lists just is- 
sued by manufacturers. 


HEATERS.—Killing frosts and _ the 
continued high cost of coal and wood 
have speeded up the sale of heaters. 

We quote from Boston jobbers’ 
stocks: 

Heatcrs.—Universal line, No. E9953, 
plain standard, 12-in. bowl, $6.38 each 
net; No. E9955, fluted, 12-in. bowl, 
$7.13; No. E9954, plain, 14-in. bowl, 
27.88; tilting reflector, 10-in. bowl, in 
assortment only, No. 1 assortment, 
three heaters, one each royal blue, 
mahogany red, sage green, $10.50 per 
assortment; No. 2, three heaters, one 
$10.50 old rose, ivory, French gray, 


HOCKEY STICKS.—Interest in hockey 
sticks is on the mend, but many re- 
tail dealers are frank to say they have 
no intentions of buying until next 
month. By that time, they say, a little 
better line will be had on probable win- 
ter weather conditions. 
We quote from Boston jobbers’ 


stocks: 
Hockey Sticks.—Boys’, white, $3.40 


a doz. net; boys’ special, $5.50; Ama- 
teur, $8. 50: Championship, $11.50; 
special, $15. 

Pucks.—Standard makes, $2 a doz. 


net. 
Polo Sticks.—No. 95c. 
$3.75. 


net; No. G, $1.50; Noo, 
INSECTICIDES. — Manufacturers of 
Pyrox, arsenate of lead, dry lime, sul- 
phur, etc.,; have issued new price lists 
for next season. Slightly lower prices 
on 50 Ib. and larger lots of Pyrox are 
shown, but practically no change on 
smaller lot prices. Arsenate of lead 
also will be slightly cheaper in some 
instances. 
IRONS.—For Dover asbestos irons the 
market is a little more than 10 per 
cent higher. 


IRON AND STEEL.—Now that con- 
sumers have been fairly well convinced 
in their own minds that iron and steel 
will not be cheaper as a result of the 
elimination of the Pittsburgh plus plan, 
unless there is a general break in quo- 
tations by mills in an effort to increase 
business, the movement of stock out of 
jobbing hands is improving quite fast. 


quote from Boston jobbers’ 
stocks: 

Stee!.—Soft steel bars, $3.26% per 
100-lb. base; flats, $4.15; plain con- 
crete bars, $3.51%: deformed con- 
crete bars, $3.51%; tire steel, $4.50 to 
$4.75; open- -hearth spring steel, $5 
and "$10: crucible spring steel, $12; 
bands, $4.01 % to $5; hoops, $5. 50 to 
$6; half rounds, $4.90: ovals, $4.90: 
hexagons, $3.26%: cold rolled steel, 
$4.15 to $4. 65; toe calk steel, $6; struc- 
turals, angles and beams, $3.36%; 
plates, $3.36% to $3.59. 

iron. — Refined iron 
best refined $4.60: 
Norway iron rounds, 
and flats, $7.10. 

Differentials. —Quality, lots of less 
than 1000 Ib. of a size, 50c. per 100 
Ib. extra; lots of 1000 to 1999 Ib., 20c. 


extra. 

NAILS.—New England-made nails, ac- 
cording to present mill schedules, will 
cost delivered just as much as those 
purchased in the Pittsburgh district. 
Since this announcement the movement 
of nails out of local stocks has assumed 
somewhat larger proportions. 


We quote from Boston jobbers’ 
stocks: 


a doz. 


$5.50: 


$6.69; squares 
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Nails.—Wire, $3.80 per keg, base, 
from store; from mill in less than 
carload lots, $3.05 per keg, base, and 
in carload lots, $2.80 per keg base, 
f.o.b. Pittsburgh. Galvanized wire 
nails, l-in. and longer, add $2.50 per 
keg: shorter than l-in., $2.75; cut 
nails, from store, $4.15 per keg base: 
hardened steel, $8.10; direct ship- 
ments from mill, car lots, $3.50, less 
than car lots, $3. ‘65, f.0.b. Pittsburgh: 
Tremont, in less than car lots, $3. 85: 
hardened steel, $7.60 f.o.b. Wareham, 
Mass.; galvanized, 4-pennyweight 
and smaller, $6.30 f.0.b. factory base; 
larger, $7.05; from store, 4-penny- 
weight and _e smaller, 0 base; 
larger, $7.55; cement coated nails 
from mill, in less than carloads, $3.75 
per keg base; in carloads, $3.45; hard 
steel nails, from store, $8. 10 per keg 
base; from factory, $7.60; blued 3- 
pennyweight, light sterilized lath, 
$2.05 per keg. Galvanized roofing 
nails, %-in. head, $8.10 to $8.70 per 


keg net. 
PLUMBERS’ TORCHES.—All kinds 


and makes of plumbers’ torches are 
in more active request, which is but 
natural, say jobbers. 


Rs quote from Boston jobbers’ 
stocks: 

Plumbers’ verses. —N:U line blow 
torches, No. 9, $5.33 each net; No. 38, 
+38 76; No. 35. .05; No. 438A, $5.76; 
oa 9 , $6. 79: No. 105, $3.60; No. 


POULTRY SUPPLIES.—There is a 
good steady business going on in most 
kinds of poultry supplies. Some of 
the bookings are for immediate retail 
requirements, according to jobbers, and 
others for shipment next year. 


We quote from Boston jobbers’ 
stocks: 

Incubators.—Buckeye line, oil and 
gas heater, No. 1, $26.25 each net; 
No. 2, $31.15; No. 3, $40.43; No. 4, 
$47.60: No. 5, $74.90: No. 14, $11.55; 
No. 16, $19.25; No. 17, $25.73. Queen 
line, style K, No. 20, 70 egg capacity, 
£16.50 each: No. 21, 120 eggs, $27.50: 
No. 22. 220 eggs, $36.75; No. 1, 85 
eLZS, 827. 50; No. 2, 135 eggs, $37. 50: 
No. 3, 180 eggs, $44.50; No. 4, 275 
ogg’. $57.75; No. 5, 400 eggs, $68; No. 
25, 600 eggs, $103: No. 35, 800 eggs, 
$132; No. 45, 1000 €gZEs, $157. Dis- 
count, 30 per cent. 

Brooders.—Buckeye line, 
18, $15. ad a. % ne: 
oil burn $8. 
$10.85: omy 22, *513.30: No. 25, ‘coal 
burner, $21: ‘No. 27A, oil burner, 
$12.25; No. 28A, $14: No. 29A, $15.75; 
Queen line, No. 1, 600 chick capac- 
itv, $21.50 each: No. 2, 1200 chick ca- 
nacity, $26.50. Discount, 30 per cent. 


RADIO GOODS.—Business in radio 
goods is coming ahead very fast, both 
in a retail and wholesale way. One 
of the leading local dealers, who last 
year ran a highly successful radio con- 
test, is about to start another. Last 
year’s contest proved a big money 
earner and a bigger advertising me- 


dium. 


We quote from Boston jobbers’ 
stocks: 

Sets. Wao dy, No. 5, $105 
list; No. 6, $185; No. 15, $142.50. Dis. 
count a5 ‘per cent. Eagle, balanced 
neutrodyne receiver, $175 list. Dis- 
count 35 per cent. Synchrophase 
broadcast receiver, $155 list. Dis- 
count, 35 per cent. Cook’s De Luxe 
installation, $400 net. Crosley goods, 
Newport, $100 each; discount 40 per 

‘cent. Trirdyn, $65; discount 35 per 
cent; special $75, discount 35 per 
cent: No. 51, $18: No. 51A, $14; No. 
51P, $25: No. 50. $14.50; No. 50A, $18: 
No. 50B, $18: No. 52, $30. Discount 
33% per cent. 

Batteries.—Yale, B, 45 volts, $3.75 
each list: 22% volts, $2. Discount 
35 per cent. 

Battery Sharge. —Apco line, in lots 
of less than 10, $13.50 each net. 

Tubes. ae ienaietiate and R. C. A. 
$4 list. Discount 25 per cent. 

on ud Speakers.—Western Electric 

. 522W, $9.50 list. Discount 30 ner 


a ae 
Dictogrand. — Upright model, $25 


coal, 
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In Christmas Gift Packages 














You would miss a real money-making opportunity if you 
were going to overlook the attractive Christmas display of 
Miller Padlocks. 


Each of the numbers shown on this page is offered in the 
handy Miller Counter Carton—each in its own package—and 
each package wrapped in a special, colorful Christmas cover! 
It’ll make a catching, bright and jolly display on your coun- 
ter! And there is no extra charge for this Special Christmas 
Packing! 


The time has rolled around once more when you can help 
your customers solve many of their big and little gift-problems 
—and do so at a handsome profit to yourself—making your 
own Christmas that much merrier. 


Among your suggestions, Miller Padlocks will be particu- 
larly welcome. ‘They are inexpensive—they are immensely 
useful for ever so many purposes (garage doors, cabinets, 
automobile tire racks, etc., etc.)—they show thoughtfulness 
on the giver’s part—and they make a more original gift than 
any of the hundred usual things people think of ordinarily. 


And NEVER sell a tool-chest without selling a Miller Pad- 
lock, also! Always get that additional profit! 


Write for a sample of the special Christmas display wrapper 
—and put in your order for an adequate Christmas stock 
NOW! 





Also do not forget to fill 


up those empty spaces on Originators of Swinging 
your Miller Padlock Panel. Metal Display’ Panels, 
If you are still without that Metal Display Stands and 


Panel, now is a good time to 
get it from your jobber, and 
cash in on the Miller Panel 
Displays! 


Counter Cartons for Pad- 
locks. 











MILLER LOCK COMPANY 


PADLOCKS 


Philadelphia, U. S. A. 


NIGHT LATCHES CABINET LOCKS 
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list; Musette, new model, black, 
ti each list; gold and silver bases, 
20. Discount 35 per cent. 
Loops.—Cook’s new folding model, 
$13.50 each list. Discount in lots of 
less than six, 30 per cent. In lots of 
six or more, $7.50 each net. 
Meters.—Sterling ammeters, No. 24, 
35 amps., 65c. each net; voltameters, 
No. 44, 35 amps., 90c. each; volt- 
meters, No. 34B, 0 to 30 volts, $1.50 
each; No. 34C, 0 to 50 volts, $1.85. 


ROBES.—The market for automobile 
robes is beginning to perk up. In quite 
a few instances retail dealers are mak- 
ing quite an investment. 


We quote from ‘Boston jobbers’ 
stocks: 

Robes.—Automobile, wool, 52 x 72 
in., $3.25 each net; plush, coupe, $6; 
72 in., $9; interlined, $10.50; inter- 
lined special, $12.50. 


ROPE.—Manila rope has been advanced 
another 2c. a pound, making a total 
advance of 4c. within a month. Sisal 
rope, which did not share in the last 
previous advance in rope, costs lc. a 
pound more. Twines are unchanged in 
price. 


We quote from Boston jobbers’ 
stocks: 


Rope.—Manila, 23c. per Ib., base; 
sisal rope, 18%c.; hay rope, 16c.; cot- 
ton rope, 52c. 

Lathe Yarn.—Sisal, C130, 15c.; D200, 
16c. per Ib. 

Twine.—Hemp, in %-lb. balls, No. 
12, 40c. per Ib.; No. 18, 34c.;: No. 24, 
32c.; No. 36, 31c.: No. 48, 30c. Cotton 
marsac, No. 1, 58c. per lb. Nashua, 
No. 2, 54c. Jute, 28c. Wool, in full 
bales, 17c. 


SIDEWALK CLEANERS.—The retail 
trade is taking sidewalk cleaners a lit- 
tle more freely. Some individual orders 
received the past week were quite flat- 
tering. 


We 
stocks: 

Sidewalk Cleaners. — Wallingford 
line, No. SCX7%, $8.50 per doz. net; 
No. IC, $10: No. RRSC, $5.10. Swine- 
ford cleaners or pushers, No. 375, 


$10. 
SKATES.—From the wholesalers’ view- 
point, the skate market is disappoint- 
ing. Efforts to interest retail dealers 
are meeting with little success, and the 
inference is that retailers in general 
carried over liberal stocks last season. 


We quote from Boston jobbers’ 
stocks: 


quote from Boston jobbers’ 
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Ice Skates.—Union Hardware Co. 
line, No. 1624, 89c. a pair net; No. 
1624%, $1.24; No. 1824, $2.06; No. 
1924%, $3.12. 

Hockey Skates.—No. 524%, $1.36 a 
pair net; No. 424%, $1.74; No. 924%, 
sty Canadian, 0. 5%, $1; No. 7, 


Skates.—No. 52, 97c. a pair 
5624, $1.17; No. 524%L, 
‘ $1.14; No. 5724%, 
$1.92; No. 5924%, $3.50. 

Outfits.—Men’s, No. 72, $3.65 a pair 


net; ladies’, No. 74, $3.65; en’s, 
No. 130, $6; ladies’ No. 093, $6.50; 
all Goodyear welts. Tubular No. 
90, gray enameled, $5.50; nickel 
plated, $6.50. 

SNOW SHOES.—lInterest in snow 


shoes likewise is lukewarm at best. In 
this case, however, it is thought the 
retail carry-over last season was com- 
paratively small, and the lack of in- 
terest is due to the activity of retail 
dealers in other lines of merchandise. 


We quote from Boston jobbers’ 
stocks: 

Snow Shoes.—Men’s, No. 50, 12 x 
46 in., $7.45 a pair net; 13 x 48 in., 
$7.45. Ladies’, 11 x 42 in., without 
slippers, $6.62. 

Slippers.—No. 1 men’s, $1.18 a pair 
net; No. 1 ladies’, $1.18. 


THERMOMETERS.—A somewhat bet- 
ter market for thermometers is re- 
ported by both retail and wholesale 
houses. Prices have not changed, and 
jobbers believe they will not for some 
time. 


We quote from Boston jobbers’ 
stocks: 

Thermometers. — Cheap tin case, 
spirit, 7-in., $1.20 per doz. net; 18-in., 
$1.38; mercury, 10-in., $2. Standard 
heavy tin case, 8-in., $13.50; 10-in., 
$15.25. Copper case, No. 5154E, 8-in., 
$6; 10-in., $8. Woodback, 6-in., $9; 
8-in., $10; 10-in., $11. Candy, No. 
5908, $16. Bath, No. 5592S, $14.50. 


TOOL CHESTS.—Jobbers are getting 
in stocks. Their sales last year were 
large, and their belief is that 1924 sales 
will show a sizable increase over 1923. 


We quote from Boston jobbers’ 
stocks: 

Tool Chests.—Union line, 
general service, with trav, 
$4 each net; No. 219, $4.20; 
$4.47. Carpenter, shoulder No. 
$5.33. Special carpenter chest, with 
cay. No. 532, $6.67. Suitcase type, 


Tools.—Stanley assortments, No. 
888D. $10.75: No. 862, $21.05: No. 903, 
$12.75; No. 904, $8.60; No. 905, $4.35. 


empty, 
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Crescent Tool Co. assortments, No. 
TK31, $1.57 each. 


WEATHER STRIP.—Sales are coming 
ahead quite fast these snappy days. 
Jobbers apparently are well stocked. 
No delay in shipments is reported. 


We quote from Boston jobbers’ 
stocks: 

Weather Strip.—Bosley, felt, No. 
70, be. a ft. list; No. 71, 5c.; No. 
71%, 7c.; No. 74, 10c.; No. 75, 12c. 
Discount on full bundles, 65 per cent. 
Excelsior, felt edge, Nos. 60 and 61, 
5c. a ft. list; No. 61%, 7c.; No. 62, 
8c.; No. 63, 9c.; No. 64, 10c.; No. 65, 
12c. Discount, on full bundles, 65 
and 10 per cent. Flexible felt, No. 2, 
3c. a ft. net; No. 3, 
Spring bottom strips, 
stained black wainut, 30 in., $ 
net; 36 in., $5; in., $5.65. 


WEDGES.—Now that people are be- 
ginning to increase wood supplies for 
the winter, wedges are enjoying a little 
wider market. — 


We quote from Boston jobbers’ 
stocks: 

Wedges.—Wood choppers, Truckee 
pattern, 9%c. per Ib. 


WRENCHES.—With the improvement 
in general business conditions is noted 
slightly larger sales of most kinds of 
wrenches. Some of the heavier type 
of wrenches are selling more freely 
than they have in months, say job- 
bers. 


We quote from Boston jobbers’ 
stocks: 

Knife and Steel Handle.—Coes, 6- 
in., $15 doz.; 8-in., $18; 10-in., $22; 
12-in., $28; 15-in., $38; 18-in., $48; 
21-in 8 


.» $58. 

Key Model.—Coes, 28-in., $18 each; 
36-in., $38: 48-in., $84. Discount of 
40 and 10 per cent off list is allowed 
on the above wrenches. 

Pipe Wrenches. —Stillson, Trimo, 
Walworth and Pexto, 66% per cent 
off list. 

Miscellaneous. — Dropforged 
wrenches, 62% per cent discount; 
Wescott, 25 per cent discount; agri- 
cultural wrenches, 60 per cent off 
list. 

We quote f.o.b. factories: 

Snap-on Wrenches.—No. 50, Radio 
and Electrical Set, $4; No. 101, Mas- 
ter Service Set, $15.25; No. 202, 
Heavy Duty Set, $8.80; No. 404, 
Flexible Socket Set, $8.75; No. 505B, 
Screw Driver Blades, $3.40. All 
Snap-on Wrenches less 40 per cent 
f.o.b. Boston. No. 900 set. square 
socket, $3.70: No. 303, Ford Master 
Service Set, $14.85. 








EW YORK’S famous old Bowery was probably 
| \ granted the first charter for the original Society 
for the Prevention of Lost Sales. 
in good standing received honorable mention when he 
coined the slogan: “To Sell "Em—Go Out and Get ’Em!” 
Ever since its enterprising merchant members have em- 
ployed the battle-cry and applied it to their business. 
Every visitor is a prospect on this street. 
dow-shopping trips serve as a test of your resistance 
qualities. Sales are made by the power of persuasion with 
This outdoor artist 
is a barker by profession and accomplished in the art of 
personal contact. Pause before his establishment and 
you soon find yourself accepting his forceful invitation to 
step inside and look around. In most every case the pros- 
pect “weakens” and is sold to the tune of: “Put it on— 


the aid of an active sidewalk booster. 


Wrap it up—Take it home!” 


Traditions and songs made the Bowery popular. 


Do Your Own Shouting! 


people need the aid of a guide to find it. 
sales method is not exactly what the experts choose to call 
scientific and it can hardly be recommended “as is” for the 
hardware trade. However, it does illustrate to what extent 
some merchants go to get the prospect further than the 


Some member 


window. 


A few win- 


them. 


Few 


The drag-net 


Boiled down, diluted or seasoned to taste, the same 
system can be made less painful and more pleasant to apply 
to local conditions. 
attractive display that suggests an invitation—or perhaps 
a selective distribution of circulars will carry your sales 
message beyond the confines of your store. 
is the personal visit. 


A little different approach, a more 


Better still 
If they can’t come to you—go to 


But REACH OUT. Get the barkers busy. Boosting is 
a sure guide to a wider market and more friends—and 
friends are what count most. 


W.A.S. 








Reading matter continued on page 194 
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No. 210 
For Homes. 
Smallest 


Size, 
All Wood. 


& 


No. 220 
For Janitors 
and Hotels. 
All Malleable 

Except Handle. 


“Derby Pulthru’’ 











PETERPOLLER seat 





Two “EZYSQUEEZE” 
Lines and 
in One ee “BOLLER” For. Homes 
+i uit 


Of Interest to Jobbers 


Jobbers and dealers who have handled the 
Van Arnam line of “EZYSQUEEZE” Mop 
Squeezers know their high quality and repu- 
tation. 


In only four years these goods have built 
up a very substantial and satisfactory trade. 


But Mop Squeezers were a ‘‘Side line’’ with 
Van Arnam—we concentrate our undivided 


attention on Mop Wringers. So we bought — 
out the entire "Exe T QUELLE,” line and — ee a 


Metal Parts, 
Malleable Iron, 
Wood Back. 


consolidated it with the well-known - 


‘“*BOLLER” line. 


Now we offer you Thirty-four Different 
Styles of Mop Wringer Pails or Squeezers 
from which you can meet every requirement 
for use in Homes, Apartments, Hotels, Office 
Buildings, Schools, Libraries, Hospitals—in 
fact every place where mops are used. 


Jobbers—write us direct for New Circulars 
describing these popular selling lines. Dealers 
—please order through your regular Jobbers. 





. hi f / 
om ty i ae 
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No. 9 Chatlenre 





‘‘Household Pulthru’’ 


ORKS 


No. 7 Challenge 





Specialists in Mop-W ringing Equipment 


126-128 N. Curtis St. 


SALES REPRESENTATIVES: 


DENVER 
J. H. Morrison 
806 Sugar Bldg. 


©. B. Peabody & Co., 71 W. Broadway, New York 
Eastern Territory 


SINCE 1897 
Chicago, IIl. 


SALBS REPRESENTATIVES: 


LOS ANGELES DALLAS 
Thayer & Bower F. L. Glover & Co. 
923 B. 8rd St. 1822% Commerce St. 


Anning & Moller, 35 8S. Dearborn St., Chicago, Il. 
Central States 


SAN FRANCISCO 
Thayer & Bower 
845 Monadnock Bldg. 
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JACK SETS 


These new sets are making a big hit. 
They are packed in dainty little bags 
of assorted colors, Red, White and 
Blue. 


Each set contains ten nickel-plated 
jackstones and an extra large, lively 
rubber ball. Bags are made with a 
double draw string and will not “spill” 
the Jackstones, until opened. 


They retail like sixty at a Dime and 
pay a good profit. Packed six doz. sets 
in a paper box, 5 gross to a case. 





ae 
i 


Toy Garden Sets 


Just the kind of Garden Tools the 
little folks have long wanted. Not the 
“Go-to-pieces” kind, but made for real 
use and very attractive. 

Hoes and Shovels are made from a 
tough grade of steel of heavy gauge. 

Rakes are selected castings nicely 
nickeled. Both Rakes and Hoes are 
securely attached to the handles with 
tight fitting steel ferrules. Handles 
are hardwood, polished and waxed. 
Each set is firmly taped together form- 
ing a very neat package. 

Your Jobber will supply you. Write 
us for Catalog No. 30-M. 


ARCADE MFG. COMPANY 
Freeport, IIl. 


AKVADE 


HARDWARE 
and TOYS 
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Coming Hardware Conventions ° 





titete CHOEERH OUTED EE CORETTt Es tenertees 


ARKANSAS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Little Rock, May, 1925. 
L. P. Biggs, secretary, 815-816 Southern 
Trust Building, Little Rock. 


CALIFORNIA RETAIL HARDWARE & IMPLE- 
MENT ASSOCIATION CONVENTION AND ExX- 
HIBITION, Civic Auditorium, San Francisco, 
March 11, 12, 13, 1925. Le Roy Smith, sec- 
retary, 112 Market Street, San Francisco. 


ILLINOIS RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Hotel Sher- 
man, Chicago, Ill, Feb. 17, 18, 19, 1925. 
Leon D. Nish, secretary, Elgin, Il. 


INDIANA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Cadle Tab- 
ernacle, Indianapolis, Jan. 27, 28, 29, 30, 
1925. G. EF. Gheely, secretary, 911-913 
Meyer-Kiser Bank Building, Indianapolis. 


IowA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Des Moines, 
Feb. 10, 11, 12, 13, 1925. A. R. Sale, secre- 
tary, Hardware Building, Mason City. 


KENTUCKY HARDWAREB AND IMPLEMENT 
ASSOCIATION CONVENTION, Jefferson County 
Armory, Louisville, Jan. 19, 20, 21, 22, 1925. 
J. M. Stone, secretary-treasurer, 200 Re- 
public Building, Louisville. 


MICHIGAN RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Grand Rap- 


ids, Feb. 24, 26, 27, 1925. Karl S. Jud- 
son, 248 Morris Avenue, Grand Rapids, 
manager of exhibits. A. J. Scott, secre- 


tary, Marine City. 


MINNESOTA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, St. Paul Auditorium, St. 
Paul, Feb. 17, 18, 19, 20, 1925. C. H. 
Casey, secretary, Nicollet Avenue and 
Twenty-fourth Street, Minneapolis. 


MISSOURI RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Statler Ho- 
tel, St. Louis, Jan. 26, 27, 28, 1925. F. X. 
Becherer, secretary, 5106 North Broadway, 
St. Louis. 


MONTANA IMPLEMENT AND HARDWARE 
ASSOCIATION CONVENTION, Helena, Feb. 13, 
14, 1925. A. C. Talmage, secretary-treas- 
urer, Bozeman. 


MOUNTAIN STATES HARDWARE AND ImM- 
PLEMENT ASSOCIATION CONVENTION, Denver, 
Colo., Jan. 27, 28, 29, 1925. W. W. Me- 
Allister, secretary-treasurer, Boulder, Colo. 


NATIONAL FEDERATION OF IMPLEMENT 
DEALERS’ ASSOCIATION CONVENTION, Audi- 
torium Hotel, Chicago, Ill., Oct. 22, 23, 24, 
1924. H. J. Hodge, secretary, Abilene, Kan. 


NATIONAL RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Philadelphia, Pa., June, 
1925. Herbert P. Sheets, secretary-treas- 
urer, 130 E. Washington Street, Indian- 
apolis, Ind. 


NEBRASKA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Omaha, 
Neb., Feb. 3, 4, 5, 6, 1925. Convention 
headquarters, Rome Hotel, Exhibition, City 
Auditorium. George H. Dietz, secretary, 
414-419 Little Building, Lincoln. 

NEW ENGLAND HARDWARE DEALERS’ ASSO- 
CIATION CONVENTION AND EXHIBITION, Me- 
chanics’ Building, Boston, Mass., Feb. 23, 


24, 25, 1925. George A. Fiel, secretary, 10 
High Street, Boston 9, Mass. 

New YorK STATE RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBITION, 
Buffalo, Feb. 10, 11, 12, 13, 1925. Head- 
quarters, Hotel Statler. Exposition at the 
Broadway Auditorium. John B. Foley, 
secretary, City Bank Building, Syracuse. 

NorTH DAKOTA RETAIL HARDWARE AS- 
SOCIATION CONVENTION AND EXHIBITION, 
Grand Forks, Feb. 11, 12, 13, 1925. C. N. 
Barnes, secretary, Grand Forks. Mr. 
Barnes may also be addressed for infor- 
mation in connection with the exhibit. 


OHIO HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBITION, Columbus, Feb. 10, 
11, 12, 13, 1925. James B. Carson, secre- 
tary, 1001 Schwind Building, Dayton. 


OKLAHOMA HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Masonic Temple, 
Oklahoma City, Feb. 3, 4, 5, 1925. Charles 
L. Unger, secretary-treasurer, Oklahoma 
City. 

PENNSYLVANIA AND ATLANTIC SEABOARD 
HARDWARE ASSOCIATION CONVENTION AND 
EXHIBITION, Philadelphia Commercial Mu- 
seum, Feb. 16, 17, 18, 19, 1925. Sharon 
F. Jones, secretary, 604 Wesley Building, 
Philadelphia, Pa. 


SouTH DakKOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Sioux Falls, Feb. 24, 
25, 26, 27, 1925. Charles H. Casey, man- 
ager, Nicollet Avenue at Twenty-fourth 
Street, Minneapolis, Minn. 


SOUTHEASTERN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, Bir- 
mingham, Ala., May 12, 13, 14, 1925. Wal- 
ter Harlan, secretary-treasurer, 701 Grand 
Theater Building, Atlanta, Ga. 


SOUTHERN CALIFORNIA RETAIL HARDWARBD 
ASSOCIATION CONVENTION AND EXHIBITION, 
Los Angeles, March 18, 19, 20, 1925. H. L. 
Boyd, secretary-treasurer, 435 San Fer- 
nando Building, Los Angeles. 


TEXAS HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, Dallas, Jan. 20, 21, 
22, 1925. Dan Scoates, secretary-treas- 
urer, College Station. 


VIRGINIA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Jefferson 
Hotel, Richmond, Feb. 10, 11, 12, 1925. 


Thos. B. Howell, secretary-treasurer, Rich- 
mond. 


WESTERN RETAIL IMPLEMENT AND HARD- 
WARE ASSOCIATION CONVENTION, Kansas 
City, Mo., Jan. 13, 14, 15, 1925. H. J. 


Hodge, secretary, Abilene, Kan. 


WEsT VIRGINIA HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Clarksburg, 
Jan. 20, 21, 22, 23, 1925. James B. Carson, 
secretary, 1001 Schwind Building, Dayton, 
Ohio. 


WISCONSIN RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Audi- 
torium, Milwaukee, Feb. 4, 5, 6, 1926. 
George W. Kornely, exhibit manager, 1476 
Green Bay Avenue, Milwaukee. P. J. 
Jacobs, secretary-treasurer, Stevens Point. 








Coming Next Week! 


Another of John Cassin’s articles on cutlery. In this installment, 
Mr. Cassin will discuss an important phase of cutlery merchandising. 


Watch for it! 
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Profits in Pitching Horseshoes 


Lane Weiner, Paxton & Gallagher 
Co., Omaha, Neb., writes: “We com- 
menced handling horseshoes early in 
1923, and will admit we were sur- 
prised at the quantity sold. We be- 
lieve sales this year will be larger. 
It seems to be a sport that appeals 
to quite a large class, particularly 
those who are not attracted to the 
more active sports like golf, tennis 
and baseball. One attractive feature 
is the fact that it can be played by 
two or more people in almost any 
place with very little equipment and 
is, therefore, inexpensive.” 

T. Henley, Blish, Mize & Silliman 
Hdwe. Co., Atchison, Kan., says: 
“When we added pitching horseshoes 
to our line it was quite a joke among 
some of the staff, but before one year 
had passed the joke was turned be- 
cause without any great amount of 
effort we are getting a very Satis- 
factory turnover on pitching horse- 
shoes.” 

“We have had reasonable success 
with pitching horseshoes,” says G. 
H. Schleicher, Harper, McIntire & 
Co., Ottumwa, Iowa. “The State of 
Iowa being the home of champions, 
is naturally enthused over ‘barnyard 
golf.’ We find the retail dealer is 


beginning to add pitching horseshoes 
to his sporting goods line. Last year 
was our first experience jobbing this 
equipment, but we found it very sat- 
isfactory. The demand seems to be 
increasing, so that we expect a 
healthy business during 1924.” 


Game Appeals to Many 


“There is no doubt that the game 
appeals to many, and that the sport 
provides as much enjoyment as that 
afforded by baseball and golf, with- 
out strenuous efforts. My personal 
experience proves the game to be en- 
ticing and attractive. During the 
summer nights I can hear the clink 
of shoes in neighbor yards, as the 
sport is played by electric light. Even 
golf cannot claim such devotees.” 

J. W. Wynkoop, Henkle & Joyce 
Hardware Co., Lincoln, Neb., said 
his firm sold about 300 sets their 
first year. This company also cau- 
tions the dealer to buy carefully. Mr. 
Wynkoop says of the future: “We 
expect to sell many more pitching 
horseshoes this year, as the game is 
becoming more popular, and much 
interest is manifest in tournaments 
being held all over the country.” 














Concentrated Displays Help Sales 
When the Dresslar Hardware Co. of Los Angeles 


receives 


large shipments of household goods _ it 


immediately starts selling it out in liberal quantities. 
For instance, when a carload of a certain brand of 
toilet paper was received a pair of the windows were 
filled with the paper and a central showcard pricing 
it by the 25 cents worth. In that way the carload was 
started to moving at once and the space required for 


stock reduced. 
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Regulated 





Electric Light 
Makes Money! 


The illustration shows you how 
the new DIM-A-LAMP window 
trim may be placed to compel at- 
tention, interest and sales. A real 
DIM-A-LAMP clamps right on 
the display. We will send you 
that trim free when you order 1 
dozen lamps from your jobber. 
DIM-A-LAMP gives regulated 
electric light. Five changes, like 
the famous DIM-A-LITE. Saves 
30% to 80% current. 


DINALAY 


Clam ps—Stands—Hangs—Anywhere 


Tell your jobber 
you want this fast 
seller right away. 
It comes in three 
attractive finishes— 
brush brass, $4.50; 
bronze or ivory, 
$5.00. A good 
margin of profit 
for you on each. 


Wirt GVompany 


PHILADELPHIA, PENNSYLVANIA 

















Five changes of light. 
Saves 30 per cent to 
80 per cent current. 








bright 


George C. Knott, down 
67 Park Place, 


New York City 


Pass & Seymour, Inc., 
Export Managers, 
71 Murray St. 
New York City 


Doherty-Hafner Company, — 


738 West Menroe St., 
Chicago, Ill. 


Benjamin Electric 
Mfg. Co., Canada 
{ 


George A. Gray Co., 
910-912 Howard 8&t., 
San Francisco, Cal. 
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Consistent Demand in Cincinnati Market— 
Improvement Will Follow Cooler Weather 


(Cincinnati office of HARDWARE AGE) 
USINESS continues to come in at a good rate, though 
within the past two weeks there has been less snap to 
it than there was during the month of September. 
largely accounted for by the summerlike weather expe- 
rienced, which slowed up considerably the demand for 


seasonable merchandise. 


Buying continues of the hand-to-mouth variety, and 
there is little prospect of extended ordering being done 
Unquestionably the political 


for the time being at least. 


ALUMINUM WARE.—Demand fair, 
stocks adequate and prices steady and 
unchanged. 


ALARM CLOCKS.—Demand picking 


up, stocks rather light and prices firm. 


AUTOMOBILE ACCESSORIES. — 
While there has been some buying of 
futures, the weather has been unfa- 
vorable for fall and winter accessories. 
However, the lull in buying is expected 
to be temporary. Prices are steady and 
stocks in fair shape. 

We quote from Cincinnati jobbers’ 
stocks: 

Spark Plugs.—A. C. spark plugs, 
58c. each in lots of 10; A. C. for Fords, 
44c. each in lots of 10; Champion X, 
45c. each in lots of 10. —" 

to 9, : 


Weed Chains.—Lots of 1 
= 10 to 49, 35 off; 50 and over, 40 


Alcohol.—Denatured, 55c. gal. 

Ford radiator and hood covers, 1917 
to 1923 models, $2.25 each; 1924 mod- 
els, $2.40 each: Chevrolets, $3.75 each. 


BOLTS AND NUTS.—Stiffening ten- 
dency in prices; demand improving and 
stocks adequate. 


We quote from Cincinnati jobbers’ 
stocks: Machine bolts, large, 50 and 
10 off; small, 50, 10 and 10 off: car- 
riage bolts, large, 50 and 10 off: 
small, 45 and 10 off; stove bolts, 70 


and 10 off; semi- finished units, 
~¥ smaller, 75 off; large sizes, 65 
0 


COAL HODS.—Demand has been very 
fair, stocks are in good shape and prices 
steady and unchanged. 


COASTER WAGONS.—Demand fair 
for holiday trade, stocks in good shape, 
prices unchanged. 
We quote from Cincinnati jobbers’ 
stocks: Auto-Wheel coasters, rubber 
tired disc wheels, size 12 x 28, $5.50; 


14 x 32, $6.43; 14 x 34, $7.03; 16 x 38, 
$7.73 each. 
CLIPPING AND SHEARING MA- 
CHINES.—Fair number of orders, 
stocks adequate and prices strong. Re- 
cent advances now in effect. 

We quote from Cincinnati jobbers’ 
stocks: Stewart No. 1 clipping ma- 
chine, $14 list; one-man power shear- 
ing machine, $24 list; top plates No. 

90 No. 360, $1.50 each list; bottom 
plates No. 99 and No. 361, $2 list. 
Dealers’ discount, 33% per cent. 
Stewart electric clipping machine, 
No. 85, pedestal type, $85 list; shear- 
ing machine, $100 list, f.o.b. factory 
Chicago, with 25 per cent discount to 
dealers. 
BUILDERS’ HARDWARE.—Practical- 
ly all manufacturers have made price 
changes, generally a decline of 5 to 10 
per cent, though some items have not 
been changed. Demand is fairly good, 
though not quite so heavy as previously. 


This is 


radical. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Demand has been heavy, stocks 
are fair, and prices firm. 


We quote from Cincinnati jobbers’ 
stocks 28-gage, 5-in. eaves trough, 
$4.50 per 100 ft.; 28-gage, 3-in. corru- 
gated conductor pipe, $4.65 per 100 
ft. -in. corrugated conductor el- 
bows, $1.51 per doz. 


ELECTRICAL MERCHANDISE. — 
Heaters are in good demand, as are 
electric irons and curling irons. Holi- 
day trade prospects better than ever. 
Prices unchanged, stocks in good shape. 


GUNS AND AMMUNITION.—There 
has been a fair demand for guns and 
ammunition in view of the near ap- 
proach of the hunting season. Stocks 
are in good shaype and prices un- 
changed. 


GAME TRAPS.—Demand is mostly 
from outlying sections. Stocks ample 
and prices steady. 


GALVANIZED WARE.—Tubs_ and 
pails in fair demand, stocks adequate 
and no changes in prices reported. 


We quote from Cincinnati jobbers’ 
stocks: Galvanized pails, 10-qt., $2.40 
per doz.; 12-qt., $2.70 per doz.; 14-qt., 
$3 per doz.; 16-qt., per doz.; 
galvanized tubs, No. 1, $6.80 per doz. 


HAMMERS AND HATCHETS.—De- 
mand not so active, but still fair. 
Prices unchanged. 


We quote from Cincinnati jobbers’ 
stocks: Hatchets No. 2961, $11.20 doz.; 
hammers, No. 81, $10. 50 doz.; Boy 
Scout axes, $11.50 doz. 


HANDLES.—The price situation is very 
strong, and reports of advances by 
manufacturers are heard, but local job- 
bers have no information as yet. De- 
mand uniformly good and stocks fair. 


We quote from Cincinnati jobbers’ 
stocks: Hay fork handles, 5% ft. 
$3.35 doz.; 6 ft. preent, 
4 i P straight, ~~ doz.; 5 
ft. bent, $3.3 doz.; 6% ft. bent, $3.95 
doz.; 6 ft. wooly $5 doz.; Long manure 
forks, $2.85 doz.: D-shovel handles, 
$6 doz.; D-spade handles, $5.85 doz. 


IRON AND STEEL.—Demand steadily 
improving, though buying still of small 
quantities. Prices steady and stocks 
adequate. 


We quote from Cincinnati jobbers’ 


stocks: Iron and steel bars, 3.30c.; 
plates and shapes, 3.40c.; hoops. 
4.35c.: bands, 3.95c.; cold-rolled 
rounds, 4.05c.; cold-rolled flats, 


squares and hexagons, 4.55c. 
ICE SKATES.—Some call for ice skates 
for holiday trade, but generally the 
market is rather quiet. Prices steady 
and stocks in good shape. 
We quote from Cincinnati jobbers’ 


situation is affecting general business, and this of course 
includes the hardware trade. 

The price trend is mixed, though there were more de- 
clines recorded than advances. This may have something 
to do with the buying policy of the retailer, but is not 
given undue prominence, as price changes are not at all 


Collections continue very good, and some sections which 
had been backward, including strictly farming and coal 
mining communities are now seeing better things ahead. 


stocks: Boys, plain, 84c. pair; nickel 
plated, $1.25 pair; ladies’ skates, 
plain, $1.15 pair. 


LANTERNS.—Fall demand fair, stocks 
in good shape and prices steady. 


We quote from Cincinnati jobbers’ 
stocks: Supreme No. 210, $7.75 doz.; 
Supreme, No. 240 12.75 doz.; 130 
Midget vehicle lantern, red lens, iron 
clamp, enameled, B. E. lens, $17 doz.; 
167 Supreme, $12.75 doz.; 100 Supreme 
Electric, $15 doz.; Monarch, $18 doz.; 
Monarch, ruby glow, $10 doz.; D- 
Lite, $13 doz.; Little Wizard, $3.50 
doz.; Blizzard, No. 2, $13 doz.; Bliz- 
zard, brass fount and top, $18 doz.; 
Buckeye Dash, $14 doz.; Railroad, 
No. 39, $15 doz. 

LANTERN GLOBES.—New list of 
prices, recently issued, has been put 
into effect by local jobbers. Demand 
is good. 

LEVELS.—Sand’s levels have been re- 
duced slightly, some numbers carry- 


ing reductions of 5 to 10 per cent. 


NAILS.—Due to new method of bas- 
ing, jobbers have reduced prices 15c. 
per keg. Demand is fairly active, with 
stocks adequate for current require- 
ments. 


We quote from Cincinnati jobbers’ 
stocks: Common wire nails, $3.15 
per keg base; cement coated nails, 
$2.85 per keg. 

PAINTS AND OILS.—Demand good, 


stocks adequate and prices steady. 


We quote from Cincinnati jobbers’ 
stocks: Ready mixed house paints, 
$2.90 per gal.; turpentine in single 
barrels, 85c. gal.; linseed oil, single 
barrels, $1.06 gal.; white and red 
lead, 1214-lb. kegs, 15c. per Ib. 
POULTRY NETTING.—Next year’s 
prices show slight reduction from this 
year’s. Some orders have been placed, 
but generally little is going on. 


We quote from Cincinnati jobbers’ 
stocks: Galvanized before weaving, 
50, 10 and 2% off; galvanized after 
weaving, 50 and 2% off. 

ROLLER SKATES.—Demand consis- 
tent, stocks rather light and prices 
firm. 

We quote from Cincinnati jobbers’ 
stocks: Union we €: Co.’s No. 6, 
$1.62 pair; Nos. 4 and 5, $1.52 pair. 

RADIO SUPPLIES.—Demand has not 
struck its stride as yet, though sales 
to date are encouraging. Stocks in 
good shape, and prices steady. 


ae quote from Cincinnati jobbers’ 
ks: “B” batteries, 22% _ volt, 

si 30 each; 45 volt, $2.44 each; B wet 
batteries, ‘24 volt, $4 each; Antennae 





wire, 42c. per r 100 i Battery charg- 
ers, <Apco, $12. - "each; Foldbrae, 
13.85 each; . loud speakers, 


; each; 
W50, $20 ‘each, less 35 per cent. 
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Display Stand for 
Certain-teed Products 


For the purpose of assisting retail- 
ers in the sale of its line of Certain- 
teed Paint, the Certain-teed Products 
Corporation, manufacturer of paints 
and varnishes, 314 North Broadway, 
St. Louis, Mo., has recently developed 
for dealer distribution a new type of 
display stand. 

These findings were all put into the 
manufacture of this new stand. It is 
about three feet high, consisting of 
two large metal rims, one above the 
other, from which 76 paddles are sus- 
pended. These paddles can be taken 
off and changed about though free to 
swing out when the rims are rotated. 
Above the upper rim is a holder for a 
quart’ can of paint. 
feature of the novel display is that 
when a dealer takes on new shades, 
representative paddles are sent him so 
that the paint can be immediately ex- 
hibited. 

Divided paddles in neutral gray are 
used to separate the various kinds of 
paint, such as house paint, screen 
paint, porch and deck paint, etc. The 
paddles are 9 in. long by 1% in. wide, 
and are finished on both sides. Each 
one is labeled with the name and num- 
ber of the shade. Dealers not carry- 
ing the full line of Certain-teed paints 
and varnishes and supplied one section 
only of this stand, which holds forty- 
four paddles. 

The comment and interest stimulated 
by this handsome display’ stand 
throughout the trade is only equalled 
by the attention and curiosity aroused 
in customers. Many dealers have re- 
marked that their patrons are natural- 
ly attracted to the stand, turning to 
the movable rims here and there until 
they find just the paint shade they 
have in mind. All evidence points to 
the fact that this attention-getting 
stand has influenced many paint and 
varnish sales. 





New Marion Shears and 


Hooks 


The Marion Tool Works, Inc., manu- 
facturer of Crecoite steel tools, Marion, 
Ind., has recently placed on the market 
a new line of shears and hooks under 
the name “Marion Tools.” 

In producing this new line the com- 
pany has concentrated on sizes, styles 
and finishes that it believes will be best 
sellers in order that it can give the 
buyer the benefit of volume production. 
There are six styles of grass shears, 
with both bent blades and trowel 
shanks, all forged from special shear 
steel, correctly tempered and sharpened. 
The line includes also three styles of 
sheep shears forged from special analy- 
sis steel of high quality. The mule or 
horse shears are in three styles, and 
are also made of special analysis steel. 
These are made with bent blades, 
curved blades and trowel shanks in the 
different styles. 

There are three different styles of 
grass hooks forged from round tool 
steel, one having a black fire forged 
finish, one a bronze finish with polished 
bevel and another with full polished 
face and bevel and trowel shank. The 
last two numbers have the blade ex- 
tending through the handle with a 
riveted stem. 


An outstanding 


HARDWARE AGE 


In the hedge shears there are four 
different sizes, 6 in., 7 in., 8 in. and 
9 in. in different finishes and different 
grades of handles. The 6 in. size is 
generally known as the ladies’ pattern. 
The 9 in. size has polished blades and 
tangs with hand rubbed handles and 
the knife edge notched for cutting 
heavy growth. 


New Mirro Cooky Baking Set 


A new Mirro Cooky Baking Set has 
been announced by the Aluminum 
Goods Manufacturing Company, Man- 
itowoc, Wis., as one of its leading fall 
and winter specials. It consists of a 
15% in. x 14 in. cooky pan and four 
assorted cooky cutters. 

This baking set has perhaps as strong 
an appeal to the housewife as any 
combination or group of kitchen ware. 
The cooky pan is a new utensil to the 
average woman in that she will no 
longer will have to bother with such 
makeshifts as small pie plates, cake 
pans, etc., for her cooky baking. 

A beautiful two-color window poster 
is packed with each shipment. News- 
paper electrotypes with copy are fur- 
nished upon request. 








Addition to Dayton Radio 
Line 


The Dayton Fan & Motor Company 
of Dayton, Ohio, has announced a very 
important addition to its line of radio 
apparatus. This new model is called 
the Dayradia and is a complete unit to 
attach to light socket and ground. The 
same qualities of tone, simplicity of 
operation, and volume, which dis- 
tinguish the OEM models, have all 
been retained. 

The set is complete with built-in 
loud speaker and battery equipment. 
The battery is automatically charged 
from the electric light current. 

It is solid mahogany, dark finish, 
compact and strongly built. 








German Goods Penetrating 


The predicted area of sharp trade 
competition, a necessary outcome of 
the Dawes Reparations settlement, has 
begun. From all Germany’s neighbors 
in Central and Northern Europe come 
reports of increasing German under- 
selling, and from England comes the 
complaint that German construction 
materials are being increasingly im- 
ported at lower than English prices. 
The fact that the German increase in 
unemployment has come to an end, 
whereas the English unemployed again 
are increasing, and already number 
about 400 per cent more than in Ger- 
many, has brought into the sphere of 
discussion the coming German export 
boom. 

Under these conditions have begun 
Germany’s negotiations with Ally coun- 
tries for commercial treaties. Minister 
of Industry Hamm declares that Ger- 
many will not let herself be forced into 
undesirable commercial concessions by 
political threats from France or else- 
where. 











Happy Batter Says: 


Happy Dealer Says: 


HILTON-COLLINS CO. 


», v ’ 
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“A ball game isn’t 
lost till the last 
man is out. Dur- 
ing the last inning 
some player with 
a vengeance and a 
Louisville Mascot 
Bat is liable to 
smash out a wicked 
drive and tie the 
score. Thus en- 
couraged his team 
mates often ‘Follow 
up’ and win the 
game.”’ 


“That’s right, nor 
are bat sales lost 
’til the last player 
stops playing ball. 
I learned my lesson 
once — packed my 


bat stock away too 


early and lost the 
sale of several] 
Louisville Mascot 
Bats. This won't 
happen again—the 
boys won't catch 
me ‘napping’ this 
season.’ 


Louisville, Ky. 
Distributed by 


Louis Williams & Co. 
Nashville, Tenn. 
George Booth Rice 


1193 Broadway, New York City 


. P. Dwyer 
410 N. Third St. 


Philadelphia, Pa. 


B. R. Walrat 
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= 
1-20 W. Jackson Bivd., Ch 
cago, Ill. 
Lippincott, Beall & Co., Inc. 
Sheldon Bidg., First & Market 
Sts., San Francisco, Calif. 
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COMMON SENSE 
nail VS. 
Foe + DOO-DADS 


The man who pays 
$5.00 for a Torrid 
Torch “for around 
the house’ gets the 
same value as the 
skilled mechanic 
who pays $6.00 to 
$8.00 for a Torrid 
Torch adapted to 
his particular need. 





yg We make all Tor- 


Paint Burning 


rids good. There 
are several grades, it is true, but each 
grade is intended for a different usage. 
The quality of all is alike, and the best. 


T6rrid Torches are made for those who 
appreciate true quality, for those who 
want the best. This rule—to make 
every Torrid Torch 
right is responsible for 
its success. It is our 
policy that every user 
of a Torrid Torch 
must be satisfied. 





Blow Torches are 
scientific tools. Many 
times we have been 
offered patents which 
were supposed to en- 





hance the ‘‘sales’’ Pg A. 


h 
value of a Torch. and Light Duty 


Knowing the principles under which 
they function properly to be immutably 
fixed “common sense” 
is perfection of those 


principles, not sales 
doo-dads. 


We make no cheap 
Torches, but a Torrid 
costs the user no more 
than any other. 


Dealer or Jobber 
makes as much profit 
selling them and in 
the long run more. 





No. OT Quart 
For Plumbers and 
Heavy Duty 


Write for Complete Catalog 


GEO. W. DIENER MFG. CO. 
- Chicago, U. S. A. 
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“Confidence” 


HE word “confidence” is derived from the 

Latin con and fidere. It means “to trust.” This 

is the basis of all successful selling. The cus- 
tomer must have confidence. He or she must believe 
that the merchandise is going to do what is re- 
quired of it, or be what is claimed for it; else there 
will be no sale. 

It is sometimes true that the salesman takes an 
order when confidence is not completely established 
in the customer’s mind, but you can check your own 
experiences, as well as those of others, and find al- 
most invariably that such transactions are unprofit- 
able. They breed trouble. They destroy the pres- 
tige of the store. 

A really good salesman will not accept an order 
unless he believes the customer has complete confi- 
dence in the merchandise. Such men reason, and 
correctly so, that one sale does not make a season, 
so their firms are not interested in one time sales. 

The right type of salesman builds for the future. 
It is far better to lose a single piece of business than 
to make it at the expense of future business. 

Since confidence plays such an important part in 
all selling, it is highly necessary that the salesman 
use every means at his command to instill this con- 
fidence in the mind of his prospect. 

Confidence is established, generally, in four ways: 
national advertising, the recommendation of friends, 
the reputation of the business, and the speech and 
actions of the salesman himself. 

The merchant who clips an advertisement from a 
periodical of national circulation and displays it in 
his window, or store, in connection with the mer- 
chandise advertised, not only reminds people that 
he has this merchandisé for sale, but tends to capi- 
talize the confidence the prospect has from seeing 
the product advertised in such a medium. 

One of the most effective ways by which con- 
fidence is established is for the salesman to be able 
to call the names of local people who are users of 
the product shown. A good salesman should have 
available lists containing the names and addresses 
of users of all the important products which his firm 
sells: ranges, washing machines, vacuum sweepers, 
etc. 

One of the most effective ways in which these 
lists can be used is as follows: The salesman finds 
the section of town in which his prospect lives, and 
then asks if she knows certain people, calling the 
names of some of the users of the article. Some- 
times the salesman hands the prospect the list and 
asks her to go over it and see if there are any people 
on it with whom she is personally acquainted. 

Having found one or more people that the pros- 
pect knows, the salesman urges her to go to the tele- 
phone then, call this user, and ask what experience 
she has had with the article. 

While prospects rarely take advantage of this offer, 
the very fact that a salesman is willing to have any 
of the entire list of users called by phone for a test 
of the value of the article in question firmly im- 
presses the prospect with the thought that the article 
must be good, or the salesman would not be willing 
to apply such a test. 

In real selling, confidence must be imparted to 
the customer by the salesman himself. A mechanic 
may come in and ask for a certain hammer and 
buy it. He already has confidence in the merit of 
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the product, but that is not selling. It is when the 
salesman shows a different hammer than the one 
called for, and gives the prospect such confidence in 
it that he buys it in preference to the one for which 
he has asked, that actual selling takes place. 

The need for such selling is vital. Unless more 
of it is practiced, the stock turn of hardware retail- 
ers will fall below present standards, and the sal- 
aries of the sales forces will not increase. 

If the merchant is simply going to stock various 
nationally advertised lines and pass them over the 
counter upon call, he has no need for high grade 
sales people; he can use the cheaper order takers. 
The store which feels that it must have three or four 
lines of ranges, oil stoves, washing machines, or 
anything else—all of comparatively the same value 
—is paying a high price for the lack of salesman- 
ship. 

Practically every word and action of the sales- 
man has a bearing upon securing the customer’s 
confidence. The manner in which he demonstrates 
the article, his ability to overcome objections, the 
way in which he answers questions, and his famil- 
iarity with the actual use of the merchandise, in- 
crease or weaken customer confidence. Exaggera- 
tions, over-use of the guarantee, apologetic state- 
ments, all tend to destroy belief in what the sales- 
man says to his prospect. 

The salesman should not think that an article is 
good, or will give satisfaction, he should know it, 
say he knows it, make his customer realize that he 
knows it. He should avoid making any statement 
which the customer can not readily accept as being 
true. His manner should impress the customer that 
he is truthful. 

Naturally, a prime requisite for securing cus- 
tomer confidence is that the salesman have confi- 
dence in his own ability to make the sale. Most of 
us have a tendency to become specialists. We like 
certain lines and master them, but pay little atten- 
tion to other lines in the store. When customers 
ask to see these other lines, we take them to the 
men who are specializing in them. When these 
specialists are busy, we look around in such a help- 
less manner that the prospect immediately realizes 
that we know nothing about the goods. 

You cannot expect others to believe in you if 
you do not believe in yourself. No salesman ever 
worked in a retail store who has not experienced 
a kind of mental “buck ague” when customers have 
asked to see certain articles. Mentally the salesman 
has admitted to himself that he cannot make the 
sale, and in such cases he rarely does. 

If there is a line in your store which you do not 
feel capable of selling, you should immediately be- 
gin to study that line, and to build up in yourself 
confidence of your ability to sell it. Force yourself 
to show such merchandise. Your first sale of it will 
be the hardest to make, for after one sale is made, 
you have that successful experience to encourage 
you. 

In this, and in most other phases of retail sell- 
ing, we invariably work back to the knowledge of 
merchandise. 

Self-confidence is partly the product of experi- 
ence. The longer a man sells, naturally the more 
confidence he has in his ability, and his confidence 
also increases materially with his knowledge of the 
merchandise. 

Whenever possible the saleman should experiment 
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Protect Your Customers 
~and Profits 


HALL crooks be allowed to carry fire 
arms with evil intent, while honest, 
law-abiding citizens go unprotected? 
This condition will continue unless 

HOME PROTECTION is preached. 
Evildoers seldom buy fire arms from 
a “straight”? dealer. This very fact 
should make retailers talk, advertise 
and sell COLT Protection to their cus- 
tomers. Do this from the standpoint of 
good citizenship, to get people’s good 
will, as well as the profit which this 
sound, business-like policy insures. 


In its current national advertising cam- 
paign, the Colt Company is appealing to 
peaceful citizens (with loved ones and 
property to protect), urging them to 
buy COLT’S fire arms for home security 
— DEFENSE. It will pay you to cater 
to these customers. They’re in the vast 
majority. They’re substantial buyers of 
other high grade merchandise you are 
selling. Watch for our message next 
month, 


Colt’s Patent Fire Arms Mfg. Co., Hartford, Conn. 


Pacific Coast Representative 
Phil. B. Bekeart Co., 717 Market St., San Francisco, Calif. 


P.S. HOME PROTECTION makes a sirong 

appeal to everybody. Display COLT’S fire 
arms —use our series of book- 
lets. 


OLTS 











THE ARM OF LAW AND ORDER 
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Who says ’'m 
Bring ’em on!’’ 


‘Sure 'm tough! 
not? 


There’s no question about it. 

WITT CORRUGATED 2re tough. They 
CANS PAILS can’t be knocked 

out. Their willingness to stand up under the 

hardest usage is due to their rugged construc- 

tion—corrugated sheet steel reinforced at top 

and bottom with iron bands. 





Their economical dependability of construction 
combined with remarkable sanitary qualities 
gained the public approval and have kept 
WITT Corrugated Cans and Pails in popular 
demand for nearly a quarter of a century. 


You will find it to your advantage to stock 
WITT Corrugated Cans and Pails. They are 
“best sellers” and leave a good margin of 
profit. 


Ask your jobber about the WITT yellow label 
line. If he cannot supply you, write or wire 
us. 

Our Brighton medium-weight line of Cans and 
Pails is exceptional value for the money. 
Write for quotations. 
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with merchandise until he knows exactly what it 
will do under various circumstances. A hardware 
salesman found himself unable to answer intelli- 
gently all the questions prospects have about his line 
of gas ranges. He persuaded the cook in his board- 
ing house to make up biscuit dough, which he tested 
in the ranges until he could talk intelligently about 
baking biscuits. He knew how long he should oper- 
ate the oven to bring the heat up to the proper tem- 
perature, how long to allow for the biscuit to rise, 
and how long they should remain on the top shelf in 
order to entirely brown. In short, he became con- 
fident himself that he could successfully bake bis- 
cuits in his line of ranges, and then he was in a posi- 
tion to impart this same necessary confidence to his 
customers. 

A danger which the salesman, and especially the 
young one, wants to avoid is over-confidence. The 
mental attitude of knowing you can sell certain 
lines is good, but should not be allowed to develop 
into the braggadocio spirit of being certain you will 
sell a certain customer. Experienced salesmen know 
they frequently fall down on the prospects they 
figured as certain, while they sell others they have 
little hope of closing. 

It is very easy for over-confidence to develop into 
a you’ve-got-to-buy-it attitude which the prospect 
easily detects, and naturally resents. 

Customers as a rule must be led, not driven. 
Lead them confidently with confidence.—Salesman- 
ship Series, of the Wisconsin Retail Hardware Asso- 
ciation. 








Success by Indirection 
By A. Rowden King 


In an electric furnace operating 
under a vacuum and under a gas 
pressure of a million pounds, Wal- 
lace Wright of Schenectady has 
succeeded in fusing quartz into the 
shape of rods. Using these rods, it 
is possible to direct light in a 
curved line, a procedure heretofore 
considered contrary to the laws of physics. Mr. Wright 
can hold a pocket flashlight under a table and opposite 
the end of a fused quartz rod which has previously 
been bent into such a shape that its other end will 
curve around over a newspaper resting on the top of 
the table. Enough light will be carried around the rod, 
in a semi-circle, to make reading possible and easy. 

The fused quartz rod of modern retail merchandis- 
ing has a name which also suggests progress along a 
curved line, but it, too, splendidly reaches its objective 
in a manner heretofore considered impossible. That 
rod is Quick Turn-Over. 
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Slumps Are Caused by Slumpers 


A Common Sense Editorial 


LUMPS are caused by slumpers—not entirely, but 

to a considerable extent. The man who puts on 

a worried look and tells you that “Business is fall- 

ing off” is generally one who doesn’t do much of any- 

thing to keep business going. He takes the slump 

for granted, decides off hand he can’t do anything to 

prevent it, and then spends his time complaining. 
That’s the kind of man I call a “slumper.”’ 

Right at this season you hear a lot of sour talk to 
the effect that “business always falls off in summer.” 
Does it? Don’t be too sure of that, because the busi- 
ness statistics say otherwise. According to the man 
on the street, the summer slump amounts to a falling 
off of anywhere between 25 per cent and 50 per cent, 
but according to figures—not guesses, but actual and 
very accurate figures—all the let-down that is really 
due to hot weather amounts to only a few per cent. 
Here are the facts, as gathered by The New York 
American, on eight widely different lines of business 
activity :—In July and August: 

Street car traffic is 99 per cent normal. 

Telephone calls are 8744 per cent normal. 

Factory employment is 981% per cent normal. 

Factory pay rolls are 98 per cent normal. 

Savings bank deposits are 100 per cent normal. 

Wholesale dry goods are 97 per cent normal. 

Wholesale hardware is 9514 per cent normal. 

Building contracts are 99 per cent normal. 

That doesn’t look as though business as a whole is 
going to pot between the Fourth of July and Labor 
Day, does it? 

Now, we know that our own business suffers a 
natural and inevitable slow-down during the hot 
weather. There are just two real reasons for this— 
only two. 

One reason is that women do not take the same keen 
interest in their housework during the summer season 
as they do in cooler weather. They are more inclined 
to “let it go,” and on top of that they would rather 
spend both their time and their money on vacation 
frivolity. This, however, doesn’t mean that they 
can’t ‘be sold; it simply means that selling takes more 
resourcefulness and determination. 

The other reason why our business slows down in 
summer is because salesmen don’t like to work so 
hard in hot weather. I don’t blame them for that, 
because I do not like to work hard either when the 
thermometer is bubbling over. It’s a whole lot pleas- 
anter to knock off and go to a ball game, or get into a 
bathing suit and strut your stuff on the beach. But 
because a man had rather take it easy than hustle 
doesn’t mean that he can’t hustle if he has to or wants 
_to. It simply means that to get salesmen to work in 
summer you’ve got to make work more attractive to 
them. 

Those are the two things that cause the so-called 
“summer slump,” customers who aren’t keen to buy 
and salesmen who aren’t keen to sell. 

Now, what are we going to do about it? Are we 
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You'll make.money by stocking this efficient and quick selling 
weatherstrip.. Hundreds of your customers will want it when 
they see'it displayed-on your counter. Order a reel today. 


Small Investment—Big Profits 
You make over 100 % -profit on Home Comfort Weatherstrip. You 
buy it for 434c per foot, in 506¢t. lots, and sell it for 10c. It is within 
easy reach of everybody's pocket book and quickly pays for itself 
‘in fuel saved. Hardware men particularly like it. It comes ona reel 
in one continuous length. This‘means no waste or lost profits in left 
over ends. No lost stock, as it is also moth and vermin proof. 

The Home Comfort ‘Weatherstrip is a novel weatherstrip that has 
ome itself, over a period of years, to be the best strip on the mar- 

et. It provides an inéulation. for door and window contacts of 
genuine cotton tufting covered with a rubberized fabric. The strip 


is cylindrical in shape with a flat nailing lap. 
6 Superior Features 


W eathertight: When in place the Home Comfort Weatherstrip 
forms a resilient caulk around window and door contacts. 

Flexible: It adjusts itself to wavy surfaces such as warped or settled 
doors and windows. This flexible strip follows the warped surface 
and fills up enlarged openings, or compresses, as the case may be. 
Easy to Apply: Simply tack on—turn the corners. No mitering, 
sawing, or taking out windows or doors when installing. 

Noiseless: The cushion effect of this strip absorbs and prevents the 
noise of rattling windows and slammed doors. 
Non-Conductive: Home Comfort Weather- 
strip contains no metal, therefore it is non- 
conductive of heat or cold. 

W aterproof: The rubberized fabric covering 
renders the strip impervious to moisture, ver- 
min or decay and prevents crystallization. 
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Easy to Apply 


- above cut 
ws Wirfs’ Home Comfort 


Weatherstrip applied toa section Simply tack on—turn the corners. That is one 


fad 
e perfect weathertight contact, Ofthereasons why the Home Comfort Weather- 









8 perfect weathertight contact, 


strip is such a big seller. Nearly anyone can 
apply it. No expensive mechanic needed. No 
taking down of doors or windows; nomitering, 
no sawing, no waste. It is rustless, metalless, 
woodless, waterproof and flexible. Itis the 
only insulated cushion weatherstrip. 


qi Sells on Sight 

it -\ This handsome display stand that demon- 
: } strates the Home Comfort Weatherstrip will 
| be sent you with your initial order of 500 or 
more feet. 
Put this stand on your counter. It will build 
weatherstrip sales for you. Send in your order 
now for this big money maker. We prepay all 
shipping charges. 
Here’s what one dealer says: “We appreciate your hand- : 
ing Over your inquiries to us. Some nice orders have resulted and we are 
doing a big business on Home Comfort Weatherstrip.” 
Marshall Bros. Hardware & Lumber Co., Johnson City, Tenn. 

E. J. Wirfs Organization - St. Louis, Mo. 


Sole Manufacturer and Patentee 


HOME COMFORT" 
WEATHERST AI! 


MAIL THIS COUPON 


E. J. Wires Orcanmation, 128§. 177Tx Sr., St. Louts, Mo. 








Please send mea ....... foot reel of Home Comfort Weatherstrip at 4% per 
foot. To retail at 10c per foot. Enclosed find check, money-order, cash for Dinees 


@ or more 600 ft. reels, 4 1-2c per foot.) 


going to say, “Business always fails off in summer,” 
and sit back and watch it fall, or’ are we going to do 
something to prevent its falling? By F. J. Gothron, 
in Royal Breezes, published by The P. A. Geier Co., 
Cleveland. 








HARDWARE ~AGE October 23, 1924 








HERCULES 


LAWN MOWERS 
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Hyatt Roller ii 
Bearing Wheels 


The Hercules marks a real advance in lawn 
mower construction that will be welcomed by 
those who want the best. 

sriefly, the story is this: By replacing the usual 
cast iron wheel bearings with Hyatt Roller Bear- 
ings running in steel outer races and on steel 
shafts, friction and wear are practically elimi- 
nated ; the wheels cannot develop play and wob- 
ble; the gears cannot drop out of mesh. 

Therefore, in the Hercules, the necessity for 
frequent replacement of worn wheels, sides, pin- 
ions and pawls is eliminated, and the mower will 
operate indefinitely with its original efficiency 
unimpaired. 

Almost frictionless in operation and very dura- 
ble, the Hercules—like all things of quality—is 
cheapest in the long run. Jobbers and dealers 
who have been looking for a distinctive lawn 
mower which they can back to the limit, will 
find it in the Hercules. 

In addition to the Hercules, we manufacture 
the well known Universal, Automatic, Yankee, 
Moneyback and Easy lawn mowers, and we sug- 
gest that you write for catalog and prices. 


Blair Manufacturing Company 
Established 1879 
Springfield, Mass. 


When Mother Scrapes the Hod 


When mother scrapes the hod—I know 
The cellar is my goal; 

She takes that way o’ tellin’ me 
She’s runnin’ out o’ coal. 

No matter what I’m “restin’ ” at, 
I’m due ter rise an’ plod 

Down cellar stairs ter fill ’er up— 
When mother scrapes the hod. 


It ain’t that I at all object 
Ter lend a helpin’ hand, 

It’s only at the time she picks 
Ter issue her command; 

Fer, somehow, when it’s coal she wants, 
It’s mostly when I nod 

In blissful dreams an’ would not wake— 
That mother scrapes the hod. 


Fer other things she allers waits 
Until I’m feelin’ fit; 

She never hurries me the least, 
An’ if I want ter sit 

An’ read fer hours, she don’t keer— 
But wields an iron rod 

When she wants coal. I’ve got ter git— 
When mother scrapes the hod. 


My nerves have never bothered much, 
But they are sure ter jump 

Whenever through the kitchen door 
I hear the meanin’ thump 

As mother bangs the scuttle down; 
It acts jest like a prod 

. That makes me hustle cellarwise— 

When mother scrapes the hod. 


Someday, when I am rich an’ free 
From household chores an’ cares, 
I’ll welcome most the fact that I’ve 
Escaped the cellar stairs. 
I’ll gladly give some other chap 
The half of all my “wad” 
Ter listen in an’ tote the coal— 
When mother scrapes the hod. 
William Ludlum. 











Editor HARDWARE AGE, 

New York City. 
DEAR SIR: 

We are enclosing herewith renewal subscription 
for two years. Would also ask that you send us 
six copies of “Forty Years of Hardware,” by 
Saunders Norvell, billing us for same when sent. 

Would also like to go on record as being of the 
opinion that it would pay you to publish in book 
form his three articles under the title of “Sales 
Manager,” which have been appearing in your 
paper. If you ever do, you can count us for a few 
copies. 

Wishing you continued success with your paper, 
which we consider the best of its type. 

Very truly yours, 
(Signed) H. B. HAZELTON, 
H. B. Hazelton & Co., 
St. Louis, Mo. 
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A Well Arranged Paint 
Department 


HE above illustration shows the paint depart- 

ment of the Holder Hardware Co., Bloomington, 

Ill. This is an interesting department and well 
worth a little study. It is located about the center of 
the store and one cannot pass through to the house- 
hold department without passing through the paints. 
The railing around the stairway to the basement has 
been utilized for paint displays and the space directly 
underneath the department or along the stair hand 
rail has been cleverly used for all kinds of metal 
preparations, polishes, oils, etc., needed by the house- 
wife around her home and kitchen. Brushes are 
sampled on display boards directly behind the wrap- 
ping counter. The wrapping counter is also worthy 
of note for the clever way in which bins have been 
utilized for twine, string, etc. These are items which 
the housewife will buy freely. There is ample room 
for the customer to approach the stock for minute 
examination. 
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TAPLIN BEATERS 


Taplin 
Double Dasher 


CENTER DRIVE 






One of 28 sizes and 
styles embracing a beater 
for every purpose. 


The IRON frame gives 
great rigidity. It cannot 
give, bend or pull out of 
shape. The IRON drive 
gear and pinions provide 
the solidity and bearing 
surface to keep the gears 
in perfect mesh. Undoubt- 
edly the most durable and 
easiest running egg beater 
made. 


A handle comfortable to 
grasp. No sharp edges to 
- hurt the hands. 


Eight Beating Blades of 
Correct Design. Center 
Drive, Lustrous Rustproof 
Finish. Attractive White 
or Ebonized Handles. 





No. 477—White Handle 











Gas and Electric Fixtures 


Census Bureau figures for the 1923 census of manu- 
factures show production from 350 establishments of 
$60,649,530 of gas and electric fixtures, compared with 
$42,889,905 from 308 establishments in 1921. The num- 
per of wage earners increased from 9419 to 12,315 and 
their wages from $11,060,076 to $15,654,181. The total 
value added by manufacture advanced from $24,102,165 
to $34,683,650. The horsepower used in 1923 was 14,- 
100 and the coal consumed amounted to 38,801 net tons. 








© 
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TAPLIN CAN OPENERS 


A choice of six styles, each designed to meet a 
specific popular demand—from a low-priced prac- 
tical opener to the best that can be produced. 





No. 30 All Steel 
Tool Steel Blade 


No. 96 Stainless Steel 
White Handle 





> 
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Double Dasher Beaters 
Dover Egg Beaters 


The latest and most im- 
proved types of egg beat- 
ers. A full variety of 
styles, sizes and prices, 
to meet every require- 
ment. 


30 years egg beater man- 
ufacturing experience. 


The Taplin Mfg. Co. 
New Britain, Conn. 


New York Office: 
71 W. Broadway 
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HAND SCREWS 
STEEL SPINDLES 


10 Sizes 
Either Adjustable or for Parallel Clamping Only 
Write for Catalogue 


Adjustable Clamp Co. 
216 N. Jefferson St. Chicago, Ill. 


Hammacher, Schlemmer & Co. 
4th Ave. and 13th St. 


Distributors in New York 





























Waren a hardware man comes 
into The Mechanics & Metals 
National Bank of New York he 
is at home. Here he meets 
friends who know how he does 
business, who know v hat he 
wants and who know how to 


provide for those wants. 


Let us demonstrate our knowledge of your 
business the next time you come to the city, 
or write us and permit us to visit you, 











THE 
MECHANICS & METALS 


NATIONAL BANK 


OF THE CITY OF NEW YORK 
Deposits June 30, 1924, $288,000,000 
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Boosting Sales in Builders’ Hard- 
ware via the Window 


HE value of show windows to the retail hard- 
‘a dealer and manufacturer of nationally 

known products cannot be overestimated. Ad- 
vertisers in publications have two important factors 
to consider—quality and quantity. The same ele- 
ments should be considered in show window advertis- 
ing. When a retail dealer is on’a prominent street, 
with a great deal of passing, naturally his windows 
are the most expensive part of his rent. In some lines 
of goods, perhaps more especially in the drug line, 
space is charged for by some retailers who have espe- 
cially favorable locations, and this, perhaps, may come 
in the hardware line in the future. 


All of which narrows down to the importance of 
placing the right estimate upon show windows, upon 
the need of their proper decoration, and to the fact 
that the retail dealer does not get all the benefit that 
comes from a display of merchandise in his windows. 

In the case of the Chandler & Barber Co., Boston, it 
often hears from some of the special displays in its 
windows from points as far west as the Dakotas that 
such and such things have been seen in its windows. 
The accompanying photograph is a builders’ hardware 
display recently made by this Boston firm, and in- 
cludes good examples of wrought iron hardware, for 
which there is a good demand in the East for use in 
Colonial houses. It will be noted the larger items are 
displayed in the background and that a good balance 
is maintained between the mounted and loose samples, 
as well as the contrast between the rough black hand 
wrought hardware pieces and the more ornate and 
beautifully finished metal work. 








Success is not one big thing. It is a series of 
small achievements. Failure likewise is an 
accumulation of mistakes that finally become top 
heavy and crush the man or business. 

—Llew S. Soule. 
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Don’t Let the Elephant and the 
Donkey Get Your Goat! 


ES this is a Presidential year. There is an elec- 

tion in the offing. And of course folks are talk- 

ing politics. But why should we be filled with 
melancholy meditations? 

Cheer up! We have had Presidential years before, 
and we managed somehow to live through them. It’s 
reasonable to assume that we’ll do so again. 

Do you know the real reason Presidential years 
are reputed to be “bad for business”? Well, here’s 
the deep, dark secret: When the Circus Managers 
bring out the Donkey and the Elephant and begin to 
dust off the old band-wagon, why we all stop work to 
watch the parade. And no one ever waxed wealthy 
watching a political parade. 

There’s no reason in the world why the man who 
keeps right on hoeing his row shouldn’t come out ’way 
ahead in a political year, just the same as any other 
time. Truth to tell, he should do better than usual, 
because there isn’t so much competition. Most people 
aren’t even trying. You are up against the same 
proposition as the salesman who finds he can do twice 
as much business on a rainy day, because his competi- 
tors are all haunting the hotel lobbies, satisfied with 
the alibi that “nobody can tell anything on a day like 
this.” 

For goodness sake, let’s face this Presidential ques- 
tion sensibly. Just because we are going to send some- 
body to the White House, there’s no reason why the 
rest of us should go to the Poor House. But that’s 
where we are likely to land if we quit hustling, and 
decide that there is no business to be had until “after 
election.” 

By all means, take an interest in politics, and vote 
according to your honest convictions. You might even 
go so far as to make a few stump speeches for your 
favorite candidate, if you just can’t restrain yourself. 
But—don’t let the Elephant and the Donkey get your 
goat—Allith Bulletin. 








Merchants Who Do Not Attend 
Conventions 


It is a lamentable fact that there are still some 
hardware merchants who do not attend conventions 
—some who are still imbued with the one-idea spirit 
that denotes the one-man store. The merchant of 
this type has so entangled himself in the petty 
details of his business that it seems an impossibility 
for him to leave it, even for a few days, without 
disrupting the entire organization. That in itself 
is the best possible reason for his attendance.—Llew 
S. Soule. 
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Rubber 
Headed Nails 


are used as bumpers on pianos, 
closet seats, and to receive the 
thrusts of drawers, also to prevent 
noise and marring to such as they 
are attached. 

Stem Tips, made in thirteen sizes, 
especially designed for chair legs 
and prevent the scratching of floors. 
Absolutely noiseless. 

We make a large variety of rub- 
ber specialties. Send for catalog 
and prices. 


ELASTIC TIP CO. 


370 Atlantic Avenue Boston, Mass. 
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No. 353 Carded Assortment 


Many other attractive Assortments in our No. 6 
Catalog and supplements. Write for prices 
and samples. 
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THE ACME SHEAR COMPANY 


BRIDGEPORT, CONN..U.S.A. 


1975 THE LARGEST MANUFACTURERS OF e715 
SHEARS AND SCISSORS IN THE WORLD 
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OME hardware men say that it 
pays and others say that it 
doesn’t, but it has remained for 

Shroeder & Nielson of Eau Claire, 
Wis., to demonstrate that they, at 
least, can make a very handsome 
profit by handling toys during twelve 
months of the year. 

Seven years ago George Shroeder 
conceived the idea of making toys 
a permanent department in his hard- 
ware store. While, of course, 70 per 
cent of his toy sales come in the last 
three months of the year, the carry- 
ing of a stock during the other nine 
months paves the way to larger holi- 
day sales and at the same time shows 
a profitable volume of sales. 

Like most hardware stores, Shroe- 
der & Nielson have always carried 
a stock of skates, sleds, coaster 
wagons and other wheel goods, but 
their real toy line, as they call it, 
consists of the newest in dolls, games 
and mechanical toys. It has been 
their practice to stay away from the 
cheap class of goods, leaving them 
for the department and _ ten-cent 
stores to handle, but, on the other 
hand they do not load up with a lot 
of expensive, slow moving items. 
For example, the highest priced 
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Profits m Toys 


articles in their line today are some 
wheeled goods selling at $15. 

Immediately after the holidays 
Shroeder & Nielson’s toy stock is 
at its lowest ebb and inventories 
around $300. Along in September, 
coincident with the opening of 
school, the new holiday stock begins 
to arrive and continues until it 
amounts to approximately $3,500. 
Their annual sales in toys amount to 
about $10,000, which makes a stock 
turnover of two and one-half times. 

There is perhaps one peculiarity 
in the manner in which Shroeder & 
Nielson handle their toy stock, and 
that is in the fact that they kave 
on display only one of each item in 
stock and the merchandise that is 
actually delivered to the custome: is 
kept back in the stock rooms. Pos- 
sibly the real reason for this is the 
lack of room, but it has the decided 
advantage of holding to a minimum 
the amount of breakage and soilage, 
at the same time delivering to the 
customer brand new merchandise in 
the original cartons. 

Another hardware store that for 
a good many years has enjoyed an 
excellent toy business is that of G. 
Hillerud of Sauk Center, Minne- 
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sota, and undoubtedly his success 
is largely due to his unique publicity 
methods. Starting about three weeks 
before Christmas, Mr. Hillerud has 
as his guests for an hour or so each 
afternoon a whole class from the 
public school or kindergarten, ac- 
companied by their teacher. His 
especially invited guests include 
them all up to and through the 
fourth grade, and small, inexpensive 
souvenirs are given to each child. 

There are no restrictions placed 
on the youngsters by Mr. Hillerud 
and they are allowed to play about 
the store with any of the toys that 
may strike their particular fancy. 
The teacher, of course, maintains 
some order, and the breakage of 
toys, or any misbehaving is by far 
the exception rather than the rule. 

Not only do these afternoon 
“parties” stimulate Mr. Hillerud’s 
holiday toy sales, but it is rather 
easy to imagine that when the 
parents of these youngsters send 
them on errands to the hardware 
store to which hardware store they 
go. As a matter of fact, it is no 
exaggeration to say that every child 
in Sauk Center knows Mr. Hillerud’s 
store and likes to go there. 








young men were brought into jeopardy. 


On Being Ready 


Ten minutes after the judge had given his deci- 


MOMENTOUS criminal trial recently concluded in Chicago, during which the lives of two 


sion the courtroom spectators upon leaving found that the big crowds outside already 


knew the decision. 


Life.” 


These bore the headline: 


A telegraphic flash from the court room had released one of two waiting 
sets of printed newspapers which had been rushed to the spot. 
The other set, made worthless, were headlined: “Hang.” 


“Get 


But journalism is by no means the only industry in which it pays handsomely to be fore- 





handed, to be prepared. It pays in any business and in any human endeavor. One of the greatest 
believers in preparedness this or any other country has ever known was Theodore Roosevelt. 
It is said to have been largely due to his enthusiasm in this direction, as Assistant Secretary of 
the Navy, though his chief held an opposite point of view, that Dewey had the equipment for 
his coup at Manila Bay, scanty though that may have been. And it was undoubtedly due to 
Roosevelt’s belief in preparedness that this country took its place as a first-class power before 
the Great War and has held it since. 


A great merchant has said that he could possibly forgive a store which never did anything to 
attract the crowds to it, but he certainly could never give a clean bill of health to the store 
which advertised a sale but did not have enough merchandise or enough clerks to take care of 
the crowds when they came. If as a nation or a business we propose to sit in the limelight, it is 
our duty to be prepared for every eventuality. 
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-an-O- ogical Phi ISON 


There are two ends toevery harness, 
Collar and Breeching. 

When the horse leans powerfully 
collarward the wagon moves forward; 
but when the horse leans breeching- 
ward the wagon stops or backs up. 

Every business man in the United 
States is harnessed and attached to 
the American Business Wagon -—if 
they lean forward the wagon moves 
ahead, but, if they lean bachward the 
wagon stops or bacKs up. 

Which way are you leaning Mr. 

Business Man? 
—HORATIO SAWYER EARLE 
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FOUR-IN-ONE 


We now own the Businesses 


formerly owned by:— 


Noun Mrc. Co., Skowhegan, Maine; 
DunN EpcE Toot Co., Oakland, Maine; 


and 


H. S. Earvte Merc. Co., Detroit, Mich. 


Our Axes, Scythes, Hay Knives, Grass 
Hooks, Corn Cutters and Bread Knives 
do “powerfully lean collarward” toward 
the trees, grass, hay, corn and bread. 
You can have them for what they’re 


worth. 


North Wayne Tool Co. 


Hallowell, Maine 
Sales Office—1409 Ford Bldg., Detroit, Mich. 
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—for stoves, 


Do you sell 


STOVOIL 


gas ranges, kerosene 


and gasoline stoves, pipes and fittings? 








TOVOIL makes old stoves 
and other metals such asiron, 


el, . 
r, andsilverlike new. o 
y removesrust. Useit on stoves § 


SUPERIOR LABORATORIES \" 
Dept.1210 Grand Rapids, Mich, : 


A Nationally ad- 
vertised prepara- 
tion, used by 
thousands of con- 
sumers daily. 
Used and sold by 
thousands of 
Hardware, Gen- 





eral Stores and 
Gas Companies. 
Advertised every 
month in Good 





ronze, nickle, cop- 


Housekeep- 
ing Magazine and 
in other women's 











At your dealer or the Gas 
Company. If not send 40 
cents for bottle postpaid r A 
periodicals. 


A definite’ con- 








Good Housekeeping Magazine, May, 1924. 


sumer demand. 


What it is ~ what it does 
and why you should sell it ! 


STOVOIL is nine years old, a prepa- 
ration made by an expert chemist 
which removes and prevents rust, 
cleans and polishes. Not just a polish 
—which coats over and does not pre- 
vent rust underneath. STOVOIL re- 
moves rust and then seals the metal 
pores against rust-making elements. 
Adaptable to any steel or iron prod- 
uct. 


Comes in bottle form—3 dozen bot- 
tles cost $8.64, retails 40c per bottle, 
40% profit. Order thru jobber or 
direct. Freight paid. 


Pacific Coast Distributors: 


General Sales Corporation 
718 Mission St., San Francisco 
747 Everett St., Portland 

350 E. ist St., Los Angeles 


Superior Laboratories _ 
Grand Rapids Michigan 
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Prices Continue Firm in Chicago Market— 


Building Activities Help Hardware Sales 


(Chicago office of HARDWARE AGE) ties, although the number of new building permits shows 
HE very fact that there is a tendency among re- a decided falling. The work already commenced will in- 
tailers to buy only for their immediate needs proves sure considerable activity until well into the winter. The 
that the expanding volume of orders is for the most wish to complete work while the good weather lasts has 
part for the replenishment of stocks and reflects an actual strengthened the demand for materials during the past 
and substantial betterment of conditions in the agricul- week. 
tural districts. High prices for grain and hogs are un- With a steady expansion of buying prices have remained 
doubtedly creating a better feeling in all lines of trade practically unchanged in this market, the one exception 
and industry. being another two cent advance in manila rope and one 
As a result of the readjustment of steel prices, the cent in sisal. Buying is still cautious, but the advent of 
Chicago district is getting a decidedly larger tonnage. colder weather is generally expected to speed up sales. 
It is claimed that the refusal of the Federal Trade Com- The favorable harvest and high prevailing prices nat- 
mission to reopen the “Pittsburgh Plus” hearing at the urally has not only helped actual sales, but is liquidating 
request of the smaller producers is likely to cause a num- some of the old book accounts that dealers have been car- 
ber of eastern mills to seek western locations and there rying. Collections generally are good and money is easy. 
is a possibility of mergers of independent plants to enable Automobile manufacturers report that farmers are be- 
them to compete under the new conditions. ginning to show interest in new cars and while they are 
There seems to be no let up in actual building activi- not buying in any quantity. 


AUTOMOBILE ACCESSORIES.— CHAIN.—No change in prices. Sales FILES.—Demand is good with no 


Sales fair, demand swinging over to good. change in prices. 
cold weather supplies now. We quote from jobbers’ stocks, ‘ We cynote from jobbers’ stocks, 
f.o.b. Chic : 3-in. proof coil chain, oO icago: merican files, » 
¢ We quote from jobbers’ stocks, 506. os it ts Tenso bull dog and per cent off list; Nicholson files, 50 
o.b. Chicago: Brown coil chains, 50-10 per cent per cent off list; Disston files, 50-10 
Spark Plugs. ee 50c. each; discount; No. 00-4% electric welded per cent off list; Black Diamond files, 
om gg — wt es X, 45c. cow ties, $2.75 per doz. 40-10-5 per cent off list. 
eac ots o 41¢c eac Champion 
Blue Box line, 53c. each; A. C. Titan, CLIPPERS, HORSE AND SHEEP.— GALVANIZED WARE.—Sales are 
58c. each; lots of 100, 56c. each; A. C. Prices firm. good on seasonable items. 
or +> ke No. 3280, We quote from jobbers’ stocks, We quote from jobbers’ stocks, 
36.50 each; Stewart, $5.67 each. f.o.b. Chicago: Stewart No. 1 clipping f.o.b. Chicago: Competition galvan- 
Horns.—E. A. Electric (Ford), $4 machine, $14 list; one-man power ized after made water pails, 8-qt. $1.95- 
each ’ shearing machine, $25 list; top — y meng: oa a —." B.n + ay 
No. 90 and No. 360, $1.50 each list: 0z.; galvanize s <a 
ee x No. 46, $2.50 bottom plates, No. 99 ee No. 361, $3 $6.35 doz.; No. 2, $7.15 doz.; No. 3, 
No. 6 "90 ote ~ BA, -25 each; = list. Dealers’ discount, 33% per cent. $8.35 doz.; No. 8 galvanized wash 
No 31 $1°20 e. hy ational Standard, Stewart electric clipping machine No. boiler, wood grip end handles, $13 
gy Re Rg linder. $1.55 85, pedestal type, $85 list; shearing doz.; 1-gal. tin breast galvanized 
— ose, 1%-in. cylinder, $1.55 machine, $90 list, f.o.b. factory Chi- kerosene can, $2.55 doz.; 1-bu. galva- 
_ ~ : N kid. a ie tote cago, with 25 per cent discount to nized baskets, $6.50 doz.; 1%%-bu., 
SRAINS——NON-SKIG, COzen pair lots, dealers. $8.25 doz.; 5-gal. galvanized oil cans, 
33% per cent discount; 50 pair lots, galvanized breast, $7.25 doz.; perpen- 
ath moar woo = SM eueneien COPPER RIVETS AND BURRS.— dicular corrugated light pvrentnes 
cord tires, $10.45 each; regular cord, Prices unchanged. Demand very good. — erties tes ie ae. Ve B90 
$8 each; gray inner tubes, 30 x 3%, We quote from jobbers’ stocks, doz. Heavy galvanized’ after made 
$1.20 each; red inner tubes, 30 x 3%, f.o.b. Chicago: Copper rivets and No. 171, $32.40; No. 191, $37.25; No. 
$1.50 each. burrs, 40-10 per cent discount. 201, $44.75. 
AXES.—Demand is good with prices KAVES TROUGH AND CONDUCTOR GARDEN HOSE AND LAWN SPRIN- 
unchanged. PIPE.—Prices remain unchanged. Sales KLERS.—Orders for spring are slow 
We quote from jobbers’ stocks, are very active. in starting. 
pitted Gubemited auen fos tae Sid We quote from jobbers’ stocks, We quote from jobbers’ stocks, 
doz. base; double bitted, $19 doz f.o.b. Chicago: Single bead lap joint f.o.b. Chicago: Garden hose, good 
base; good quality black’ unhandled gutter, 5-in., $4.50 per 100 ft.; Corru- quality, molded hose %-in., 10%c- 
asee Games = sight, single bitted, $13 gated conductor pipe, 3-in., $4.85 per per ft.; %-in., 13c. per ft.; 3-ply, good 
dos. ‘base: neta Re gee a axes 100 7.2 Plain ridge roll, 1 1, . -in. *9 $3. 80 quality wrapped, 1% -in., 10c. per ft.; 
$15 to $22 per doz., according to qual- per 100 ft.; Corrugated conductor el- %-in., 12c. per ft.; 4-ply, good qual- 
ity and gerade of handle. ; bows, 3-in., $1.36 doz. ity, wrapped, 14-in., 12¢. per st. 3 


-in., 14c. per ft.; 5-ply, d l- 
BOLTS AND NUTS.—No price changes ELECTRICAL AND RADIO MER- ity wrapped, %-in.. 90. per ft.; %-in., 




















. —_ i j j lle. per ft. Lawn_ sprinklers, Rain 
and sales are holding up. CHANDISE. Nothing oe King, $28 doz.; Original Fountain 
Wo. qnete trem sebbens’ _atectn. Radio sales exceptionally good for so Sprinkler, $8 doz.; Rainbow, 38-in. 
f.o.b. Chicago: Carriage bolts, cut early in the season. high, $24 doz. 
trond, 52 per cont Glecount: pall We quote from jobbers’ stocks, GLASS AND PUTTY.—Sales are pick- 
per cent discount; machine bolts, cut f.0.b. Chicago: . ing up. Prices firm. 
thread, 50-10 per cent discount: small Electrical Merchandise.—No. 14 rub- ; 
machine bolts, rolled thread, 50-10-5 ber covered wire, $7.25 per 1000 ft.; We quote from jobbers’ stocks, 
per cent discount: all stove bolts in 1000-ft. lots, $7; No. 18 lamp cord, f.o.b. Chicago: Single strength A, 
5-5 mer cent Gianeunt: ine acrewe. $14.50 per 100 ft.; in 1000-ft. lots. 25-in. bracket, 88 per cent discount; 
60 oS aon discount. ° $13.75; %-in. brush brass key sockets, single strength A, 34 to 40-in. brack- 
P ; : 20c. each; two-way plugs, SOc. each; = me ‘ B gern yoo ane fe 
4 —. i in lots of 10, 52c. each; one-piece at- strengt , all other brackets, 
BUILDERS HARDW ARE. Manufac tachment plugs, 13c. each; two-piece cent discount; double strength A, all 
turers are announcing slightly lower attachment plugs, 12c. each; dry sizes, 86 per cant discount. | Putty— 
j ; cells, boxes of 50, 30%c. each; less ure grades, $3.75 per .; com- 
“nen Sales continme good. than case lots, 34c. each. mercial, $3.40 per 100 Ib. 
ta Cisse: Oe 6 he ae tee Nase, Spel can NG Tel sae. HANDLED HAMMERS.—The demand 
old copper and dull brass finish, $2.76 —" continues very good. Prices remain on 







per doz, pair; 4 x 4 steel butts, old . : : : 
copper and dull brass finish, $4.20 per FIELD FENCE.—Demand continues the reduced basis established in May. 










doz. pair; heavy steel bevel inside . We quote from jobbers’ stocks, 
sets, case lots, $7 per doz.: steel bit- good. Prices unchanged. f.o.b. Chicago: First quality, 16-oz. 
keyed front door sets, $1.90 per set; PP ty i from ene, ——. nail hammers, $10.50 doz.; first qual- 
wrought brass bit-keyed front door cago: 726-6-121%4—$29.0 per ity, 16-oz. machinists’ hammers, $7.85 
sets, $3.25 per set: cylinder front 106 "rods; 1948-6-1414%4—$44.08 per 100 doz. Medium quality, 16-oz. nail ham- 
door sets, $7.50 per set. mers, $6 doz. 
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IRON—STEEL—BRASS—BRONZE @ 


THE BRIDGEPORT SCREW CO., Bridgeport, Conn. 


AND MONEL 


Representatives: 
George E. Quigley, Detroit 
: Dan M. Bell, Dallas, New Orleans 
Milton Pray Co., San Francisco, Los Angeles, Seattle 
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Easy to Attach—Holds Door Securely 


This necessary fixture for every garage is simply and quickly installed 
with a hammer and screw driver. It holds the door open against the 
strongest winds, absolutely preventing the possibility of the door swinging 
and damaging the car. The lock is released with one slight pull of the 
chain. A dependable holder to save time and trouble every day in the 


year. . 


GRIFFIN GARAGE DOOR HOLDER 


(Catalog No. 1914) 
Adapted to either right or left hand by merely reversing the keeper. Each 
part is carefully made of wrought steel to stand its share of strain. Is 


strong encugh to hold the heaviest garage door made. Finished in Japan 
or Galvanized, and packed with screws and full instructions for attaching. 


No garage is complete without them. 


For Use on Public Buildings 
Churches, theatres, schools, or any public buildings having doors opening 
out represent another large market for this remarkable product. Write 
for complete details today. 


3 GRIFFIN MANUFACTURING CO. 


WAREHOUSE 


45 Warren St.NewYork ERIE,PENNA. 74W.LakeSt.chicago, m1. 


~~ 
at ——_ 
<a 






- 7 at Slight Pull of Chain Releases Lock Ny — 
han 
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HANDL pul . 
at ES, TOOL.—Sales are con- OIL STOVES.—Future orders showing We quote from jobbers’ stocks, 
g in good volume. Prices are only fair volume. f.o.b. Chicago: Common sash pulleys, 
firm and unchanged. We 50c. doz.; barrels, 54c. doz; Common 
quote from jobbers’ stocks, Sense, 2-in, 60c. doz.; barrels, 54c. 
We quote from jobbers’ stocks, f.o.b. Chicago: Old line New Perfec- doz.; No. 105, 52c. doz.; barrels, 48c. 
a - aioe wed Bags —e $17 each list; doz. 
ndies.—No. ckory, $4 . er, eac st; 4-burner, $28 ; 
doz.; No. 2, $3 doz.: second a - each list: new Improved New er. vee SCREWS.—No further price changes. 
hickory, $5 doz.; finest selected sec- tion 2-burner, $22 each list; 3-burner, We quote from jobbers’ stocks, 
ond growth hickory, $6 doz. $28.50 each list; 4-burner, $35 each f.o.b. Chicago: Flat head, bright 
Hatchet and Hammer Handles.— list; Superfex 2-burner, $36 each list; screws, 78-10.per cent new list; round 
No. 1, 90c. doz.; finest second growth 3-burner, $45 each list; 4-burner. head blued, 76-10 r cent new list; 
mageonn $1.50 doz. ay ane dw ug te to 30 per eat head brass, 76-5 per cent new 
—- nt. of ten or more ist; round head brass, 74-5 per cent 
~ gee Sales are reasonably are subject to 30-5 per cent discount. new list; japanned, 72-10 per cent 
4 . 0 price changes recently or in PAINTS AND  OILS.—No price new list. 
ear A. prospect. changes reported. SOLDER AND BABBITT METAL.— 
e quote from jobbers’ stocks , The demand i . i “ 
_ Chicago: First quality hatchets. Lop — a ee changed a 
gling, .20 doz.; first “Linseed Oil.—Raw, barrel lots, $1.23 ; 
ew gpl Le # beens. $14.45 per gal.; 5-barrel lots, $1.13 per gal. We quote from jobbers’ stocks, 
2 shingling $7.25 doz. : aodieen wank. gy gt a ag | a ayy $34 eS art 33 
ity hatchets, No, 2, broad, $10.50 doz. a ee Sans One Sy Gnew oee solder, $38 per 100 Ib.; tinners’, 40-60 
HINGES.—Manufacturers issue revised OREO FO Ey Ser polciit metal’$20 per 100 Ib; stand- 
rices which have been al ici =D ard No. 4 babbitt metal, $12 
p ave been already antici- Denatured Alicohol.—Barrel lots, o. t metal, $ per 
pated by the jobbers. White ye d.—100-lb. k $14.75 gy 
ite ad.—100-lb. kegs, 75; — Pri * 
- We quote from jobbers’ stocks, soe, hege G1tb: tee. tnes, ae, «| CEL =6SHESIOR—trices are un 
~. D Gricago: Heavy strap hinges, 12%-Ib__ kegs, 2. - ‘ changed. Demand is unusually good. 
» #-1N., 03; 5-in., 42; ry Paste.—Barrel lots, 6c. per Ib. , 
G-in., $1.60; 8-in., $2.70; 10-In., $4.36 Shellac.—(4-lb. goods), ‘white, $3.50 co a 28 See 
per doz. pairs; extra heavy T hinges, per gal.; orange, $3.25 per , sheets $5.50 ner 160 Ib & 28- e 
a bundles, 4-in., $1.56; 5-in., $1.66: English Venetian Red.—in barrels, black ‘sheets $4 50 r 100 Ib bas 
oie oa $3.56; 10-in., $5.10 $3.50 to $6.75 per 100 Ib. Bi en ' 
oe PYREX WARE.—Demand is good. STOVE PIPE, COAL HODS, ETC.— 
ES.—Orders for holiday We quote from jobbers’ stocks, Volume of orders is large. No recent 
trade are fair. f.o.b. Chicago: price changes. 
Pr. —_ from jobbers’ stocks, No. 314, 2 a We quote from jobbers’ stocks, 
Shere ane: Key Clamp—Rocker, Casseroles. — Round, No. 167, $12 ye ey ee Bont = rie pipe, 
Men's and Boys’, bright finish, 75c. doz.; No. 168, $14 doz.; No. 183, $12 Figg Ny A Rd cm Bored Rael oe ony 
a rat _ Clamp — Rocker, doz.: No. 184, $14 doz. a per jo nt. orrugated elbows, 
oir X and Girls’, bright finish, $1 Casseroles.—Oval, No. 193, $12 doz.; gage, $1.35; 28 gage, $1.50 doz. 
of ® ey Clamp—Hockey, Men's No. 197, $14 doz. Galvanized coal hods, 17-in., $5 doz. 
Clam me hs # $1.20 pair; Half Key Pie Plates.—No. 202, $6 doz.; No. TRAPS.—Sales are v d with th 
p—Hockey, Girls’, $1.40 pair. 203, $7.20 doz.: No. 209, $7.20 doz. = “— 
LANTERNS.—Business is satisfactory. Mn ps my a ee — of Mingseod _— " 
Ww = re : “tac. anit ; e quote from jobbers’ stocks, 
PPA, pice: tate jobbers situate. ut Glan No. 231, $8 doz.; No. f.o.b. Chicago: Triumph No, 0, $1.52 
with 1 - Pe pe yt o ; _ oz.; No. 1, i oz.; No. . : 
Wienrareg fount, $14.25 doz; Little — ROASTERS.—There is a good season- doz; No, 2, $3.60 doz,; Trinie Clutch, 
; 24 » ee. OZ., sNO. ’ . OZ. ; 
LARD PRESSES AND SAUSAGE able demand. Vietor. No, (0, $1.89 ,don) No, 1, $8 
—_— . . Jobbers quote Savory roasters, 0z.; No. » os. oz.; No. 2, $3. 
We one pong is only fair. f.o.b. Chicago: Same as last week. —_ Bg Sy os — . ya Fe nel 
> ote ora’ . ke NO. . . os " ° ° ° 
f.o.b. Chicago: A mange _ ROLLER SKATES.—Sales volume for. o. 1%, $ OZ oO $ OZ | 
qt., $7.28 each; No. 31, 6-qt., $7.89 both Christmas trade and spring de- WIRE GOODS.—No further price 
each; No. 35, 8-qt., $8.67 each. livery good. changes from last week. 
LAWN MOWERS AND GRASS We quote from jobbers’ stocks, We quote from jobbers’ stocks, 
CATCHERS.—Future ord fai f.o.b. Chicago: Roller skates for boys, f.o.b. Chicago: No. 8 black annealed 
Oe iti hehi ers are falr, $1.40 per pair; for girls, $1.50 per pair. wire, $3.05 per 100 lb.; No. 9 galva- 
ne : ehind other seasons. ROOFING AND PAPER.—Sales are ak ee se taaek anttte 
e.4, Sette, trom jobbers’ stocks, very active. No change in prices since or hog wire, $3.85 per 100 -" sp-sod 
L ees ; spool galvanized hog wire, $3.34 per 
4-knife. r rreetg 3 _s — bearing, last report. spool. Polished fence staples, $4 per 
16-in.. bali bearing. 4-k, _ each; We quote from jobbers’ stocks, 100 Ib.; 12-mesh black wire cloth, 
wheels, $19 cach: ik-in. ninin 10% -in. f.o.b. Chicago: Best grade slate sur- $1.90 per 100 sq. ft.; 12-mesh galva- 
4-knife, 10%-in. nar plain bearing, faced prepared roofing, $1.95 per nized wire cloth, $2.20 per 100 sq. ft.; 
16-in. ‘ball. bearin = 7 a each; square; best grade talc surfaced, $2.20 14-mesh bronze wire cloth, $6 per 
wheels, $8.85 each: ee _" - e, 9-in. per square; medium tale surfaced, 100 sq. ft.; galvanized before poultry 
ing. 4-knife 9-in DP tte = bear- $1.60 per square; light talc surfaced, netting, 55-5 per cent discount; gal- 
16-in. ball’ bearing -_ ‘sa =: 95c. per square; red rosin sheathing, vanized after poultry netting, 50-5 
wheels, $8 each; 16-in. plain bearing. $55 per ton. per cent discount. 
3-knife, 8-in. Wheels, $5.85 each. ROPE.—A second advance of 2 cents WRENCHES.—The demand is good 
a = aD 36-in. mowers, full per pound has been announced. and prices unchanged. 
» $8. .; galvanize ot- We quote from jobbers’ stocks, , 
tom, for 18 to 2i-in. mowers, full f.0.b. Chicago: No. 1 Manila standard oe ee eT atin. 
paaenes, $9.60 doz.; plain bottom, brands, 21%c. per Ib.; No. 2 Manila, 60 per cent off list; Coes wrenches 
7 “4 18 to 21-in. mowers, $7.60 20%c. per Ib.; No. 1 sisal, 15%c. to 40-10 per cent off list; engineers’ 
16-ir, plain bottom canvas, for 12 to 16%c. per Ib.; No. 2 sisal, 144%c. to wrenches, 25 per cent off list; knife- 
NAI 3 mowers, $5.90 doz. 15¥%c. per Ib. handle wrenches, 40-10 per cent off 
a ——There has been no price SASH CORD.—Sales are good and Ey Se — 
a —«- lo ace 
e quote from jobbers’ Ww ’ and elec set, $4; No. er 
> Chicago: Common =o wae f.0.b. ciicago: No? awe ie Service set, $15.25; No. 202 Heavy 
: = oe keg base; cement coated, $10.55 per doz. hanks; No. 8, $12.10 pene Mecgg De gy A Pg nog tag, Bannon 
oleate a eg base. The extra for per doz. hanks. Service set, $14.85; No. 404, Universal 
-< tee zed nails is now $2.25 for 1-in. SASH PULLEYS 1 7 : Socket set, $7; No. 505B, Screw Driv- 
. onger; $2.50 for shorter than .—Sales continue fair er set. $3.40: No. 900 set square sock- 
n. and prices unchanged. - $8.70. All Snap-On Wrenches less 








There can be no genuine or lasting progress in business, politics or ethics until at least 50 per cent of 


the world can see the point of view of the other 50 per cent at least 50 per cent of the time. 
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A Popular Christmas Gift 
Since Eighteen Seventy-Six 


YEAR after year the light Bissell Carpet Sweeper, because 
of its handiness for whisking up dirt, dust, lint and litter 
quickly and quietly, its long life and modest cost, finds in- 






Od rat j creasing favor with Gift Buyers who seek utility as well 
i) as remembrance. 
al Sate G Nationally advertised, priced to net you a nice margin and 


backed by a reputation that has made Bissell friends for 
forty-eight years, we think you will find these Carpet 
Sweepers brisk sellers that will well repay any special at- 


— 
ea tention you may give them. 
FS The Fall-Xmas Announcement gives complete details of the 
erring a Holiday Offer, including a brief description of each pattern 
Om which you may find useful for reference purposes. 


g 


a 

sa] 
ave 
1 





It will be a pleasure to send the Announcement if you will 
drop us a line and, of course, if you are at all in need of 
sweepers to make your holiday stock complete, there is still 
ample time for goods.to reach you if you order now. 


New York Office and Export Dept. B I S S E - L Made for use 


46 West Broadway CARPET SWEEPER CO., GRAND RAPIDS, MICH. as well as possession 


Carpet Sweeper 


Thousands. Of These Ash Trays Were Sold 
Last Year For Christmas Gifts 






















UT this display case on your 

counter and watch results. 
Its attractive appearance, the ae 8) Si hy He 
useful and handy features of the | eae 
ash tray together with the rea- auras “7 S 
sonable price sells them without 
effort on the dealer’s part. 


sot heal 
acy s 
Sie hes 


eta a 


yk " 
“ - 
ys, GS 


List Price $1.00 Each 
A liberal margin of profit for 
both the jobber and dealer 
' make this a desirable article 
to handle. 


Write for Descriptive 


Folder No. L-AF33A Each display case, attractively printed in three colors, contains ten Empress 


Auto Ash Trays packed in individual Christmas gift boxes. : 
Display Cases (10 trays) List Price - - - $10.00 Each 


BOWEN PRODUCTS CORPORATION, AUBURN DIVISION, AUBURN, N. Y. 


i a—_—E~— _ SS|S|F|S|=S=SLL=EL=EbhbBbBbhbhpBpB=»]™=bhaEBn™]™_LEL  hLh™=E>™_™™aaB™BppEHEH\H =SS= a 
cL ll lll ll lll lll LLL LL AL a “ 
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Staples Active in New York 
—Prices Are Firm and 
Collections Good 


wholesale market as is evident by the increase in the 


[  wictccate mari in buying continues in the New York 


number of orders placed with the local houses. 
At the present time practically all lines are coming in 
for their share of attention from buyers, although some 


items are naturally more active than others. 
lines, for example, are selling well, 


Staple 
and the demand 


is particularly strong for saws, garage hardware, and 


numerous other items. 


Few price changes were recorded during the past week, 
and while some of the prevailing schedules were revised, 
the changes were mostly all in the nature of minor read- 


justments. 


The continued warm weather is tending to 


hamper the sale of seasonal items, but the jobbers believe 
that with the first touch of cooler weather retailers will 
come more strongly into the market. The healthy tone of 
business is indicated by the fact that collections are very 


satisfactory. 





Saws Very Active 


Saws of various types are among the 
most active items at present. Stocks 
are satisfactory, and prices firm. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Buck saws, 30 in., blade, No. 50, 

each; No. 40, $1.20 each; No. 


45, $1.28 each. 

Saw bucks are being quoted at 54c. 
each. 

Two-man saws, plain tooth and 
ne te A tooth, No. 2, 4% ft., $3 
each; 4 $3. 30 each; 5% ft., $3.65, 
ane « each. 

One- nk. saws, — tooth and 
Champion tooth, ft., $2.40 each; 
3% ft., $2.80; 4 tt.. $3.20; 4% ft., 
$3.60 each. 

Narrow cross cut, plain tooth and 
Champion tooth, 4% ft., $2: 5 ft., 
$2.20; 5% ft., $2.45, and 6 ft., $2.60 
each. 


Moderate Pail Demand 


Galvanized pails are moving mode- 
rately. Prices are holding, and stocks 
sufficient. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Galvanized pails, 8-qt., 19%c. each; 
10-qt., 22%c. each; 12-qt., 24%c. each; 
a 27%c. each; 16-qt., 33%c. 
each. 


Bolts and Nut Prices Revised 


As has been expected for some weeks, 
the prices of nuts and bolts have been 
revised. Stocks are satisfactory, and 
the demand consistent. 


Jobbers’ quotations to 
f.o.b. New York: 

Boits.—Common carriage bolts, all 
sizes, 35 to 35-10 per cent. 

Machine bolts, all sizes, 45 to 45-10 
per cent. 

Lag screws, 45 to 45-10 per cent. 

Stove bolts, 75 to 75-10-5 per cent; 
both flat and round head. 

Sink bolts, 75 to 75-10-5 per cent. 

Tire bolts, 45 to 50 per cent. 

Step bolts, 33% per cent. 

rew anchors, 75-10 per cent. 

Lag screw shields, 80 per cent. 

Machine bolt shields, 65 per cent. 

Prices vary in different sections of 
the city. 

Spring cotters, 30 per cent. 

~ aoe rivets and burrs, 
cent. 


retailers, 


40 per 
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Round head iron rivets, 60.5 per 
cent; Tinners’ rivets, black and tin, 
60-10 per cent. 

Cap screws, 80-10 per cent. 


Strong Demand for Radio 
Batteries 


There has been no abatement in the 
demand for radio batteries, and the de- 
mand on the contrary continues to in- 
crease as the fall sets in, and conditions 
for radio reception improve. Tubes and 
parts are also moving well. 


Jobbers’ quotations to 
f.o.b. New York: 

Batteries, No. 6 dry cells, ignition 
type, 26 to 29c. each. 

Radio “B’’ batteries, unit package 
quantities, No. 766, $1.30 each; No. 
764, $1.14 each; No. 767, $2.44 each; 


retailers, 


-—«0 aaaes $2.44 each; No. 770, $3.09 
eac 

Radio “C’’ batteries, No. 771, 39c. 
each. 


Inquiries for Sidewalk 
Cleaners 


The demand for sidewalk cleaners is 
not particularly heavy, although some 
jobbers report that they are receiving 
inquiries. Prices are expected to con- 
tinue firm. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Sidewalk “re No. 24, $4 per 
doz.; No. 26, $5.95 per doz.; No. 27, 
$8 per doz.; No. 28, $9.50 per doz. 


Sash Cord Firm 


Sash cord prices are firm and the de- 
mand fairly active. As stated last 
week, there is a feeling in some quar- 
ters that prevaling schedules may be 
revised in an upward direction before 


long. 
Jobbers’ quotations to retailers, 
f.o.b. New Yor 


Sash cord, Phenix brand, No. 7, 
47c. per Ib., base: No. 8, 46c. per Ib., 
base. 

Sash cord, Etna brand, No. 7, 40c. 
; No. 8, 39c. per Ib., base. 
ry in different parts of the 
city, according to rem | and brand. 

Sachem No. 8, 43%c. ‘per Ib. base. 


demand for Stormtight. 
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Improving Axe Demand 


The demand for axes, particularly 
from out of town sources,. continues 
strong, especially on the double bitted 
axes, Stocks are adequate, and prices 
holding. 

Jobbers’ quotations to retailers, 

f.o.b. New York: 

Long Island axes (Kelly), 2% to 

3 lb., $19.25 per doz.; Connecticut 

pattern, 2% to 3% Ib., $19. 25 per ~~: 3 

3% to lb., $19.25 per doz; 3% t 

; tb. “319. 5 per doz.; 4 to 5 Ib., $20. 40 


OZ. 
rere be oe 40 ber doz. ; 
414 5% 


5 Ib., $17.65 per doz.; :. to 
$18. 25 per aoe. : 51 Ib., 
New Engla and pattern (Plumb ), 2% 
to a: Ib.: $19.60 per doz.; 3 to 4 
20.05 per doz.; Ib., $20. 
Jersey pattern, fh, to 3% 
2% of 4% Ib., 
Toe, $21 per doz. 


a 
$19.60 per doz.;: 
per doz.; 4 to 51 


Good Nail cit Bienand 


The demand for nails is good, with 
prices holding and stocks sufficient for 
current requirements. 


Jobbers’ quotations to retailers, 
f.o.b. New Yor 

Nails.—Wire nails, $3.50 to $3.65 
base per keg. 

Cut nails, $4 base per keg. 

Wire nails and brads, in i lots, 
70-10 per cent off list, in 1-lb. papers. 
Roofing nails, 1 x 11, plain, $5 to 
$5.15 per 100 Ib.: galvanized, $8.05 to 

$8.25 per 100 Ib. 

American felt roofing nails, % x 
10%, plain, $6.50 per case. Galvan- 
ized, $10.25 per keg. 


Fair Interest in Cloth 
Window Ventilators 


Local jobbers report that dealers are 
showing fair interest in cloth window 
ventilators. Prices are not expected to 
change and stocks are fair. 

(oA quotations to 
f.o.b. New York: 

Cloth window ventilators, No. 923, 
$3.75; No. 937, $4.25; No. 947, $5.65; 
No. 959, $6.25; No. 1537, $5. 65; No. 
1549, $7.20, all per doz. 


Sled Sales Only Fair 


The demand for sleds continues to 
be light, although marked improvement 
in this respect will undoubtedly follow 
the first touch of cold weather. Jobbers’ 
stocks are light. 

Jobbers’ quotations 

f.o.b. New York: 

Flexible flyers, No. 1, 

No. 2, $3.33 each; No. 3, 

No. 4, $4.67 each; No. 5, ‘ 

Junior racer, $3. 67 each; racer, $4.50 


ea 

Fire Fly, No. 9, $1.42 each; No. 10, 
$1.71 each; No. it $2.14 each: No. 12, 
$2.34 each; racer, $2.51 each. 


Sled backs, 75c. each. 


retailers, 


to retailers, 
$2.67 each; 


Stormtight Prices Firm 


There has been no abatement in the 
Prices are 
steady, and stocks sufficient for current 
requirements. 


Jobbers’ quotations to 
f.o.b. New York: 

Liquid Stormtight, 
black, $1.90 per gal.; maroon, $2.40 
per gal.; red and green, $3.40 per 
gal.; 1-gal. A black, $2 per gal.; 
maroon, $2.50; red and black, $3.50. 

Plastic Stormtight, 5-lb. cans, 
black, 22c. per lb.; maroon, 27c. per 
lb.; red and green, 37c. per Ib.; 1-lIb. 
cans, black, 25c. per lb.; maroon, 
30c. per can; red and green, 40c. per 
can. Discount 33% per cent off list. 


retailers, 


5-gal. cans, 
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Accuracy is the watchword in the building 
trades. Whether laying a foundation or con- 
structing a sky-scraper, the mechanic upholds 
the traditions of his profession. To a great 
extent his ability is reflected in the choice of 
his tools. 


All Level Glasses in Peerless Levels 
are set in Patented Metal Sockets, 
used exclusively ” us—A PEER- 
LESS FEATURE 












PEERL 


(GAGS & 
© toot CO. % 


The Importance of a Craftsman’s Choice 


PEERLESS LEVELS have been his standby. 
Their exclusive features have created a con- 
stant demand where accuracy and workman- 
ship is of importance. Designed and patented 
by practical bricklayers—and endorsed by 
thousands of satisfied customers. 

No. 333 Peerless Mason Level. Made 

of three-piece wood. Pine center and 


outer edges of hard wood. Brass 
end plates. Two sizes—42” and 48”. 









FSS] 








PEERLESS , DEC.3. 


Pr JULY 8.1919 WwW, 









1918 


PEERLESS 
CARPENTERS LEVEL 

















Single plumb each end. Made in three sizes, 12, 18 
and 24 in. Dimensions 2 in. x 1% in. 








four lengths, 24, 


Double plumb each end. Made in 


26, 28 and 30 in. Dimensions 2 in. x 1% in. 


Send for prices 
and details 








No. 550—Brass Bound on all four edges. Two plumb 
glasses at each end. Length 24, 26, 28 and 30 in. 





Thoroughly seasoned and kiln 


No. 5 Peerless Level. 
dried HARDWOOD, Brass End Plates. 
as No. 550. 


Same lengths 


PEERLESS LEVEL & TOOL CO., STERLING, ILL. 

















From the Cold North— 
they say “she holds the heat” 





HAT’S important in a state like Minnesota— 

that an incubator holds the heat uniformly. 
“Frozen hatches” make dissatisfaction for the man 
who sold the incubator. 


Read what H. Zweifel, Pine Island, Minn., wrote: 


“T bought a Queen Incubator last year and am well 
pleased with it. It is built warmly. She sure is built 
to hold the heat and has a fine regulating system. It 
stayed at 103—right there, in March with the win- 
dow open, day and night. My chicks hatched Apr. 10 
and I sold 2-lb. broilers at 30c a lb.” 


Don’t let your customers waste time and eggs on 
cheap machines. Sell Queens and satisfaction. 


Queen Incubator Company 
1124 North 14th Street Lincoln, Nebr. 


SIZES 
70-Egs to 
1000-Egs 















QUEEN sir. 





Built to Hatch 


ng, Healthy Chicks 














demand for galvanized sheets. 
are firm, and mill shipments prompt. 


tinued interest in door checks. 
on some makes have been revised. 


wringer prices 5 per cent. 


week’s 
The demand is strong and supplies are 
sufficient. 
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Increasing Interest in 
Galvanized Sheets 


Continued interest is reported in the 
Prices 


Jobbers’ quotations to retailers, 
f.o.b. New York: 
Galvanized sheets, No. 28, gage, 


in 150-lb. bundles, quoted at $5.60 in 


stock. 


Scoops Moving 


Scoops are attracting interest at this 


time, with prices holding and stocks 


sufficient. 
Jobbers’ quotations to retailers, 
f.o.b. New York: 


in bundle lots these prices take a 
discount of 5 per cent. Bundles con- 
tain 6 scoops. 

Ames Polished Scoops. — No. 3, 
$19. ¥ per doz.; No. 4, $20. 05 per doz.: 
No $20.75 per doz. : ; No. 6, $21 1.35 
per By, 

Sanderson ts ow Scoops.—No. 3, 
$17.70 per doz.; No. 4, $18.35 per doz.; 
No. 5, $19 per doz.; “Ne. 6, $19.70 per 
doz. 

Scoops, hollow back, black (some- 
times called third grade), No. 3, 
$15.65 per doz.; No. 4, $16.20 per doz.; 
No. 5, $16.70 per doz., and No. 6, 
$17.25 per doz. 

Scoops, riveted back, polished 
(fourth grade), No. 3, $15.35 per doz.; 
No. 4, $15.75 ®* doz. ; No. 5, $16.20 
per doz.; No. , $16.70 per doz. 


Tire Chains Schedules 
Revised 


The manufacturers of tire chains 


have recently revised their list prices 
for standard sizes for pneumatic tires 
are as follows: 


30 x 3%, “< 50; 32 x 3%, $5; x 4, 
$5.50; 32 x $5.50; 33 x 4, 55 78; 


$8.75; 36 Xx 5%, "$10. 


Interest in Door Checks 


Jobbers in the local area report con- 
Prices 


quotations to retailers, 
f.o.b. New York: 

Yale Checks, No. 71, $4.95; No. 72, 
$6.50: No. 73, $7.70; No 74, $9.20: 
No. 75, $12.20. Each net. 

Blount Checks, No. 1, $4.50; No. 2, 


$5.45; No. 3, $6; No. 4, $7.20; No. 5, 
$9.60: No. 6, $12. Each net. 

Sargent Checks, No. 321, $4.95; No. 
322, $6.50; No. 323, $7. 70: No. 324, 
$9.20: No. 325, $12. 20; No. 326, $15.25. 
Each net. 


Wringer Prices Advanced 


Some manufacturers have advanced 
Prices are 
firm and stocks adequate. 


Advance in Rope Prices 


Rope | prices, as predicted in last 
issue, have advanced 2c. per Ib. 
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Jobbers’ quotations to retailers, 
f.o.b. New York: 

Rope, No. 1 £4Manila standard 
brands, 23c. per Ib.; No. Manila 


standard brands, 2lc. per lb.; No. 1 
sisal standard brands, 18c. per Ib.; 
No. 2 sisal standard brands, 17c. 
per ° 


Strong Demand for 
Garage Hardware 


_ Garage hardware is reported by local 
jobbers as among the most active items 


at present. Stocks are moderate, and 
prices firm. 
Jobbers’ quotations to _ retailers, 
o.b. New York: 


Butts.—3% x 3% case lots, 24c. per 
pr.; in less than case lots, 261%¢c. per 
pr. 

Garage Sets.—(Stanley 1776J). Lots 
of 6, $2 75 to $2.85 per set. In lots of 
less than 6, $2.95 per set. 

Garage Holders.—(1774J), $2. 


Fair Demand for Roller 
Skates 


As usual at this season of the year 
roller skates are in active demand, with 
prices firm. Stocks are broken. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 
Roller skates for boys, $1.42 per 


pr.; for girls, $1.52 per pr. 


Screws Advanced 


As reported in last week’s issue, cer- 
tain manufacturers have advanced the 
price of screws 10 per cent on iron 
screws, and 5 per cent on brass screws. 
The demand at present is active, and 
stocks sufficient. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 
Screws, flat head, steel machine 


screws, 70-10 per cent. 

ound head, steel machine 
70-10 per cent. 

at he brass machine 
65-10 per cent. 

Round head brass machine 
65-10 per cent. 

Flat head steel wood screws, bright, 
full packages, 75-20-10 per cent to 
75-20-10-5 per cent. 

Galvanized iron, 60-20-10 per cent. 

Flat head brass, 70-20-10 per cent. 

Round head blued, 72%-20-10 per 
cent. 

Round head nickel plated, 62%4-20- 
10 per cent. 

Round head brass, 67%-20- 10 per 
cent. 

Prices vary in different sections of 
the city. 


screws, 
screws, 


screws, 


Weather Strip Moving 


Certain of the jobbers report con- 
tinued improvement in the demand for 
weather strip. Prices are firm, and 
stocks appear adequate. 

Jobbers’ quotations to 

f.o.b. New York: 

Weather ‘Strips.—Double edge, 60- 

10 per cent; special, extra quality, 

40-10 per cent; flexible, all rubber, 

60-5 per cent. 

ay and rubber, No. 0, $18; No. 
, $18: No. 1%, $25.50; No. 2, $29: No. 
, $36: No. 7, $43.50, ‘all per ‘. ft. 
* Blexible rubber strip, No. $1.90; 

No. 9, $2.30: No. 10, $3.05; tee, 11, 

$3.80, all per 100 ft. 

Metallic. No. 38, $2.15: No. 39, $2.55; 

No. 40, $2.99, all per 100 ft. 


retailers, 
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Felt, No. 18, $2.15; No. 19, $2.75; 
No. 2 15, all per 100 ft. 

Wirt’s, 500 ft. on reel, 5c. a ft. 
This is a new line. 


Solder Advanced 


The demand for solder is reported as 
improving, partly as a result of the in- 
creasing interest in radio and the build- 
Stocks 


ing of many home sets by fans. 
are adequate. 
Jobbers’ quotations to _ retailers, 


f.o.b. New York: 

Bar solder, 37c. per lb. Strip solder, 
43c. per lb. Kester solder, acid or 
rosin core, 62%c. per Ib. 


Interest in Stove Goods 


Interest is apparent in stove goods, 
and with the cooler weather further 


continued improvement is looked for. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Dampers, 4%-in., 10c. each; 5-in., 
10c. each; 5%-in., lle. each; 6-in., 
12c. each; 7-in., 18c. each. 

Stove pipe elbows, 4%-in., 13c. 
each; 5-in., 14c. each; 5%-in., 16%c. 
each; 6-in., 18c. eac h.’ 

Stove lifters, 1l-in., 6c. each; 2-in., 
Tec. each. 

Stove pipe collars, 4-in., 3c. each; 
4%4-in., 4c. each; 5-in., 416c. each; 
54-in., 5c. each; ee in., 54%c. each. 

Stove boards, 24 x 24, $7. 90 per 


doz.; 26 x 26, $8.55 per doz.: 28 x 28, 
$9.60 i doz. 30 x 30, $11. 40. Ee doz. ; 
32 x 32, $13 5 per doz.; 35 x $16. 75 
per doz.; 30 x 36, $15.40 per doz.; 40 


x 42, $19. 056 per doz 

Pokers, % x 20 straight, 644c. each; 
Y¥% xX 20 bent, 6%c. each; Neverbreak, 
19%c. each. 

Ash sifters, rotary type, $2.10 each. 

Moore’s handy truck, $2.25 each. 


Light Demand for Snow 
Goods 


The demand for snow shovels and 
pushers is only fair at present, but 
jobbers foresee a greater interest in 


this line as the season advances. 
Jobbers’ quotations to _ retailers, 
f.o.b. New York: 
Snow shovels, 
$4.50 per doz.; 


Ames, 
shovels, $2.28 per doz.; galvanized, 
18-in., 


$12.65 per doz. 

Snow pushers, ‘* oe pet 
doz.; snow pushers, large 
x 12-in. blade, $2.75 each; on” $16 
per doz. 

Fae +y pushers, curved steel blade, 

x 18 in., $11.40 per doz.; 12 x 24 in., 
$16 to $19. 20 per doz. 

Snow pushers, asphalt type, heavy 
steel blade, 31 x 12 in., 5-ft. R. -if 
$2.75 to $3. 15 each. 


long handle steel, 


snow 


Active Demand for 
Roofing Paper 


Roofing paper is very active, and 


prices are holding firm. Stocks are 
adequate. 
Jobbers’ gastationes to retailers, 
f.o.b. New Yor 


Rostas sory ‘No. 1, $1.15 = roll: 
No. 2, $1.40 per roll, and No. 3, $1.65 
per -7 ll. 

Tar felt, $1.89 per roll; Slaters’ felt, 
$1 per roil. 

Sheathing paper, 20-lb. rolls, 61c. 
per roll; 26-Ib. rolls, 77c. per roll. 








Every experience changes your mental capacity—so scientists tell us. This being so, there 
should be daily resolves to select the kind of experiences that mold the right kind of capacity. 
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~ Among those who love fine things, 
Heisey ¢) Glassware 


has long been established as the standard of 

*, - =, "=. quality. 

le AE | = Asa Heisey dealer, these discriminating people will 
| Tite | f= come to you for the glassware that bears the dis- 

tinguishing 4 mark. There is an endless variety o1 

) | : original Heisey patterns and shapes from which 

te Tea le {| L— | *; they can select. 

me : The Heisey line will be a source of most gratifying 

profit to you. 


SO) 
ere ee ae 
te ee ee 
SOOO 
o*o*e"e"e'e 








41!-FLORAL * 
COMP 












OTIER 











Write for particulars 


A. H. Heisey & Company 


Department H. A. Newark, Ohio 


Re 407-HOTEL 
Ur pa SUGAR &COV 
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407-8 OZ. 
_ TUMBLER 407- 
GOBLET 





FOR YOUR TABLE 

















P “The Lucky Dog Kind” A 


e YNZ ARISTOCRAT 


THE PEER OF ALL 
BASKET BALLS 
A sure-fire sales winner. Guaranteed for quality 
and workmanship and a strictly OFFICIAL BALL 











TS latest addition to the D&M family is the “JOE 
MALONE”. Special Hockey Tube Skate. This skate, 
designed by JOE MALONE, and endorsed by other famous 
hockey players, is the last word in scientific construction. It 
will set the pace this winter for 
SPEED in performance and sales. = 


Ask your Jobber or Write to Us for Catalog and Dealers’ Price List. yr Pa 
oe oe 






~ 


Advertising Matter such as Window Displays, Show Cards, Catalogs, 
Counter Folders, Free Rules Books, etc., furnished upon request. 











"aires << 
The Lucky Dog says: 


TO GET BUSINESS 
COMING YOUR WAY 


The Draper-Maynard Co. 
—— PLYMOUTH, N.H.US.A.—— 





















IT IS FIRST 
CURLEY-BATES COMPANY CANADIAN BRANCH NECESSARY TO 
45 SECOND STREET, SAN FRANCISCO 363 ONTARIO STREET GO AFTER 
PACIFIC COAST REPRESENTATIVES MONTREAL 





IT 
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TREMONT NAILS 


Scientifically Designed 








Tremont Hardened Steel Cut Nails win the approval of 
carpenters and all who use them because the carefully 
tempered high carbon steel from which they are made 
will not bend or twist while being driven. Tremont 
Hardened Steel Cut Nails are scientifically designed to 
shear their way into the wood with the grain in a manner 
that assures the strongest possible grip. 






The best you can buy and the best you can sell is the 
Tremont Brand. 


Tremont Nail Company 


205 Lincoln Street Boston, Mass. 
TRADE MARK 


Established 1904 


RED X PRODUCTS 


FOR THE AUTOMOBILE, BICYCLE AND SHOE REPAIR TRADES. 
ELECTRICAL, FRICTION, WHITE MASON, AND RUBBER TAPE 
RUBBER CEMENTS FOR EVERY PURPOSE 


wees.  “EQRCE-O” E382 

: Auto Metal Polish 
cere! en - Auto Nickel Polish 
Vulcanizing Cement Top & Cushion Dressing 
Relining Cement The greatest fuel accelerator ever placed Neatsfoot Oil Solution 
P. P. & B. Cement on the market. Carbon Remover 


i Penetrating Oil 
mayen vila Removes the knock, prevents carbon’ Radiator Seal Compound 


‘ ; 2 (Liquid) 
Tire Gum for mending forming, gives more power to the gaso Radiator Seal Compound 
























punctures in casings line, increases the mileage, and cools the (Powder) 
en — for Bi- engine. Contains nothing that will harm ee Se Outfits 
— & Gasket Shellac your motor or clog the carburetor. Gets Gasket Shellac 
Paint & Varnish Remover you off to a good start in the coldest Nut Loosener 





weather. 





Cuts Furnished for Your Catalogue on Request 


ST. LOUIS RUBBER CEMENT COMPANY 


3952 W. PINE BLVD., ST. LOUIS, MO., U. S. A. 
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2.14 Lhe Customer Who Doesn’t Care 


He usually refers to everything as “that stuff.” 


Hardware Cloth is no exception. We can’t expect a man 
to be an expert in every line of endeavor. He knows just 
what he wants and what he wants to use it for, but he’s 


not particular. 


Be sure of that customer! He 1s a good prospect or a 
“sore loser’ —depending upon what is sold him. 


“Perfect” Hardware Cloth is the pivot of friendly rela- 


tions. 


Your Jobber Carries “Perfect” 






"OUUUGOANEN SUIS cAUD AOA AANA ATK AAA A 


LUDLOW-SAYLOR WIRE CO. 


St. Louis, Mo. 


Fy BABCOCK LADDERS fi 


QUELLE 











SPRUCE 


BABCOCK—MEANS 













for 











for 
PAINTERS HOUSEWIVES 
DEC2ERATERS FARMERS 
MACHINISTS WIND@w- 
MILLWRIGHTS CLEANERS 
STEAM CARPENTERS 
FITTERS REOFERS 
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: SEND 
— FOR CATALOG 
AND LATEST PRICE LISTS 


W. W. Babcock Co., 


WE PAY THE 
FREIGHT 





Bath, N. Y. 
































SERVICE 


Your jobber need never be out 
of any grit size more than 24 
hours, as he can get instant ser- 
vice from the main factory or 
from the branch nearest him. 


Our service, too; includes some 
very practical sales helps—store 
and window displays—sales tips 
for clerks, etc. 


Our sales and advertising depart- 
ments are always eager to help our 
customers—wholesale and retail— 
with constructive ideas. We are 
liberal with attractive printed mat- 
ter and cuts. 


Write for samples, price-lists, 
and sales literature. 


Wausau Abrasives Company 
1017 Harrison Boulevard 
Wausau, Wisconsin 


Branch Houses Pacific and Mountain States 


WAUSAU ABRASIVES CO. SPRAKE SALES CoO., INC. 
Chicago St. Louls Les Angeles San Francisco 
Detroit Cleveland Portland Denver 
New York Los Angeles 
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The trade can appreciate Socket 


“Wrenches that rank with its 


Allen Hollow Set Screws, in 
strength and guaranteed ser- 
vice. 


Since the wrenches, like the set 
screws, have cold-drawn sockets 
heat-treated the Allen way— 
and both stand the strain in the 


same way. 


Dealers who've stood back of set 
screw performance now know how 
to stand back of wrench perform- 
ance, safely and profitably. For 
the Allen guarantee covers both. 


THE ALLEN MEG. Co. 


139 Sheldon St., Hartford, Conn. 


> 
94, oe A ar® 
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UNITED STATES 


DRILLS 


Type C U D-—-*” 
for direct or alter- 
nating current. 








Jacobs 
Chucks 
Standard 
Equipment 


Known quality, low prices 
—bring you the business 


with the U. S. line 


As a merchandising man you know the 
value of these two selling features asso- 
ciated with any tool. You don’t have to 
“talk your head off” to sell it—it has the 
prospect’s preference before he comes to 


buy. 
The high quality of U. S. Portable Elec- 


tric Drills is known wherever holes are 
made—good mechanics praise them as 
they do their pet “mikes.” This user ac- 
ceptance means “prospect preference” 
and coupled with the new reduced prices 
of the U. S. line means sure sales and 
profits. Ask your jobber. 


Write us for catalog 21-L and new 
dealer help entitled “Handbook of Port- 
able Electric Drill Practice.” 





UNITED STATES 
ro 


CINCINNATYS, 
District Sales Offices and Service Stations: 
Boston Detroit Philadelphia 
Buffalo Houston Pittsburgh 
Chicago Kansas City St. Louis 
Cleveland Minneapolis Toledo 


New York 


Complete stocks carried in all Service Stations. 














"WARREN SYSTEM 





The Advice of 


Practical Hardware Men 


It has been the privilege of our Ser- 
vice Department to furnish countless 
retail hardware dealers their plans of 
store arrangement—plans made with 
a view of the stores’ growth in com- 
ing years. 


With our wide experience, we will furnish 
suggestive store plans and advise the best 
interior store arrangement—the type and 
kind of Fixtures that will meet your present 
and future requirements to best advantage 
—how a proper classification and display of 
merchandise will increase your sales, etc., 
etc. 


If you can use some of your present store fixtures 
to advantage or make use of more reasonably 
priced fixtures than originally planned, we will 
advise you. Such advice is yours without preju- 
dice, as we make Hardware Fixtures of virtually 
every style and kind. 


This service costs you nothing and may be the 
means of saving you hundreds of dollars as well 
as keen disappointment in later years. Write us 
about the plans you have in mind—now,. 


‘‘There is no substitute for Warren Fixtures” 


J. D. WARREN MFG. COMPANY 


159 N. State Street 


Chicago, Illinois 
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"Deming | l | ," 








MAND AND PUWER PUMPS FOR ALL USES 


“bs that makes sales 
and keeps customers 


The Deming “Straight Line’’ pump is ideal for farm use. It can be 
operated by hand, windmill, gasoline engine or electric motor.  In- 
stalled with pneumatic tank, electric motor and switch, it makes a 
dependable automatic water system. 

The detailed view shows the features of accessibility, convenience, ease 


of operation and durability which are unequalled by any other pump 
on the market. It has no competition! 








Complete Pump Catalog on Request 


THE DEMING CO. - est. 18% SALEM, OHIO 


RBALTIMORE....... Southern Supply Company LOUISVILLE...... Laib Company 
Ps 36s oe eee Henion & Hubbell, 217-221 N. MINNBAPOLIS..... Central wend Company 

Jefferson St. PITTSBURGH...... Harris Pump & Sune. Co., 316 
ES Hendrie & "Bolthoff Mfg. & Sup. Co. Second Ave. 
DERE +s psenceoes Standart Bros. Hardware Corp. RICHMOND....... Sydnor Pump & Well Co. 
KANSAS CITY..... English Tool & Supply Co. SAN FRANCISCO...Crane Company 


Agencies in all principal cities 


-PUMPS- 


To Jobbers Who Consider the Dealer First 


We have studied the Cordage question from 
your standpoint. We realize that trade con- 
ditions are not always the same. 

In spite of the most careful buying, there 
are times when you find yourself in an embar- 
rassing position—certain sizes and kinds of 
Cordage have sold better than others—You are 
“Short” when the Dealer orders. 


Whenever such is the case—tell us frankly 
—state exactly your position. 


Straight Line 
Working Head 











Manila Rope We'll not only ship the Rope and Twine 
Sisal Rope that will “Make good,” but we'll ‘“Make good”’ 
Binder Twine . in shipping RAKCO Cordage promptly. 


To Dealers: Leading Jobbers handle RAKCO Cordage. Ask your 
Jobber to supply you. 


The R. A. Kelly Company 


STOCKS 


—— aL pee pee ea Branch Office 
: ; Sch h Bros. Co. . e orey Mercantile Co. 
Devmngpens —pcad "ii Neb. Denver, Colo. New Orleans, La. 
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“We haven't been 
able to sell ES 
Coaster Wagons | Be 


ei tegte 
Pica cgr ised 
s: 


AT 
wescssst” 


One of our substantial Massachusetts dealers a ee 
writes : “SE 


“We are using your New Steer-Ezy Coaster Sales Plan and getting results. In 

fact we haven’t been able to sell Coaster Wagons any other way.” 
This is the testimony of hundreds of successful outstanding dealers the country over who within recent 
months have proved to their absolute satisfaction that our 1924 STEER-EZY PLAN revolutionizes Coaster 
Wagon selling. They have achieved new high records in number of coasters sold as well as in real sub- 
stantial profits received. 

GET THIS PLAN TODAY. YOU WILL BREAK ALL COASTER SELLING REC- 

ORDS THE NEXT TWO MONTHS. SELL TEN STEER-EZYS WITH THE SAME 


EFFORT BY THIS PLAN WHERE YOU FORMERLY SOLD ONE COASTER. PLAN 
COMPLETE FOR THE ASKING. 


Dept. B1024. ~=NIAGARA METAL STAMPING CORP., Niagara Falls, N. Y. | 


One dealer sold $1500 worth in 7 days. 




















Partners in Hospitality 


At all times the housewife strives to excel as hostess. She is especially concerned 
about selections that suggest home comfort, convenience and good taste. Her care in 
buying, the arrangement of furnishings and details of equipment create an atmosphere 
of “civic pride.” 


Woman cheerfully accepts the responsibility of home manager. It is natural that her 
experience has been an invaluable aid in choosing products that combine the important 
features of 


“RINGCO” BATH ROOM FIXTURES 


Attractive and artistic designs—appropriate for every requirement. A 
complete line of distinctive items which permit unlimited selections from 
individual tooth brush hooks to ornamental combinations. 


Every “Ringco” Fixture is solid quality. Made of the material that 
gives everlasting service—A base of Solid Brass, covered over with a 
heay coat of Nickel Plate. 





You will be proud of a ‘‘Ringco’’ display. Let us mail you our catalog and suggest a few fast-selling items 
i for your stock. We have nearly 300 items—all listed and illustrated. Our nearest office will send you details 
of this profitable line. 


AMERICAN RING COMI AN ‘ Braneh Offices: Boston 170 Summer St. New York—2 Hudson St. 


San Francisco—116 New Montgomery St. Chicago—29 B. 


Waterbury, Conn., U. S. A, Madison St. 
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MADISON, WIS. 





Speed Up Your Winter 


Business with 


Reda 





(Portable ) 


SOLDERING FURNACE 


OUR MILLION radio sets in the United 
States need Reddy Hot dependable soldering 
supplies and the Reddy Hot Soldering 

Furnace. 
This safe, non-explosive and portable soldering 
furnace comes complete, ready for operation. Uses 
denatured alcohol. 
Each furnace has two soldering coppers, one a 
small iron for the delicate uses of Radio soldering 
or ignition work; the other a larger general pur- 
pose iron for the household. One can Reddy Hot 
Non-Corrosive Flux, made according to the most 
approved of scientific formulas, and one envelope 
containing 10 pieces Reddy Rub Abrasive Tape. 
eddy Flo Household Solder is furnished in ingot 
form as is also Reddy Melt Electrical Solder, the 
former for general purpose work, and the latter 
for the delicate jobs that arise in Radio soldering. 


$ ] 5O {, Nationally 


Advertised 
LIST 





Repeats on Reddy Hot Dependable Supplies 


All Reddy Hot replacement supplies are sold from 
counter card at uniform price of 10c each and 
furnish a steady repeat business that needs no 
clerk training or special aptitudes, 

Reddy Hot Soldering Furnace and Supplies will 
prove to be an exceptionally ready fall and winter 
seller as there is nothing like it on the market. 
All Reddy Hot supplies are guaranteed to be of 
the same high quality as those with the furnace. 
Reddy Hot has passed all laboratory tests for 
non-corrosiveness, 


E. D. Fahlberg Mfg. Co. 


Madison, Wisconsin 
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Jobbers: Get 
samples of Reddy 
Hot out with your 
men, quick. Cata- 
log material now Jj 
ready. \ 


















, 
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Wire or &™ = 

write for the @°@ odd 
Reddy Hot [ies 
prop osition 5 AGS 
that is prov- RU RU LOL 
ing to be one Hi ™ 
of the liveli- Bias % 
est sellers in 


the trade in 
years. 
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CHENEY 
Grinder No. 4 





Jobbers Know Cheney 


You know that when you ship 
Cheney Grinders to Dealers repeat 
orders are sure to follow. 


Because every Cheney or Royal 
Grinder is made to give unfailing 
customer satisfaction and dealers 
never have any. “come-backs,” be- 
cause these thoroughly well made 
Tool Grinders never have any draw- 
backs. It’s Quality first every time. 


S. CHENEY & SON 
| MANLIUS, N. Y. 


To Dealers: The complete 
Cheney line includes sizes and styles 
of Tool Grinders for every Home, 
Shop and Garage requirement. 


Keep stocked thru your Jobber. 





























October 23, 1924 


§ Kore) F 


“Red Devil” 
Plier Rolls 


Effectively Displayed 
Conveniently Carried 


A convenient way of displaying popular sell- 
ing pliers, giving your customers a variety 
from which to select at a wide range of prices, 
and an opportunity of examining them at 
close range. 


The compact leatherette roll is easy to handle, 
takes up little space, and because of the cloth 
lining, keeps the tools like new. 





“Red Devil” No. 204 R contains 12 tools in roll. Each tool 
individually priced with consumer’s cost. 





“Red Devil” No. 1200 R contains 12 slip joint pliers for 
every automotive need—95% of all slip joint plier sales. 
Each tool individually priced. 


Send for literature 
and trade _ prices 


Smith & Hemenway Co., Inc. 


Mfrs. of “Red Devil’ Tools 
98 Coit St., Irvington, N. J. 


“Red Devil”? Glass Cutters, Auger Bits, Snips, Screw Drivers, 
Hack Saw Blades and Frames, Chain Drills, Wrenches, Cold 
Chisels and Punches, Nail Pullers, Linemen’s and Elec- 
tricians” Tools, etc. 
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WHOSE HANDLES 
DO YOU SELL? 


EXT time you buy handles from your 

jobbing friends ask, “Are these 
Turner, Day & Woolworth handles?” 
Chances are—‘‘Yes.” 


We want you to know that Turner, Day & 
Woolworth is the largest handle institution 
in the world, with 5 great plants located 
right in the heart of hickory supply; that 
we employ 1000 men daily to supply the 
world’s requirements. 


Every hardware jobber knows Turner, Day 
& Woolworth. They know that we carry in 
stock over 2000 patterns, that our standard 
of grading is rigid and accurate; that our 
service to them is: loyal and dependable; 
that our facilities are unequaled. 


You can have every confidence in Turner, Day & 


W oolworth Handles. 


Copyrighted Brands 


DANIEL BOONE PERFECTION 
AMERICAN BEAUTY TRIUMPH 


DAISY HERCULES 
SUNFLOWER SUCCESS 
PEERLESS EAGLE 
BEAUTY ROYAL OAK 


Turner, Day & Woolworth 
Handle Co. 


Incorporated 


Louisville Kentucky 
“Since 1855’’ 
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4A\MERICAN 


FOLDING RULES 


; To Jobbers: 


Let’s get down to facts about 
“jobbing” folding rules. You 
sell to dealers. Dealers sell to 
users. 





When their customers, like 
carpenters, mechanics, plumbers, 
home owners and others want to 
measure something quickly and 
accurately—they don’t want to be 
hindered with a rule that snaps 
and breaks right in the act. The 


truth is Our standing in the 


Most Folding Rules trade over all these 
Are Easily Broken 


But there are exceptions to every 
rule. American Folding Rules are om 
the exception. They’re purposely asset an q> Its Own 
made not to break, unless grossly 
misused. 


“How shall dealers convince cus- best evidence of the 


tomers?” With the aid of the cus- 
tomer, as illustrated, their hands hold - 
an American 6-ft. rule at full length h 

—they keep it straight—the dealer Services we ave 
twists it gently two full turns-—that’s 
sufficient. 


years Is a priceless 


rendered. 


The American 
Rule Doesn’t Break. 


These dealer demonstrations are mak- 
ing sale after sale. Many jobbers and 
salesmen sell to dealers this way. Your 
Jobber will supply you. 

















“ KAKAKTIITT 
To Jobbers: | sciting eae, =] TUBULAR RIVET & STUD 


’ 


also glazier’s rules, milk measures and all 
special scales. COMPANY 
A\MERICAN BOSTON 


MANUFACTURING CO. RQ 


486-496 Johnson Ave. | 
Brooklyn, New York O 
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Allith’s 
two big specialties in 
the spring hinge field 










Allith 
Ball and Roller 
Bearing Hinge 








Gime only hinge of this type 
made with reversible finishing 
floor plates. The ball race, serving 
as a bushing or bearing for the 
frame where the frame revolves 
on the post, prevents wear of this 
vital point. The plunger, oper- 
ating thru extra long guides, has a 
rolling-sliding action against the 
roller bearings. No other floor 
hinge compares with the Allith in 
appearance or durability. 


















King Take-apart 
Adjustable Hinge 


Four types—full and half 
surface—ball and plain tip. 
Spring tension adjustment 
needs no tools. Easy dis- 
mantling to remove door. 
Sturdy, durable and exceedingly attrac- 
tive in appearance. 


















Ask your favorite hardware source regard- rg 
ing these two remarkable spring hinge i 


values—or write us. The prices are much J, 
lower than you would expect to pay for Vi 
such superior products. "Bd 


Allith-Prouty Co. 


Danville Illinois 


Representative Jobbers Distribute A-P 
Hardware thruout the United States 
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The Load and Speed 


In selecting a bearing, there are two fac- 
tors which must be determined before the 
selection takes place. These factors are 
the load the bearing must sustain and the 
speed at which it will operate. 


If the load were 50 Ibs. and the speed 600 
R.P.M., it would certainly be false econ- 
omy to use a bearing whose capacity was 
only 40 lbs. at 250 R.P.M., for the bear- 
ing would soon break down. On the other 
hand, it would likewise be uneconomical 
to select a high duty bearing designed to 
carry 100 lbs. at 3,500 R.P.M. The cost 
of the bearing could never be justified by 
the work demanded of it. 


G)) Commercial () 


have an ample factor of safety. When prop- 
erly installed and lubricated and not over- 
loaded, they will last indefinitely. Each grade 
and type is designed to be the least expensive 
ball bearing which will do the work satis- 
factorily. 








A new catalog gives the only published 
data as to load capacities and the uses of 
the less expensive grades of annular ball 
bearings. Send for it, and also discount 
sheets and samples. 


THE SCHATZ MANUFACTURING CO. 
Poughkeepsie, N. Y. 
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changes. 


DEAD SHOT. 


Boston 





Specify Dead Shot Smokeless 


when ordering your shotgun shells. Do not waste time with 
inferior powders. In specifying 


DEAD SHOT 


you are assured of a powder that is not affected by climatic 
All shell loading companies carry a stock of 


Stability Guaranteed 


American Powder Mills 








Chicago 














The Name That 
Makes Sales 


There’s a twofold purpose in stamping the name 
SILVER LAKE “A” on every foot of our highest 
grade sash cords. 


It makes it easy for customers to identify this cord 
backed by 54 years of experience and reputation and 
makes it easy for Jobbers and Dealers to sell it. 





Reg. U. S. Pat. Off. 


Because the ‘name carries a 20 year guarantee of 
satisfactory service. More than that it protects Job- 
bers, Dealers and Users. 


Silver Lake Clothes Line is another product of the 
same high quality. It doesn’t kink, ravel, stretch or 
splinter the hands. 


If your Jobber cannot supply you—write to us. 


Silver Lake Company, 


Newtonville, Mass. 


Manufacturers of Solid Braided Cords for All Purposes 


Reg. U. S. Pat. Off. 


Established 1869 


Reg. U. S. Pat. Off. 
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- The latest— 
<= a Safety Cs 












Brake 

Operates - ; “ — 
here—with Scooter Again Gendron “sets the pace” in ad- 
the hand. \ vanced design. 


This time it is a “Safety Scooter.” 


\ Think of the “hit” a Safety Scooter 

\ will make with the children in your 
locality! 

\ It’s a Gendron Quality vehicle through 
and through—strongly made—finely 

finished—strikingly decorated. 


The holiday season is just over the 
hill—juvenile vehicles will be in great 


L.WD.DABPDADPDDFS 


Brake on rear wheel. 
Black rubber non-slip 
mat. Roller bearing. 
Oversize tires. 






DA AAINS 














demand—get your share of this vol- 
\ ume—display and sell the “Pioneer 
¢ Line”—get in touch with your jobber 


NESE 


—ask to see our No. 123 Scooter or 
\ send direct to us for sample. Mail 
request for circular. 


















The Gendron Wheel Co. 
734 Superior Street 
Toledo, Ohio 





Note the simple actfon and the large brake 
shoe which operates firmly and easily on 
rear wheel. 






“‘pioneer Line” 


“Sets the Pace 


T AID 
yw FIRS | 
A y- Close FASTENERS ‘ 














It’s New 


It’s Successful \ a 
It’s Profitable nom "e 7 amt 


That’s why dealers every- 
where are welcoming the The quickest, easiest, 
tire chain that puts itself and. cleanest way to 
on. Men or women can put put on tire chains 
both chains on in three 
minutes. Dealers should 
investigate this new tire 
chain before buying. Write 
for particulars and dis- 
counts. 


‘td SWAMI aRODUSTS so IE 
Established 1886 | 


Cleveland, Ohio 
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No. 1111—6 inches 


Growing demand for 


W. ROSE Tools 


iS the result of our use of choice ma- 
terial and skill. 


Wm. Rose & Bros., °°" 7.” 


Selling Agents 


Wiebusch & Hilger, Ltd. 
New York 


Vide Heel Cut Back 


























—_ 


















OUR NEW CATALOG 


Describing in Detail and Showing List Prices on 


LIDSEEN POSITIVE FORCE FEED OILERS 
G. L. WELDED PUSH BOTTOM OILERS 


AND OUR NEW LINE OF 


LIDSEEN PUMP OILERS 


HAS JUST ARRIVED 


Copies Gladly Furnished Upon Request 








Made in 1 pt. size 
with 5% In. and 9% 
in. spouts. In 1. qt. 
size with 12 in., 18 
in. and 23 in. spouts. 
Heavy Steel Welded. 
Pump mechanism at- 
tached to and remov- 
able with spout. 








Made of heavy steel 
A high grade push and welded. All ca- 


bottom Oller made of 
. pacities from 1/3 pt. to 
7 aes _ — 1 qt. with spouts from 
ne-third pt. 4 in. to 23 in. in 


pt. sizes with 3 in., 5 
in. and 8 in. spouts. on on metal or 


Write now for details and prices. 


LIDSEEN PRODUCTS 


832-840 South Central Ave. 





SECOND Point 
of the Clemson Star 





he 





AAS\STAR 


HACK SAW 


CLEMSON STEEL 


Special Tungsten Stee] made to 
exact specification and correct 
manufacturing processes is the 


basis of STAR efficiency. 


Makers Since 1883 
CLEMSON BROS., INC. 
: Middletown, N. Y. 


WE HAVE SOMETHING TO TELL YOU ABOUT 
HACK SAWS. WRITE FOR BOOKLET. 
































Stock the Best—BARTLETT Pruners 


All your lines will suffer if you stock inferior tools. Quality 


is inherent in all Bartlett Tools. 
hand Pruner has more desirable features and easier cutting 








qualities than ever before combined in one tool. 


Ask for prices on the complete line. 


BARTLETT MFG. CO. 


430 E. Lafayette Ave., 





For instance, this Two- 


Detroit, Mich. 











BARTLETT “tever’’ SHEARS 


The fact that Bartlett Compound Lever Shears 
are found in most shops speaks well for their 
mechanical and constructive excellence. Cut 
18 ga. easily. 


Made in five sizes. Every pair fully war- 


ranted. Specify them for your stock. Best 
materials, longest service—is the reputation of 
Send today for catalogs. 


Bartlett Products. 
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= See = = 
———— 
Nai/ Files - 
Tweezers " 
Nail eee cle 
Scissors 


No. 719XX 


Insured Cutlery 
ASSORTMENT 


This attractive and thoroughly practical 
counter display case contains a selection of 
manicure scissors, nail files, clippers and 
tweezers as illustrated. The display case 
was designed with practicability as its main 
feature. Every article is readily salable and 
will meet the popular demand. 


The case will be an ornament to any coun- 
ter, takes up little room and displays the 
merchandise attractively and conveniently. 


The display will catch the eye of your cus- 
tomers and make selling easy. Each article 
is plainly priced and each case is fitted with 
a lock and key. 


Price to you for assortment, including case, 


$20.55. Sells for $41.25. Your profit, $20.70. 


Order now frorh your jobber or if he cannot supply 
you we will send direct. 


PSOSSSSSSSSSSSSSSSSSOeeeeeeosesresen 


: 
SEM nenatic | 
: Insured Cutlery : 
stands for highest qual- 
ity and newest designs. 
eee eee e seen eens eee eee eens sesesee: 


GRIFFON CUTLERY WORKS 


151-3 West 19th Street 
New York City 








THE NEW CARBO MAGNETIC 
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Economy Metal 
Weather | Strips 


This is weatherstrip time and the dealer that carries Bconomy 
is cashing in on a big fall business. The great demand 
makes this strip a big seller. With over 100% profit and no 
waste, it is the best weatherstrip for the hardware dealer. 


Many exclusive features that make sales easy. Economy 
All Metal Weatherstrips are all bronze and will not rust, 
They last a life time and cost no more than cheap, temporary 
strips. They can be easily installed by anyone without re- 
moving the window. Keeps out dust, dirt, drafts, rain and 
snow. Saves 25% to 40% of the fuel bill, 













== SS 
MY NETALVE 
CAN BE bbe BY ANYBODY 


poze™ 


Complete Equipment 
in Attractive Carton 


Complete equipment for door or win- 
dow, with instruction sheet and nails, 
is contained in a handy carton. To 
make handling easy for dealers, they 
are put up in boxes of two dozen 
cartons. 


Economy Strips come in two sizes of 
windows, 36”x36”x36” and 42”x42”x42”, 
and two sizes of doors, 36”x84” and 42”x 
84”. The carton for 36” window re- 
tails at $1.89 and 42” window at $2.21; 
carton ,for 36” door retails at $2.01, 
and 42” door at $2.14. Subject to 
regular discounts. 


Our Sales Plan with Advertising Leaf- 
lets and display cards makes selling 
easy. Hardware jobbers and dealers 
are furnished also with small sample 
windows completely equipped with 
‘‘Economy”’ for display purposes, and 
to assist their salesmen. 


CLIP COUPON NOW 


Sager Metal Weatherstrip Co. 
162 W. Austin Ave. Chicago, Ill. 


Sa 2 aS SSS SSS CSS ESS SSBB eee ee 
SAGER METAL WEATHERSTRIP CO. 10-23-24 
162 W. Austin Ave., Chicago 


[} Send prepaid 1 box Economy Metal Weatherstrip size 


, 7 ”s 
y= Ae» Shay ol containing 24 cartons, complete equipment for 2 


doz. windows. smamiiinien 
[] Send prepaid 6 cartons, size 12°n42"n4o" complete equipment 
for 6 windows as a sample order. 


(J Send full information with samples. No obligation wihateneves: 
ee Pe ae ae he ee ere ee eT ae wee et we ee 


EIT Se OF a a EN rere Ce Ye eee rs Dam Oe gee 
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MACHINE 


SPECIAL SCREWS ° UPSET x 
&, IRON. BRASS ~ / 
oF “NICKELED gt <> 
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WOOD 


SCREWS 








SCREWS 


rece cecunn 


Ilo marl arts 


(Reg. U. 8. Patent Office) 


WOOD SCREW CO. 





Cosstementel 5 acect too 













“Old 


Fashioned’”’ 


Quality 


How Do You Like Your Business? 


Do you sell to satisfy your trade or just for the sale 
itself? White tools are hand-made and sell to mechanics 
not householders generally so you have to carry a cheap 
line—but why not get the mechanics trade, too? 


THE L. & I. J. WHITE CO. 
125 Columbia St. Buffalo, N. Y. 








How is 
your stock 


of 45’s? 


Don’t let it get low—because 
there’s no substitute for this 
super-blow torch. Your trade 
needs it. They want it for its 
400 degrees hotter flame, and 
its amazing efficiency on pres- 
ent-day gasoline or kerosene 
due to the famous Turner 
Burner. Features like the Pistol-Grip Handle, 
Safety Valve, Seamless, Solderless Brass Tank, and 
Twin Needle System are exclusive Turner features. 
paced speed Turner sales. Re-order NOW from your 
jobber. 





No. 45 (1 Quart) 


PROFITS FOR YOU in Turner Plumber Furnaces 


é | Edgewoo 


The World’s Largest Exclusive Manufacturers of Blow Torches, 
ire Pots and Brazers 






DISTRICT REPRESENTATIVES 
San Francisco: Rice-Hitt Co., 623 Larkin St. 
Los Angeles: Rice-Hitt Co., 324 Ny San Pedro St. 
Seattle: Rice-Hitt Co., 1427 L. C Smith Bldg. 
New York: The Turner Brass Works, 108 Charlton St. 

















HART’S NUT CRACK 


Hart’s Patented Carbon Steel Nut Crack 


—— 








Highly Finished—Lowest Price 


FFERING a good sturdy Nut Crack at a very low price. Will do the work of the most ex- 
pensive. Nicely finished and plated in bright nickel. Packed one dozen in a box. Sam- 


ples and prices on application. 


Manufactured by H. C. HART MFG. CO., Unionville, Connecticut 
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Bron ~— and Copper 
FLY SCREEN CLOTH 


Perfectly Woven, Most Durable 


One Million Square Feet in Stock. 
Write for Prices 


SPAR GO WIRE CO. 
ROME, N.Y. 

































Manufacturers of Mechanics’ Auto Tools for 14 Years 


FORSTNER 
Labor Saving 


Years: of 
Experience | 


Back 
Every Set 





Set of 6 socket 
wrenches with 
off-set handle in 
handy card- 
board box. 
Fully guaran- 
teed, 

Packed 1 0 0 
sets to carton. 
Send for sam- 
ple and prices 
of the new 





Bores Any Arc — 
Fs Circl M Handsome Profit for You 
or a Uircie y Jobbers and dealers realize big profits on these sets, also 
New Uses on our Feeler Gauges called— 
The Cat’s Whiskers of Mechanics’ Tools 
The Forstner Auger Bit, Blades take in 


like other bits, is guided by “ite 

circular rim instead of its center 
consequently it will bore any arc of 
a circle, and can be guided im any 
direction regardless of grain or knots, 
leaving a true polished surface. Takes 
the place of a chisel, gouge, scroll-saw, or 
lathe tool combined. For’ core boxes, fine 


any required sett- 
ing uged by motor 
mechanics or ma- 
chinists. Made of 
~% grac de Swed- 

sh tempered 
fe eler stock and 
xuarantee d — 





and delicate patterns, veneers, screen work, : rate, one- 

scalloping, fancy scroll twist columns, newels, andle » 3” blades 

ribbon molding and mortising. Write for Die 
counts. 


Send for Catalogue. 


The PROGRESSIVE MFG. CO. | | oenonMti#® 700% &MFC-CO 4, 


TORRINGTON, CONN. mes tern Re — — ves — A. eee Co yp te >W amy =~ tga Yo — be ¥, 


GENERAL OFFICE 
Established and WORKS 
1863 | PITTSBURGH, PA. 


BOLTS, NUTS, WASHERS, RP OR A SCREW RAILROAD SPIKES, 
RIVETS, PICKS,MATTOCKS, AND TELEGRAPH POLE LINE TRACKBOLTS, STEEL BARS, 
GRUBHOES AND CROWBARS MATERIAL,ETC. BOAT SPIKES,  CONCRETEREINFORCEMENT BARS. 


EASTERN OFFICE PACIFIC COAST OFFICE 

































50 CHURCH ST, NEW YORKCITY. MONADNOCK BLDG. SAN FRANCISCO,CAL. 
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Increase Your Paint Sales in the 
Face of Adverse Business Conditions! 


A year of business depression has hampered somewhat the purchasing 
power of your customers. 


Does it not therefore devolve upon you, as your customer’s friend and 


SEL. STAGTE counsellor in his painting, to handle a line of QUALITY Paints that can 





d HOUSE PAINT be bought at a saving? 
; Write today for prices on EL-KAY BRAND PAINTS and you will buy 
Fon Harorst # for less. 
: THE CON-FERRO PAINT & VARNISH CO. 
ELM ST., FIRST TO COMMERCIAL ST. LOUIS, MO. 























This Tray helps them 


to know what they want 


and thus assists you in clinching profitable 
sales. Displayed in your showcase, this 
handsome tray will attract the eye of the 
waiting customer, resulting in additional, in- 
cidental sales. 


Remember that every carpenter, painter, mason, 
etc., entering your store is a potential buyer of 


MEASURING 
K oe — TAPES — New Diamond Wrench Displays 


It will pay you to get one of these trays and keep the ipo sony ge mgt peter egeate04 
‘ ment replenished at all times. ° sn, 7 
assortme plenished a gold, 16% by 24% inches. 


Manufactured by 


KEUFFEL & ESSER CoO. ‘ Diamond Calk Horseshoe Co. 


NEW YORK, 127 Fulton Street, General Office and Factories, HOBOKEN, N. 3. 
CHICAGO ST.LOUIS SANFRANCISCO MONTREAL 
616-20 $. Dearborn St. 817 Locust St. 30-34 Second St. 6 Notre Dame St. W. European Agents: 


Markt & Hammacher Co. 
Drawing Materials, Mathematical and Surveying Instruments, Measuring T. ° 
_ 193-196 West St., New York, N. Y. 





Write today for information re. Tray No. 52. 


DULUTH, MINN. 

















THE H. L. BROWN FENCE AND MFG. CO. pits ly 
Qi. = 

CINCINNATI, OHIO St = 
All — — of No. 9 Heavily Galvanized Wire ae 








Manufacturers of 
Ornamental Lawn 


Increased Manufac- 
turing Capacity 








Fence Bit 8 a Enables Us 
. RTT hh Te Tiiit 
yh ay ga LALAIAIAIALL MBIAIAIAIAIAIAIAIAIAIAIAUNIAI «=p tO Male Very 
R bhish ates PERPETUAL) UEC UEC L PU S eae: S. 
ubbish Burners DUNE STALATULUL ET UD PORMMETERITUTITT TTT TTTA LUTE SATCU UTNE HT Reem TTT et Us submit 
Trellis TT ELT LULURTERE EET TITE ELECT ETECT EERE TERE Prices Before 
Flower Border habe boas asanr, B {\« hen You Place 








Tree Guards Spring Orders 
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“IT’S MORE THAN JUST A RAKE” 
“OLE OLSEN’ 
WOOD LAWN RAKE 


SAVES THE LAWN—MAKES YOU MONEY 
Prices Quoted on Application 


THE PIQUA HANDLE & MFG. CO., PIQUA, OHIO 











When the Plumber Calls~ 71 
See That You Have the Detroit No. 2 a: Ep “BUILDERS ’ 


Torch on Hand vss build d Profits 


A plumber can’t afford to experiment—and delays are 
for r You 


often costly in his business. Be prepared for the 
emergency and you'll encourage future sales. 

















Detroit Quart 
No. 2 Size 
Building activity means an 
added demand. Better brace up 
your stock of carpenters’ pencils, 
An efficient quart capacity torch that has won many No. 660 illustrated is flat, octa- 
friends for the Dealer and helped him to increase his gon shape, MEDIUM lead, red 
sales among the trades. polish with black edges, stamped 
: ; in silver, 7 inches long. Its bright 
The Burner—an underfeed type—is one casting of red polish makes it easily dis- 
high grade generator metal. Wall produce a solid blue cernible in carpenter work. 
flame in the coldest weather. Made with a Patented This pencil can also be had in 
Reinforcement at top of tank and heavy tank material. HIARD lead under our trade 
number 659. 
Detroit Torches and Fire Pots are handled . Send for samples and prices. 
by leading Jobbers. Write for copy of our 
catalog G. 


| sisi: see , PENCIL COMPANY 
Detroit Torch & ne bn a Sus el] PHILADELPHIA _iU.S.A. 














Best Selling Clothes Wringer Made 


Entirely satisfactory—that’s the reason Anchor Brand 
Clothes Wringers keep right on outselling all other clothes 
wringers. 

Ball Bearings insure easy turning; Best quality Rubber 
Rolls insure long service; Safety Cog Wheel Shields insure 
absolute safety; Hold Fast Clamps once tightened hold se- 
curely; every part of every wringer made the best we know 
how and there’s years of “know how” back of every Anchor 


Brand Clothes Wringer. 


LOVELL MANUFACTURING Co. Erte, PA. 
World’s Largest Manufacturers of Clothes Wringers 
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Sell More 


of the merchandise that is often needed, seldom 
asked for but easily sold when seen on Heller 
Cabinets. 


Let us show you how to increase your sales with- 
out increasing your stock. 


Write for Reference Book No. 26-A TODAY. 


W. C. HELLER & CO. 


Eastern Display Room: 


20 Vesey St. 
New York City 


Main Office and Factory: 


700 Wabash Ave. 
Montpelier, Ohio 





Heller Shelving in Payne-Cummings Hardware (o., North Adams, Mass. 


Anchors At Any Depth | 7} } 
| Needs No Sleeve or Collar 


The “Forway” Expansion Bolt will not creep forward. 
The square nut gives four points of contact to the inner 











oe ae 





ye eo Fe be ye a bs ie te he 















walls of the hole, insuring perfect anchorage. The new — 
é¢ 99 : 
Forway i ! 
Expansion Bolt Wood Screws, Machine Screws, } 
| -. made of “Cert, SE Cap Screws, Set Screws, Stove 
fied’ aaticas i eet : i: 4 Bolts, Sink Bolts, Hanger Bolts, 
iron. | 





Nuts, Rivets, Burrs, Specialties 


RUE economy in the selection of Screw or Bolt Products 

consists in using those that are exactly suited for their 
particular service and that possess unexcelled quality and 
accuracy, 


REED & PRINCE MFG.CO. ais. 


WORCESTER, MASS..U.S.A. s 
WESTERN BRANCH arCHICAGO-12] NORTH JEFFERSON ST. 
A ee eo RN ES NR 





It lasts indefinitely. 


Users say it is the 
Zest Expansion Bolt 
made. 








There’s a “Forway” Expansion 
Bolt ready to mail for every 
interested Dealer. 


I ee Ye We he We pe tactics i 
ves | Wy ps \ss \* \es yo lps be \e ie \e He Sae er omay® 





Rei ceaital era 
Write for Your Sample and — = 


Prices. 


gi 


| U. Ss. EXPANSION BOLT COMPANY 





139-141 Franklin St., New York City 


Manufacturers—Patentees 


USE) 























“Mr. Hardware Dealer?” 








Do you realize that no one factor 
will draw people to your store like 
attractive window displays of sea- 
sonable merchandise? 


Hardware Age is continually re- 
producing such window displays— 
its representatives are always on 
the lookout for new ideas. 








Hardware Age, 239 West 39th Street, New York City 


And many dealers who require 
their own copy of Hardware Age 
find it highly profitable to subscribe 
to extra copies for their sales 
force. 


The cost, $3.00 per year, is re- 
turned over and over in better win- 
dows and inereased trade. 
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For Christmas Sell 


Bissell’s Toy Sweepers 


These attractive and realistic wheel toys actually sweep, are nationally 
advertised, well made, show you a nice cash profit, add interest to any 
sweeper and cleaner department, yet retail for only 


25 cents, 50 cents and $1.25 in scturand West 


Write for colored Illustrations and Prices 


BISSELL 


CARPET SWEEPER CO., GRAND RAPIDS, MICH. 


TOY SWEEPERS 

















ARMSTRONGQ’S 


The handle, ferrule, 
and labor in a cheap 
brush cost as much 
as in a good brush. 
The big difference 
is in the bristles. The 
life of a brush isin the 
quality of its bristles 


and at way they are -, ' a ei 4g y ¥ : itis Nipple Holder 


fastened. 
Buy a good one! 


2 Se 


THE ARMSTRONG MFG CO.BRIOGEPORT. CONN, === 





[i No. 20 for No. 2 Stock 
WHITING-ADAMS Bie fan] ss Range %4—1” Right or Left 


FR 2 U S 4 E © i} frm a’. No. 30—for No. 3 Stock 


Range 1—2” Right or Left 


Send for meee : The right nipple is always on the job 
Illustrated Roc oe 
? a when you carry one of these tools. 


\Pedaaitaline 


Ag Eh Ne The Armstrong Mfg. Co. 
JOHN L.WHITING:1,J. ADAMS CO. eau? Bridgeport 
BOSTON, U.S. A. bd 


Brush Manufacturers for Over 116 pie Conn. 
Years and the Largest in the World 
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eee eee suastepas Tones TED £2 
ne : : 
o=e NOSMCKI 1 & 
ezel ALLOWEDL= 
= =| NO LOAFING)*=* 
“= No. 3002 Self-Tightening Yt on Prac oat House fees 
oze Made of Stanley cold rolled steel. The ribs pre- me hee 
: vent the nails from slipping in driving. Round > 
e=0 edges of strap do not cut the hands. a. ese 
oe THE STANLEY WORKS : I bee 
= New Britain, Conn. aa : 
re" pee New York Chicago San Francisco Los Angeles "= 
ene 800 feet Seattle STAN EY) » leze 
7 Manufacturers of Wrought Hardware and Oarpenter’s Tools Zz , 4 
+ =5 Jz 
—— * 

* 
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| Sidewalk Elevator 


This sidewalk elevator, or ash hoist. is de- 
signed for use in mercantile establishments, 
schools, office buildings, churches, hospitals 
or in any type of building where it is nec- 
essary to reach the basement from theside- 
walk level. It eliminates hoisting ashesor 
merchandise by hand with a crank and can 
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This machine i_ 
electrically oper- 
ated by means of 
push buttons on 
the car. 


The Detroit School 
Board has instal- 
led twelve in their 
various public 
schools, replacing 
hand and water 
drive apparatus. 





















It Locks Tight! Stops All Rattle! 
That’s Why It Sells 


There is only one casement operator on the 
market with a positive lock at the sash to stop 
all rattle—the 


MONARCH 
Contnrot-lock 


Our advertising is emphasizing this big Monarch 
advantage to your customers. Pointing out that 
this practical, long-lived device permits case- 
ment windows to be opened or closed and se- 
curely locked at any angle without disturbing 
screens or drapes. Can be attached concealed or 
exposed, above or below stool. 


Write for illustrated descriptive Manual and prices. 


MONARCH METAL PRODUCTS COMPANY 


4960 Penrose Street, St. Louis, Mo. 





Manufacturers of Monarch Casement 
Hardware and Monarch Surface Bolts 














be arranged to travel truck height if neces- 

























Sary. 

Furnished complete 

with sijcel sidewalk | 
doors and bow for op- 

erating dwvors. J (| 


Write us today for 
complete information. 


KIMBALL Bros. Co. 
1103-19 9th St., Council Blu, la. 


15 E. Payette St., 
Baltimore, Md. 


There is a Kimball 
Elevator for every 
requirement 


K|MBALL BROS. CQ 


COUNCIL BLUFFS.IOWA 





“UNITED” PRODUCTS 


eS Collapsible 
(hi arn 
[ —_ 





















wire. All inter- 
Sections are elec- 
trically welded 
under pressure. 
This is the most 
practical method of 
joining steel and 
wire. 
CAPACITY—Built square, having one-third more ca- 
pacity than a round burner of corresponding size. 


COLLAPSIBLE—Folds flat for shipment and storage. 
Takes cheapest freight rate. 


EFFICIENT—Raised on legs. Draft at bottom, sides 


and top. Maximum combustion obtained. 









































Built from the best 
grade of basic steel 














AVA 


CTE 
PATTI IID 





















BULERIy, 


















































SAFE—Waste matter completely destroyed. Spreading 
flames and blowing embers reduced to negligible degree. 

















We also make other wire specialties. 








Write today for catalogues. 


UNITED STEEL and WIRE CO. 
30 Fonda Ave. Battle Creek, Mich. 



































The best little POST HOLE AUGER 
advertisement you ever saw is now 
running in farm papers for your 


benefit. 


IWAN POST HOLE & WELL AUGER 
Most easily operated and fastest earth auger made. 
See your hardware or implement dealer. Look for 
Am IWAN BROS. on han- 


“IWAN dle casting. Not sold 
mail order hou 


wy ; ses. 
rite for easy digging 
rs, hay knives, barn scrapers, 


etc. IWAN BROS., 1533 Prairie Ave., South Bend, Ind. 












You can profit from it by stocking the Genuine 
IWAN (not Iwan pattern) Post Hole and Well 
Augers. :; 


Notice this sentence in the above adv. “Not 
sold by mail order houses.” We believe in 
helping you sell, not competing against you, so 
buy from the jobbers who can supply Genuine 


IWAN Augers. 


Most popular sizes in selling volume are 8-6-7-4-9-10-3 
and 5-inch. 


IWAN BROTHERS 


1501-1525 Prairie Ave. 
SOUTH BEND, INDIANA 


Mfrs. of post hole diggers, hay knives, snow or barn scrapers, 
revolving chimney tops, wire conductor pipe hangers, ditching 
spades and drain cleaners. 
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Thousands of farmers the country o 
} ver, for years passed have learned to 






















**honest-to-goodness”’ hand plant- 
ers for corn and potatoes. 


They Sell— 
They Satisfy 


The “‘Acme”’ line has always / 
been a quality linethrough fy 
and through, but big de- 
mand and large produc- yy 
tion keep the price in / 
linewithanyworthy / 
competitor. Y, 


























Not 
Sold 
























A Style to 

to Suit Mail Order 
Every Houses 
Buyer We have never low- 





ered our standard 
nor betrayed dealer and 
jobber confidence by sell- 
@ ing to general mail order 
houses. The farmer must 
buy ‘‘Acme’”’ tools from es- 
tablished dealers and the 
dealer has the advantage of % 
y buying a complete, meee yen 
line, from one house—‘‘Acm 
jobbers everywhere. 


Star Fountain Dealer Helps 


For Mason Jars Our National farm paper advertising and effective 
literature uphold ‘‘Acme”’ prestige and create busi- 


HOEFT & COMPANY, INC. pt lene 
405 N. Ashland Ave., Chicago, Ill. Potato Implement Company 


| Western Branch—217 N. Alameda S8t., Los Angeles, Cal. Dept.11 TRAVERSE CITY, MICH. 
Fines ntacn 


THE NEW G-W 
A MILLION KEGS SIDEWALK ICE CHOPPER 








A standard and complete line, so 
you can supply every need of the 
poultry raiser. Fountains, feed- 
ers, hoppers, leg bands, incubat- 
ors, brooders, etc. A fine line 
for you to handle. 




















New Catalog is now ready. 




















A million kegs were sold last year by 


Hardware Stores. All-Steel 
Are you getting your share of this | Practically Unbreakable 
: > 
profitable business: ; Here's a tool your trade will like. Just the 
Best quality kegs direct from a respon- thing for fall and winter business, too. 
sible manufacturer will have a ready sale Thie new GW Sidewalk leo Chesper ic 
from April to November. far superior to the ordinary wood handle 
The best kegs are trade-marked with eee ie nav oe gga agp’ 
66 ° 9 out—practically un reakable adqe o 
the “Triangle C” and are made only by special alloy steel, 14” thick, welded to a 
hollow steel handle. Write for circular and 


prices. 


Our complete line of ice 
tools is described in Cata- 
log No. 70. Have you a 


copy? 
Main Office 
7 Hill St., Hudson, N. Y. 


New York Chicago 
Boston Pittsburgh 





” line 2289-R 





CLEVELAND COOPERAGE COMPANY 


Cleveland, Ohio ‘OD ( | 
Builders of “Triangle C” Barrels VW —"Built Right to Hold Tight” ICE HANDLING MACHINERY > TOOLS 
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A Complete and 
Profitable Line for 
You to Carry 


Every home needs one or 
more Everedy products. They 
all sell readily, especially dur- 
ing preserving time, as they 
are extensively advertised to 
women. 





The dealer who recommends 
them to his customers finds 
this line a most satisfactory 


. Caps any size _ bottle. 
and profitable one. 


Made of steel and un- 
breakable, malleable, 


See your jobber about nickel-plated. New steel 


stocking Everedy products. handle. Wood or padded 
Or write us direct. Dealer 
helps with each package. 


base. Releasing insert in 
throat prevents bottles 
sticking. Retails for $1.50. 
Plain base $1.25. 
Order in original pack- 
age; six in a box. 


*Everedy Jelly Bag 
and Stand 


A quick-selling outfit that 
retails for 75c. Extra 
bags 25c. 


Everedy (No-Sed) 
Filter Bag and 
Stand 
Stand made of nickeled, 
flat spring steel. Retails 


The Everedy Co. 50c. Bags 50c., 75c., $1, 


according to size, 





1 East Street renee and approved by 
; : 100d Housekeepi sti- 
Frederick Maryland = Housekeeping Inst: 


Slight increase in prices in Canada and on Pacific Coast 
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TACKS) 


ALL KINDS 


a 


TOWER MFG. CO. 
Madison, Indiana 
Cincinnati, Ohio 
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THE KNIFE SHARPENER 
WITH A HANDLE 
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Where you want it! When you want it! A quality article 
for quality buyers. Beautifully nickeled. ‘Tool steel discs. 
Attractively boxed. Sells on sight. 

Send for our proposition—it will interest you. 


Retails at $1.00 in the East—$1.25 in the West 


The Phillips-Laffitte Co., Penna. Bldg., Philadelphia 





A Useful Gift Is 





The “Mitchell Qualit ” Window 


tical household utility. Nothing is more appreciated than 
a useful gift—and customers will come to the Hardware 
Dealer for practical presents. 


can be attached to any window—a feature that makes 
it a quick-seller and more profitable to handle. 


nized sheet steel and equipped with removable shelf. 


The G. F. MITCHELL & SONS CO. 

















Always Acceptable 





Refrigerator is always Salable 
A selection of distinction—either as a gift or a prac- 
The “Mitchell Quality” Refrigerator is adjustable and 


Strong and durable. Well made of rust-proof galva- 


Ask your Jobber for prices or write us for details. 


Cleveland, Ohio 

















October 23, 1924 


9 ee. yee — 
nn renee are 


HARDWARE AGE 239 








Sales Assistance for Dealers 


We are announcing 
an 


ADVERTISING 
CAMPAIGN 
FOR 1925 


on the 


‘Sener ~ Clothes Line Reel” 


During the months of February, March, 
April, May, October and November, 
we will use space in three great 
national women’s magazines each 
month—Good Housekeeping, Woman’s 
Home Companion and Woman’s World. 
Your customers read one or more of 


these magazines. 
TESTED and APPROVED by 
GOOD HOUSEKEEPING INSTITUTE 
Place your order now and reap the benefits of this 
advertising campaign. Display cards and advertis- 
ing literature furnished upon request. 


THE HOGE MANUFACTURING CO. 


215 FULTON STREET 
NEW YORK CITY 





NEW YORK 

















SH FOR EVERY PURPOSE 
'PAPERG EMERY ISUSED 














A Display That Makes Sales _ | 


When put up in our well made, attractive display 
boxes our HEROLD Steel Wire Hand Scratch Brushes 
find a ready sale for many trades. 

We can furnish same in three different assortments 
containing 32, 24 and 18 brushes respectively. These 
boxes can be refilled over and over right from stock. 

Our experience of 50 years and reputation backs the 
“— of each assortment. They allow you a splendid 
profit. 

Send for Catalog and Prices 


THE HEROLD BROTHERS Co. 
ESTABLISHED 1874 


1104 W. 9th St. Cleveland, Ohio 

















TRADE BU DO REG. 
i i : . SATENT 
MARK OFFICE 















oa Triple 

a Rollers 

—— Cut 

Mad Labor 
ade eel 

With ne-half 

Mop 

Guards 

No Se) 6h 

Clogged RY — . 

Bearings 






Operated by 


foot pressure 


Pat. Nov. 10, 1908; April 18, 1916 


The BULLDOG Mop Wringer and Pail is built in the 
oldest mop wringer factory in the country by men of long 
experience. 

It has many features of real merit and every part is 
constructed to stand long, hard, continuous service. 
Tested and approved by Good Housekeeping Institute, 
a 2 by Good Housekeeping Magazine. Two sizes: 

4 an 

Big a hy to Housewives and Janitors. 

Write for Folder and Prices. 


BUSHNELL NOVELTY CO. 


MANSFIELD, OHIO, U. S. A. 
Pioneers Established 1896 





(@]ALLENGE 

















REFRIGERATORS 


The kind of refrigerator you would prefer. Handsome 
designs—practical construction and a perfect cooling 
system—One Piece Seamless Porcelain Lined, made with 
Ash Case and all Porcelain exterior. 


Complete stock of standard sizes always on hand for im- 
mediate shipment. Most improved facilities for manu- 
facture permit us to offer superior products at lower 
prices. 


No. 18959 Challenge, All Porcelain Case, One Piece Lining. 





One of the fine examples 
of up-to-date styles, 
showing exterior of 
porcelain design. This 
size has an ice door 
opening 1134” x 1814”. 
Other Simetsions — 267" 
wide x 48” high x 20” 
deep. Can be furnished 
with rear icing door. 








“We Can’t Build All of Them So We Build Good Ones.” 


Challenge Refrigerator Co. 


Grand Haven Michigan 



























a 


A line of high power, hand- 
operated cutting tools known 
in every civilized country for 
quality-durability and _  effi- 
ciency. Sold by leading 
hardware job)ers. 
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THE HAMMER 
HOLDS 
THE TACK 











Robertson “Horse Shoe Magnet Hammers” 


a high grade line with a good profit to dealers and 
jobbers. Catalogues and discounts on request. 
Silver Medal (Highest Offered) Panama-Pacific Exposition 
ARTHUR R. ROBERTSON, 94 Portland St., Boston 











The Most Popular 
‘Coil Fire Pot No. 22 


No. 22 has all good points found in 
other Coil Fire Pots, and in addi- 
tion our latest improved patented 
features. Drawn steel tank, tinned, 
is leak and rust proof. Three-piece 
coil cup fits into grooved top plate, 
which can be removed by unscrew- 
ing three nuts, exposing coil and 
burner. No coil cup lugs or nuts to 
burn off. The strongest and best 
made. Jobbers supply at factory 
prices. Write for a catalogue. 


CLAYTON & LAMBERT 
MFG. CO. 


10619 Knodell Ave., 
DETROIT, MICH. UL. S. A. 





No. 22 Fire Pot 
Ask for latest price. 














MILBRADT 
LADDERS 


Will pay for themselves in a 
short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
as bring the appearance of 
your store up to date. 


Write for catalogue show- 
ing a large number of styles 
suitable for all kinds of 
shelving. 


Milbradt Mfg. Co. 
2411 N. 10th St. 
St. Louis, Mo. 

















Fine Precision Tools 


Two generations of metal workers 
have come to know Starrett Tools as 
the best they can buy. They're good 
tools to sell. 

Write for Catalog No. 23 “A” 


THE L. S. STARRETT CO. 


World’s Greatest Toolmakers 
Manufacturers of Hacksaws Unexcelled 


ATHOL, MASS. 


6186 














> 
Bearing Scrapers Best Quality 
MARCY TOOL WORKS, Inc., Putnam, Conn., U.S.A. 


NEW YORK. CHICAGO 
75 Barclay St. 180 N. Market St. 

















ADJUSTABLE 
PIPE WRENCHES 





KEYC 








PATENT APPLIED FOR 


“Keystone quality." Made from Alloy Steel, heat treated 
by our own process. The most durable Wrench on the 
market. Light in weight, can be used with one hand on 
pipe, nuts or studs. Fully Guaranteed. Packed 12 to a 
Carton. Write for Discounts. 


The Keystone Manufacturing Co. 
Buffalo, N. Y. 
Sales Representatives—Surpless, Dunn & Co. 














Easy to Sell 


No. 6380 


Builders Level 


to builders who demand rapid, 
accurate work. An exceptional 
instrument reasonably priced. 
Satisfies trade; profitable to you. 


Telescope 12in.; magni- 
fying power, 18 to 20 
diameters; horizontal 


circle, 314 in, diameter, [3 UGENELDIETZGENCO. 


complete accessories, 


: Chicago NewYork San i New Orleans 
tripod, box, etc. 


Francisco Ne 
Pittsburgh Philadelphia Washington 
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Hot or Cold 


Sell the 


Hunters 


as well as the tourists. 


Also sell Aladdin Jars for year ’round use at 
home. Twelve exclusive features make Aladdins 
the leaders. Superiority 
sticks out all over them. 
And they are the only 
heavily advertised large 
jars. Let people see you 
fi, sell the genuine. Keep 
Ws) Aladdins on display. 





| Aladdin Industries, Inc. 
Dept. P Chicago 
Sold by all the leading jobbers. 
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“OHIO” 


Shoe Lasts and Stands 





MADE ABSOLUTELY 
OF “ED GUARANTEED 
SEMI-STEEL AGAINST 
BREAKAGE 








The lasts are lock bearing. One 
last is especially adapted for ladies’ 
pointed-toe shoes. 

Order the “Ohio” and you will have 
the most popular sets on the mar- 
ket. Write for prices. 


The Fate-Root-Heath Co. 
Plymouth, Ohio 
N. Y. Office, 90-92 West Bdw’y—D. N. Winner, Mgr. 

















consider the 
protection afforded you by the 


ALLEN 


YELLOW LABEL 


It guarantees the Quality. 


ALLEN’S SOLE STRIPS 


Made from real bark-tanned selected hides. 











THE STANDARD OF COMPARISON FOR OVER 
30 YEARS. 


MANUFACTURED BY 


N. R. ALLEN’S SONS CO. 
KENOSHA, WIS. 











seer, 
When Buying Sole Leather 








Sale of Navy Surplus 
b 
PUBLIC AUCTION 


at the 


NAVY YARD 
Norfolk, Virginia 
at 
10 A. M. 
(Eastern Standard Time) 
November 6, 1924 


The Following Material Will Be Offered: 


Pumps, boilers and parts 

Boat and ship fittings 

Radio and electrical equipment 
Blocks, rigging and tarpaulins 
Furniture and lumber 

Machine and hand tools 

Hardware, pipe and tubing 

Some ferrous and non-ferrous metals 


ZO HAQNCD 
ZO=AAQCD 


SUB-CHASER No. 156 


Also many other items 


Catalogue No. 570-A contains all available details of 
description, Terms of Sale, etc., and may be obtained 
about two weeks prior to date of sale from the Sup- 


ply Officer, Navy Yard, Norfolk, Virginia, or the 


Central Sales Office 


NAVY YARD WASHINGTON, D. C. 
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LIC-WID-LES DOOR CHECK 


Needs no attention ahd meets every emergency to which a door 
check and closer is subjected 








Dealers ! Jobbers ! 












Let us tell you about our Real proposition 
The No-Liquid Door Check Co. Columbus, Ohio 




















Steel Drop Forged Horseshoes for Horseshoe Pitchers; standard 
regulations, size and weight; will stand the gaff. 
Guaranteed for one season. 


= W. May Design . “Barnyard Golf” 
“" The Coming 


Game 


Used exclusively by 
Geo. W. May, World’s 
Champion; Frank Lun- 
din, Ex - Champion; 
Frank Jackson, : 
Champion, 

Write for catalog and 

trade price list. 


Sold through Dealers. 


NATIONAL STANDARD 
HORSESHOE CO. 


Patented April 24th, 1923 AKRON OHIO 


Largest Manufacturers of Horseshoe Pitchers’ Equipment in America. 














PUMPS 


A Type for Every Service 


THE GOULDS MANUFACTURING COMPANY 
Seneca Falls, N. Y. 


GOULDS 






















Advertised 
24 years 


Used in Millions of Homes 


Moore Push-Pins 


Glass Heads - Steel Points 





2 sizes 4 sizes 





Moore Push-less Hangers 


** The Hanger with the Twist ”’ 


Can Openers, Bottle Openers, Milk 


Cap Lifters, Ice Picks, Spatulas, ete. 
Vaughan kitchen tools are widely known the world 
over and millions are in use. 

When a manufacturer continues making the same 
line of kitchen tools for 12 years, it speaks for the 
quality and merit of his merchandise. 
Vaughan’s Can Opener is advertised 
nationally in women’s publications. 
Are you prepared to meet the daily in- 
creasing demand for this, and ALL 
tools made by Vaughan? 


Samples and catalog sent upon request, 


VAUGHAN NOVELTY MFG. COMPANY 


3215 Carroll Ave. Chicago 


T= 


Cleo ofof | 




























— 


\.CAN OPENER , 


VAUGHAN 
CcCHIcaGco 


























Constant Demand 
for These Dependable Articles in 
Attractive Counter Displays 

Ask Your Jobber 
Moore Push-Pin Co ("27"*) Philadelphia, Pa. 
Originators of ‘‘Devices for Hanging up Things” 


















sional barbers, as 

well as many home users, 

find complete satisfaction in Koken Razor 

Strops. A profitable line of ready sellers 
listed in our catalog. Write for it. 


Koken Companies, St. Louis, U.S.A. 
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Sell More Pulleys 


Every Dealer can greatly increase 
pulley sales by selling the more 
practical and profitable— 


“Ezyrun’”’ Pulley 


It is enclosed — en- 
tirely protected against 
the elements. Line can- 
not tangle or slip off. 
It operates on 


Ball Bearings 
























For gymnasium work, 
. ‘Tt ’ 
specify “‘Ezyrun.”’ 





EXTERIOR DESIGN 











Ask your jobber or write us. 


BROOKLYN PULLEY CO., Inc. 


85 5th Ave., Brooklyn, N. Y. INTERIOR 














Want a Customer 
For Your Aardware Business ? 


Tell your story in the paper that most hard- 
ware men read. 


Your message, giving the main facts, will find 
a quick|buyer when inserted in Hardware Age. 


Address: Hardware Age, 239 West 39th St., 
New York City, ‘‘Classified Opportunities 
Section’”’ 
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An EXP ANSION SHELL HACK SAW BLADES MACHINES 


With a Sure-Dependable Hold 


Superior advantages: 
(1) It gripe at the bottom of the hole av 
(2) we its jaws in the sides of th 


(3) = , Laboratory test it 
holds until the bolt or the material, 
into which it is placed, breaks. 


“4 outa “REDUCE YOUR COSTS” 


Overcomes these disadvantages: 

















1) It is NOT a friction hold. . . 
(23 No a > Racing Soehan or misfitting Samples furnished for testing. 
(3) Vibration does NOT affect it. Write for catalog and prices. 
Minka Subd loo Jeb 
a ie tS 5 A trial order for testing will soon con- , 
vince you. — 
Samples on request—No charge. Send for Bulletin No. 55. 
ean oe Epp DIAMOND SAW & STAMPING WORKS 
2951 Carroll Ave. Chicago, Ill. BUFFALO, N. } * 
33 Warren St. New York City, N. Y. 




















American Steel & Wire 


Company 
on Cleveland, pittabures 
Denver, Dallas 
U. 8. Steel Products Ce. 


Glidden, . Special, 
“ee an, yon Foner Ellwood Junior, Lyman 
NAILS, §S (SPIKES, STAPLES TACKS, Hot Galv’d Naile 
ZINC INSULA FENCES: American, Royal, Anthoay. 





MADE GOOD 


SPECO 
SOLID 


SAL AMMONIAC 
On its fifth birthday, 
Speco is the standard 
practice for cleaning 
soldering irons. 
Send for a sample to 

Special Chemicals Co. 
Highland Park, IIl. 





RRS: 









RCEMENT 
BALE TIES: OM reliable brands 
TELEPHO 
WIRE 4 patter re 
Quick Delivery. Write us for selling plans. 















ORDER NOW FOR IDEAL LINE 
LATER SHIPMENT ROLLING STEP LADDERS 


Order torches and furnaces NOW to 
cover your requirements for the next 
few months. They can then be put S 
aside for you and shipments can be Fifteen styles 
made when desired by you. As the for every store 
result, you will not be delayed by the requirement. 
congested conditions which usually oc- 
cur at the plants of torch and fur- 
nace manufacturers during the winter. Will last a 


Eliminates the 
lost motion 
in reaching 

stock. 


Write us for 





When you order INSIST on the lifetime. complete 
“ALWAYS RELIABLE” so your catalog. 
patois will receive the best and 
=< ongest service. . = Dau 
ous ee : Quick service. Easy operation. 
No. S7 at No. 58 Pt Most jobbers can furnish from stock. 


For Gasoline Others will gladly order for you. 


OTTO BERNZ CO., INC., NEWARK, N. J. SUCCESS FURNITURE CORP. 


St. Louis (Kirkwood) Mo. 
al UPERIO 


Hex Mesh 
POULTRY NETTING 











INVISIBLE HINGES 


In making cabinets of many kinds it is desirable to use 
hinges that leave no projections. 





For this purpose Soss Invisible hinges 
are used. They have all the rugged- 
ness of the common hinge, but cannot 
be seen at all when cabinet is closed. 
They can be easily installed by any- 
one who can bore a hole. 


There is a size and style for each 
purpose. Just the thing for radio and 
music cabinets, etc. 


SOSS MFG. CO. 
775 Bergen St. Brooklyn, N. Y. 





G. F. Wright Steel & Wire Co. 
WORCESTER, MASS. 





























244 


HARDWARE AGE 











| Osborne High Grade Punches 


— 


A 


Besides Punches Our Lime Includes: 


varied and attractive line for the Hardware Trade. Also: Leather Workers’, Trimmers’ 


apd Upholsterers’ and Plumbers’ Tools of superior quality. 
The above tools will please your customers as well as our famous Round and Oval Punches. 


Remember we have had 94 years of successful manufacturing experience, employ only 
skilled workmen and use the finest quality of materials in making our products. 


We stand back of every tool we make, Try us. Write for Catalog and Prices, 


Cc. S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 








quality. 


American Shearer Mfg. Company 
Nashua, N. H. 


58 YEARS AGO | 


coRREcT DROP 
OES'GN one 
SUPER 

QUALITY 


# SCREW "LE NOX” DRIVERS ff 


BALANCED 


“The Jools in Lhe Paid Bor” 


AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


HACK SAWS = BAND SAWS — SCREW ORIVERS - GLASS CUTTERS 











Priest’s Clippers were 
, Makers of Every 


introduced. Today 
PRIEST’S CLIPPERS 
Kind of Screw, 
Nut and Bolt. 
The Corbin Screw Corporation 
The American Hardware Corporation, Successor 


need no introduction. 

They sell on their cutting 

229 High Street New Britain, Conn. 
Western Factory: Dayton, Ohio ; 








Wright’s Jennings Auger & Car Bits 
High Grade 


The Conn Valley Mfg. Co., Centerbrook, Conn., U.S. A. 














Major’s Cement 


is good for repairing china, 
glassware, bric-a-brac, meer- 
schaum, tipping billiard cues. 
Rubber and Leather Cements 
are also good. 20c. a bottle. 


Major Manufacturing Co. 
No. 461 Pearl St., N. Y. C. 








We are headquarters for DROP FORGED Shaft 
Couplings, King Bolts, Clevises, Carriage, Wagon 
and Auto Clips, Special Clips for Fords, Etc. 





Get our new Catalog and Price List showing 
our full line 


RICHARD ECCLES CO. Acdmnn, 3%. 


Mfre. of Reliable Vehicle Hardware Since 1880 
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The “TORREY” 
A Real Man’s Razor 


Send for Catalogue of Full Line 


J. R. Torrey Razor Co., Worcester, Mass. American 





American Can 





BALE TIES 
Best Made—Prompt Shipment 
Baur Bale Tie Co. 


— 
Can Company INDIANAPOLIS, IND. 














“They Have a 
Bull Dog-Grip” 


Manufactured by 
U. S. Clothes Pin Co., Montpelier, Vt. 
Sales Dept. 
1015S Unien Bank Bide. Pittsburgh, Pa. 





NET WEIGHTS 


SILVER LAKE 


SASH CORD 


Silver Lake Co. 





J. L. THOMPSON MFG. CO. 
Waltham, Mass. 


Tubular and Bifurcated 


—RIVETS= 


FULL LENGTHS 
, Newtonville, Mass 

















Economy 
Hose Attachments 


For connecting hose to smooth 
faucets. Slips on and off easily. 


Economy Mfg. Co. 
5350 Germantown Ave. 
Philadelphia, Pa. 


? 





Oil Molasses and ELEVATORS 
Dairy Gates DUMBWAITERS 
erfection Pattern 


Write for our catalog 


Energy Elevator Co. 
211 New St. Philadelphia 


Made in All Styles 
Syracuse Stamping 
C 





0. 
Syracuse, New York 























SCYTHES 
and 


AXES 


Scythes since 1912. Axes since 1880. 
Mfg. Co. 


ELEVATORS 


and Dumbwaiters 
for House, Store or Warehouse. 
Write for particulars. State your 
requirements as to size, capacity 
and lift. 


The SIDNEY ELEVATOR Mfg. Co. 


Stone Working 


Tools and Supplies 
Trow & Holden Co. 











RIXFORD Rast Highgate, Vt. 





Sidney, Ohio Barre, Vt. 





























CRAYONS 


FOR EVERY PURPOSE 


STANDARD CRAYON MFG. 


DanVers, 


CO. 


Masss. 








EYELET TOOL CO. 


Manufacturers of Punches and Sets 

Drive and Foot Power) for Leather, Clown a 
Metal, Punch Tubes, Punches and Dies. All 
kinds and sizes made to order. Write jobber. 


Booklets free. Established 1858 
190 Dorchester Ave., Boston, Mass. 
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Iron Fence, Gates 
wn Vases 
Settees 

General Iron 
and Wire Work 
CHAIN-LINK 
WIRE FENCE 


! Pai t) £9) (2) it¢ 
| 
TAIN 
, “ + Ask for Catalog 


Mam 
MUL 
































STRATTON *** *." * 
HANDLES 


For Smell Tools, Utensils, Electrical Goods, Ete. 
Enemeling, both baked and air dried. 


STRATTON MFG. CO., Stratton, Maine 





Queens 





Jack—For 


Balloon Tires 


The Springfield Jack No. 9 
especially designed for bal- 
loon tires— 

Double Screw—Ball Bearin 
Low Placement—High Lift 
Height when closed, 7 inches 
Extends to 17 inches. 


Convenient handle excellent 
workmanship and quality. 


Dealers—Jobbers—Write 
us for discounts 


THE SHAWVER CO. 
Springfield, Ohio 





Weight 8 pounds 
Capacity 1 ton 
Price $4.75 




















UNIVERSAL 


BOX STRAPPING 


CARY MANUFACTURING CO. 
Manhattan Bridge Plaza, Brooklyn, N. Y. 


Se ee ee 


r 








NEW METHOD 


GUN BLUER 


Makes old guns like new 


Retails for $1.00 
No heating is necessary 
Order from your jobber 


NEW METHOD GUN 
BLUING CO. 


Dept. B. Bradford, Pa. 


| 


| 
NEW METHOD! | H 


fl 
i 








BURNLEY 


The Soldering 
Paste that has 
satisfied cus- 
tomers for over 
23 years. 








Sample free. 
BURNLEY BATTERY & MFG. CO. 


NORTH EAST, PENN. 

















FIELD SASH PULLEYS 
Made of Pressed Steel 


Maximum Strength—Minimum Weight 
No sandy cast surfaces to chafe and wear sash 
cord. Write for Catalog and Prices. 


FIELD HARDWARE MFG. CO. 


111 E. 31st St., Kansas City, Mo. 











Waste — Mops — Wicking | 
Cleaning Cloths 
Caulking Cotton — Chemical Cotton 


Send for samples and prices 

MASSASOIT MANUFACTURING CO. 
Fall River, Mass., U. 8 

New York Office 7 - ~ 


/§\ 


MASCO 
PRODUCTS 









350 Broadway 








| THE FOWLER & UNION 


HORSE NAIL CO. 


HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plant at ; 
RD., BUFFALO, N. Y.- 
1000 MILITARY 


laa 

















+ + 

Says this advertiser,— 
“We are pleased to advise that we have succeeded 
in getting compilers from the advertisement we 
ran in your publication, and we give it as our 
opinion that for anything connected with hard- 
business, Harpwarz AcE is, without a doubt, 
—J. H. Yewdale 


ware 
the best medium fer advertising. 
& Sons Co., Milwaukee. 


It pays to use the Classified Opportunities Sec- 








tion of Harpware AGE. 









CUSHION 
TIRE 








Insure perfect shelf service for any line of mer- 
| Chandise. Deep tread steps, properly spaced, with 
convenient full length handholds on both sides of 
ladder permit mounting or descending with ease. — 
Both hands free to remove or replace stock without | 
danger of falling. Cushioned Tired Trolley and 
ruck Wheels eliminate noise and prevent vibra- 












tion. Erection as simple as A, B, C. Utilize 
small space. Make top shelves safely 
available for stock purposes. One 

style—neat of design—nicely 
we finished—any height ceil- 
- ing. Thousands in 
use. Circular on 
















| 














THE GENUINE 


HUNTER’S SIFTER 


The Standard of the World Since 






1880 
Imitated But The Fred J. Meyers Mfg. Ce. 
Never Equalled Hamilton, Ohie 











A Faster Selling Mop Offers More 
Profit and Quicker Turnover— 


Convince yourself by selling SQUEEZ-EZY. 

mop that wrings by a twist of the 
handle. Keeps hands out of water. Saves 
time and back-bending. 


SQUEEZ-EZY MOP CO., INC. 
New Orleans, La. 
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HARDWARE 





An Effective Low Cost Contact with Hardware Man- 
ufacturers, Manufacturers’ Agents, Jobbers, Jobbers’ 
Salesmen, Retailers and Retail Salesmen. 

No illustrations accepted for these pages. 

Allow seven words for Keyed Box Number Address. 


Each 


1 inch 
Each 
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ties 


I Set Solid, Minimum 50 words......scccccccccccsccecseses cht OO 
06 


additional word 
All Capitals, Minimum 50 words.......ccccccscecceseccsee 400 

Each additional . 08 
**Box’’ 
additional inch.. Seveseeees 
4 insertions, 10% off; 8 insertions, 

Remittance Must Accompany Order 

50% off the above rates for Positions Wanted Advertisements 


word se6 


eeeeeeeeeee ee eee eee eeeee eee eeeeeeeeee 5.00 


15%, off 





Business Opportunities 


Business Services 





DESIRE to purchase a well located hardware | 
store in New Haven or vicinity or any part ot | 


Connecticut or out on Long Island. 


how long established, population, cash re- 


rent, 


Please state | 


quired, reason for sale and competition likely to | 


All communications confiden- 


be encountered. ; 
Box G-325, care of 


tial. Address 
AcE, New York. 





FOR SALE: Hardware stock, building and 
fixtures. Located in best dairy section of North- 
west Wisconsin. No trades considered. 
Box G-331, care of HArRpwarRE Ace, New 





FOR SALE: HARDWARE AND CHINA 
STOCK INVOICING $100,000.00. 
EST AND BEST EQUIPPED STORE IN 
ONE OF THE BEST CITIES IN THE CEN.- 
. SOUTHWEST. REASON FOR SELL- 
SICKNESS. THIS IS A LIVE AND 
BUSINESS. d i 
PORTUNITY FOR THE 

ADDRESS BOX G-349, CARE 
WARE AGE, NEW YORK. 


ING: § 
THRIVING 


OF 


5 





furnishings and janitor supplies. dest 
on North Side, Chicago. (Good _ business 
long lease. Will sacrifice for quick sale. 


Ad- 


HARDWARE | 


Address | 
York. 


THE OLD. | 


FOR SALE: General hardware, paints, house- 
location | 
and | 


dress Box 7073-A, care of HarpwaAre AGE, Otis | 


Bidg., Chicago, II). 





WANTED: Specifications and prices on salt 
manufacturing plant. Catalogues and prices in 
duplicate for foreign trade on boat building sup- 
plies, such as: Power and light plants, lumber, 
hardware, anchors and chains, etc. Address 





tox G-336, care of Harpware Ace, New York. | 





WANTED: A _ good 
furnishing business within 35 miles of New 
York City. State full particulars in first letter 
to r Oppenheim, 537 Landis Ave., Vineland, 
N. J. 





Hardware and House- | 


| 


HARDWARE—One of the finest. straight | 


hardwares in Ohio. City of 12,000. 
ments, plumbing or tinning. Modern 
Reasonable rent. Long lease. Gross 
last year seventy-two thousand. Owners have 
other interests. Stock inventory about thirty 
thousand. Fixtures three thousand. Substantial 
cash payment required. Hunt Agency, Business 
Department, 339 Brisbane Bldg., Buffalo, N. Y 





Help Wanted 


SALES MANAGER—We have room in our 
organization for a sales manager who is thor- 
oughly familiar with builders’ hardware. Man 
employed in such capacity with hardware manu- 
facturer preferred. Excellent opportunity with 
fast expanding concern. Address Box G-319. 
care of Harpware Ace, New York. 








WANTED—High class Mill Supply and Hard- 
ware Salesman, having acquaintance with Mill, 
Store and Garage trade between Appleton and 
Wausau, Wisconsin. Good opportunity for right 
man. Address Sales Manager, care of Northern 
Hardware & Supply Co., Menominee, Mich. 





STOVE SALESMEN WANTED ffor 1925. 
Salary and bonus for states of Michigan, Iowa, 
Nebraska, Kansas and Oklahoma bv manufac- 
turer of well-known complete stove line. Appli- 
cations desired from retail stove salesmen with 
successful selling record. also road stove sales- 
men with established selling record, who would 
be interested in a more attractive contract. Don’t 
hesitate to write. All replies confidential. Ad- 
dress Box G-341, care of Harpware Acre, New 
York. 


No imple- | 
brick. | 


business | 




















OUR IMPRINT 





The Imprint of the Morgner 
Catalogue Company in your 
catalogue is both the sign of 
a good catalogue maker and 
a good catalogue, because we 
have never been identified 
with anything else. 


MORGNER CATALOGUE 
COMPANY 


300 Adams Street 
Brooklyn, New York 




















Positions Wanted 








CATALOG COMPILER 
A hardware man of 25 years’ 


experience, the latter 12 of 
which were devoted entirely to 
catalog work for various whole- 
salers in the middle west, desires 
a change of location. 

References, record and other de- 
tails subject to correspondence. 


CATALOG COMPILER, 


Box G 339, 


care of Hardware Age, 
New York. 





SEASONED and EXPERIENCED SALES- 
MAN with very broad acquaintance amongst 
buyers in hardware, sporting goods, electrical 
and automobile accessory jobbing houses is open 
for a proposition October 30. Ambitious to 
make connection with one of the leading manu- 
facturers that can use a high class salesman. 
Wants only a connection with a first class 
house. No objection to traveling. Address - 
B. M., care of Harpware Ace, Otis Building, 
Chicago, Ill. 





Help Wanted 


WANTED: Builders’ Hardware Man by large 
Texas jobber. Must be capable of listing from 
plans and managing finishing hardware depart- 
ment. State past experience and references in 
reply. Black Hardware Co., P. O. Box 697, 
Galveston, Texas. 








HARDWARE MEN WHO WANT experience 
that fits them to @ell or improve their selling 
want Norvell’s ‘‘Forty Years of Hardware.” It 
is crammed with good selling ideas. Ask any 
five hardware men about it and then order your 
copy ($3.00). Harpware AGE, New! York. 


gemeeneipenl 

ATTENTION LOCK SALESMEN: An estab- 
lished, well rated manufacturer, whose products 
are sold through leading jobbers and retailers, 
is now adding a new line and is seeking a high 
grade salesman well acquainted with the trade 
in New York City. Liberal commission. Excel- 
lent future. Permanent position. Year round 
seller. State references and full particulars. 
Address Box G-343, care of Harpware AGE, 
New York. 


SALESMAN to sell Builders’ Hardware to re- 
tail hardware stores. State experience and sal- 
ary expected. Address Box G-315, care of 
Harpware Ace, New York. 


WANTED: Two experienced salesmen for 
hardware department; please state reference. Ad- 
dress Box G-338, care of Harpware AGE, New 
York. , 














Positions Wanted 


AMBITIOUS MARRIED MAN, thirty years 
old, qualifed to buy and handle pians and speci- 
fications for architects or contractors, desires to 
make a change and connect with a progressive 
house which has a future to offer. For past six 
years has been in charge of Building Hardware 
department and Retail Store for large wholesale 
building material corporation. ‘ourteen years’ 
experience in handling and marketing glass, 
paints, sash and doors, etc. Best of references 
furnished. Address Box G-340, care of Harp- 
warE Ace, New York. 























WANTED: Position by married man with 15 
years’ experience in Hardware and Sporting 
Goods business. References. Address Box G-329, 
care of Harpware Ace, New York. 


FOURTEEN YEARS’ experience in buying 
and selling departments of large hardware jobber 
in Middle West. Excellent record and can pro- 
duce results. Address Box 7072-A, care of 
HarpwareE Ace, Otis Bldg., Chicago, Il. 


POSITION WANTED with good retail or 
wholesale house. Twenty years’ experience in 
all branches of the retail hardware and mill sup- 
ply business, both buying and selling. Best of 
references as to character and ability. Address 
Box G-348, care of HAarpware AcE, New York. 











WANTED—Position in retail or wholesale and 
retail store by hardware and sporting goods man. 
Fourteen years’ experience regular hardware, 
guns, ammunition, fishing toate. golf, winter 
sports equipment, etc. References. Address 
Box G-335, care of Harpware Acre, New York. 


EXPERIENCED SALESMAN in_ hardware, 
tools, cutlery and electrical goods, wishes posi- 
tion with factory making a high grade line of 
goods. Experienced in foreign and domestic 
territorv. Address Box G-337, care of HARDWARE 
Ace, New York. 


SALESMAN—High school graduate, twenty- 
six years of age, with five years of good selling 
experience calling on manufacturing and retail 
trade in Ohio and Indiana. Best of references 
if required. _ Desire selling position with manu- 
facturer selling to dealers, jobbers or industrial 
trade, on salary or salary and commission hasis. 
Address Box G-342, care of Harpware AGE, 
New York. 


- —— 
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Let Us Help You Word ' 
Your “Want.” 


HARDWARE AGE 
“DEPENDABLE WANT ADS” | 
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is the total number of replies for 1924 which have been received up to the closing date of this 
issue and forwarded through this department to advertisers using Box Numbers. This does not 
include replies that have gone direct to advertisers using their signature. 





Sales Accounts Wanted 


Sales Representatives Wanted Sales Representatives Wanted 





SUCCESSFUL HARDWARE SALESMAN 
wishes to establish Manufacturers Agency with 
office in Houston, Texas, by January Ist, 1925. 
Manufacturers of Oil, Wood and Gas Stoves, 
Crockery, Leather Goods and kindred lines, and 
also importers of Hardware Specialties, Guns 
and Ammunition, looking for representation in 
this territory are asked to communicate with me. 
Will cover East, Central and South Texas. Ref- 








Salesman—Attractive side line, liberal commis- 
sion, sell patented garden implement to jobbing 
trade. Illinois, Indiana, Michigan, Georgia, Ala- 
bama, Florida still open. State experience, age, 
etc. Address Box 156, care HarpwarE AGE, 
1420 Widener Bldg., Philadelphia, Pa. 








--TRAVE SLING MEN WANTED who can en- 
joy and increase their sales from Saunders Nor- 
vell’s ‘“‘Forty Years of Hardware.” It is 
crammed with sales inspiration, background and 
ideas. $3.00 a copy. rder your copy now 
from HARDWARE AGE, New York. 





SALESMEN tto sell our complete line ot 
brooders and poultry supplies on liberal commis- 
Scooters and 





SALESMEN TO SELL ON COMMISSION: 


Hardware, Tools, Regular Goods, Specials, and 


: sion. Also Redbird Speedsters, Tob Lots, one for each of the following locations: 
erences given. Address Box G-321, care of | Thermic Jugs as side line for Christmas busi- | New York City and suburbs, St. Louis and sub- 
Hagpware Ace, New York. ness. Will send sample Scooter post paid for | urbs, and entire State of California. No objection 

$1.25. Royal Mfg. Co., Toledo, Ohio. to side lines, providing they * not a gee 

J ’ ; INTAT } Will pay commission on mail orders as well as 
MANUFACTURERS REPRESENTATIVE: ociees Selians. We have customers in all terri- 
Thoroughly experienced salesman. A-1 linguist WANT a few good, well established salesmen | tories. Ade- Rox G-236, care of HARDWARE 


is going abroad soon. Has room for two or 


calling regularly on retail hardware trade to sell 


AcE, New Teh 








three more Hardware and Tool Representations. | our Carbo agneto Sharpening wo and | _ RE ENO IE 
Basis: Commission and small share in traveling | Grinding Wheels. The line that brings repeat 

‘ ; ; : : WE tablished manufacturers’ 
expenses. Highest of references as to integrity, orders. Liberal commissions. Some excellent 0 8 cng ag greg ae? manutac- 


ability, experience. Only firms in A-1 class need 





Goodrich Grinding Wheel 
Chicago, IIl. 


territory now 


Co., 1500 W. Madison St., 


open. 





representatives wanted by a Chicago 
turer of a nationally advertised kitchen specialty. 


apply. Address Box G-332, care of HARDWARE Give full particulars and references in first let- 
AcE, New York. ter. Territory open: Pennsylvania, Western 
WANTED: Experienced salesmen who are | New Yor, Otte, A Looe b hed aay Indiana, — 

'DEPe: Me ES RY _— lli the hardware and eneral store gan, entucky, ISSISSIPP1, ouisiana, exas, 
MANUFACTURERS REPRESENTATIVE —_ ¥ gd Ohio. Bs Peancyivenia, Minnesota, Iowa, Nebraska and Dakotas. Ad- 


with Columbus, Ohio, office calling on hardware, 
housefurnishing and department stores, will con- 





New York, Michigan and Indiana. The line is 
stamped ware made by an old established manu- 





dress Box G-317, care of Harpware Ace, New 
York. 





sider quality lines only. Builders’ Hardware, facturer possessing a reputation for making a 
cutlery, tools, also specialties and toys, for Ohio | high grade product. The right men can make a WANTED-—Salesman calling on general trade 
on commission basis. Address Box G-345, care | Very profitable contract. Address Box G-313, | ¢, cell, as a side line, article having established 
of Harpware Acer, New York. care of Harpware Ace, New York. demand with all kinds of trade. Liberal commis- 
+ pa and —— protection Pa a orders. 
. ' . c . : “LL J } J IRE " ery exceptional opportunity for good man to 
SUCCESSFUL HARDWARE SALESMAN | 4, Weu ae ON Ni Maware Specialties of estab. | add $200 to $300 to monthly income. . Give ref: 


wishes to establish Manufacturers’ Agency with 


lished reputation, has opening for salesmen call- 


erences. Address Box G-346, care of HARDWARE 





office in Little Rock, Ark., by February 1, 1925. | ing on the retail trade, preferably those who can | AGE, New York. 

Will handle gas stoves, gas grates, builders’ | sell in connection with other non-conflicting lines, | — 

hardware, hotel supplies, crockery, sporting | on _commission. Territory open: Kentucky, SALESMEN interested in attractive assort- 

goods, tools and any kindred lines. Will cover | Indiana, lower half of Illinois, western half of | ment of dog collars, dog harness, etc., to sell 
Ohio; also Arizona, New Mexico and Nevada. y ; - 


Arkansas and border states.. Address Box G-344, 
care of HarpWaArE AGE, New York 





To right men exclusive territory arranged. In 
reply, state experience and territory now travel- 





direct to retail trade. Recently organized manu- 
facturer of long experience in this line has good 
territory open for the right men. Only hard 





ing. Address Box G-334, care of Hiarpwarg workers and those with representative lines need 
SUCCESSFUL established Manufacturers’ | AGE, New York, apply, giving all details, territory, etc., in first 
Representative covering the territory of St. letter. P. O. Box 1041, Station C, Los Angeles, 
Louis, Mo., Eastern Missouri and Southern Illi- WANTED—Salesman to sell our line of Build- Cal. 
nois would like to hear from some company de- | ers’ Hardware on commission in New York State 
siring representation in this territory. Only first | (not including Metropolitan District). Will con- HUSTLING SALESMEN wanted to sell on 
class concerns will be considered. Full particu- | sider placing as a side line with a man already | liberal commission basis our popular line of 
lars requested in first letter. Address Box G-347, | acanainted in this territory. SHARON HARD- | labor saving Magic Weeder Hoes to hardware 
care of HArpWarRE AcE, New York. WARE MFG. CO., Sharon, Pa. trade." REICHARD MFG. CO., Bangor, Penna. 














Do YOU Want a Good Position? 


Right now you may be looking for a good position as Manager, Assistant, 
or Salesman with some responsible Hardware company. 


And right now some one may be looking for you. 


The best meeting place is in the Classified Opportunities Section of Hard- 
ware Age. 


Fifty words at a cost of a dollar and a half will put you on the right road, 
in the right paper, for the right position, with the right Hardware concern. 
Send your ad to 


Classified Opportunities Dept. 
HARDWARE AGE, 239 W. 39th St., New York : 
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Yoal Barrow~ 
UA 


Sterting leg braces are riveted 


e Sale Made Through a Sale 


That repeat order, or the sale which 
is made through the recommendation 
of one user to a friend —that ts the? 
sale we are all looking for, as tt carries 
with it a profit without sales expense. 
Furthermore tt gives us pride wv the 
goods we handle and confidence wn 


Our OUSINESS pol cles 


| One Sterling Sale Brings Another- 


Not only do Sterling (Wheelbarrows have’ 
a thoroughbred appearance, but they also 
outlast and wheel easier than other barrows 
The harder ‘the servicethe bet- 

ter they show by comparison. 
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. Cerl ING Wheel et melyo, (0. Alhusalee (Nis. 
Boston, New York, Chicago, Cleveland, Detroit, St. Louis 








PIECE UT 


~ a. 
welll 
") i} 





ot & ean 
——9 1) 





HARDWARE AGE October ands 1924 


VEL LYPZ| 45k WY NT DIET DIPT DYE SPT LPT IP, SS any 
SBSASBSBYANBNS ANNES SBME NBN) -4 


; 
\>™. 


Don’t Fail to Stoek ca 
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These Fast Selling Quality Bake Pans = 


ee 
Increase your tinware sales by displaying quality goods priced yi 
right and stocked in sufficient variety to meet the require- 
ments of any housewife. A stock of the numbers that sell 
the best costs little and pays good profits. For larger sales, 


order 


EKCO SANITARY BREAD and CAKE PANS 
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BREAD PANS VANITY CAKE PANS LOOSE BOTTOM CAKE 
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Heavy bright tin; heavily 
wired; rim neatly turned. e i, i, 
Sanitary corners and bot- —~ |B aM J Heavy bright tin. Bottom snaps 
toms. — snugly into place. No leaking 
Improved Van Dusen patterns of ell , 

of greaseless cake pans in all " 
sizes. 
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Write for prices on these staple numbers 
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Ekeo Sanitary Bread Pans Ekeo Oblong Biscuit Pans Vanity Cake Pans 
No. Description Size Van Dusen Patterns 


Capacity 1 Mfg. b 
= as 60 Shall 11x7 1: Mig. DY 
1 Ib, los PO H $33 Dew .. Dea deena i3a9i7a2 Edward Katzinger Co. 


1% Ib. loaf. 
1% Ib. f 4x54 x2%, ? 
1 % ib ‘ 10% x6 ¥%x2% Ekco Biscuit and Cookie Sheets : 7M%x7%x1% 
2 Ib. loaf 11%x7%x2% No. Round—Deep—Tubed 
182T 8%” Diam. ........3%” deep 
Ekeo Sandwich Loaf Pan c Round—Shallow 
No 7 184 8%” Diam. 1%” deep 


Size 
Oe ees eles ean acme wedi 13%x4%x3 
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74 x44x3\ 


ewe Capacity” Deep arene. Pans a ae Swansdown Cake Pans 
606 No. 
193T 81%” Diam. 
608 
Ekeo Drawn Angel Food Pans 
Tubed 
Capacity 
Quarts 


~ 
- 


Ekeo Square Jelly Cake Pans 
Shallow 
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Ekeo Loose Bottom Bread and 
Cake Pans 
No. Description Size 
201 — x1 Ekeo Drawn Pudding Pans 
Txt x1 % 202 yeep ,e eee ome } 
4 x1% 203 Extra deep ............9x9x2% = [eee 
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Extra Deep Ekeo Loose Bottom Cake Pan 
on Legs 


No. Description Size 
271 Tube Wx9x2l, 


y 
- 
L 


Mt 


3&4 


mye 


i 
ha 

. Sf 
a 


Aa _ 


All Leading Jobbers Stock This Line 


Write for our Cataloe No. 24 


EDWARD KATZINGER COMPANY 


Pan Specialists 


1949 NORTH CICERO AVE. CHICAGO, ILL. 
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